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FOUR WAYS 


YOUR CUSTOMERS HEAR ABOUT 
MICROMETRIC CARBON PAPER 








g ® 
i. NATIONAL ADVERTISING ... Again this e 4 @ ONE SECRETARY TELLS ANOTHER... 
appears in The Saturday Evening Post, Newsweek, » They're talking about the way Micrometric carbon 
Purchasing, school and insurance publications. : paper makes neater typing easy. 
nip 
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LOYALTY TO THE WEBSTER NAME a e@ YOUR RECOMMENDATION ... Micro- 
... For 50 years, business has looked to Webster for metric’s extra feature gives you the edge over com- 
the finest quality and the latest improvements. petition. Your customers will come back for more. 


ALL FOUR LEAD TO MORE BUSINESS AND MORE PROFITS / 


Made by the manufacturers of MULTIKOPY Carbon Paper and STAR BRAND Typewriter Ribbons 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00 ; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both old and new 
addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, 
A 
Aceo Products, Inc. 152 
Ace Fastener Corp. 118 
Aeme Visible Records, Ine. 116 
Adams, Henry T., Mfg. Co 185 
Allen Calculators, Inc. 142 
Allen & Co 183 
Allen-Wales Add, Mach. Corp...182 
Allied Carbon & Ribbon Corp...188 
All-Steel-Equip Co. 141 
Alma Desk Co 165 
Amer. Autmtic. Elec. Sales Co.154 
Amer. Autmtic. Typewriter Co.102 
Amer. Can Co. 144 
Amer. Hair & Felt Co. 78 
Amer. Number. Machine Co.....177 
Amer. Passbook Co. 187 
Amer. Writing Machine Co. 73 
Ames Supply Company . &1 
Anderson-Hickey Co., Inc. 166 
Art Metal Construction Co. 95 
Art Steel Co., Ine. 123, 124 
Atlas Duplicator Supply Co.....135 
Autograph Engravers, The 188 
Automatic File & Index Co 30 
Autopoint Co. 131 
B 
Bankers Box Co 74 
Barkley, C. L., & Co 168 
Bassick Company . 146 
Bates Mfg. Co. 143 
Beach Publishing Co. 187 
Bentson Mfg. Co, 179 
Better Packages, Inc. 184 
Bickett, L. M., Co. 184 
Billings, John G. 188 
Bright Chair Co 179 
Bristow, Stanley R 184 
British Stationer 189 
Brown, L. L., Paper Co. 133 
Browne-Morse Co. 185 
Buckeye Ribbon & Carbon Co...178 
( 
Carter's Ink Co., The 147 
Cel-U-Dex Corp. 186 
Chicago Venetian Blind Co.......121 
Clarotype Co., The 186 
Cloyes Gear Works 186 
Codo Mfg. Corp. 160 
Cole Steel Equipment Co., Inc...153 
Collier-Keyworth Co 158 
Columbia Rib. & Car. Mfg. Co. 75 
Columbia Steel Equipment Co. &9 
Cook, The H. C., Co. 183 
Corona Typewriter 65 
Corry-Jamestown Mfz. Corp.....149 
Cramer Posture Chair Co. 189 
Crown Ribbon & Carbon Co. 184 
Cushman & Denison Mfg. Co...184 
D 
Daco Card & Index Co 186 
Darnell Corp 87 
Dawn Mfg. Corp., The 159 
Dick, A. B., Co. 63 
Domore Chair Co., Inc 164 
Doppelt, Chas., & Cx 159 
Downey, C. L., Co. 160 
E 
Eaton Paper Corp 167 
Efficiency Equipment Co. 151 
Ehrlich Upholstery Works 166 
Elliott Address. Mach. Co 185 


Elliott-Fisher....... 


Ever Ready Calendar Mfg. Co 


Back Cover 


138 





offer their services in resolving any disagreements which result 


through the journal. 


F 
Faber, A. W., Inc. 
Caster Corp. 
& Co. 
Fritz-Cross Co. 


Faultiess 
Fox, Geo. E., 


Fulton Specialty Co 
G 
Gaylo Mfg. Co. 
General Fireproofing 
Globe-Wernecke Co. 
B., Co. 


Co 


Graff, Geo. 


Guide System & Supply Co. 


Gunn Furniture Co. 


Hall-Welter Co. 

Philip, Co. 

Hanson Scale Co. 

Harding, Milo, Co. 
Products ( 
The 
Heyer Corporation, The 
Higgins, Chas. M., & Co. 
High Point Bd. & Chair Co 
Hileo Corp. 

Hotchkiss Sales Co 

Hotel Lenox 


Hano, 


Harriman-Welts 
Harter Corporation, 


Hunt, C. Howard, Pen Co 
I 
Imperial Desk Co 
Imperial Mfg. Co. 
Imperial Methods Co. 


Indiana Cash Drawer Co 
Indiana Desk Co. 
Industrial Tape Corp. 

Ink Specialties Co. 
Interstate Ribbon & Carbon 
Invincible Metal Furniture ¢ 


J 


Jasper Chair Co. 
Jasper Office Furniture 
Jasper Seating Co. 

Johnson Chair Co. 
K 


Karl Mfg. Co 


Co. 


101 
188 
140 
163 


182 


68, 69 


‘o...189 


150 
132 
148 
169 
111 
152 


Co.186 


10,..119 


Kellogg, A. W., Sales Co 184 
Kilian Mfg. Corp. 169 
L 
Little, A. P., Ine. 171 
Leopold Co., The 157 
Lyon Metal Products, Inc 90 
M 
Macey Co., The 92 
Manifold Supplies Co. 66 
Markilo Co, 185 
Markwell Mfg. Co. 181 
Massillon Wire Basket Co. 187 

Master-Craft (S-W Loose Leaf 
Div.) 107 
Meilicke Systems, Inc. 186 
Meilink Steel Safe Co. 114 
Melind, Louis, Co. 156 
Metal Office Furniture Co. 99 
Methodes 188 
Meyer & Wenthe 177 
Mimeograph, The 63 
Mitchell Binder Co 187 
Mittag & Volger, Inc. 113 
Moore Push-Pin Co. 189 
Morse, J. S., Typewriter Co 182 
Multipost Co. . 176 
Murphy Chair Co. 156 
N 
Nat'l Blank Book Co. 145 
Nat'l Brief Case Mfg. Co. 168 
National Business Show Co. 82 
Nat'l Vuleanized Fibre Co. 187 
Neva-Clog Products, Inc. 79 
New Indiana Chair Co. 169 
Northwest Metal Products Co...163 
oO 
Old Town Ribbon & Carbon Co. 71 
Orthograph Co., The 185 
Oxford Filing Supply Co. 100 
P 
Pacific Cb. & Ribbon Mfg. Co..139 


Peerless Key-Imperial Mfg. Co. 77 


Peerless Steel Equip. Co. 162 
Prestovac Corp. 187 
Pronto File Corp. 153 
Pruitt Co., The 187 
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of its various 


pares advertising 


|THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 


copy, fu 


agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


turer 





In the execution 


this bureau calls upon 


rnishes list of desirable 


A. lines, and in many 


s. 





from relations established 


Q 
Quality Park Envelope Co. 110 
RK 
Raleigh Upholstery Co., Inc. 172 
Reliable Tw. & A. M. Corp. 185 
Remington Rand Ine.. 129 
Rex-O-Graph Co. 186 
Rishel, J. K., Furniture Co. 178 
Rite-Rite Mfg. Co. 108 
Rivet-O Mfg. Co. 189 


Roberts Numbering Mach. Co...122 


Roberts, Weldon, Rubber Co.....175 
Rockwell-Barnes Co. .-.135 
Royal Metal Mfg. Co. . 93 
Royal Typewriter Co. 190 
s 
St. Johns Table Co. 175 
Sanymetal Products Co. 171 
Seat, Dr., Chemical Co. 185 
Sengbusch Self Closing Ink- 
stand Co. 120 


Shaw-Walker Co. 103, 4, 5, 6, 7 


Sheaffer, W. A.. Pen Co. 96 
Shepherd Chair Co. 182 
Sheppard, C. E., Co 161 
Sherman-Manson Mfg. Co. 94 
Shipman-Ward Mfg. Co. 125 
Sikes Co., Ine., The 91 
Sloane, W. & J. 117 
Smith, L. C., & Corona Type- 
writers Inc. 65 
Speed Key Mfg. Co. 181 
Speed-O-Print Corp. 173, 4 
Speed Products Co.... kee 
Standard Office Products Co.....177 
Stationers Loose Leaf Co. 134 
Storms, H. M., Co. ..158 
Sturgis Posture Chair Co. 97 


Sundstrand Back Cover 
Supersine Co. of America 182 
7, 

Technygraph, The 182 
Toledo Metal Furniture Co. 157 
Torit Mfg. Co. 187 
Triner Scale & Mfg. Co. 172 
Troy Sunshade Co. 115 
Trussell Mfg. Co. 170 
U 

Ulrich Planfiling Equipment 
Co. 170 


Elliott-Fisher 

Back Cover 
Union Rubber & Asbestos Co...i84 
U. S. Tw. Ribbon Mfg. Co. 180 
Universal Office Equipment Co.186 


Underw. 


v 
Vail Manufacturing Co 27 
Van Dyke Industries 162 
Varat, Murray, Co. 181 
Victor Adding Machine Co. 137 
Victor Safe & Equipment Co... 80 
Visible Index Corp. 126 
w 
Wagemaker Co. 155 
Warshaw Mfg. Co 178 
Webster, F. S., Co 2 
Webster-Chicago Co 155 
Weis Mfg. Co. 83, 4, 5, 6 
Wiggins, John B., Co. 185 
bY 
Yawman and Erbe Mfg. Co 112 


For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represenied. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Adding Machine Parts 








Brief and Zipper Cases 








Amer Writing Machine Co 73 Doppelt, Chas., & Co 159 
Ames Supply be oF National Brief Case Mfg. Co 168 
Cloyes Gear Works > Varat, Murray Co 181 
Shipman-Ward Mfg. Co 125 Bes! on 
, usiness ows 
Adding Machine Rolls & Paper a National Business Sher Co 2 
Rockwell-Barnes Co 13 Coleutat D 
. aleulating Devices 
Adding Machines \ “de , 
feil Systems Ir 186 
Allen Culeulators, In¢ 142 sme ef mice Mae gag ae ‘an 
Allen-Wales Add. Mach. Corp 182 Reliable Typewr. & ) 
Remington Rand, Inc 129 Calculating Machines bs 
Sunstrand Rack Cover Allen Caleulators, Inc 142 
Victor Addir Mach. Co 7 Allen-Wales Add. Mach. Co 182 
7 ’ Sack C J 
Adding Machires (Stylus) Sundstrand. .... aa ae Back = 
Reliable Typewr. & A. M. ¢ 185 Victor Adding Mach. Co 
Adding Machines, Rebuilt & Uced Calculating Machines, Used a 
Morse, J. S.. Typewr. Co 182 Morse, J. S., Typewr. Co oF 
Pruitt Co., The 187 Pruitt ¢ 0. e : ‘ 
Reliable Typewr. & A. M. CC 185 Reliable Typewr. & A M ( 185 
Univ. Office Equip. Co 18% Universal Office Equip. Co 186 
Adding Typewriters Carbon Pagers 
Underwood Elliott Fisher Co (See Ribbons and Carbons) 
sack Covet Card Index Boxes and Trays : 
; teel-Equip 41 
Adcressing Machines All-Steel-Equip. Co ee on 
e eta onstruction ( wo 
Elliott Address. Mach. Co 185 me rn) , Hi ictior ne 
_ ' teel Co 3 2 
Addressing Machires, Used cohain ain” tie 179 
Pruitt Co., The 87 Cole Steel Equip. Co 153 
Univ. Office Equipment (¢ Nf Columbia Steel Equip. Co 89 
Adhesives Corry-Jamestown Mfg. Corp . 149 
(See Inks Adhesives, et¢ General Fireproofing Co 68, 69 
i} rnicke C 72 
Arch and Clip Board Files Globe Wernick Co. Bh. 
Amer.-Aut. Ele Sales Co Guide System and Supply Co 2 
oe Core Lee mt , thods (« 132 
Cushman & Denison Mfg. Co s Imperial Method < ) ~ 
Globe-Wernicke Co Invineible Metal Furn. Co. 1 
saierte . = t urr F 99 
Rockwell-Barnes Co Metal Office Furn, Co. be 
Shaw-Walker Co 103 j 5 § 7 I eg ony Equip. Co 32 
t y xz 0 12 Shaw ilker Co 
Yawman & Erbe Mfg. ¢ ‘ erg me a 
Autographic Registers Uhcmamation (Cx 155 
Hano, Philip Co fe Warshaw Mfg. 178 
Ball Bearings for Drawer Slides, ete Weis Mfg. Co 83. 84, 85, 86 
Kilian Mfg. Co 169 Yawman & Erbe Mfg. Co 112 
Banker's Note Cases Cards, Business (Book Form) ‘ 
Art Steel Co. 12 Wiggins, John B., Co 185 
General Fireproofing Co % 69 Cash Boxes 
Globe-Wernicke Co 2 Art Steel Co 2 194 
Victor Safe & Equip. Co af General Pirepreotis Co 2 89 
Bank Passbooks & Check Cases ne Cash Tills 
American Passbook Co 187 Indiana Cash Drawer Co 148 
ing Machines : 
ap te Rand. Inc 129 Casters, Caster Bearings, Slides ' 
A Seeds = Sassick ( 14 
Underwood Elliott Fisher Co sassick ¢ 
lack Cover Darnell Corp 87 
; oe ae Faultless Caster Corp 188 
Binders, Catalogue and Periodical Kilian Mfg. Corp 169 
Acco Products, Inc 152 : 
Mitchell Binder Co 187 Celluloid Envelopes 1 
National Blank Book Co j Markilo. Co 185 
Binders, Permanent Storage Chair trons 
Adams, Henry T., Mfg. Co 8 Bassick Co 146 
Bankers Box Co. ‘ Collier-Keyworth Co 158 
Binders, String Chairs, Office ; 
SJankers Box Co 7 Bright Chair C¢ 179 
Blank Books Cramer Posture Chair Co 189 
National Blank Book Co Domore Chair Ce Ine 164 
Rockwell-Barnes Co Ehrlich 1 Istery Works 1H 
; proofing ) f 9g 
Blue Print and Plan File Czb nets General Fireproofing (¢ 8 [ 
All-Steel-Equip. Co 141 Harter Corp 7 
Anderson-Hickey Co r High Pt. Bd. & Chair Co 180 
Art Metal Construction Co o> lasp Chair Co a 
Art Steel Co 12 4 Fast r Sea g (¢ + 
Browne-Morse Co 182 Tohnson ¢ hair Co = 
Columbia Steel Equip. Co ag Lyor Metal Produc In *- 
5 T >. ir ‘ t 
Corry-Jamestown Mfg. Corp j Murphy Chai s = 169 
General Fireproofing (¢ 68 New Indiana Chair Co 6° 
Globe-Wernicke Co -. Raleigh Upholstering Co 172 
Peerless Steel Equip. Co 69 toyal Metal Mfg. Co 93 
. 4 i} < =. } . . x2 
Shaw-Walker Co Shepherd Chair Co i : 
LOS 104. 105. 10 - Sikes ¢ Ine The i] 
7 sy Srna da loan 117 
Ulrich Planfiling Equipment Co 70 S080 W bes J Ct Cc ar 
Yawman & Erbe Mfg. (%« ) Stur I osture lair CO wil 
Bond Boxes ‘ Tol Metal Furn. Co 157 
. oy u ha it Co 1] 
Art Steel Co 12 r Sus 
General Fireproofing Co RQ RO Chairs, Folding 
iret ing . ron 
Globe-Wernicke (¢ 79 Gaylo Mfg. 77 
Book Cases Royal Metal Mfg. Co ' 
All-Steel-Equip Co { Chairs (Posture) 1 
Alma Desk Co f Amer. Aut. Elec. Sales (« 134 
Art Metal Construction (Ce ) Bright Chair Ce 179 
Browne-Marse (<¢ g Cramer Posture Chair Co 189 
Corry-Jamestown Mfg. Cort Domore Chair Co., Inc 164 
General ireproofing Co AR Fritz-Cross Ce 163 
Globe-Wernicke Co 79 General Fireproofing Co ~ 69 
Gunn Furniture Co Harter Corp 7 
Macey Co., The High Pt. Bd. & Chair Co 180 
Peerless Steel Equip. Cc Jasper Chair Co 6 
Shaw-Walker C<¢ Jasper Seating ¢ ) 
103. 104 Johnson Ct ( 161 
Weis Mfg. Co x x & M p c . Co i 
Yawman & Erbe Mf ( Royal ae ate Bom 
8 rd Chair Co 182 
Book Rings Sikes ( It The 91 
Adams, Henry T Mf ‘ cits. Dadian Chae Ce 7 
Bookkeeping M>chires Toledo Metal Furn. Co 157 
Underwood Elliott Fisher Ce 
Back ¢ Cheek Protectors & Writers 
! 4 ter ‘ "4 
Box Letter Files Hall-Welter ¢ 
Art Steel Co 2 2 Check Protectors & Writers, Used 
Globe-Wernicke Co 72 Morse, J. S., Typewr. Co 182 
Rockwell-Barnes ( 1 Pruitt Co.. The 187 
Weis Mfg. Co 8 84 85 BF Reliable Typewr. & A. M. ¢ 185 


Checks, Stamped Metal 
Meyer & Wenthe 


Coin Bags, Trays and Wrappers 


Art Steel Co 
Downey, C. L., Co 
Copyholders 
Acco Products, Ine 
Amer. Aut. Elec. Sales (« 
Dawn Mfg. Corp The 
Costumers 
Peerless Steel Equip. Co 
Royal Metal Mfg. Co 
Sanymetal Products Co 
Troy Sunshade (Co. 
Cushions and Pads, Chair 
Bickett, L. M., Ce 
Fox, Geo. E., & Co 
Shipman-Ward Mfg. Co 
Dating Stamps 
Amer. Number Mach. (¢ 
Bates Mfg. Co. 
Fulton Specialty Co 
Melind, Louis Co 
Meyer & Wenth« 
Rivet-O-Mfg. Co 
Desk Calendar Pads & Stands 
Ever Ready Calendar Mfg. Co 
Desk Lamps 
Dawn Mfg. Corp 
Van Dyke Industries 
Desk Pads & Tops 
Amer. Aut. Elec. Sales Co 
Fox, Geo. E., & Co 
Wagemaker Co 
Desk Pending-Letters Holders 
Acco Products, Inc 
Desk Pen & Ink Sets 
Sengbusch S-C Inkstand Co 
Sheaffer, W A., Pen Co 
Desk Signs 
Supersine Co. of America 
Desk Trays 
Art Metal Construction Co 
Art Steel Co 
Automat. File & Index Co 
Cole Steel Equipment Co 
Corry-James‘own Mfg. Corp 
Fox, Geo. E & CK 
General Fireproofing Co 
Globe-Wernicke Co 
Imperial Methods Co 
Peerless Steel Equip. Co 
Shaw-Walker Co 
, 103, 104, 105 
Weis Mfg. Co 83, 84 
Yawman & Erbe Mfg. (Co 
Desk Work Distributors 
Art Steel Co 
Bristow, Stanley R 
Globe-Wernicke Co 
Lyon Metal Products Ine 
Victor Safe & Equip. Co 
Weis Mfg. Co 83, 84 
Desks 
Alma Desk (¢ 
Art Metal Construction ¢ 
Automat. File & Index Co 
Bentson Mfg. (¢ 
Browne-Morse Co 
Columbia Steel Equip C« 
Corry-Jamestown Mf Corp 
General Fireproofing Co 


Wernicke Co 
Furniture (< 


Globe 
Gunn 


Imperial Desk (« 
Indiana Desk Co 
Invincible Metal Furn. Co 
Jasper Office Furn. Co 
Leopold Co., The 

Macey Co., The 

Metal Office Furniture ¢ 
Peerless Steel Equip. Co 


Rishel, J. K.. Furn. Co 
Royal Metal Mfg. © 
Shaw-Walker Co 

103, 104, 105 
Sloane, W. & J 


Troy Sunshade Co 
Victor Safe & Equip. 
Wagemaker Co 
Yawman & Erbe Mfg. ( 
Diectating Machines, Used 
Morse Typewr. Co 
Pruitt Co., The 
Duplicating Machires & Supplies 


a. & 


Amer. Writing Mach. ¢ 
Atlas Duplicator Supply ¢ 

Columbia Ribbon & Carbor 
Co. 

Dick, A. B., Co 

Elliott Address. Mach. ¢ 

Harding, Milo Co. 

Heyer Corporation The 

Hileo Corp 

Ink Specialties ¢ 

Mimeograph, The 


Manifold Supplies ‘ 


123 


Mfg 


120 


6 





124 
184 


Mittag & Volger, Inc. 
Orthograph Co., The 
Rex-O-Graph Co 


Co. 


Shipman-Ward Mfg. 
Smith, L. C., & Corona Typwr. 
Speed-O-Print Corp. . inne 


Teechnygraph, The 
Victor Safe & Equip. Co. 

Duplicating Machines, Used 
Morse, J. 8S Co. 
Pruitt Co., 
Universal Office Equip. Co 

Dupl. Machine Engineering Service 
Billings, John G 

Envelope Openers 
(See Letter Openers) 

Envelope Sealers 
Elliott Address. Mach 
Multipost Co., Ine 

Envelope Sealers, Used 
Pruitt Co., The 

Envelope Sealer-Cancellers 
Multipost Co., Ine. 

Envelopes 
Globe-Wernicke Co., 
Quality Park Envelope Co 

Envelopes, Celluloid 
Markilo Co 

Eradicators, Ink 
Carter's Ink Co., 
Heyer Corp., The 

Erasers, Rubber 
Faber, A. W.. Ine. 
Roberts, Weldon, Rubber 

Exhibitions, Office 
Nat'l Business 

Expense Books 
Beach Publishing Co. 

Eyelets & Eyelet Fasteners 
Bates Mfg. Co 
Rivet-O-Mfg., Co 

Fanfold Continuous Forms 
Hano, Philip, Co. 

File Boxes, 
Bankers Box Co. 
Barkley, C. L. Co 
Globe-Wernicke Co. 

Guide System & Supply Co. 


Co 


The 


Co 


Show Co. 


Oxford Filing Supply Co. ‘ 
Weis Mfg. Co 83, 84, 85, 
File, Boxes, Metal 

Adams, Henry T., Mfg. Co 

Art Metal Construction co. 

Art Steel Co. 123, 
Corry-Jamestown Mfg. (Co. 
Peerless Steel Equip. Co. 
Pronte File Corp 
Rockwell-Barnes Co. 

Victor Safe & Equip. Co. 
Filing Cabinet Ball & Roller 

Bearings 

Kilian Mfg. Corp. 
Filing Cabinets, Insulated 

Victor Safe & Equip. Co 
Filing Cabinets, Metal 

All-Steel Equip Co 
Anderson-Hickey Co. 

Art Metal Construction Co. 

Art Steel Co oer B8, 
Autmtec. File & Index Co. 

Bentson Mfg. Co. 

Browne-Morse Co. 

Cole Steel Equipment Co., Ine 
Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 68, 
Globe-Wernicke Co. * 
Invincible Metal Furn. Co..... 


Macey Co., The ..... 
Metal Office Furn. Co..... 


Northwest Metal Products Co........ 
Peerless Steel Equip. Co. 
Pronto File Corp. 
Remington Rand, Ine 
Shaw-Walker Co.... 
103, 104, 105, 106, 
Vietor Safe & Equip. Co 
Yawman & Erbe Mfg. Co 
Filing Cabinets, Wood 
Globe-Wernicke Co 
Imperial Methods Co 
Wagemaker (Co 
Weis Mfg. Co 83, 84, 85, 
Yawman & Erbe Mfg. Co 
Filing Supplies 
Acco Products Ine 
Art Metal Construction Co 
jarkley, ©. L & Co 
Browne-Morse Co 
Corry-Jamestown Mfg. Co 
Daco Card and Index Co, 
General Fireproofing Co. 68, 


Globe-Wernicke Co ‘ 
Guide System & Supply Co. 


THE CLASSIFICATIONS 
(Continued on page 6) 


Collapsible Corrugated 


113 
185 
186 
125 


174 


147 
191 


101 


175 


187 


142 
189 


98 


74 
168 
72 
128 
100 
a6 


185 

95 
124 
149 
162 
153 
135 

80 


169 
80 


141 
166 

95 
124 
130 


107 
112 
72 
132 
155 

86 
112 
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THE CLASSIFICATIONS 
(Continued from page 5) 


Imperial Methods Co 
Macey Co., The 

Metal Office Furn. Co 
Oxford Filing Supply Co 
Pronto File Corp 


Quality Park Envelope Co 
Rockwell-Barnes Co 
Shaw-Walker Co 

103, 104 
& Equip. 


105 


106 


Safe 


Victor 
Warshaw Mfg. Co. 
Weis Mfg. Co 
Yawman & Erbe 
Filing Tables 
Toledo Metal 
Finger Pads 


Speed Products Co. 
Folders Filing 


Fountain Pens 
Carter's Ink Co 
Sheaffer, W. A 

Gummed Cloth Rings 
Graff, Geo. B., Co 
Warshaw Mfg. Co 

Gummed Tape 
Industrial 

Hotels 
Hotel 

Index Card Signals 
Cook, H. C., Co 
Graff, Geo. B., Co 
Victor Safe & Equipment 


index Tabs 
Barkley, C. L., 
Cel-U-Dex Corp 
Globe-Wernicke Co 
Guide System & Supply Co 
Markilo Co. 
Shaw-Walker 


Mfg. Co 


Furniture Co 


(See Supplies 


The 
Pen Co 


Tape Corp 


Lenox 


In 


& Co 


Co 
103 
Victor Safe & 


Inks, Adhesives, Ete. 
Carter's Ink Co 
Harriman-Welts 
Higgins, Charles 
Ink Specialties Co 
Melind, Louis, Co 
Rivet-O-Mfg. Co 
Sheaffer, W. A., Pen Co 
Union Rubber & Asbestos ¢ 

Inkstands 
Cushman & Denison Mfg. « 
Sengbusch S-C Inkstand Co 

Intercommunicating Equipment 
Webster-Chicago Co 

Office 


Co. 


104 105 
Equipment 


10 


Co. 


The 
Prod. Co 


M., & Co 


Knives, 
Autopoint 


Leads for Mechanical Pencils 
Autopoint Co. 
Faber, W. A., Inc 
Sheaffer, W. A., 

Leather Goods 
Doppelt, Chas., 
Nat'l Brief Case 
Varat, Murray Co. 

Leather Upholstered Furniture 
Bright Chair Co 
Ehrlich Upholstery 
Jasper Chair Co 
New Indiana Chair Co 
Raleigh Upholstery Co 

Letter Openers . 
Multipost Co., Ine 

Letter Trays Desk 

Letterheads 
Wiggins, John 

Library Equipment 
All-Steel-Equip. Co 
Art Metal Construction Co 
Art Steel Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co. 68 
Globe-Wernicke Co 
Macey Co., The 
Peerless Steel Equip. Co 
Shaw-Walker Co. 

103 104, 105 
Yawman & Erbe Mfg. Co 


and Storage Cabinets 
All-Steel-Equip. Co. 
Anderson-Hickey Co. 
Art Metal Construction (Cx 
Art Steel Co 123 
Browne-Morse Co 
Corry-Jamestown Mfg 
General Fireproofing 
Globe-Wernicke Co 
Invincible Metal 
Lyon Metal Products, 
Macey Co., The 
Metal Office Furn. Co 
Shaw-Walker Co 

103, 104, 105 
Yawman & Erbe Mfg. Co 


Loose Leaf Books & Systems 
Adams, Henry T., Mfg. Co 
Master-Craft (S-W 
Div.) wala —_ 
National Blank Book Co 
Sheppard, The C. E., Co 
Stationers Loose Leaf Co 


Trussell Mfg. Co 


Loose Leaf Sheet Covers, 
Markilo Co 


Pen Co 


& 


Co. 
Mfg. Co 


Works 


(See Trays 


B., Co 


106 


Lockers 


Corp 
Co. 68 


Furn, Co 
In 


106 


Leaf 


Loose 


Celluloid 


100 
158 
110 


on 


183 
xO 


168 
186 

72 
128 
185 


107 


80 


147 
189 
165 


189 
96 


184 


184 
120 


18] 


166 


107 
145 
161 
134 
170 


185 


Loose Leaf Metals and Devices 


Adams, Henry T., 


Mail Distributors 
Bristow, Stanley TI 
Giobe-Wernicke Co 
Victor Safe 

Manifold Books 
Hano, Philip, Co 

Map Tacks 
Graff, George B 
Moore Push-Pin (Cc 

Matched Office Suites 
Art Metal Construc 
General Fireproofing 
Globe-Wernicke (<« 
Leopold Co., 
Macey Co., 
Royal Metal 
Sloane, W. & J 
Troy Sunshade Co 

Memorandum Books 
National Blank 
Rockwell-Barnes 
Trussell Mfg. Co 


Memorandum Devices 
Bates Mfg. Co 
Bristow, 

Mending Tape 
Industrial Tape Cory 
Warshaw Mfg 

Moisteners 
Better Packages 
Kellogg, A. W 
Rivet-O-Mfg 
Sengbusch S-¢ 
Torit Mfg. Co 

Numbering Machines 
Amer. Number. Mac 
Bates Mfg. Co 
Melind, Louis Co 
Roberts Numbering 

Office Partitions and 
Globe-Wernicke Co 


Pads, 
National 
Rockwell 

Paper 
Brown, L. L 
Eaton Paper 
Rockwell - Barnes 

Paper Clamps 

Acco Products, Inc 
Cushman & Denisor 
Hunt, C, Howard 

Paper Clips 
Acco Products, 
Cook, H. C., Co. 
Cushman & 
Fulton Specialty 
Graff, George B., 
Vail Manufacturing 

Paper Fastening Mach 
Ace Fastener Corp 
Amer. Autme 
Rates Mfg 
Hotchkiss Sales Co 
Markwell Mfg. Co 
Neva-Clog Products, 
Speed Products Co 
Victor Safe & Equi 

Paste Inks, Adt 

Pencil Sharpeners 

Graff, George B 
Hunt, C. Howard, 1 

Pencils, Wood Cased 
Faber, A. W., Ine 

Pencils, Mechanical 
Autopoint Co. 
Carter's Ink Co 
Rite-Rite Mfg 
Sheaffer, W. A 


('o 


Inc 
Sal 


Figuring 
Blank 
Barnes (« 
Pape 
Corp 
Co 


c 


Co. 


(See 


T 
Co 
Per 
Pens 
Hunt, C 
Sengbusch S-C 
Picture Hooks 
Moore Push-Pin Co 


Howard, |} 


Book (« 


Denison 


Flectric 


Inks 


Mfg 


t 


& Equipment 


Co 


tion Co 


Co. 


k Co 


Stanley R 


es Co. 


Inkstand 


h. Co 


Co 


Machine 
Railings 


r Co 


Pen ¢ 


ines 


Ine 
p. Co 


esives 


Co 
ren C 


Lead 


he 


Co 


en 


tand 


Pins and Pin Containers 


Vail Mfg Co 
Platens, Typewriter 
Amer. Writing Mac 
Ames Supply Co 
Shipman-Ward Mfg 
Postal Scales 
Hanson Scale Co 
Shipman-Ward Mfg 
Triner Scale & Mfg 
Publishers 
British 
Methodes 
Punches 
Acco 


Stationer 


Products, Inc 
Bates Mfg. Co 
Globe-Wernicke Co 
Mitchell Binder Co 
National Blank 

Push Pins 
Moore Push-Pin Co 

Ribbons and Carbons 
Allen & Co 
Allied Carbon 
Amer. Writing 
Ames Supply (« 
Buckeye Ribbon 
Carter's Ink Co 
Codo Mfg. Corp 
Columbia R. & C 


Rit 
Macl 


«& 


« 
TI 


) 


Co 


Sales 


hine Ce 


Book Co 


bon ¢ 
line ¢ 


Carbor 


Mfg 


Et 





185 








184 








Crown Rib. & Car. Co 
Imperial Mfg. Co. 
Interstate Ribbon & Carbor 
Little X F., ie 
Manifold Supplies Co 
Mittag & Volger, Inc 
Old Town Rib. & Car. Co 
Pa Car. & Rib. Mfg 
Peerless Key-Imperial Mfg 
Remington Rand, Ine 

1 Typewriter Co Inc 

nan-Ward Mfg. Co 
Smith L. €., Corona Tws 
Storms H M., Co 


Underwood Elliott 

1 = Typewr Rib 
Webster F. 8S Co 

Rubber Bands 
Faber Ww 


Roberts 


Ine 


Rubber Stamps 
Melind, Louis, Co 
Me & Wenthe 

Rubber Stamps 
Autograph Engravers 

Rubber Type Outfits 
Fulton Specialty 

Safes 
Art 
General 
Globe-Wernicke Co. 
Macey Co., The 
Meilink Steel 
Remington Rand 

Walker Co 

103 

«& 

Erbe 


Co 


Construction 


Metal 


Safe Co., 
Inc 

Shaw 
104 
Victor Safe 


«& Mfg 


Yawman 
Scrapbooks 
Wernicke Co 
Mfg 


Globe 
Weis 
Secretary Desks 
Art Metal Constructior 
General Fireproofing 
Globe-Wernicke Co 
Steel Equip 


Co 


Peerless 
Shelving 
All-Steel-Equip 
Art Metal 
Art Steel Co 
trowne-Morse Co. 
Jamestown Mfg 
General Fireproofing ¢ 
Globe-Wernicke Co 
Lyon Metal Products 
Macey Co The 
Signs, Office, Bidg., ete 
Supersine Co. of Ame 
Smoking Stands, Office 
Royal Metal Mfg. C« 
Sorting Devices 
Bristow, Stanley R 
Ulrich Planfiling 


Corry 


Stamp Affixers, Postage 
Multipost Co Ine 
Stamp Pads 
Bates Mfg. Co 
Carter's Ink Co., The 


Fireproofing Co 


Mfg 


Fisher Co 


Weldon, Rubber ¢ 


The 


105 


Equipment 


to 


Co 


Construction 


Sack ( 


(Facsimile Signature 
The 


to 


Corp 


{ 


0 


Fulton Specialty Co 
Melind Louis, Co 
Meyer & Wenthe 
Rivet-O-Mfg Co 
Rockwell-Barnes Co 
Victor Safe & Equip 
Stands for Office Machines 
All-Steel-Equip. Co 
Ames Supply Co 
Anderson-Hickey Co. 
Art Steel Co 
Corry -Jamestown Mfg 
General Fireproofing C 
Globe-Wernicke Co. 
Harter Corp 
Karl Mfg. Co 
Peerless Steel Equip. ¢ 
Pruitt Co The 
Sherman-Manson Mfg 
Shipman-Ward Mfg. C¢ 
Standard Office Products 
Toledo Metal Furniture 
Staple Extractors 


\ce Fastener Corp 


Cc 
¢ 


Equipment 


Staples and Stapling Machines 


Ace Fastener Corp 
Bates Mfg. Co 
Hotchkiss Sales (« 
Markwell Mfg. (« 
Neva-Clog Products, Inc 
Speed Products Co 

Vall Manufacturing (C< 


Stenographer’s Note Books 


National 
Rockwell 


rrussell 


Blank Book C« 
Barnes Co 


Mfg. Co 


Storage and Transfer Cases 


Adams, Henry T., Mfg 
All-Steel-Equip. Co 
Art Metal Construction 
Art Steel Co 

Bankers Box Co. 


Barkley, ¢ L., & Co 
Bentson Mfg, Co 
Browne-Morse Co 

Cole Steel Equipment 
Columbia Steel Equip 
Corry-Jamestown Mfg C 





ency Equipment ( 
eral Fireproofing Co 
Wernicke Co 

& Supply 
1 Methods Ce 

e Metal I 





» System 


peria 





rp 


er 


) 


OFFICE APPLIANCES 





Macey Co., The 92 
Metal Office Furn. Co 99 
Peerless Steel Equip. Co. 162 
Pronto File Corp 153 
Rockwell-Barnes Co. 135 
Shaw-Walker Co 
103, 104 105 106 107 
Wagemaker Co 155 
Weis Mfg. Co 83, 84, 85. 8&6 
Yawman & Erbe Mfg. Co 112 
Swinging Typewriter Stands 
Amer. Writing Machine (¢ 73 
Globe-Wernicke Co 72 
Weis Mfz. Co 83. 84. 85. Re 
Tables 
Art Metal Construction Co 95 
Art Steel Co 12 124 
Browne-Morse Co 185 
Corry-Jamestown Mfg. Corp 14% 
General Fireproofing Co 68, 69 
Globe-Wernicke Co. 72 
Lyon Metal Products Tn 90 
Macey Co., The 92 
Peerless Steel Equipment Co 162 
Shaw-Walker Co 
103, 104 105 1 107 
St Johns Table Co 175 
Victor Safe & Equipment Co 80 
Tabulating & Statistics Machines 
Remington-Rand, Ine 129 
Telephone Accessories 
tates Mfg. Co 14 
Victor Safe & Equipment Co gO 
Telephone Stands 
Art Metal Construction Co 
Art Steel Co 12 
General Fireproofing Co 68, 
Globe-Wernicke Co 
Peerless Steel Equipment Co 
Shaw-Walker Co 
103 104 105 106 107 
Yawman & Erbe Mfg. Co 112 
Thumb Tacks 
Graff, George B., Co &X 
Moore Push-Pin Co 189 
Vail Manufacturing Co 127 
Type, Typewriter 
Amer. Writing Mach. Co 73 
Ames Supply Co 1 
Shipman-Ward Mfg. Co 125 
Typewriter Cleaning Material 
Amer. Writing Mach. Co 7 
Ames Supply Co 81 
Clarotype Co 186 
Mittag & Volger In 1] 
Rivet-O-Mfg Co 189 
Seat, Dr., Chemical Co 185 
Shipman-Ward Mfg. Co 25 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Co 73 
Ames Supply Co 8] 
Peerless Key-Imperial Mfg. Co 77 
Prestovae Corp 187 
Shipman-Ward Mfg. Co 125 
Speed Key Mfg. Co 184 
Typewriter Cushion Knobs and Bases 
American Hair & Felt Co 78 
Amer. Writing Mach. Co 7 
Ames Supply Co 81 
Bickett, L. M Co IN4 
Fox, Geo. E., & (¢ 14 
Peerless Key-Imperial Mfg. Co 77 
Shipman-Ward Mfg. Co 12 
Typewriter Parts and Tools 
Amer. Writing Mach. Co 73 
Ames Supply Co. 81 
Shipman-Ward Mfg Co 125 
Typewriters, Mfrs. of 
Amer Autmte Typewriter Co 102 
Corona Typewriter 65 
Remington Rand, Ine 129 
Royal Typewriter Co 190 
Smith, L. C., & Corona Tws ‘ 
Underwood Elliott Fisher (Co 


Back Cover 








Typewriters Rebuilt and Used 
Amer. Writing Mach, Co 
Morse J S., Typewr Ce 182 
Pruitt, Co., The 187 
Reliable Tw. & A. M. Corp 185 
Shipman-Ward Mfg. Co 12 
Venetian Blinds 
Chicago Venetian Blind (: 121 
Visible Systems Equipment 
Acme Visible Records, Inc 116 
Art Metal Construction Co 95 
Autmte. File & Index Co 130 
Globe-Wernicke Co 72 
National Blank Book Co. 145 
Remington Rand, Inc 129 
Shaw-Walker (< 
103, 104, 105, 10¢ 107 
Sheppard, C. } Co lf 
Stationers Loose Leaf Co 134 
Victor Safe & Equip. Co 80 
Visible Index Corp 126 
Yawman & Erbe Mfg. Co 112 
Waste Baskets 
American Can Co 144 
Art Steel Co 123, 124 
Cole Steel Equipment Co 15 
Corry-Jamestown Mfg. Corp 149 
Fox, Geo. E., & Co 140 
General Fireproofing Co 68. 69 
Globe-Wernicke Co 72 
Massillon Wire Basket Co 187 
Nat'l Vulcanized Fibre Co 187 
Metal Office Co 99 
Peerless Steel Equipment Co #2 
Shaw-Walker ¢ 





WANTS AND TOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 








AN ADVERTISING AND SALES EXECUTIVE of long experience, 
and with a record of successful achievement in coordinating sales and 
advertising for better results, seeks connection. A mature and bal- 
anced thinker who accumulated his experience as an agency man, 
advertising manager for a publishing house and for a manufacturing 
company ; the three fields which afford the best understanding of adver- 
tising; its function, its best technique for its convincing appeal and 
the best methods of gearing it with sales promotion. Address C-144, 
care Office Appliances, Chicago. 





SALESMAN who has made an exceptional record selling duplicators 
to dealers and working with dealers is open for a new connection with 
manufacturer. Knows the trade well throughout the East, also largely 
in the South and Middle West. Open for connection with manufac- 
turer of duplicating machines and supplies or with any office specialty 
manufacturer seeking intelligent, aggressive sales representation. Top 
references. Send information to C-146, care Office Appliances, Chicago. 








EDITOR—-PRIVATE SECRETARY—-DEPARTMENT MANAGER. Ten 
years’ experience executive offices, patent and editorial departments 
nation’s Jargest manufacturer office equipment. Diversified knowledge 
business systems. Three years’ actual sales experience. Now employed. 
Age 31. Good education. Best references. Will consider position with 
top executive in or out of office appliance industry. Address C-138, 
care Office Appliances, Chicago. 
BECAUSE OF READJUSTMENTS in the business with which he has 
been connected, the services of a man of broad experience in middle 
west localities are available. Capable buyer, department manager 
experienced in visible records, machine posting, office furniture and 
filing equipment. For further information address C-135, care Office 
Appliances, Chicago. 





SALES EXECUTIVE with fifteen years’ experience in advertising is 
open for new connection as advertising manager, sales manager or as 
coordinator of sales and advertising plans and action. Knows how to 
produce business. Wears well. Convincing references. Address C-147, 
eare Office Appliances, Chicago. 





THOROUGHLY EXPERIENCED in wood and steel office equipment ; 
would like to represent manufacturer in Chicago and the surrounding 
territory. Chairs, Desks, Files or Address C-140, care 
Office Appliances, Chicago. 


accessories, 


MECHANIC, 16 years’ experience on the bench and outside. Buying, 
selling, servicing, all around man, dependable, best of references. 
Wishes to locate with a reliable firm. Address C-136, care Office Appli- 
ances, Chicago. 





TYPEWRITER MECHANIC, all makes big machines and portables, 
sober and reliable, references. Want steady, salaried position; no sell- 
ing. Address C-137, care Office Appliances, Chicago. 


SALESMEN WANTED 
IF YOU ARE NOW selling to offices, we have a product that will 
prove to be a very profitable sideline. It quickly becomes a major line. 
Exclusive territories are available. 3ox P194, care Office Appliances, 
Chicago. 


TYPEWRITER, ADDING MACHINE and office supply salesman wanted 
by dealer in Wisconsin city. Must be a man with experience who 
knows mechanical equipment and systems and has good sales record. 
Send full particulars to P-195, care Office Appliances, Chicago. 





SALESMAN WANTED 

west by nationally known 
Zipper Ring Binders and Brief Bags 
tory, experience and acquaintanceship. 
Appliances, Chicago. 


For all or part of territory from Denver 
manufacturer of Brief Cases, Portfolios, 
Write full details stating terri- 
Address P-191, care Office 





SALESMEN—Sideline in gift, art, photo and stationery; quick selling 
$1.00 monopoly item. repeat. Only those with established lines 
need apply. Box P-187, care Office Appliances, Chicago. 


Good 











SALESMEN for leaditig manufacturer of quality typewriter ribbons 
and carbon papers. Profitable territories open on commission basis. 
Nominal drawing accounts to a few experienced and qualified men. 
Write P-193, Office Appliances, Chicago. 


SALES CORRESPONDENT WANTED 
STEADY POSITION for sales correspondent and order writer with 
experience in sheet steel] equipment lines Factory in central west. 
Prefer man 30 to 40 years of age, with fair education—one who does 
not mind detailed work, and can use dictaphone readily. Give full 
particulars in your reply Address P-192, Office Appliances, 
Chicago 


care 


MECHANICS WANTED 


MECHANICS WANTED—Typewriter mechanic, also adding machine 
mechanic Pruitt Corporation, 425 North LaSalle Street, Chicago. 


REPRESENTATIVES AVAILABLE 


HIGH GRADE SPECIALTY SALESMAN who has been traveling 


entire Pacific Coast desires to represent one or two manufacturers in 
Southern California only. Is a good sales producer and can enlarge 
organization quickly if new product requires additional attention for 
complete territory coverage Top references Address C-143, care 


Office 


Appliances, Chicago. 





SALES PERSON WORKING in the Southwest, also in Rocky Moun- 
tain territory, is open for commercial stationery line of real quality. 
Well acquainted with stationery and department store trade through 
sale of greeting cards. Will consider any product of merit which 
offers good returns for intelligent, aggressive sales presentations. Pres- 


ent territory includes Texas, Oklahoma, Arkansas, Kansas and Colo- 
rado. Can be enlarged if desired. Send particulars to C-145, care 


Office Appliances, Chicago. 





SOUTHERN CALIFORNIA sales agency handling mail room equip- 
ment is in a position to take good care of one additional office specialty 
line. Has well trained sales staff. Proprietor formerly had excellent 
record in visible systems and dictating machines. Established fifteen 
years. Ready to give top sales service to some worthwhile line to be 
sold direct to users. Address C-141, care Office Appliances, Chicago. 





CALIFORNIA REPRESENTATION OFFERED. High grade specialty 
salesman traveling Pacific Coast desires to represent one or two manu- 
facturers in Southern California only. Good sales producer. Can enlarge 
organization quickly if required by new product. Top references. 
Address C-139, care Office Appliances, Chicago. 

COMPETENT SALES PERSON seeks a desirable line or two to sell 
to the trade in Pacific Coast territory. Will cover Denver west or 
restrict activities to coast states according to manufacturer's territorial 
divisions. Interested particularly in high-class lines. Address C-148, 
eare Office Appliances, Chicago. 

















SALESMAN TRAVELING NEW ENGLAND for a pencil manufac- 
turer has ample capacity to sell one additional line. Wéill consider 
anything for office use that is sold through the retail stationer. Top 
references. Address C-142, care Office Appliances, Chicago. 





REPRESENTATIVES WANTED 





NATIONALLY KNOWN liquid type duplicator manufacturer wants ex- 
perienced duplicator men calling upon office equipment and school sup- 
ply dealers. Can be handled as additional line in connection with 
other non-competitive lines. Straight commission. Write giving full 
particulars of territory covered and experience in duplicator field. 
Address P-189, care Office Appliances, Chicago. 





WOOD CHAIR MANUFACTURER has openings for representatives in 
three territories. One will work out of Chicago covering Wisconsin, 
Illinois and possibly Missouri. Another will have headquarters in 
the Twin Cities or Des Moines, to cover Minnesota, Iowa and Dakotas. 
A third will cover the Southwest. Payment will be straight commis- 
sion. Preference will be given to young men now covering those 
territories with other lines of office equipment or supply. This is a 
desirable opportunity for salesmen seeking to tie up with a high class 
furniture product. Address P-190, care Office Appliances, Chicago. 


DISTRIBUTORS WANTED 





MANUFACTURING FIRM, national organization, desires man with 


proven sales ability to take over ten Eastern States as distributor. 
Must have financial backing. Send full information in first letter. 
Address P-188, care Office Appliances, Chicago. 


WANTED TO BUY RETAIL BUSINESS 





WANTED TO PURCHASE office supply business for cash. jive full 
particulars first letter. J. P. Benjamin, 160 N. Wells Street, room 525, 
Chicago. 

FOUNTAIN PEN REPAIRING 





ALL MAKES Pens, Pencils, 
24 hour service. Standard prices. 
State Street, Chicago. 





Desk Sets, etc. 
Welty 


Repaired—usually 1: 
Pen & Repair Co., 





ADDING MACHINE PARTS, TYPE, ETC. 





NEW PRICE LIST of Marchant parts now available. New low prices 
on adding machine feed rolls by the dozen. Write for prices now. 
I. A. Dehn, Jr., 1643 101st Avenue, Oakland, Calif. 


DICTATING MACHINE PARTS 





COMPLETE AND VARIED STOCK. No order too small. When you 
need parts, write Central Dictating Service, 2632 N. Western Avenue, 
Chicago. Management G. Koep. 


DUPLICATING MACHINE PARTS 





NEW PRICE LIST of parts for the Mimeograph machine now avail- 
able. Special attractive prices on all rubber parts for the Mimeo- 
graph. Write for catalogue and price list. Mimeo Repair Co., 
395 Broadway, Ne York City. 


SALES LETTERS 


LETTERS WILL BUILD SALES—-For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 
letters, or unsuccessful letters for reshaping. Particulars on 
Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 


for new 
request 





WANTS AND FOR SALE—Continued on page 8 





WANTS AND FOR SALE—Continued from page 7 


FOR SALE AND WANTED TO BUY 





Adding 
Office 


Moon Hopkins 


sold. Chicago 


ELLIOTT-FISHER MACHINES Burroughs 
Machines—Calculating Machines—-bought and 
Appliance Co., 529 S. Wells Street, Chicago. 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators, Typewriters and all office machines 
bought and sold. Teeter-Warsh Co., 849 N. 3rd Street, Milwaukee, Wis 


machines, adding machine 


ELLIOTT-FISHER machines, calculating 
Company, 


all office equipment, bought and sold. . J. Crowley 
434 Caswell Bldg., Milwaukee, Wis. 


BURROUGHS, MOON-HOPKINS, Elliott-Fisher, Remington Accountins 
Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. Internationa! 
Office Appliances, Inc., 326 Broadway, New York City. 


Bookkeeping 


BURROUGHS—-Duplexes, Moon Hopkins, 
Fort Pitt Typewriter 


Kardex. All type office machines bought and so!d. 
Co., 644 Liberty Avenue, Pittsburgh, Pa. 


Machines, 


OFFICE APPLIANCES 


DICTAPHONES, EDIPHONES, SUPPLIES headquarters machines 
bought and sold—-Wholesale, Retail—Write us. Chicago Dictating Ma- 
chine Co., 28 S. Wells Street, Chicago. 


DICTAPHONES—EDIPHONES~ established 1923. Largest stock—all 
models. Write for prices of machines and our Cleartone Cylinders. 
American Dictating Machine Co., 5 Fifth Avenue, New York, N. Y. 





ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Mak- 
ng Cireular. Pruitt, 527 Pruitt Bldg., Chicago. 








KARDEX, ACME, all makes used visible filing equipment. Thousands 
always on hand. Special service 


of reconditioned cabinets, panels, books, 
Chas. 


and prices to dealers for purchase or sale. Get our quotations. 
S. Nathan, Inc., 548 Broadway, New York. 





visible filing equipment of all 
this field and offer full co- 
395 Broadway, New 


KARDEX, ACME, POSTINDEX, ete., 
types bought and sold. We specialize in 
operation to dealers Commercial Card System, 
York City. 


MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
writer ribbons. Established over ten years. Write us, save money. 
Lewis Co., 413 W. State Street, Milwaukee, Wis. 








Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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OFFICE APPLIANCES 








NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


4 new, four-page catalogue dealing with the 
company's improved line of dead storage files has been issued to the 
trade by the All-Steel-Equip Company, Aurora, Ill. With an attractively 
colored cover, the catalogue has a number of large illustrations demon 
strating old methods of “bundle” filing beside a large installation of 
A-S-E steel dead storage files in a vault. It also features close-up pic 
tures of various points of construction of the files to clearly indicate 
their strength as well as utility and attractiveness 

The Bentson Manufacturing Company.—A four-page brochure covering 
the firm’s entire No. 600 line of steel files has recently been issued to the 
trade by the Bentson Manufacturing Company, Aurora, Ill. Attractively 
printed in color on high-grade glossy paper, the brochure is replete wit! 
illustrations of the various numbers of the line of filing cabinets in 
letter, legal, invoice, oversize, document, check and ledger sizes, Other 
pictures show the welded inner cabinet framework as well as the com 
pany’s well-known ten roller, cradle-type, progressive suspension slide 
which assures smooth and silent operation of the drawers, empty or 
loaded. Copies of the brochure are available to dealers on request to 
the company's home offices 

L. L. Brown Paper Company.-A revised catalogue which includes com 
plete information about its four recently announced new lines as well as 
detailed particulars of its ledgers and bonds manufactured since 1849 ha 
been published and distributed by the L. L. Brown Paper Company, Adams 
Mass. A novel feature of the new catalogue is an ingenious index whict 
is designed to guide the reader in selecting the right paper for each of 
large number of listed uses. This is accomplished by assigning a numeral 
to each use and employing a corresponding number in the index. Thus the 
reader may easily identify the particular kind and grade of paper whict 
the company recommends for a stated purpose. This service feature of the 
catalogue has not appeared in previous issues. Measuring 3% by 714 inches 
and consisting of twenty-eight pages, the new 
dealers on request to the company’s home offices or any of its numerous 
distributors who will also show samples of the four new items listed as 
Forward Linen Ledger, Forward Bond, Escort Ledger and Machine Posting 
and Escort Bond 

The Gunn Furniture Company. Featuring the firm's new 
office furniture, a 36-page supplement to its 1989 catalogue has recently 
been issued to the trade by the Gunn Furniture Company, Grand Rapids 
Mich. The supplement is illustrated with unusually large pictures of the 
various items in the series including desks, tables, chairs, bookcases, cos 
tumers, telephone cabinets, letter trays, waste baskets, and a number of 
pieces in the 500 series 
Mittag & Volger, Inc...Featuring the company’s ‘“‘Thousand-and-Five 
lines of typewriter ribbons and carbon papers in matched groups, a new 
and attractive catalogue has recently been issued to the trade by Mittag 
& Volger, Inc., Park Ridge, N. J. Designed to make it easier for buyers 
to order from its modern pages, the catalogue also contains a complete 
listing and description—with illustrations—of the 


All-Steel-Equip Company. 


R1660 series of 


many other product 
made under the M. & V. banner. The catalogue, together with new literature 


explaining the Mittag & Volger methods of coéperating with the trade 
will be sent to dealers on request. (See illustration on page 179) 
Norcor Manufacturing Company. Printed on a high-grade glossy paper 


and replete with large illustrations, a new and attractive catalogue has 
been published and issued to the trade by the Norcor Manufacturing 
Company, Green Bay, Wis., to cover that firm’s entire line of auditorium 
and school furniture. Each illustration is accompanied by ample text 
matter to describe the various features of the individual item shown 
Copies of the catalogue are available to dealers. 

Northern States Envelope Company.—Covering the firm's complete line 
of expanding and filing envelopes, advertising specialties and other items 


a new catalogue has been issued to the trade by the Northern States 
Envelope Company, St. Paul, Minn. Copies are available to dealers 
A. Pomerantz & Company.—A four-page folder featuring Van Dyke 


Industries fluorescent lamps is being used by A. Pomerantz & Company 
Philadelphia, as a means of offering its customers one of the new 
lamps on trial.. It is illustrated and bears on the cover the unique 
and interest-compelling line: “Sorry to have kept you waiting 290 year 
for this but you'll be glad we did!” 

Sherman-Manson Company.A new 

of Ideal stands and stools and other items, has been issued to the 
trade by the Sherman-Manson Manufacturing Company, 625 South Kolmar 
avenue, Chicago. The catalogue is listed as the No. 840, and a copy 
1s well as the company's price list will be sent promptly to a 
on request to the home offices 


catalogue, covering the firm’s lines 


dealer 


A 


Foreign Trade Opportunities 


Interested American firms and individuals may obtain the names and 
addresses of the foreign firms making these inquiries upon application 
of the U. S. Bureau of Foreign & Domestic Commerce or any district 
or codperative office 

Writing paper, cardboard, and office stationery, Cairo, Egypt, agency 
ask for No. 6831. 

Writing, printing, kraft, and cigarette papers: aluminum foil papers, and 
coated cardboard, Baghdad, Iraq, purchase; ask for No. 6296 

Writing and printing papers, and office stationery, Cairo, Egypt, agency 
ask for No. 6822 

Adding machines, hand-operated: and numbering machines, 
Straits Settlements, purchase and agency; ask for No. 6309 


Basel 


Singapore 


Duplicating machines and supplies, Switzerland, purchase 
agency; ask for No. 6808 
Furniture, office, 
Office supplies 


Office and school supplies 


ask for No, 6282 
Cairo, Egypt, agency; ask for No, 6331 

gency; ask for No. 6282 
ask for No, f 
Straits Settlements, 1 


metal, Cairo, Egypt, agency; 


Cairo, Egypt, 


Stationery supplies, office, Cairo, Egypt gency: 


Calculating machines (pocket size) 
chase and agency; ask for No. 6874 


Singapore, 


Calendars and memoranda pad combinations, Singapore, Straits Se 
ments, purchase and agency; ask for No. 6875 

Carbon paper, inking pads, and typewriter ribbons, Cair 
chase and agency; ask for No. 6409. 


Stapling machines, Stockholm, Sweden. purchase; ask for No. 6408 


catalogue is available to 


BUSINESS OPPORTUNITIES 


Lines Wanted Abroad 


Office Machines Lines Wanted for France.—A recent communication 
from Jean A, Picard, 42 Rue Pasquier, Paris (VIIle) France, reads in 
part as follows: ‘Friends of ours are interested in the importation of 
first-class rebuilt typewriters (office and portable) and first-class adding 
ind calculating machines new or rebuilt. First-class financial references 
given.’ Propositions are requested by air mail. Interest is 
all office appliance lines. 





can be 
expressed in 


Lines Wanted for Dominican Republic.__B. Santos, who operates a busi 
ness known as Buenaventura Santos and is located in the city of Santiago 
de los Caballeros, Dominican Republic, has asked to be put in touch with 
some firms seeking representation in this country. According to available 
information he is a dealer handling office and school supplies and acts as 
ommission merchant handling general merchandise as well 


Stationery Lines Wanted for West Indies.—Juan J. Defillo, P. O. Box 
1946, San Juan, Porto Rico, is representative of a large concern manufat 
turing ribbons and carbons. In his territory which includes besides Porto 
Rico, the Dutch West Indies and the Virgin Islands, he states that he 
receives many calls for other office supply lines and therefore has decided 
to sell other merchandise which goes to ribbon and carbon buyers. He 
states that he covers his territory four times a year. 


Numbering Machines, Daters, Etc., Wanted for Italy..Dr. N. Riva, 
of Ufficio Studi Costi, Corso Venezia N. 34, Milan, writes that his organ- 
ization often receives requests from clients or customers who are in the 
market for numbering machines, daters (of both rubber and metal type). 
stamp pads, seals, and similar products. Catalogues and complete price 
information from manufacturers are requested 


Wanted Here at Home 
Stock Department.—The Shelbyville 


become established in a new 
adequate to stock and handle 


New Office Supplies and Paper 
Gazette, Shelbyville, Tenn., has recently 
building which has floor and shelving space 


office supplies lines and paper stock supplies of all types. R. K. Pitts, 
editor and publisher, asks for catalogues and price information from 
manufacturers who will consign office furniture or supplies in bulk or 


samples to be handled on a commission basis. 


Catalogues Wanted by Grand Coulee Concern.--Norton Typewriter Supply. 
Grand Coulee, Wash., is a new concern engaged in the sale of typewriters, 
1dding machines and some office supplies N. Berglund, the manager, 
writes that since the company receives calls for various supply items which 
it did not originally plan to sell, he would like to receive catalogues from 
manufacturers with a view of extending his activities to stationery or 
supply lines, 

New Trade Literature Wanted. 
court, Chicago, Ill., are interested in 
price lists from manufacturers The 
under the direction of Jack Hruby, 


iddressed., 


Chicago Stationers, Inc., 511 Plymouth 
receiving latest catalogues and 
catalogue files are being revised 
to whom mailings should be 


Retail Representation Offered.—Charles DeMark, 13193 Stoepel avenue, 


Detroit, Mich., has expressed an interest in any new office appliances. 
Manufacturers searching for outlets are invited to correspond directly 
with Mr. DeMark, 


Central American Seeks Connections.—Antonio Fornieri, Apartado 755, 
Rica, desires to establish relations with United States 
ind paper specialties. 


San Jose, Costa 
manufacturers of office supplies 
Furniture Lines Wanted by New York Concern. 
Inc., 88 Duane St., New York, desires catalogue and 
manufacturers of all types of office furniture. 


Desk Company, 
price list from 


STAUSE 


Current Corporation Reports 


The General Fireproofing Company, Youngstown, Ohio, reported that 
1939's substantial business upturn and the trend toward metal office 
furniture gave the firm its second best year of, the decade, with net 
profit of $766,341 after all charges but preferred dividends. A substantial 
backlog of volume of incoming business is said to 
issure the company a very good start in 1940. After paying off 
$52,647 in seven per cent preferred dividends, the company still had 
$713,694, equal to $2.19 a share on 320,684 common shares. This com- 


good 


orders and a 


pares with 1988 net profit of $335,005, equal after deduction of pre- 
ferred dividends, to 88 cents a share 

Remington Rand, Ine., and = subsidiaries, reports preliminary con- 
solidated net income for the three months ended Dee, 31, 1939, of 


prefe rred 
common 
$1.09 


equivalent after 
1,584,895 outstanding 
$201,831, equal to 
stock in the preceding 
share in the three 


$752,255, after all expenses, taxes, et 
dividends to 34 cents a share on the 
shares This compares with a net income of 
1 share on 184.931 shares of $4.50 preferred 

quarter, and with $921,188, or 45 cents a common 


months ended Dec. 31, 1938 AK 


4 regular dividend of $1.00 and an extra dividend of fifty cents was 
paid February 26 by the W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, to all common stock holders of record February 15. The stock 
books were not closed. This is twenty-five cents better than the dividend 
paid February, 1989, and makes a total of $3.00 for the Sheaffer business 
year which ended February 29, 1940. Directors also adopted a plan for 
meeting quarterly for the purpose of making dividend declarations, on 
May 5, August November 5 








MISSING MACHINES 





The following companies ask dealers everywhere to be on the lookout for 
machines (described and numbered beside the firm’s name) which 

Information concerning the where- 
forwarded to the company concerned 


office 

are re ported lost, stolen or strayed. 

abouts of these machines should be 

at the earliest opportunity. 

ation, 258 Broadway, N. Y. C.—Underwood 
Stenotype, No. B-100653. Barrett adding 


Office Machine Dealers Associ 
typewriter, No. 3-885241-11” elite 
ichine, No, 100141-91. 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 





2,188,385. Typewriting Machine Key. Carleton F. 
Brown, Syracuse, N. assignor to L C Smith & 
Corona Typewriters Inc., Syracuse, N. Y., a corpora- 
tion of New York. Application January 3!, 1938, 
Serial No. (87,811. Granted January 30, 1940. 

2,188,598. Duplicating Apparatus. Hubert Jagger, 
Chicago, Ill., assignor to Ditto, Incorporated, Chicago, 
ill., a eorporation of West Virginia. Application 
August 22, 1938, Serial No. 226,081. Granted Jan- 
vary 30, 1940. 

2,188,605. Suspension Unit for Chair Backs. Wal- 
ter F. Herold, Bridgeport, Conn., assignor to The 
General Fireproofing Company, Youngstown, Ohio, a 
corporation of Ohio. Application November 1{5, 1937, 
Serial No. 174,712. Granted January 30, 1940 

2,188,662. Fountain Pen. David J. La France, 
Arlington, Mass. Application August 2, 1938, Serial 


No. 222,649. Granted January 30, 1940. 

2,188,669. Plan File. Charles B. Ulrich, James- 
town, N. Y. Application November 26, 1937, Serial 
No. 176,469. Granted January 30, 1940. 

2, 188,680. Spiral Binder. Frank F. Farkas, 
Chicago, Ill, assignor of one-half to Emil N. 
Farkas, Chicago, Ill. 1938, 


Application October 10, 
. Granted January 30, 1940. 
Calculating Machine. Bengt Caristrom, 
Atvidaberg, Sweden, assignor to Aktiebolaget Facit, 
Atvidaberg, Sweden, a joint-stock company of Sweden. 
Application July 6, 1937, Serial No. 152,173. In 
Germany July 6, 1936. Granted January 30, 1940. 

2, 188,828. Fountain Inkwell. Bert . Morris, 
Los Angeles, Calif. Application September 20, 1938, 
Serial No. 230,796. Granted January 30, 1940. 

2,188,935. Typewriter. Carlos Wittenmyer, Mount 
Mich. Application February (8, 1937, Serial 
No. 126,442. Granted February 6, 1940. 

2,188,962. Inkstand. Gustav J. Sengbusch, Mil- 
waukee, Wis. Application July 8, 1938, Serial No. 
218,083. Granted February 6, 1940. 

2,188,994. Apparatus for Automatically Making and 
Assembling Filing Cards. Alfred H. Anderson, Jason 
A. Fiteh, and Clarence W. Straubel, Youngstown, 
Ohio, assignors, by mesne assignments, to Acme Vis- 
ible Reeords, inc., Chicago, IIl., a corporation of 
Delaware. —— November !8, 1{938, Serial 
No. 241,292. ranted February 6, 1940. 

2,189,060. Typewriting Machine. William A. Dob- 
son, Wethersfield, Conn., assignor te Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
Delaware. Application October 22, 1936, Serial No. 
Granted February 6, 1940. 

2,189,115. Selective Addressing Machine. Joseph 
Krell, Berlin-Zehlendorf, Germany, assignor to Adrema 


Maschinenbauges m. b. ., Berlin, Germany. Appli- 
cation February 7, 1938, Serial No. 1{89,200. In 
Germany February 20, 1937. Granted February 6, 
1940. 

2,189,476. Pencil Sharpening Machine. Edgar 


Stanley Siggelko, Rochester, N. Y. Application Octo- 


ber pe 1938, Serial No. 232,932. Granted February 
6, 1940. 

2,189,649. Eraser Attachment for Typewriters. 
George H. Hutaff, Jr., Wilmington, N. C. Applica- 
tion January 28, 1938, Serial No. 187,520. Granted 
February 6, 1940. 

2,189,696. Stylographic Pen. Arthur Edward An- 
drews, Hackney, London, and William Frederick 
Johnson, London, England, assignors to Mentmore 
Manufacturing Co., Limited, Hackney, London, Eng- 
land, a company of Great Britain. Application De- 


Serial No. 245,490 In Great 


cember 13, 1938, 490. 
1938. Granted February 6, 


Britain, February (8, 
1940. 

2,189,765. Moistening Device for Duplicating Ma- 
chines. Zoltan Takats, Bridgeport, Conn. Application 
November 29, 1938, Serial No. 242,869. Granted 
February 1!3, 1940. 

2,189,921. Duplicating Machine. John R. Nalbach, 
Oak Park, Iii. Application December 24, 1937, 
Serial No. 181,481. Granted February (3, 1940. 

2,189,966. Method and Apparatus for Making Elastic 
Bands. Abraham N. Spanel, Rochester, N. Y. Appli- 
cation March 20, 1937, Serial No. 132,156. Granted 
February 13, 1940, 

2,190,178. Filing Tray. Cari F. Wolters, Ken- 
more, N. Y., assignor to Remington Rand, Inc., Buf- 


falo, N. Y. Application June 3, 1938, Serial No. 
211,614. Granted February 13, 1940. 
2,190, 188. Holder for Line Justifying Sheets. 


Harry Landsiedel, Wilton, Conn., assignor to Reming- 
ton Rand, tInc., Buffalo, N. Y. Original application 
March 17, 1936, Serial No. 69,310. Divided and 
this application January 25, 1938, Serial No. 186,852. 
Granted February 13, 1940. 

2,190,253. Carbon Manifold Form. Guy F. Brisen- 
dine, Kansas City, Mo., assignor to The Schooley 
Printing and Stationery Company, Kansas City, Mo., 
a corporation of Missouri. Application November (6, 
1936, Serial No. 111,026. Granted February 13, 1940. 

2,190,649. Solenoid Cryptographic Typewriter. Paul 
T. Carew and William F. Werner, Orange, N. J. 
Application May 18, 1936, Serial No. 80,389. Granted 
February 20, 1940. 


2,190,780. Inkwell. Earl R. Groo and Jack |. 
Green, Brooklyn, N. Y. Application September 2!, 
1938, Serial No. 230,920. Granted February 20, 1940 

2,190,798. Pressure Operated Magazine Pencil. 
Heinrich Morlock, Pforzheim, Germany. Application 
August 29, 1939, Serial No. 292,463. In Germany 
September 23, 1938. Granted February 20, 1940. 

2,190,91 Writing Implement. Edgar B. Nichols, 


assignor to Nichols Products Com- 
a corporation of New Jersey 


Moorestown, N. J., 
pany, Moorestown, N. J., 


Application December |, 1938, Serial No. 243,310 
Granted February 20, 1940. 
DESIGN PATENTS 
118,962. Design for a Computing and Listing 
Machine. Louis M. Liorens, New Haven, Conn., as- 


signor to Swift Busine is Machines Corporation, New 
York, N. Y., a corporation of Delaware. Application 
October 30, (939, Serial No. 87,941. Granted Feb- 
ruary 13, 1940. 
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119,047, Design for a Chair. John H. Page, 
Muskegon, Mich., assignor te The Shaw-Walker Com- 
pany, Muskegon, Mich., a corporation of Michigan 
Application June 19, 1939, Serial Ne. 85,570. Granted 


February 20, 1940. 

119,078. Design for a Stapling Machine. Charles 
|. Tager, New York, N. Y. Application November 1{7, 
1939, Serial No. 88,341. Granted February 20, 1940. 
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Under a blanket of snow which gives a strange, new beauty to the grounds, the 

New York World’s Fair is humming with activity in preparation for a second 

season of playing host to thousands of visitors. The familiar Theme Center 

figures—Perisphere and Trylon—dominate the scene against a background of 

white coated Constitution Mall, Lagoon of Nations, and the Court of Peace. 
Opening day for 1940 is Saturday, May 11. 
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Y, the Whatter of Cal Pisce 


PLAY FAIR WITH THE MANUFACTURER 
the edie’ Thoughts on This nteresting Subject 


E hear a great deal these days 

about ethics in business— 
maintenance of established prices 
—unfair trade practices—etc.—ad 
infinitum. Many of us dealers do 
a great deal of shouting along the 
above lines, but I notice that many 
of us do most of the shouting 
against the manufacturer, and do 
very little towards putting our own 
houses in order. 


The tendency of some of my 
dealer brothers to take unearned 
cash discounts in some measure 
casts a reflection on many houses 
which are trying to do the right 
thing. In my opinion, it is not only 
unethical, but dishonest for any 
dealer to attempt to take something 
which does not belong to him. Dis- 
count terms are just as much a part 
of an invoice as is the price at 
which merchandise is sold. We 
wouldn’t think of changing the 
price of an item on an invoice. 
What right have we to change the 
terms? We hear some dealers 
shouting from the housetops about 
the unfair, stubborn and arbitrary 
manufacturer when they attempt 
to get away with the taking of un- 
earned discounts. Well, I have 
profound respect for the manufac- 
turer who insists that his terms be 
observed. 


After all, what is a cash dis- 
count? It is simply an incentive 
in the form of a premium for pay- 
ing your bill within a fixed limit 
of time. In other words, the manu- 
facturer offers us a premium for 
mailing our payments to him on 
or before a certain specified date. 
The manufacturer has a purpose 
in this, for by offering an incentive 
to his customer to pay his bills 
promptly, he is able to collect his 
accounts more promptly, and is 
thereby in a position to operate 
with less working capital than 
would otherwise be necessary to 
pay his own bills for labor, mate- 
rial, and such other expenses as 
might be incurred in the operation 
of his business. 


Discount Earnings Large 


No—I am not endowed with ex- 
cess cash capital. That is not the 
reason why I have a record of large 
discount earnings. But my cus- 
tomers are expected to pay my bills 
in proper time. If they do not, and 
are continual offenders, I frankly 
let them know that their account 
is not desirable, and request pay- 
ment on delivery of orders. Yet 
I have very few COD customers, be- 
cause a customer’s pride will not 
often allow him to be known as an 


unattractive customer creditwise. 
The result is more timely payment. 
I have no fear in calling a cus- 
tomer’s attention to delinquency. 
Consequently, I realize a quick ac- 
counts receivable turnover, which 
helps me in the prompt payment 
of my own obligations. 

We trading merchants must 
realize that a manufacturer has his 
capital tied up in machinery, ma- 
terials, labor and organization for 
a very long time prior to delivery 
of his finished product. Further- 
more, he moves in the highest 
plane of credit ethics, where abuse 
of sales terms is an uncondonable 
sin. The manufacturer is our source 
of salable stock and deserves fair 
treatment in exchange for reason- 
ably attentive and satisfactory 
service. 

In my opinion it is now a pretty 
expensive type of financing for the 
manufacturer, carried forward 
from the time when interest rates 
were higher. He could today un- 
doubtedly borrow the extra work- 
ing capital a lot cheaper than pay- 
ing us dealers 2% or 3% per month. 
Therefore, if he is willing to give 
us a concession, we should be 
meticulous in the handling of our 
payments and see that they are 
actually mailed on or before the 
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specified date, in this way showing 
our appreciation. From what Ican 
learn, some dealers have adopted 
the petty practice of dating their 
payments correctly, but not mail- 
ing them until anywhere from two 
to ten days or more later. Then 
they get angry when the manufac- 
turer will not accept the payment. 
I ask you—what good is a check to 
a manufacturer if it is lying in the 
top drawer of your desk? 


Why a Dealer Speaks About 
Discount Abuses 


You may ask why a dealer should 
be taking up this battle on behalf 
of the manufacturer in this way. 
I do it because I feel that the atti- 
tude of some of us on this subject 
is a black spot on the reputation 
of us retail dealers for fairness, and 
contrary to the high ethics which 





for our own protection. The so- 
called cash discount chiselers are 
pretty well known—news spreads. 
A lot of dealers think they can 
take an unearned cash discount 
without others knowing about it. 
The manufacturers today are bet- 
ter organized than ever before. 
Many of them belong to credit as- 
sociations to which they report. In 
fact, I know there is one organiza- 
tion that has a membership of some 
two hundred manufacturers. They 
give that association a transcript 
of their books, saying just how long 
a dealer has been buying from 
them, the amount of credit they 
have extended to him, how much 
he owes, how much is past due, the 
number of days past due, and how 
he makes his payments—whether 
on a discount basis, prompt, or slow 
—whether unearned discounts are 
taken, whether unjust claims are 
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Occasionally some of us dealers 
encounter bad times and are un- 
able to go it alone. We need help. 
The first ones we call on for help 
in the form of an extension, etc., 
are the manufacturers. Certainly 
if I were a manufacturer, I would 
be very willing to play ball with a 
dealer who had played ball with 
me; but I would be reluctant to 
assist a man who had a reputation 
for being unethical and unfair in 
his business dealings. 

We dealers expect the manufac- 
turer to live up to his part of every 
bargain—sell us at definite prices 

-ship goods of uniform quality— 
make prompt shipments, etc. Since 
sales terms are an inseparable part 
of the sales contract, we should live 
up to our part of the bargain by 
making our payments in accord- 
ance with the terms to which we 
agree when we place our order with 
the manufacturer. 


we preach. Furthermore, I do it raade for allowances, etc. 


SS esmanship Lbloids 


In Which James P. Ward Sr., of Reliable Typewriter & Adding Machine Corpora- 
tion, Chicago, Reminds in Few Words of Some Things Salesmen Should Not 
Forget But Occasionally Do. 


a 
The third of a series of twelve articles being on 


TACT 


A tactful salesman knowing the 
best conversationalist is a good lis- 
tener, will never bore a buyer by 
talking about himself, showing pic- 
tures of his children and that sort of 
thing, except to buyers of intimate 


— in salesmanship is the fac- 
ulty of saying or doing nothing 
that antagonizes the customer. No 
quality is more necessary for a sales- 
man. Many a promising sale has 


blown up by an untactful word 
acquaintance. 


It should go without saying, but 
alas, salesmen sometimes do enter the 


or act. 

Tact will impel a salesman to re- 
move his hat when approaching a 
woman information clerk. A respect to which 
she is entitled, and she will be more helpful in 
arranging desired interviews. Hats on in the 
presence of the buyer do not promote the sale 

A tactful salesman will not take the initia- 
tive in shaking hands. When a salesman has 
the privilege of handshake, he should do it with 
a firm, friendly grip. Tact will avoid the irri- 
tating question, “Are you busy?” a suggestion 
that he may be idle. Even if idle, he does not 
care to be reminded of it. Tact will suggest the 
better opening, “I know you are a busy man 
and will take but little of your valuable time, 
unless you are interested.” Tact will avoid the 
trite remark—“I happened to be in your neigh- 
borhood.” A factual statement that a special 
trip was made to see the customer induces con- 
fidence. 





presence ot a customer when smoking. A tact 
ful man will not smoke unless invited to do so. 
Tact will keep a salesman from injecting relig- 
10USs and political conversations or lodge afhlia- 
tions to those of whose connections he is 
ignorant. There is prejudice aplenty in th 
world. It should not be permitted to become 
an obstacle in selling. 

Hold to the idea of doing nothing that might 
offend the customer or jeopardize the sale. A 
shoe salesman having difficulty fitting a woman 
customer, let slip the remark, “The trouble is 
that one of your feet is larger than the other.” 
Customer walks out in resentment. Salesman 
explains to floor manager, whose comment was, 
“Foolish young man, why did you not say, 
‘Madam, the difficulty is that one of your feet 
is smaller than the other’.” 








(Nice Equipment 


TIME SALES VS. LANDLORD LIENS 


Shed bon Dangers in fe 


N the usual course of business, a 

large part of an office equipment 
company’s sales may be to ten- 
ants, who will use the articles pur- 
chased in rented or leased quar- 
ters. And in such case, the seller, 
when selling on time, may well 
have a care in respect to safe- 
guarding the account against the 
attachment of a landlord’s lien. 

For here, quite frequently, office 
leases stipulate for such liens upon 
the furniture and equipment of 
tenants upon the premises upon 
default in payment of rent. Con- 
sequently, unless an office equip- 
ment company understands and 
follows the laws of its state, in se- 
curing time accounts of this char- 
acter, it may unwittingly let itself 
in for losses. For example. 


Landlord Claims Lien on Office 
Furniture 


In one case the plaintiff, an of- 
fice equipment company, delivered 
office furniture to an investment 
company of the value of about 
$700. This transaction was termed 
a “lease of goods,” the investment 
company made a down payment, 
and agreed to pay certain monthly 
payments until the balance was 
paid in full. The contract also 
provided that upon default in pay- 
ments the plaintiff might repos- 
sess the furniture. This agreement 
was held to, in effect, constitute 
a conditional sales contract, and 
under the laws of that state was 
required to be both acknowledged 
and filed for record to be valid 
against the claims of third parties. 
The contract was filed for record 
but not acknowledged. 

The investment company, the 
buyer of the furniture, occupied 
premises under a lease that pro- 
vided for a first lien by the land- 
lord upon the property of the ten- 
ant upon the premises for all rent- 
als that might become due. The 
investment company defaulted in 
payment of the rent, the defend- 
ant, landlord, took possession of 
its furniture and equipment. 

The plaintiff demanded the fur- 
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niture under its contract with the 
investment company, since the 
latter had not paid for same. Upon 
refusal of this demand, plaintiff 
filed suit. And in holding the de- 
fendant’s, landlord’s claim superior 
to that of the plaintiff the court, 
among other things, said: 


The Language of the Court 


“Our conclusion is that Exhibit 
A (contract between plaintiff and 
the investment company) is a 
conditional sale contract; that it 
was intended * * * ‘to have the 
effect of a mortgage or lien upon 
such property,’ and therefore, to 
be valid as to creditors, must be 
acknowledged and recorded * * * 
or possession of the chattels taken 
by the seller, prior to the time 
when the rights of third parties 
accrued, * * * failing which, it was 
void as to the rights of a creditor 
who acquired possession of the 
chattels under a landlord’s lien 
prior to the possession of the seller 
under the conditional sales con- 
tract. * * * enter judgment for 
the defendant.” 

In other words, the failure of 
the plaintiff to have its lease con- 
tract both acknowledged and filed 
of record, it was only filed of rec- 
ord, defeated its claim as against 
that of the defendant, landlord. 

Let us take another case of this 
class. Here the plaintiff, an office 
equipment dealer, sold office furni- 
ture of the value of about $150.00 
to a buyer who occupied an office 
under a lease that gave the land- 
lord a lien upon such equipment 
for the rent. The furniture was 
sold on payments, but title was 
not retained, the transaction be- 
ing an open account. 

As in the previous case, the ten- 
ant, buyer of the office furniture 
defaulted in his rent payments, 
and the landlord took possession 
of the furniture. The latter not 


Ke ds of Conbiiuale 


being paid for, plaintiff demanded 
possession. A lawsuit followed and 
in holding the landlord’s lien su- 
perior to plaintiff's claim the court 
reasoned, in part, as follows: 


What the Court Decided 


“The * * * lease gave the de- 
fendant (landlord) a lien for rent 
on the furniture placed in the 
office. Although at the time the 
lease was signed (the tenant) did 
not own the furniture, it was pur- 
chased after the lease was signed. 
The plaintiff sold the furniture to 
(the tenant), and, although it was 
not to have been delivered until 
$25 was paid, yet the plaintiff by 
his correspondence and attempt 
to collect after the delivery of the 
goods recognized the sale thereof. 
** * The (plaintiff) had no claim 
on or lien to the furniture, and 
could not recover it in an action in 
replevin against one in the pos- 
session of it. 

“Tt may be that, while (the ten- 
ant) occupied the office and was 
in possession of the furniture, the 
defendant, (iandlord) * * * did 
not have any lien thereof; but, 
when the office was abandoned 
and the furniture was left in it 
and the defendant took possession 
of the furniture, his lien, * * * 
became complete and valid. The 
defendant was in possession under 
the lease to (the tenant), quietly, 
peaceably and rightfully. The 
plaintiff was not entitled to re- 
cover.” 


To Sum Up 


The foregoing cases present fair 
examples of credit pitfalls that 
office equipment dealers trip over 
quite frequently, judging from the 
cases of this class that appear in 
the law reports from time to time. 
Of course, each case was decided 
upon its facts, and the laws of the 
state in which it arose, so the sub- 
ject cannot be covered by hard 
and fast rules. 

However, in the light of the 
cases reviewed, it is clear that an 
office equipment dealer, firm, or 
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“Time Sales of Office Equipment 
vs. Landlord Liens,” the cases re- 
viewed are of force and value. 


acter properly be secured. And as 
illustrations of the possible cost 
of slip-ups, in accounts involving 


company should proceed cau- 
tiously in situations of this kind, 
to the end that sales of this char- 


TO 1940 AND THE FUTURE 





NOTE.—Following is the illuminating and op- 
timistic text of an advertisement of Bullock’s 
department store, which appeared in the Janu- 
ary 1, 1940, issue of the Los Angeles Times. It 
was brought to our attention by T. F. Peirce, 
president of the Pacific Desk Company, who 
secured permission for reprinting here. 


4I@PHE livery stable business never seemed 
more solid than on the day the first garage 
opened.” 

And because of their failure to foresee the 
world about to be remade by the automobile, 
many missed opportunity for fortunes beyond 
the dreams of Croesus. 

The Chinese knew the art of paper making 
two thousands years ago, but it was not until 
1453 that Gutenberg printed the first book. 
Today a single “best-seller” might take more 
than a thousand tons of paper. 

Cortez found the natives of Mexico playing 
with a rubber ball, a game popular during the 
Aztec and Mayan civilizations centuries earlier. 
But it was not until 1844 that Goodyear pat- 
ented the vulcanizing process and made rubber 
one of the world’s great commodities. 

In our time we have seen the rate of change 
and adaptation multiplied a thousand fold. 


In 1896 there were only a half dozen gasoline 
engines in the United States. Our automobile 
factories are equipped today to produce five 
million cars a year. 

In 1882 all the electric lamps in the world 
were carried by Thomas Edison in a market 
basket. The annual incandescent bulb output 
today is over eight hundred and eighty million. 

What great changes have been wrought in 
our modes of living by these and other develop- 
ments is beyond measuring. Our lives have been 
influenced by the radio, the airplane, the motion 
picture (all infant industries in terms of his- 
tory) more than those of any other generation 
before us, and greater changes are about to 
take place. 

The mercantile world is experiencing some 
new miracle in synthesis almost daily. The old 
idea that four main fibres serve man’s textile 
needs no longer holds. For to cotton, wool, silk 
and linen, have been added new ones. These 
newcomers were born in the chemical labora- 
tories and their name is legion. 

This year will see the commercial introduction 
of women’s hosiery which has all the sheerness, 
the fineness, the elasticity of silk, but which is 
not silk. Instead, it will be knit of a new star 
in the textile firmament—a synthesis of coal 
tar, air and water. Its name is Nylon. 

The name Nylon is one in a procession of 
names as strange as the products which bear 
them. It seems as if the synthesis of matter 
must be matched by one of syllables and even 
a new language is in the making. In the field 
of plastics alone there are hundreds of names 
for hundreds of plastics and their uses are mul- 
tiplying daily. 


It is no dream, but reality, that we have dra- 
peries and articles of apparel of glass, wool from 
milk, stockings from coal, silk from wood. 
Chemists are building a new material world. 

We have in our possession also materials of 
these new discoveries that are waterproof, 
wrinkleproof, fireproof, resistant to stain, acid- 
resistant. 

We have glass that will not shatter on impact, 
that keeps out glare but lets healthful rays 
penetrate. We have books on film so small that 
100 standard size pages are contained on a 
single sheet six by 8 inches and yet can be pro- 
jected for normal reading. 

This new year, 1940, will no doubt see the 
commercial use of television a reality in many 
places in the United States. Perhaps in your 
home and mine. 

We may yet live in a world of artificial sun- 
light; of perfect air-conditioning winter and 
summer. A world of unbelievably light metals 
stronger than those we know today, and which 
will be rust, stain, and corrosion-resisting. 
Already for the blind there are books that talk. 
Chemical solutions to hasten plant growth and 
improve food quality may multiply the produc- 
tion of our farm population several-fold. 

In the making of perfume today synthetics 
replace natural scents at a fraction of cost. 

What the demand of industry for the sources 
of this modern alchemy may mean—coal, pe- 
troleum, natural gas, resin, alcohol, the prod- 
ucts of the farm and forest—opens up a vista 
of fabulous possibilities. 

The field of uses for synthetic materials seems 
inexhaustible. 


Merchandise of Synthetic Materials 


A recent check revealed over a hundred items 
of merchandise in Bullock’s own stocks which 
were composed wholly or in part of synthetic 
materials. These range from belt buckles to 
buttons, from hair brushes to tooth brushes, 
from luggage to lipstick containers. 

These things have come to mind at the open- 
ing of a New Year, because they seem to point 
the way to opportunity and advancement for 
those who are alert to the potentialities. 

Industry will need new ideas, new designs, 
new methods of marketing to put to work the 
discoveries of the experimental laboratories. 

Retailing will likewise be in need of creative, 
selling, display, packaging and promotion ideas 
that are in step with the march of invention. 

Bullock’s is itself devoting all of its energies 
to keeping abreast of change. It will be Bul- 
lock’s great aim in the New Year to perpetuate 
its youthfulness in a ready adaptability to vary- 
ing modes of life, and an ambition towards 
creativeness and originality in merchandise. 

A Happy New Year to All. May the horizon 
beckon toward greater accomplishment. 

P. W. WINNETT, 
President. 


Facts used in this announcement are verified in pub- 
lications of the United States Department of Commerce. 
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S * Outline of Condiliias in the 


SWEDISH OFFICE EQUIPMENT MARKET 
War in Europe P. revents Fiovwiidl Srancadllin of Wrusiness 


HE slight business decline which 

has taken place in Sweden as 
well as in many other countries 
during the last two years was re- 
placed by a slow but unmistakable 
improvement in 1939. This was in 
any case the tendency during the 
first eight months of the year. 

The employment situation was 
for the spring and summer months 
more favorable than for a long 
time past. 

The activities of Swedish indus- 
tries have increased considerably. 
The index number established by 
the Swedish Society of Industry 
covering industrial production 
gave, for August, the figure 126 
against the figure 114 in August, 
1938, and 100 in 1935. This rise is 
mostly due to the improvement 
within the manufacture of wood 
pulp, paper, iron and steel. The 
mechanical industry has since 1935 
shown an increase in production of 
not less than forty per cent. 


The Swedish foreign trade has 
increased in value over the previous 
year. The increase refers mostly 
to imports caused partly by pur- 
chases to prepare the nation for 
any emergency. The imports 
reached the sum of 1558 million 
kroner for the pre-war period of 
the year compared to 1302 million 
kroner for the period of January- 
August, 1938. Corresponding ex- 
port figures were 1253 and 1185 
million kroner respectively. The 
general price level underwent no 
great changes according to the 
wholesale price index number cal- 
culated by the Swedish Board of 
Trade. For August the figure was 
111 (1935 100). 


War Brings Problems 


When the war broke out on Sep- 
tember 1, even Sweden had to face 
many troublesome economic prob- 
lems, especially in connection with 
the necessity of maintaining an 
effective neutrality guard and to 
safeguard the nation’s necessities 
at reasonable prices. Disturbances 
occurred in different lines of busi- 
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ness, wherefore interference by the 
Government has been necessary in 
many cases. In spite of the mobil- 








the period of January-August, 1939, 
typewriters were imported to 
Sweden at a value of 2.09 million 
kroner and adding-calculating ma- 
chines, etc., at a value of 0.91 mil- 
lion kroner against 1.70 and 0.92 
million kroner respectively during 
the same period of 1938. The fol- 
lowing table shows the export of 
office machines from U. S. A. to 
Sweden during the last few years: 





Adding and Bookkeeping Standard Portable 
Calculating Machines Typewriters Typewriters 
Machines 
Number Valuein Number Valuein Number Valuein Number Value in 
1.000 1.000 1.000 1.000 
dollars dollars dollars dollars 
July 1936/June 1937 3910 303 257 152 6352 366 6727 197 
July 1937/June 1938 3327 281 : 246 6260 372 5226 158 
July 1938/June 1939 4097 244 162 117 6083 345 8947 244 


ization which, after the Russian 
attack on Finland, had to be ex- 
tended, and in spite of the great 
difficulties in keeping the foreign 
trade going normally and of certain 
price increases, it may be said that 
Sweden so far has shown great re- 
sisting power in this crisis thanks 
to her sound state finances and 
solid business structure. Some 
members of the Swedish cabinet 
have been replaced by members of 
other political parties with a view 
of obtaining as broad parliament- 
ary basis as possible for the Gov- 
ernment. The official rate of in- 
terest has been increased. 


With regard to the market of 
office machines during the present 
year, it showed a more lively ten- 
dency than during 1938. During 
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As shown above the Swedish im- 
port of portable typewriters has in- 
creased considerably, while there is 
a decrease of accounting machines. 
The business activity had been 
quite lively since the outbreak of 
the war up to about December 1, 
since which time the situation has 
been rather nervous and a certain 
decline has been noticeable. In 
some cases the purchases have 
probably been made in expectation 
of a rise in prices and increased 
import difficulties. Sweden’s export 
of typewriters and adding-calcu- 
lating machines has been lively 
during 1939. The value for Janu- 
ary-August this year was 4.91 mil- 
lion kroner against 4.04 million 
kroner during the same period 
last year. 


U. S. Products Losing Ground 


The latest business development 
has been unfavorable to the com- 
panies selling American office ma- 
chines as compared to the firms 
selling machines of Swedish manu- 
facture. The last mentioned firms 
have not yet had to calculate with 
any increased costs for their prod- 
ucts, while the firms importing 
machines from overseas have had 
their cost prices increased consid- 
erably. This is partly due to the 
increase of the value of the dollar 
which has shown an upward ten- 
dency since the beginning of 1938, 
and not in the least to the in- 
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creased costs caused by high 
freight and war risk insurance pre- 
miums. As the import duty on of- 
fice machines is based on cif prices, 
also this has gone up as a conse- 


quenceof theconditions mentioned. 

On account of the war crisis the 
office machine market is naturally 
also rather unstable and future 
prospects are very uncertain. Even 
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if Sweden can keep out of the war, 
it is very probable that a business 
decline will follow whether the war 
lasts for a long time or comes to a 
short close. 


SY, the Game of Bresiness 


PRODUCT KNOWLEDGE ALONE 


CANNOT WIN 


i Ved a Basic Understanding of | ae in General 


HE Article, “Sell the Product of 

the Product,” in The Red Bar- 
rel of September 15, carried a 
message of encouragement to 
everyone interested in selling. It 
dealt with the fundamental sales 
program which is, as a rule, per- 
haps given too little consideration. 

Thinking along this line brings 
up the question: In training sales- 
men, is too much thought given 
to the technique of selling the 
particular product involved and 
too little thought to the founda- 
tion upon which the salesman 
should be built? Too few salesmen 
know what constitutes business. 
Many of them think man is a.tool 
of business rather than business a 
tool of man. Business was created 
by man to produce for the race 
those things that would bring com- 
fort and security. This covers a 
wide field, for only through the de- 
velopment of business were those 
things made available which are 
now necessities, but in the begin- 
ning seemed to be luxuries. In this 
country there is no individual who 
is not benefiting by this develop- 
ment. 

It would be impossibe to enumer- 
ate all of them in a single article. 
The automobile has often been re- 
ferred to as an example, but rarely 
are the by-products of automobile 
development brought into the pic- 
ture from the standpoint of their 
importance to American people. 
The improvement in finishing ma- 
terials, the improvement in sheet 
steel, the use of materials for pur- 
poses to which they were not ap- 
plied in the past, the creation, of 
new materials, add.,to~ progress 
and welfare. of all the pepbie. 
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(Reprinted with Permission from the January 
15 issue of The Red Barrel, published by the 
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Primarily, the thing that we are 
interested in and the thing that 
will insure the progress of the race 
is the welfare of all of us. In turn 
that progress is going to be meas- 
ured by the success of the salesman. 
Therefore, too much thought can- 
not be given to the proper prep- 
aration so that the individual may 
work most efficiently in this field. 
In turn, is it not logical to say then 
that the first training should be 
such as to insure prospective sales- 
men having a very complete and 
thorough picture of business? 
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It has been stated that success 
is determined by the efficiency with 
which details are handled. Many 
people believe that the future prog- 
ress and the welfare can be meas- 
ured by the initiative and the 
accomplishment of individuals 
working in harmony and for a com- 
mon cause. It is impossible for this 
to occur unless a common under- 
standing exists. If the load is on 
the shoulders of salesmen there is 
every reason then to pe sure that 
all the details in his. training be 
taken care of. He should know the 
progress of business,,from every 
standpoint. He sh@tia have a 
clear understanding of the part 
that it has played in the develop- 
ment of the race. He should have 
a keen appreciation of the relations 
which should exist between man- 
agement, labor and capital. He 
should know what capital is and 
where it is. This is sofundamental 
that it would seem that it would 
be the common property of every 
man from the time he is ready to 
enter the business field. 

Contact with salesmen as a whole 
brings out the fact that by far too 
large a percentage have vague 
ideas regarding these fundamen- 
tals. We have assumed that this 
information is acquired in school, 
but apparently it is impossible for 
the schools to supply this material 
in a practical way. Therefore, it 
is the duty of the individuals who 
are responsible for the training of 
salesmen to supply them with this 
knowledge. 

There is no greater game in the 
world than business. There is no 
game that offers greater opportu- 
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nity for showing ingenuity. There 
is no game that offers greater op- 
portunity for sportsmanship. There 
is no game that offers greater com- 
pensation for effort put forth. 
There is no game that offers to a 
human being a greater period of 


time in which he can progress. His 
improvement is not limited by a 
short term of years as is the length 
of time when he can be tops in the 
physical game. In business today 
what phase offers as great an op- 
portunity as selling? Isn’t it log- 
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ical to assume then that very care- 
ful training should be given to the 
prospective salesman to see that 
he is thoroughly versed in the 
fundamentals and the foundation 
upon which business is built and 
upon which it will progress? 


ANIMATED TYPEWRITER SALES HELPS 


EALERS’ helps in action, also 
those of a “still” nature, are 
used with telling effect as display 
material and background by the 
well-placed establishment of the 
William H. Burt Typewriter Com- 
pany at 1105 Third avenue, Seattle, 
Wash. Interest is currently cen- 
tered on the despatch and move- 
ment of a business executive using 
the telephone (dealers’ help of a 
large typewriter company) as well 
as the always-attention-winning 
five little Dionnes, now growing 
up, shown photographically seated 
at their various typewriters prog- 
ressively in a row. While the 
Dionne piece is small and in the 
nature of a “still,” nevertheless, 
it is packed with interest. 
Inviting attention are such dis- 
plays of dealers’ helps,—colorful 
and mechanical,—as that of the 
moving arm picking up and set- 
ting down the telephone receiver 
over the desk set,—the typewriter 
being brought into play in an eye- 
ful. Distinct pulling power or im- 
pellingness is felt in such helpful 
displays, which drive points home 
to the customer, and take over 
some of the burden of demonstra- 
tion as well as display. 


Too massed an effect of type- 
writers without the relief of dealer 
helps detracts from an exhibit 
Contrast, variety, vividness and 
color, as well as perspective are 
lent by the office scenes, execu- 
tives at work, or little stenograph- 
ers and secretaries in place at 
their machines. 

Many dealers likewise find both 
windows and counters inside 
amenable to the outstanding 
build-up through elaborate dealer 
helps, efficiently employed, along 
with the actual models and type- 
writers in the flesh,—or rather “in 
the steel.” 

As a rule, it would require no 
end of floor space or window dis- 
play to show typewriter scenes as 
intriguing as those in the enlarged 
photos or graphically artistic rep- 
resentations furnished to the 
dealer. Maximum results of course 
are only achieved by well-placed 
use of such helps as those which 
work for the retailer. 


Excellent support for actual 
typewriters on exhibit is thus 
gained by means of amplified 
dealer helps, showing such type- 
writers in animated action. Even 


the simple mechanical arm that 
moves to stir attention and stimu- 
late interest never fails to flag 
the eyesight traveling past on 
Third avenue, Seattle. 

Last minute, split-second, appeal 
is made just at the entrance of 
the Seattle typewriter store, ere 
the prospect lingers or turns to 
enter, so that it is still fresh upon 
his consciousness as he walks into 
Burt’s set-up. 

Sharing stationery store space 
with the A. E. Fransen Company, 
the Burt typewriter shop builds a 
more interesting background by 
means of the dealer helps that 
serve for murals as well as sup- 
porting sidepieces that gain side- 
walk attention. 

On the whole, a number of type- 
writer manufacturing companies 
have smart pieces of such nature 
as to call instantaneous attention 
to portables or standard typewrit- 
ers. Through such _ elaborate 
“dealer helps,” of course, the man- 
ufacturer benefits as well as the 
dealer,—the typewriter retailer be- 
ing helped in order to help the 
company, and it’s one of the best 
methods for putting typewriter 
points across with a punch.—CML 
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 —— the customer the feel- 
ing that you have her personally 
in mind is, of course, the aim of 
every good piece of direct mail 
advertising. To have customers 
come in and say, “I got your note 
and want to see those cards you 
have for me,” is, it must be ad- 
mitted, quite an accomplishment. 

That’s what happened when the 
Zielmer Office Supply Company, 
Waukesha, Wis., sent out an- 
nouncements for its greeting card 
department. Customer interest 
perked up because they looked ex- 
actly like hand-written invita- 
tions. 


“For the last two years we have 
been sending out about 2,000 an- 
nouncements for our greeting card 
department to a selected group of 
people taken from our telephone 
book, for each of the major greet- 
ing card holidays in the year,” 
said Harvey F. Zielmer, manager 
of the Waukesha store. 


“The handwriting of one of our 
clerks is exceptionally beautiful, so 
we got the idea of having her 
write out our invitation on a 
heavy grade of duplicating paper. 
We duplicated the form and folded 
it into the shape of an informal 


invitation. We used the Baronial 
style of envelope in which such 
invitations are usually sent, and 
addressed each one in long hand.” 

The previous year Zielmer’s had 
printed their invitations at a cost 
two-thirds greater than that of 
the hand-written ones, but had no 
comment at all from customers on 
the cards. Even though the hand- 
writing is much more tedious and 
takes more time, they’ve decided 
it’s well worth the trouble and 
plan to continue using it in build- 
ing up their greeting card depart- 
ment.—MGH 








VISIBLE RECORDS 


_ a Wleans fo Efficiency or the 
User and Profit or flee Draker 


The Opening Wedge 
me # of Visible a a fo (Adon in Other ales 


E secret ambition of every 
salesman, at least in the office 
equipment industry, is to get be- 
yond the purchasing agent; in 
other words, to get “back stage’”’. 
In instances where the salesman 
has been calling on an account for 
a long period of time, he no doubt 
forms a personal acquaintance- 
ship with the executives of many 
of the larger concerns he calls on. 
Even so, the purchasing agent is 
so jealous of his responsibility as 
a buyer that should a salesman 
contact such individuals as the 
vice-president, treasurer, comp- 
troller, sales Manager, production 
manager, plant superintendent, 
etc., without the permission of the 
purchasing agent, he would se- 
riously jeopardize his standing 
with the said purchasing agent. 
He needs an opening wedge in 
order to secure that most profit- 
able business which comes from 
any of the larger concerns and is 
composed of equipment to be pur- 
chased as a result of new systems 
to be installed. 

Visible record equipment 
is looked upon as the finest 
opening wedge any Sales- 
man could have. Visible 
equipment is used in every 
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department of a business institu- 
tion. The mere fact that a dealer 
has an agency for visible record 
equipment, however, is not in it- 
self sufficient. Salesmen must be 
instructed to expose themselves to 
every concern they call on and 
to find ways and means of letting 
each department head know that 
they are equipped to handle any 
and all requirements in visible 
records. The more contacts that 
are made with department heads 
the better chance the salesman 
has to observe what is being done 
on the inside regarding the estab- 
lishment of new systems of all 


ACME FLEXOLINE “INSITE” 





types. Innumerable instances are 
on record where salesmen who are 
doing this are constantly learning 
of needs for all types of office 
equipment other than visible rec- 
ords. 

Probably the most important 
requisite that a successful sales- 
man can have is that of observa- 
tion. To be constantly on the look- 
out for possibilities for added 
equipment sales is a stepping stone 
to increased business. Again, let 
me urge the important part that 
visible records can play in a sales- 
man’s life, because it takes him 
into every department of business. 

Without doubt, visible record 
equipment is an important open- 
ing wedge for the sale of all types 
of equipment. I think he should 
go one step beyond this and give 
careful consideration to many of 
the smaller items in the visible 
equipment line which can_ be 
looked upon as a primary opening 
wedge, to make the larger wedge 
more easily attained. 

In the Acme line, there 
is a small item known as 
the Flexoline “Insite” index, 
which can be quickly shown 
and easily demonstrated. 
This inexpensive item has 
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proven very popular because of its 
use as a visible index for telephone 
numbers and names—for a small 
vendors’ record—for a customers’ 
index—for a list of employes’ 
names and numbers—or for credit 
reference purposes. 

There are many other items of a 


similar character that can be prof- 
itably sold. Not only that, but 
each one of these small sales will 
lead to larger sales because the 
same principle of visible indexing 
can be applied on a larger scale 
to other records. 

Visible record equipment can be 
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and is the most profitable line a 
dealer can handle. It is profitable 
not only on the sales of visible 
equipment itself, but for the im- 
portant part it plays in securing 
orders for other equipment when, 
I repeat, it is used as an opening 
wedge. 


How Dealers Can Sell More Visible 
Organized Campaign, P. vocedud by tudy, Will Bring Results 


HE question is often asked in 
Tithe organizations of those who 
manufacture and sell visible equip- 
ment, “Why don’t dealers in steel 
office furniture and in stationery 
items sell more visible equip- 
ment?” 

The answer is found coming 
from the lips of one of our dealer 
friends who states, “We don’t 
know anything about selling visi- 
ble and understand that it takes 
years of training to make an ex- 
pert salesman of visible equip- 
ment.” 


While it is true that the con- 
spicuously successful visible sales- 
man such as will be found in large 
metropolitan centers is a product 
of years of training in this field, 
we do not feel that in securing 
orders for visible equipment that 
it is necessary for the dealer to 
have such a man in his organiza- 
tion. As a matter of fact, the 
regular office furniture salesman 
can Sell it if he will apply him- 
self to the task. 

The dealer’s plan of selling visi- 
ble equipment should be centered 
on ordinary requirements of com- 
mercial and public institutions 
where he will find many 
applications, such as 
sales records, stock rec- 
ords, credit department 
records, or any record 
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requiring considerable activity 
where the data to be presented 
can be limited to practical card 
sizes. 

Some knowledge of at least the 
fundamentals of business proce- 
dure must be in the mind of a 
salesman who expects to excel in 
the sale of visible, but he does not 
have to be a certified public ac- 
countant. If he is gifted with an 
analytical mind he can quickly 
grasp a situation and then design 
a card that will fit into the pic- 
ture of the prospect. There are 
visible applications in his territory 
and he should be a success as a 
visible salesman. 

We would say that the first 
move in locating a visible prospect 
would be to single out any fairly 
large size establishment in the 
territory, especially one where the 
salesman has an entree, and make 
a study of their processes for the 
purpose of determining whether 





or not they have a need for visible 
equipment. After it is established 
that there is a need, study the 
application until you are entirely 
familiar with all of the require- 
ments of the business in any par- 
ticular department and after this 
it will not be a very difficult mat- 
ter to sit down and make a rough 
drawing of a visible card that 
would apply to that particular 
operation. 

While it is generally accepted 
that visible equipment will, in the 
large percentage of cases, save 
time and money, the salesman is 
in the position of convincing the 
prospect that this is true in his 
particular case. Therefore, even 
after the form has been designed, 
there may be many meetings with 
the prospect before an order is 
taken. 


There are many types of visible 
equipment that can be sold by 
dealers with success. It is our 
opinion that if a dealer will study 
the various types and will select 
a visible that will be simple to 
understand and to operate and 
will still give long life with very 
low upkeep cost, he will find that 

it is not only easy to sell, 
but will be profitable at 
the same time and will 
make many friends for 
his organization. 


AUTOMATIC-VANDEX VERTICAL VISIBLE CARD PANEL 
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Making Visible Records Pay 
Thorough Grounding in alait will , Application Y, Necessary 


T HE most effective ammunition 

that a salesman can use is built 
around a thorough knowledge of 
his product and its applications. 
This is particularly true in refer- 
ence to visible record equipment 
of the binder type. They have 
great sales possibilities for the 
man who recognizes their effi- 
ciency and will make an intensive 
study of their characteristics and 
how they can be put into function 
to the benefit of users. 

Visible records are not new. 
The visible idea has been applied 
to a great many kinds of records. 
This very fact is significant. There 
is a wide consumer acceptance, 
but the potential market has 
hardly been tapped. It is waiting 
for the informed salesman who is 
imbued with confidence 
born of the knowledge that 
he is selling a means for 
reducing costs and errors, 
and increasing speed and 
efficiency. 

Although visible binders 
have been used for almost 
every type of record, there 
are certain applications for 
which they are peculiarly 
fitted. The most popular 
applications are for install- 
ment records, pricing and 
rate records, stock records, 
purchase records and sales 
records. -Others include 
dividend records, voucher 
indexes, property records, 
income records, credit rec- 


By A. L. LORING 


Master-Craft Corporation, 
Kalamazoo, Mich. 


M4 


ords, cost records, and production 
records. 

Most successful salesmen ap- 
proach the visible sale by means 
of the form. The record carries 
out the ideas of the customer and 
the form shows the method by 
which the object of the record may 
be obtained. Although a _ stock 
sheet should always be used where 
it is sufficient for the purpose, it 
must be remembered that a large 
number of installations will re- 
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quire a special sheet of some kind. 

The psychology of the special 
form is such an important factor 
in the sale that it should never 
be overlooked. Practically every 
business man considers his own 
problems as out of the ordinary. 
If that tendency is evident, it is 
a good plan to draw a sketch, even 
though a stock form may be sub- 
mitted later. A carefully drawn, 
well designed sketch, including all 
of the features that the prospect 
thinks important and of which 
notes have been made during calls, 
should be presented. A pen and 
ink sketch, round cornered, with 
punchings drawn in, has a strong 
appeal because it isin the category 
of a special service. 

A good visible salesman keeps 
in his desk a file of well 
designed special sheets. He 
may gather them up in his 
customers’ offices, obtain 
them as samples from 
manufacturers, or secure 
them as samples of jobs 
that he has already sold. If 
he runs across a good idea 
for signalling, he makes a 
note of it. Then, when he 
gets ready to lay out a spe- 
cial form he has before him 
or readily at hand a whole 
bag of tricks from which 
he may be able to select 
some small feature which 
many times may mean an 
order. It’s a good idea to 
maintain an idea file. 


Sell Visible With a Demonstration Binder 
ps Emphasizes Value of Showing iw 4 Whrks : 


ODAY dealers and salespeople 

are accepting visible equipment 
as a commodity item rather than 
a specialty. And this is rightly so. 
The advantages of visible records 
are rapidly becoming known to 
most everyone. It needs only the 
specific application to the pros- 
pect’s needs to get profitable sales 
of visible systems. 
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One of the best selling tools a 
salesman can have is a visible 
demonstrator, which is a binder 
with various samples of visible 


forms. For example, one salesman 
who has _ success selling visible 
writes: 

“Any energetic salesman, who 
has the courage to put a visible 
demonstrator under his arm, as he 
leaves to make his daily calls, and 
exposes that demonstrator to his 
customers, asking a few simple 
questions, will soon have a pros- 
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pect list for book visible and other 
merchandise. We must have pros- 
pects if we expect to sell goods. 
The more prospects the greater 
percentage of sales. The visible 
demonstrator is one of the best 
items for entry to an account 
available. It gets attention. It 
gives something modern to talk 
about and before the prospect real- 
izes, he has given much informa- 
tion about the records of his busi- 
ness and present forms he is using. 
A little imagination and applied 
thought will help to dope 
out an improved form that 
will give him more infor- 
mation, save time for refer- 
ence, posting, etc. And 
there you have what you’re 
working for—a sale and a 
profitable one. 

“How do you start to be- 
come a proficient salesman 
in selling visible? First of 
all you must have the de- 
sire to learn all about it. 
Second, you must have 
vision and enthusiasm. 
Third, you must be willing 
to study your catalogue 
and literature supplied by 
the manufacturer. You 
must study the forms 
which are listed in the 


catalogue and demonstrator, rea- 
soning that these forms were 
designed for specific records and 
businesses: that they were not 
designed and put in stock on a 
hit and miss idea; that they 
must be best sellers as the factory 
could not afford to carry them 
otherwise. Next, you must spend 
some time every day operating the 
demonstrator, shifting the forms, 
opening and closing, etc. Know 
it forward and backwards. Com- 


pare with the old style systems 
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where sheets are “stacked” over 
each other, with all pertinent in- 
formation hidden. Consider it 
against the blind-type vertical 
card record, as to speed of refer- 
ence and posting, misplacement 
of filing, etc. 

“Now then, actual experience 
makes the best teacher, so tuck 
a demonstrator under your arm, 
not just this morning, but every 
morning until you have canvassed 
every worthwhile account in your 
territory. An enthusiastic and 
smooth demonstration, plus 
a few well directed ques- 
tions against weak points 
of prospect’s present sys- 
tem will work wonders. 
Obtain sample forms wher- 
ever possible, then prepare 
a form designed for book 
visible, incorporating all 
pertinent information and 
perhaps a signalling scheme 
on the visible edge. Any- 
thing that will improve the 
form, and make it easier 
for the bookkeeping and 
give more information will 
get attention. Present it 
with sound arguments and 
chances are you will make 
a sale.” 


Visible Equipment Market Expanding 
, a | Requirements Siisumlade pe eo fe 


YISIBLE equipment dealers may 

look forward to excellent op- 
portunities for business in 1940 
and future years. 

Old established businesses are 
finding it more difficult to make 
profits and will welcome construc- 
tive ideas to get more done with 
less cost. 

New businesses are de- 


veloping and expanding, 
such as soft drinks and 
new fuel services. They 


need record helps in sales 
promotion and other de- 
partments. 
Public institutions are 
facing problems which 
necessitate better control 
facilities. Schools are an 
excellent example requir- 
ing more adequate records 
for child guidance and 
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other problems of management. 

Utilities are planning improve- 
ments and are allotting funds for 
expenditure. 

War and national defense prob- 
lems are far reaching in their ef- 
fects on business, calling for ef- 
ficient management in production, 

purchase, inventory, costs, 
etc. 


Since we recognize the 
opportunities opening up 
for visible equipment deal- 
ers, the Postindex Com- 
pany is engaged in a broad 
plan to help its dealers 
realize to the fullest extent 
in sales. Postindex dealers 
are now making sales in all 
these fields and have re- 
ported enthusiastically on 
the benefit of the sales pro- 
motional helps provided. 











Take Visible to the Prospect's Office 
Al Potentially oLlarge Wharket Piel fo 18. ho 


LTHOUGH visible cabinet 

equipment is primarily a spe- 
cialty item and the larger sales 
are created through analysis of 
records and the submission of de- 
tailed proposals requiring highly 
trained sales effort, dealers and 
their salesmen must not be con- 
fused by this because a large vol- 
ume of sales is being created by 
energetic salesmen without spe- 
cialized sales experience. 

Visible cabinet equipment is an 
item few firms leave their offices to 
buy but readily purchase when ap- 
proached by a salesman who dem- 
onstrates the equipment in a cus- 
tomer’s office. Only a few minutes 
of explanation and demonstra- 
tion of the visible cabinet are re- 
quired before the prospect realizes 
here is something he should not 
be without. He readily sees its 
quickly apparent benefits, its speed 
in posting and reference. 

The market for visible cabinet 
equipment has hardly been 
scratched. Visible cabinet equip- 
ment was almost unheard of twen- 
ty years ago. Then, a few scat- 
tered sales by a handful of sales- 
men, today itis in use in every 
civilized country on the face of 
the earth. 

The dealer or his sales manager 
must be sold on visible cabinet 
equipment or he will not be able 
to educate or enthuse his sales 
force. For the dealer to use it in 
his own business is also an aid to 
sales. 


A Dealer’s Experience 


One of our representatives re- 
cently called upon a dealer in a 
small town in Ohio. During the 
conversation, the dealer told our 
representative he had to go up 
the street to see a man about a file 
for some 6x4 cards. Our man 
asked, “Why not try to sell him 
visible cabinet equipment?” The 
dealer replied that this fellow 
didn’t want to spend over five or 
six dollars and he would have a 
tough time in getting the order 
for even that amount. Our man 
then asked the dealer for permis- 
sion to accompany him. This was 
given and on the way to custom- 
er’s place of business the dealer 
bemoaned the fact that they were 
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taking a long walk for a five dol- 
lar sale. Arriving at customer’s 
office, our representative, in a few 
minutes convinced this dealer’s 
customer that visible cabinet 
equipment was what he needed. 
The customer acquiesced and in- 
stead of going back to the dealer’s 
store with a five or six dollar or- 
der, they took back with them an 
order for over fifty dollars worth 
of visibile cabinet equipment. The 
dealer on the way back to his store 
was counting up his profits and 
trying to figure out how many 
similar prospects he had. 

Another visible cabinet dealer 
secured an order from a large 
wholesale firm on the understand- 
ing that the equipment would be 
tested for six months in one de- 
partment of the business. Inven- 
tory value in this department 
when visible cabinet equipment 
was installed was approximately 
one hundred and fifty-four thou- 
sand dollars. Sales for the cur- 
rent month, twenty-two thousand 
dollars. In less than one year after 
visible cabinet equipment was in- 
stalled inventory was reduced to 
one hundred twenty-two thousand 
dollars. Sales approximately the 
same. Thirty-two thousand dol- 
lars less invested in inventory. 


Did this concern wait for six 
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months to pass before purchasing 
for other departments in their 
business? They did not. At the 
end of thirteen days, immediate 
benefit was so apparent in one de- 
partment, they decided to continue 
the installation throughout the 
entire organization. What had 
originally started out to be a six 
months’ test in one department 
using only six cabinets, trans- 
formed itself before the end of 
thirty days into an order for forty- 
five cabinets divided between dif- 
ferent departments of the business 
resulting in a nice net profit for 
the dealer. 


Familiarity Breeds Success 


Before a_ dealer’s salesman 
makes any attempts to demon- 
strate visible cabinets, he should 
thoroughly familiarize himself 
with them, not only from a 
mechanical standpoint, but above 
all from the standpoint of applica- 
tion. And it must be remembered 
that it is upon the salesman’s 
demonstration of equipment and 
his ability to describe what may 
be accomplished by the use of this 
equipment that the equipment is 
judged by the prospective pur- 
chaser. The extent of any dealer’s 
orders will be determined by how 
well this demonstration and ex- 
planation has been performed. To 
become convincingly versatile in 
the handling and demonstration 
of visible cabinets, the salesman 
should thoroughly disassemble and 
assemble the equipment several 
times. Remove and replace all 
pockets. Remove and replace the 
signals and the record cards. He 
should do this until he can do it 
proficiently, without fumbling and 
without nervousness. A _ slovenly 
unworkmanlike, mechanical dem- 
onstration is apt to lose a sale. 

The dealer who is undecided as 
to whether he should or should 
not handle visible cabinet equip- 
ment should give heed to the 
tremendous possibilities for repeat 
business on this type of equipment. 
In almost all cases the first sale 
is the entering wedge and if proper 
service is rendered by the dealer 
after the sale, he is assured of 
many years of highly profitable re- 
peat business. 
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Profit Potential Great in Visible Sales 
P rospects Receptive fo economy and Hine Saving Fedkiius 


ISIBLE record binders offer a 

vast field for profit which 
many dealers overlook. Possessing 
characteristics and features which 
appeal to self-interest of pros- 
pects, visible binders bring not 
only quick sales of worth while 
amounts but open up excellent 
types of new accounts for future 
business. 

In these times of the constantly 
shortening work day, time and 
labor saving equipment has an in- 
stant appeal to practically every 
business organization. A demon- 
stration of a visible binder showing 
the time saving benefits in its ap- 
plication to the prospect’s records 
is usually all that is needed to 
effect the sale. 
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Almost every type of business or 
institution is a prospect for the 
binder type of visible record sys- 
tem. The prospect list is as large 
as the telephone index. Visible is 
suitable alike for general busi- 
nesses, banks and financial in- 
stitutions, chain stores, Govern- 
ment, County, City, State and 
Federal agencies and bureaus; 
labor, fraternal and religious or- 


ganizations; hospitals, physicians, 
dentists, schools, transportation 
companies, public utilities and al- 
most every line of which one can 
think. 

Foremost among applications 
are stock control records, sales 
records, cost records, credit rec- 
ords, payroll and Social Security 
records, follow-up systems for 
sales, installment purchases and 
services of all types. Indeed, visi- 
ble binders can be used for prac- 
tically every type of record keep- 
ing. 

The sale of visible record equip- 
ment leads to contacts beyond the 
purchasing agent and is an excel- 
lent avenue toward development 
of new accounts. 





Presenting a Plan Wins Visible Business 
ils Experiences wy = P. oint Way fo Se 


7TH question is sometimes asked, 

“Why are some dealers more 
active and successful in the sale 
of visible record systems than 
others?” 

The dealers themselves seem to 
have supplied some of the answers 
to that question. It has been noted 
that those dealers most active and 
successful in this particular phase 
of the stationery and office supply 
business are those who have kept 
abreast of the times, who are on 
the alert to become thoroughly 
familiar with those devices that 
can be advantageously used by 
their customers. 

When the selling methods of 
those dealers are analyzed, it is 
found that in almost every in- 
stance their sales are the result 
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of their having conceived an idea, 
plan or method that would ac- 
complish a particular, desired re- 
sult for the prospect. It may have 
been a stock control method that 
would reduce inventory invest- 
ment, increase turnover or be- 
come a more effective guide to 
purchasing and manufacturing. It 
may have been a sales record that 


helped to increase territory cover- 
age or give a more accurate pic- 
ture of commodity distribution. 
Whatever the application may 
have been—the dealer sold the 
idea of the visible record system 
and what it would accomplish for 
the user. The equipment and 
forms were incidental—only the 
“tools” necessary to accomplish 
the result. The “cost” for equip- 
ment becomes a minor item. 

One dealer who has been par- 
ticularly successful in selling all 
types of visible record equipment, 
recently made the statement, “We 
have always found that ‘visible 
records’ really are easier to sell 
than just the ordinary type of 
record.” He further explains that 
while it may appear to be “old 
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stuff” to the stationer—it is still 
comparatively “new” to the aver- 
age consumer and that is 
particularly true with the smaller 
accounts. The individual sales- 
man has found a great deal of 
personal satisfaction in develop- 
ing the ordinary “garden variety” 
records into a visible application 
that will accomplish a_ specific 
purpose—that will make the rec- 
ord more valuable to, and produce 
greater results for the customer. 

Another agent takes the atti- 
tude that a “visible system is a 
splendid entering-wedge and se- 
cures for the salesman a contact 
difficult to secure with the ‘easier- 
to-sell’ items.” To use _ visible 
equipment as ‘an entering-wedge’ 

the salesman must be thorough- 
ly prepared when making his con- 
tact. He must have a fair knowl- 
edge of the particular business; 
the type and purpose of the rec- 
ord. He must have determined in 
advance the manner in which a 
visible application will accomplish 
certain specific results for the cus- 
tomer. When effectively presented 
in that light—the salesman is 
bound to get attention, and to 
arouse respect for himself in the 
prospect’s mind. 


Know Before You Sell 

“Preparation for the presenta- 
tion” is perhaps one of the most 
important factors in successfully 
selling visible. 

A salesman in a fairly small 
Southwestern city who has been 
most active in selling visible sys- 
tems tells us that his first step is 
to learn as much as possible about 
the record, the way in which it 
is used and the purpose for which 
it is intended. He then draws a 
form including every possible fea- 
ture that could be of value to the 
user. A neatly typed and illus- 
trated “submission” is prepared 
and bound in a modest but atten- 
tion commanding cover. The sub- 
mission thoroughly but briefly ex- 
plains the need for a system, the 
present method, the recommenda- 
tion, and an explanation of the 
results to be accomplished. If com- 
petition exists — a comparative 
chart is included pointing out 
mechanical and utility advantages 
of the system he has conceived 
and recommends. 

This superior method of selling 
frequently results in sales being 
made entirely without competi- 
tion. 

In one of our agencies a sales- 
man has used visible equipment 
very effectively to “gain entrance” 


to accounts that they have not 
been selling. Having once sold the 
idea, plan or method designed to 
accomplish a specific purpose, this 
salesman “follows through,” su- 
pervising and assisting with the 
installation, thoroughly instructs 
the clerk in the operation of the 
system and its intended purpose. 
As a result of this “service”, the 
confidence of the customer is fully 
developed; the salesman obtains 
more information about the busi- 
ness; becomes familiar with other 
records, filing systems, condition 
of general office equipment, etc., 
and will have a number of 
“friends” in the organization. 
Consequently, he is in a better 
position to obtain an added vol- 
ume of business for files, desks, 
folders, indexing systems and sta- 
tionery items that it would have 
been most difficult to have ob- 
tained through ordinary solicita- 
tion for those items. 
Cold Canvas Sells Visible 

An agency salesman once made 
the statement, “Whenever things 
get a little slow for me, live pros- 
pects seem to be exhausted, I take 
my visible demonstration outfit 
and begin to ‘pull door knobs’” 
This particular salesman is always 
keenly interested to see and thor- 
oughly absorb any information 
supplied by the home office re- 
garding a visible system or appli- 
cation that has been sold else- 
where. He takes the attitude, 
“Well, if the other fellow can Sell 
it, so can I.” Only recently a 
bulletin applying to a certain sys- 
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AND ERBE VISIBLE RECORD FILE 
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tem for which there are many 
sales opportunities throughout the 
country was placed on his desk. 
Within sixty days he had sold 
three installations amounting to 
over $500.00 and has several other 
prospects still to be closed. He 
immediately went to work with 
the information supplied, and 
opened up two “new” accounts 
and very substantially increased 
his earnings during that period. 


A wide-awake salesman, always 
on the alert for possible new busi- 
ness, had been called to his cus- 
tomer’s office to make a minor ad- 
justment on a four-drawer filing 
cabinet. While in the customer’s 
office he observed several girls 
with vertical card filing trays on 
their desks, searching for cards, 
removing them from the filing 
trays, making entries, and refiling 
the cards. When the task for 
which he had been called was 
completed he inquired concerning 
the record on which these girls 
were working. He suggested that 
a visible system would save much 
time and improve the usefulness 
of the record. Permission was 
granted to make a study and sub- 
mit a proposal but was warned 
that there was little likelihood of 
his making a sale due to the cost 
of visible equipment. As a result 
of his thorough study of the sit- 
uation and the submission of a 
very complete outline of advan- 
tages in the visible system he 
devised, a very sizable order was 
obtained in less than thirty days. 
The installation has more than 
doubled since then and the cus- 
tomer is a most enthusiastic 
booster of this salesman and his 
ideas. This sale was a result of 
keeping his “eyes open” and rec- 
ognizing an opportunity. 

A most interesting report of the 
steps in making a very profitable 
sale reached us a few months ago. 
The salesman calling on a county 
office recognized the inefficiency 
of the delinquent tax record. He 
made a thorough study of their 
present method and _ procedure 
and devised a plan that would 
save time and efforts not only of 
the record clerks but for the ab- 
stract and title companies who 
referred to these records fre- 
quently. 

His idea and plan were first sub- 
mitted and its advantages demon- 
strated to the abstract and title 
companies in the community. 
These companies recognized the 
value of his system and willingly 
signed a petition recommending 
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to the county officials the installa- 
tion of visible records. 


County Officials Convinced 


His plan was then submitted to 
county Officials who saw in it a 
clear cut way to simplify their 
record keeping and at the same 
time render their recorded infor- 
mation instantly available. Hav- 
ing thoroughly sold the idea of 
using a visible filing method, it 
was then necessary for him to 
convince the county officials that 
his particular product was most 
desirable for the purpose. A com- 
parison chart was prepared out- 
lining all the features of the sys- 
tem and equipment he was selling 
and those of other products. 


in the hands of officials at the 
time the demonstration was being 
made so that they could check 
item by item with the demonstra- 
tion. 

His presentation of facts was so 
conclusive that officials had no 
choice but to award this salesman 
an order for twenty visible card 
filing cabinets at a price higher 
than that submitted by other bid- 
ders. While a good many hours of 
study, planning, and preparation 
were required, the volume of the 
sale, the county officials’ en- 
thusiastic approval of the system 
in operation, and the personal 
satisfaction more than justified 
the effort. 

Aside from the actual dollar 
value of the sale or commissions 
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earned from a visible system in- 
stallation there seems to prevail 
among all dealers and their sales- 
men the thought that there is 
much “personal satisfaction” in 
having done a job well, in having 
conceived, developed, and sold an 
idea, plan or method that will 
render a real service to the user. 
It gives the salesman a higher 
estimation of his own ability, in- 
creases his self respect. 

Many dealer salesmen must feel 
the same as one who said, “I like 
to sell visible. It is a challenge 
to my resourcefulness, to conceive 
an application, to design a form 
and develop a system that really 
does a job for my customer. It 
makes my own job more interest- 
ing, not just ‘peddling’.” 


Copies of this chart were placed 


The advertisements of the following manufacturers of visible systems equip- 

ment and supplies appear in this issue on the pages indicated. Though all 

the companies include visible records in their lines, some do not refer to 
‘visible’ in their advertisements this month. 


Acme Visible Reeords, Ine. 116 
Art Metal Construction Company 95 
Automatic File & Index Com- 


Shaw-Walker Company, The 
103, 104, 105, 106, 107 
Sheppard, The C. E., Company_161 


pany 130 Stationers Loose Leaf Company __134 
Cook, H. C., Company 183 Victor Safe & Equipment Com- 
Globe-Wernicke Co., The 72 pany, The 80 
Graff, George B., Company 88 ~-Visible Index Corporation 126 
National Blank Book Company.145  Yawman and Erbe Manufactur- 
Remington Rand, Inc. ..... 129 ing Company 112 


YOUTH 


Youth is not a time of life — it is a state of mind. It is not a matter of ripe 
cheeks, red lips and supple knees; it is a temper of the will, a quality of the 
imagination, a vigor of the emotions; it is a freshness of the deep springs 
of life. 


Youth means a temperamental predominance of courage over timidity, of 
the appetite for adventure over love of ease. This often exists in a man 
of fifty more than in a boy of twenty. 


Nobody grows old by merely living a number of years; people grow old only 
by deserting their ideals. Years wrinkle the skin, but to give up enthusiasm 
wrinkles the soul. Worry, doubt, self-distrust, fear and despair — these are 
the burdens that bow the head and turn the growing spirit back to dust. 


Whether seventy or sixteen, there is in every being’s heart the love of 
wonder, the sweet amazement at the stars and the starlike things and 
thoughts, the undaunted challenge of events, the unfailing childlike appe- 
tite for what next, and the joy and game of life. 


You are as young as your faith, as old as your doubt; as young as your 
self-confidence, as old as your fear; as young as your hope, as old as your 
despair. 

In the central place of your heart there is a wireless station; so long as it 


receives messages of beauty, hope, cheer, courage, grandeur and power 
from the earth from men and from the Infinite, so long are you young. 


When all the wires are down and all the central place of your heart is cov- 
ered with the snows of pessimism and the ice of cynicism, then are you 
grown old indeed and may God have mercy on your soul.—Anonymous. 


(From a sample of stencil work distributed by Milo Harding Company, Ltd., Los Angeles, Calif.) 
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MODERN OFFICE FURNITURE 
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ROM the beginning of man’s 

association with his fellow men, 
his personal equipment has been 
as much a part of his personality 
as his physical being. Kings of 
old lived in splendor so as to im- 
press their subjects with their 
greatness and power. Today, it is 
much the same except that educa- 
tion, culture, business training 
and experience have set up a new 
standard of values; values that are 
predicated on the trend of the 
times. 

Offices, for example, reflect what 
we feel and what we hope our 
business contacts feel, which is the 
high quality and tastefully de- 
signed arrangement which we of- 
fer and sell to our customers. No 
other item in an office reflects our 
real personality more than the 
equipment it contains. 

We are judged largely by our 
appearance and are thus classified 
as successful or unsuccessful by 
those with whom we come in con- 
tact. We are proud of our sur- 
roundings, and the lack of justifi- 
able pride creates a complex that 
retards our ambition and kills in- 
itiative. 

For many years, leading manu- 
facturers have recognized the 


By H. P. ROCKWELL 


Vice President in Charge 
of Wholesale Division, 
Yawman and Erbe Manufactur- 
ing Company 
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necessity for doing something 
about the color used on office fur- 
niture to obtain better results. 
The main thought behind the 
change in color and design was 
comfort, the iessening of eye 
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Strain, the elimination of reflec- 
tion and glare. 

Science, research and modern 
machinery have brought into the 
economic and social world of to- 
day new colors which contribute 
to better living, both at work and 
at play. For years, color was the 
exclusive possession of the artists, 
but now science and industry have 
adopted it for social and economic 
use. 

Through the adoption of color 
in furnishing the modern Office, 
man’s workroom has been taken 
out of the commonplace and put 
on a plane with the environment 
of his home. And what could be 
more logical—for it is a fact that 
most business men spend at least 
50 per cent of their waking hours 
at their desks? Is it not reason- 
able to assume, then, that the 
greatest productive effort and cre- 
ative thought will result from 
working in bright, attractive and 
stimulating atmosphere? An office 
will be more pleasant and the oc- 
cupants more efficient if desks, 
files, chairs, rugs and drapes are 
in perfect color harmony. 

To fully appreciate the evolution 
of the modern office from a drab, 
dreary workroom to the pleasant 
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colorful office of today, it is neces- 
sary to go back twenty years to 
the time when wood was used al- 
most exclusively as office equip- 
ment. This wood was usually 
finished in dark golden oak, rich 
in appearance and durable. At 
this time, architects, office meth- 
ods, men and certain manufac- 
turers began to realize that dark 
absorbed considerable light, re- 
sulting in dark offices and high 
ratio of inefficient work. The ex- 
perience gained by the layout and 
installation of several sizable of- 
fices in a new light finish oak 
proved conclusively that in the 
lighter offices the employes did 
better work. Light absorption, 
they discovered, is directly cor- 
related to efficiency. Then, too, 
there was a decided improvement 
in the appearance of the office. 
This discovery forced the entire 
wood desk, chair and filing cabinet 
business to change immediately to 
this light oak finish. It is this 
finish we have today on oak 
furniture. 


Color Came with Steel 


Color in the modern Office is 
the result of and contingent upon 
the use of steel equipment. At 
first, steel manufacturers frankly 
tried to imitate the graining of 
wood. Equipment became avail- 
able in all the standard wood fin- 
ishes of oak, walnut, birch and 
mahogany. This simulation of 
grained finishes did little to ad- 
vance the cause of steel. It was 
only when the manufacturer dis- 
covered that steel lent itself to the 
application of a flat finish that 
real success was met. Possibly, be- 
cause it was an easy color to hold, 
as well as being a good covering 
agent for spot welds and defects 
—olive green became the standard 
flat finish. For years, olive green 
files, desks, chairs and _ tables 
transformed offices throughout 
the country into more workable 
places. Then came colors lighter 
than olive green. 

During the last few years, steel 
office furniture manufacturers 
have done much experimenting 
with flat finishes and color. Al- 
most all colors have been used. 
Recently, a three-story office 
building was completely furnished 
with steel equipment in dark blue. 
Events proved, however, that the 
lighter colors are not only more 
popular but absorb 33 1/3 per cent 
less light than olive green. Try 
to imagine what the average office 


of today would look like if it were 
equipped with dark golden oak 
furniture. This step into the past 
would undoubtedly evoke a chorus 
of protests from the employes. 
Conversely, try to imagine a siz- 
able work office in olive green be- 
ing re-equipped in the new neu- 
tral gray. 

Neutra-tone gray finish, which 
no doubt you have all seen, was 
not discovered by accident but is 
the result of three years of study 
by research engineers. Laboratory 
analysis showed that gray was an 
excellent color to reduce light ab- 
sorption, but in the lighter tones 
appeared cold and uninviting and 
increased the amount of glare. 
Further exhaustive experiments 
were made which resulted in the 
discovery of a gray tone that has 
reduced light absorption 30 per 
cent, is easy on the eyes and less 
distorting to the sense of sight. 

One of the nation’s foremost 
color authorities states that the 
neutra-tone finish is, in his es- 
timation, a truly warm, harmon- 
izing gray, and adds his endorse- 
ment to that of a leading illumin- 
ation expert who pronounced neu- 
tra-tone gray to be a scientifically 
correct finish, having a minimum 
of glare and light absorption. 


Getting the Right Shade 
Difficult 


I have gone into this detail to 
point out the difficulties of getting 
a proper shade or tone. Gray is 
not a primary color but a com- 
bination of white and some other 
color. There are warm grays, cold 
grays, steel grays, dull grays, 
bright grays and an endless va- 
riety of the shades of gray. The 
proper shade is a warm, harmoni- 
ous color which will be neutral 
and blend with contrasting colors 
of office decoration. 

The trend is definitely towards 
a neutral shade. Dark, sombre 
shades in offices are a thing of the 
past. The public has become color 
conscious and is accepting the 
lighter tones in offices. 

To say that color is being ac- 
cepted by the consumer is putting 
it mildly. The neutra-tone gray 
finish is being enthusiastically ac- 
cepted and I am going to read a 
letter recently received from one 
of our dealers which is typical of 
many letters we have received. 
This dealer last week moved into 
a new store and here’s the story: 

“As you are aware, we finished 
all of our store equipment in gray 
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for the new location, and this to- 
gether with the finishing of one 
entire floor in gray for one of our 
good customers who has in use 
about 200 files with card record 
desks, is using a tremendous quan- 
tity of lacquer. 

“We have not sold an olive 
green, walnut or mahogany job 
since the new gray was introduced 
and we find that every job calls 
for several files, counters and 
other items, such as, safes, card 
files and steel equipment to be 
refinished in the room where they 
use your new line of desks.” 

This particular dealer, incident- 
ally, has ordered over seventy-five 
gallons of gray lacquer from us to 
do these refinishing jobs. 

Design 

No less important than color in 
the present-day office is the de- 
sign of the equipment. This should 
be modern to conform to the office 
interior, but functional in design 
—not bizarre or modernistic. The 
design of the equipment should be 
such as will give the greatest 
working comfort, absence from ac- 
cident hazards, such as, sharp 
corners, etc. Modern design should 
be rational—not radical. Prop- 
erly designed office equipment 
will increase the efficiency of the 
office and reduce body and men- 
tal fatigue to a minimum. 

For many years, little thought 
and consideration was given to 
the comfort and consideration of 
the office worker. Perhaps offices 
were considered more of a liability 
than an asset; by many, the office 
was considered a necessary evil. 
The study of lighting, air condi- 
tioning, sound proofing, conveni- 
ence in arrangement of offices, led 
to the study of color and design in 
office furniture and equipment. 

I will take the liberty of quoting 
the opinion of one of the best 
known designers, Paul MacAlister, 
taken from the magazine called 
The Interior Decorator, January, 
1940 issue: 

“To see a golden oak roll top 
desk being wheeled into Rocke- 
feller Center is as incongruous as 
a pot-bellied stove in the Yankee 
Clipper. 

“In the last few years, the re- 
education of the public executive 
has been rapid. Because of the 
strain of modern business, the ab- 
solute necessity of keeping on the 
qui vive for eight hours per day, 
the modern office is actually a 
more important part of a man’s 
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life than his home. His business 
surroundings must be controlled 
to his immediate needs of ef- 
ficiency and comfort without any 
distracting influences. 

“For the executive, the office 
must be stimulating and adaptable 
to his needs, super-efficient for 
rapid fire conferences, comfortable 
to allow for informal, friendly 
business transactions. 

“The health factor is a definite 
consideration. Lighting must be 
adequate to insure maximum light 
efficiency. Today and tomorrow 
to the visiting client, the first and 
lasting mental impression should 


be—here is an office where the 
wheels turn smoothly, a place of 
action for men of ideals.” 


The Market 


The United States operates 60 
per cent of the world’s telephone 
and telegraph facilities, owns 80 
per cent of the motor cars in use, 
and operates 33 per cent of the 
railroads. Also, our country pro- 
duces 70 per cent of the oil, 60 per 
cent of the wheat and cotton, 50 
per cent of the copper and pig 
iron, and 40 per cent of the lead 
and coal output on the globe. 

It doesn’t seem possible, but it 
is true that the purchasing power 





OFFICE APPLIANCES 


of our people is greater than that 
of the five hundred million people 
in Europe and is even larger 
than that of more than a billion 
Asiatics. 

What more need be said about 
your market? 

May I say to the dealers who are 
present at this meeting that your 
future in office equipment lies in 
color and design. It is not difficult 
to collect sufficient information to 
do a good job. A brief study of 
color harmony will enable an alert 
salesman to equip an Office that 
will be restful, comfortable and 
inviting. A wide market is open 
and the results will be profitable. 





workmanship plus high quality products were combined to make this beautiful 
installation of Globe-Wernicke Co. equipment in the courtroom of the St. Bernard 
Parish court house, Arabi, La. All material on exposed surfaces is of the best Philip- 
pine mahogany selected for figure and matched for grain and texture. It was 
necessary for the figure to be almost identical with the wainscoting around the room. 
Panels are flush construction with simple rounded moulding to provide a modern 


yet conservative appearance. 


Ltd., New Orleans, La. 


The installation was made by F. F. Hansell & Bro. 


VICTOR EQUIPMENT IN 
A BANK.—Desks, Inc., of 
New York City, installed 
these steel counters of 
the Victor Safe & Equip- 
ment Company in the 
Sterling National Bank, 
Brooklyn. Compactness, 
utility and attractiveness 
are combined in these 
Victor Brigadier counter 
height units and they 
offer maximum filing and 
cupboard space with 
drawers easily accessi- 
ble. 
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BANK CHOOSES LEOPOLD FURNITURE.—When the 
Security National Bank of Greensboro, N. C., recently 
decided to completely re-equip its offices, its executives 
chose products of The Leopold Company, Burlington. 
Iowa. So the S. T. Wyrick Company, office furniture 
dealers of Greensboro, went to work with the result 
shown here. (Top left) The officers platform which 
extends the whole length of the lobby. (Top right) The 
trust officer's desk which is an attractive and dignified 
glass brick office. (Lower) The clerk's desk in the safety 
deposit vault of the bank. 
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TWO INSTALLATIONS OF YAWMAN 
AND ERBE FURNITURE.—(Top) “Y and 
E” Styled Associate desks placed in the 
offices of the Petersen Baking Company, 
Omaha, Neb., recently. This installation 
was sold by Don Minor of the Peterson 
Lithograph & Printing Company, Yawman 
and Erbe representatives in Omaha. 
(Lower) Offices of the Levy Circulating 
Company, Chicago, outfitted with similar 
equipment by the Y and E Chicago 
branch. All of the equipment in these 
offices, including waste baskets, chairs, 
etc., were finished in Neutra-Tone gray 
to match the color of the desks. 
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LARGE INSTALLATION OF ART METAL EQUIPMENT IN CALIFORNIA COURTHOUSE 


Office Equipment Bureau, Fresno, Calif., completed this Art lector’s office, showing the 56-inch counter on which a glass 
Metal Construction Company installation in the County Court- block modernistic screen is used. (3) The purchasing agent's 
house at Modesto. (1) The Recorder's office. (2) Tax col- office. (4) General office of the courthouse. 


SHEAFFER PEN GOES SHAW-WALKER. 
—(Upper) Lucien’s Stationery Store re- 
cently added 350 Shaw-Walker Lifetime 
steel transfer cases to this installation 
of 1200 cases at the W. A. Sheaffer Pen 


Company, Fort Madison, Iowa. Old and Ry 
new cases interlock perfectly and con- | a 4 Ps 
siderable space was saved by making he 8 ae i! 
the stacks five drawers high instead of Se a ai 
four. Lucien’s is the exclusive Shaw- . bor 


Walker representative in Fort Madison. 
(Lower) The Springfield, Ill., division 
office of the Chicago Motor Club has 
installed a Triple-Duty counter which 
serves as a partition between clerks 
and customers, provides a spacious 
work table and houses cash, correspond- 
ence, tourist information pamphlets and 
supplies. Each Shaw-Walker desk in- 
terior is organized to fit the individual 
user's needs. Desks are walnut grained 
finish with green linoleum tops, match- 
ing the counter. The installation was 
made by Jefferson Stationers, Inc., 
Springfield. 
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TWO INSTALLATIONS OF §SIKES 
CHAIRS.—(Top) Recent installation of 
chairs of The Sikes Company, Inc., made 
in the offices of the American Tobacco 
Company, New York City. The chairs 
proved proper companion pieces in an 
office noted for its attractive and practi- 
cal furniture, modern lighting, ventilation 
and acoustic treatment. Berry-Dickie & 
Stettler Company made the installation. 
(Lower) Streamlined Sikes chairs in- 
stalled in the clerical offices of Joshua L. 
Bailey & Company, New York City. 
Desks have Highland bases for freer 
movement of the user and the chairs are 
the Sikes streamlined Bank of England 
style. Danes-Dancker-Lane, Inc., was the 
Sikes dealer making the installation. 











The S. J. Olson Company, Milwaukee, was responsible for and small tables were made by the Grand Woodworking 


UNUSUAL AND BEAUTIFUL INSTALLATION MADE BY MILWAUKEE DEALER 


this beautiful job in the Municipal building, Town of Lake. Company, Chicago, all of the chairs were from The Sikes 
Wis., recently. (1) The board room. (2) Treasurer's office. Company, Inc., Buffalo, N. Y., and cupboards, bookcases and 
(3) W. P. A. inspector's office. (4) Council room. The desk council room benches by Northwestern Store Equip. Co, 
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EDITORIAL 


"Government As Santa Claus" 


& The following, under the above head, quoted 
from Nation’s Business of January, 1940, written 
twenty years ago, seems particularly interesting 
today. 

“Government ownership is the product of 
loafing minds and loitering ambitions. As a 
theory, it lacks imagination, originality, inspira- 
tion and romance. As an actuality, it is a stupid, 
dull, languorous method of carrying on the 
work of the world. It is the substitution of gov- 
ernment deficits for private profits. It is a stub- 
born barrier to industrial progress. It has never 
created anything except jobs. It is destructive 
of growth of wealth and productive of growth 
of debt. It is the Santa Claus idea of govern- 
ment heralded by political sleigh bell ringers. 

“Tf reform is needed in our industrial system, 
it must come from within. Political govern- 
ment is not adapted to industrial government, 
and industrial government is not suited for 
political government. Business is conducted with 
a higher degree of fairness, equity and justice 
to those who are in it and with more apprecia- 
tion of its responsibility to serve the public than 
any similar governmental enterprise. Industry, 
indeed, is running itself when permitted to do 
so, better than any government is being run. 
Industry is miles ahead of the requirement of 
the people, while most government organiza- 
tions are miles behind. 

“The conspicuous government failures of the 
world have been in the field of government own- 
ership. Whenever government goes into busi- 
ness it goes into the woods and gets lost, or it 
detours into the morass of politics and is swal- 
lowed up in the mire of patronage and expe- 
diency.”” (HENRY SwirtT IvEs, 1920.) 


—_---_- 


YOU can fool all of the peopl2 some of the time, and 
you can fool some of the people all of the time, but 
you can’t fool all of the people all of the time. 

—Abraham Lincoln. 


_—_-_e1--—- 


Youth "Fronts", "Congresses" Etc. 
4¢ “Youth”, said the late John B. Gough, “has 
one great defect which is gradually being over- 
come’’. It is even so. 

The glory of youth is its inexperience. And 
for that, Glory be! Time enough, in the lives 
of most, to carry the responsibilities of mature 
years. And fortunate they who look back upon 
a happy adolescence. 

A national interest in youth is a grand thing. 
A mere political interest which makes tools of 


youth organizations to promote ideas, if not sub- 
versive, of no enduring good, is quite another 
thing. 

Because of its great ‘defect’ (“being grad- 
ually overcome’’) responsive to ideas without 
thinking them through, the publicity over play 
of youth, its opinions and judgments, being 
made these days is a handicap instead of an 
advantage. 

The above observations being merely by way 
of preface to the following comment by C. P. 
Garvin, general manager, N. S. A., in one of the 
association bulletins upon the recent sorry spec- 
tacle—which has been shown in the moving 
picture theaters—in Washington. 


“The week started off with things humming 
along the Potomac. Mr. Roosevelt received del- 
egates to the Youth Congress on the White 
House lawn; it rained (by arrangement with the 
Weather Bureau.) I saw part of the parade and 
if the part I saw is representative, tomorrow’s 
adults are going to be a mixture of yellow, black, 
Asiatic and pimples. Three funny looking girls 
carried a sign—‘We want no war babies.’ Un- 
less masculine taste is deteriorating, the three 
I saw won’t have any, even with the war. When 
I was a kid, if I had suggested to my Dad that 
I was going to Washington to insist on a hand- 
out of $500,000,000 and to boo and hiss the 
President of the United States, I would imme- 
diately have been invited to an executive session 
in the wood shed. A sit-down strike wouldn’t 
have done me any good. However, there is balm 
in Gilead (I am not sure what that is—I think 
it’s an Egyptian cosmetic) and plenty of it.... 


“There are millions of kids in America who 
are finding jobs while the Youth Congress as- 
sembles here to listen to the sales talks of Mr. 
John Lewis (of ‘poker playing, whiskey drink- 
ing, evil old man’ fame) and others. ... An 
English friend of mine wrote me about the 
blackout not long ago. He said, ‘It is so damn 
undignified’, and somehow or other it seems to 
me that it is undignified for some high officials 
of our Government taking advantage of the 
adolescent intellect of a smart-alecky youth 
minority to try to sell political wares. I'll take 
my chances with the kids who don’t know so 
much and go places other than Washington. ... 


“If what I saw is the cream of the present 
day youth, I'll take skimmed milk. You can 
have them if you want them, but first brush up 
on your foreign language”’. 

[Ed. note—While such sort of things are go- 
ing on here and there, a vast number of young 
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persons are going about daily tasks, asking only 
“fair field and no favor” to work their way up. 
To all young persons we recommend the inspir- 


HERE AND THERE 


GOING WINS "MODERN PIO- 
NEER" TITLE 


An outstanding honor was recently 
conferred upon George G. Going 
research engineer for Remington 
Rand, Inc., when he was awarded a 
certificate as a ‘Modern Pioneer on 





MODERN PIONEER!—That was the 
title bestowed recently upon George 
G. Going, of Remington Rand, Inc., 
shown with his invention which is 
described in the accompanying story. 


the American frontier of business’ 
at a meeting of the Association of 
Manufacturers. 

Mr. Going's achievement, for 
which he was given the certificate 
was an invention permitting the use 
of four characters on one type bar 
which is said to have made the noise- 
less typewriter a commercial success. 
The selection of Mr. Going for honors 
out of a field of 1000 nominees was 
made by a committee of scientists 
headed by Dr. Karl T. Compton 
president of the Massachusetts In- 
stitute of Technology. His nomina- 
tion was based on this, and another 
invention by James H. Rand, Jr. 
president of Remington Rand, Inc. 

Since 1914 Mr. Going has been 
granted eighty patents. 





"MR. HOLLAND" MAKES A 
TOUCH IN NEW YORK 


Name '"'Holland."’ He was ‘'tem 
porarily up against it.” "Would re 
turn the loan in a coupla days." '’Sor 
of a dealer in Montgomery, Ala. 
o he told a New York furniture man 
who responded to the ‘'touch’’ when 
the caller spoke familiarly of severa 
men in the industry of the New York 
mans acquaintance. Yes, you 
guessed it. Which makes the New 
York man opine that other office fur 


U 


WY 


niture men, if approached, may in- 
ist upon special references. 





EAGLE SCOUT 


It is a pleasure to present portrait 
»f Chris Kitchler, six-foot sixteen year 
old Eagle Scout of St. Augustine 
Fla., on whose birthday flags fly over 
the nation. For Chris’ birthday hap 
pens to be February 22. He was born 
in Honolulu and OFFICE APPLI 
ANCES showed his portrait at eigh 
teen months, standing on a type 
writer. 

Having grown up in typewriter 
and office equipment atmosphere 
Chris may some day be carrying on 
an office utilities business of his own. 





EAGLE SCOUT CHRIS KITCHLER 


He is son of A. C. Kitchler of Aber 
nethy-Kitchler of St. Augustine, Fla., 
one of the most traveled typewriter 
men in the field. For "Kitch" in his 
more youthful days had the wander 
ust. In Australia, New Zealand, In 
dia, elsewhere in the Orient and ir 
two or three countries of Europe, he 
followed his trade, giving son Chris 
some here and there experience 
through his first ten years. But 
‘Kitch’ now knowing the delights of 
St. Augustine, we opine he will not 
ygain transplant his vine and fig tree. 





WHAT? EBERHARD FABER 
HAS NO ACTOR'S CARD! 


From the pages of Variety, na 
tionally-known news organ of show 
business, comes this delightful little 
story about the dean of the pen 
industry: 
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ing work—Education of Edward Bok. The times 
have changed, but the same>principle and law 
are operative. | 


“Mike Connelly, checker for the 
Screen Actors’ Guild in New York, 
discovered a character player whom 
he didn't know working in the set for 
a commercial short being made by 
Caravel Films last week. He asked 
him for his card, only to learn that he 
was Eberhard Faber, 81, pencil mag 
nate, who heads the firm for which 
the picture was being made. 

"SAG waived membership re- 
quirements for him." 

The new movie is entitled “Two 
Cents Worth of Difference” and is 
a dramatization of "what it takes” 
to call to the average man's atten- 
tion the making of such an every-day 
object as a lead pencil. The picture 
had a preview showing on February 
27 at the New York Athletic Club 
where it was enthusiastically re- 
ceived.—AK 





"YOUNGSTERS" HELP URSCHEL 
CELEBRATE 70TH BIRTHDAY 


Out in Wabash, Ind., where they 
grow younger every year and never 
think of quitting a job this side of 
ninety, there recently occurred a 
happy little celebration in which a 
young fellow of seventy was guest 
of honor, and-a@ numberof other 
youngsters were on hand to help him 
have a good time. 

All of which is by way of explain- 
ing that W. H. Urschel, president of 
The Wabash Cabinet Company, last 
month was given his seventieth birth- 





W. H. URSCHEL 


day party in the-home of his daugh- 
ter. Just as keen of eye and sound 
of judgment as the day—forty-nine 
years ago—when he joined the com- 
pany as bookkeeper and stenog- 
rapher, Mr. Urschel took to the party 
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twelve men who have been asso- 
ciated with him in business over a 
period of many years. 

Each of these, radiating enthu 
siasm and ability, was a capital ex- 
emplification of the theories of the 
‘Forty Plus'’ movement, which seeks 
to increase the employment of men 
past the forty year mark, and the 
activities of which have been de 
scribed many times in previous issues 
of Office Appliances. 

Heading this band of youngsters 
was W. H. Surber, another member 
of The Wabash Cabinet Company 
clan, who is eighty-one years old and 
still going strong! His service record 
dates back fifty-six years with old 
documents to show that he joined 
the company on November |, 1884. 
And, as Genera! Sales Manager Ed. 
L. Little points out in reporting the 
party, Mr. Surber was the only mem 
ber of the party who did not wear 


glasses! 





COLES ARE EXPERTS WITH 
RIFLES 

When John W. Cole, of The Car 
ter's Ink Company, isn't busy selling 
his company's products, he's travel 
ing around the Minnesota ranges 
popping everything in sight with a 
rifle. And when he's doing it, Mrs. 
Cole is similarly occupied. 

All of which means to say that 





LOOK OUT, TARGETS!—Mr. and Mrs. 

Cole, a rifle and a telescope spell dis- 

aster for anything in the neighborhood 

when the combination of four get 

down to some plain and fancy 
shootin’. 


Mr. and Mrs. Cole are expert rifle 
hots and both rank high in shooting 
circles in Minneapolis, where they 
live. In recent competitions Mr. 
Cole walked away with shooting 
honors at Albert Lea and Mrs. Cole 
is the holder 
men's records. 
Herewith we present the Coles 
all ready to go out and smack a lot 
of targets all over the landscape. 


of three national wo 


DONATED TO DIETZ TYPE’ 2ITE 





OFFICE APPLIANCES 


© COLLECTION 


Ces * Paes or the Worle 


FROM 1885 to 1940—IN TYPEWRITERS.—(Top row) Oliver No. 2, 1896; Mentor, 1909; 


M.A.P., 1921; Manhattan “B”, 


1898; Remington No. 4, 1885; Continental, 1904; Japy, 


1910; Titania, 1910. (Center row) Ford, 1895; Eclipse, 1918; Fitch, 1891; International, 

1889; Granville Automatic, 1896; Triumph, 1910; Defi, (no date); Typograph, 1887. 

(Lower row) Standard folding Corona, 1906; Smith-Premier No. 2, 1888; L. C. Smith 
1940 Super-Speed; L. C. Smith No. 2, 1904; Daugherty Visible, 1890. 


SMITH-CORONA DONATES TO 
DIETZ TYPEWRITER COLLECTION 
When Alderman Carl P. Dietz of 
Milwaukee visited the offices of the 
L. C. Smith & Corona Typewriters 
Inc, he coon + forget to let the pow 
ers that be know that he was still a 
few models re for his world-re 
nowned collection of typewriters of 
ancient vintage, now reposing in 
the Milwaukee Public Museum. 
And so it was that Smith-Corona 
officials called in the help, produced 
a couple of dusters and went on a 
trek through the plant looking for 
old typewriters fit to grace the Mil 
waukee museum shelves. To these 
valuable relics they added a brand 
new !940 Super-Speed model of the 
L. C. Smith and then ordered the 
entire set placed on display in the 
window of the company's Milwau 
kee office over oo preside: 
Branch Manager E. H. Jones. After 
that the machines were setae over 
to Mr. Diet the benefit of mu 


seum-visiting Milwaukeeans. 





NEWSPAPER ORCHID TOSSED 
AT JESS BECK 


Long distinguished among statio 
ers for ni vim, Vv igor and genial ity 
Jess Beck, president of the Western 
Bank & “Of, -e Supply Company 
Oklahoma City, Okla., recently re- 
ceived a newspapermanss orchid | 
tribute to hi ire personality. 

R. G. Miller, columnist of the 
Oklahoma City Times, voiced the ad 
reem enjoyed b y Mr. 
Beck and ended up with: 
nown Jess Beck fifteen 
years and never saw him out of sort: 
and always looking fresh enough t 
run 100 yara in fifteen seconds. - 


EVH 


miration ana € 


VVe nave «k 


SYMPHONY ORCHESTRA 
HONORS PELLY 

New laurels for Thomas M. Pelly, 
head of the Lowman & Hanford 
Company, Seattle, Wash.., is his elec- 
tion, unopposed, as president of the 
Seattle Symphony Orchestra. 

Mr. Pelly has been honored with 
almost every kind of civic and com 
mercial post in the Chamber of Com- 
merce, the banking, commercial and 
industrial field. The high esteem in 
which he is held in his community is 
exemplified by the new and im 
portant position he takes over— 


CML 





FLAGS FLY ON CHARLIE 
MITCHELL'S BIRTHDAY 

Phere the birthday of Charles L. 

itchell, secretary and sales man 
ager of Crane & Company, Topeka, 

as., the Topeka Daily State Journal, 
February |2, stated: 

"This is Col. Charles L. Mitchell's 
birthday—as well as Abraham Lin- 
coln's. Mr. Lincoln was president of 
the United States, but Colonel 
Mitchell has been president of about 
every ything worth while in Topeka in 
is activities and energetic business 
ifetime here" . So it seems to us. 
We once listed the organizations of 
which the Colonel has been presi 
dent. We do not recall ‘Cradle 
Guild" ge na Welfare’ or "Boy 
Scouts" in the list but we have im 
t — that wi head of the 
Topeka Cemetery Association, the 

ssidencies reached from the cradle 


k 


3" 


pr maps, 

Another issue of the 
paper commented upon Col. and 
Mrs. Mitchell's collection of war 
referred to as ‘'the largest 
in the country", highly prized, and 
to which they are adding by the 


same news- 


posters 
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interest of friends in France and 
England. 

Merely incidental. The newspaper 
also contained a story of Colones 
Mitchell having set up a coin slot 
machine for the entertainment 
guests at a ‘Dodge City’ 
sheriff, an old friend, but uninvited 
looked in and confiscated the ‘one 
arm bandit’ which was only on holli 


1 
party. ine 


day. 





"WAR AND THE TYPISTS" 


From the editorial page ot the 
February 6 Chicago Tribune, we 
quote the following and append a 
note. 

Because there is a 
writing paper in England the order 
has gone out to typists in govern 
ment offices to write on both side 
of the sheet, narrow the margins, and 
crowd the lines together as closely 
as the single-spacer on the typewriter 
will permit. 


snortade 


"This is a horror of war which 
be understood and appreciated be 
cause it is also an all too freque 
horror of peace. The single-spacer 
is an invention of the devil, 


has many handmaidens. The eyeglas 
and headache tablet business flouri 
accordingly. 

"At Christmas time the su ygesti 
was made that Americans throw up 
the shades and turn on all the light 
to celebrate our good fortune in « 
caping the European blackouts. An 
even better idea would be to file 
the single-spacer off every typewriter 
in the land. A citizen really devoted 
to peace would require. that his let 


| . ! 
ters be triple-soaced. Thus 


ne Ww Ji 


serve notice on all his correspondents 
that it is a fine thing to stay out of 
war. While Europeans are wearing 
their eyes out, free Americans could 
throw away their spectacles and find 
enjoyment in reading the morning 
mail. 

"There are other advantages not 
to be overlooked. Two pages weigh 
nore than one and Mr. Farley's 
postal deficit would tend to dis 
appear. Better still, letters might 
grow shorter. A man whose observa 
tions have been crowded on one 
page can think he was reasonably 
oncise in his dictation. It is not so 
easy to believe that a two or three 

age letter was as brief as it might 
have been." 

Ed. Note-—Our mind entertain: 
the suspicion that investigation of 
the ‘'flourish of the eyeglass and 
headache tablet business" in the Chi 
ago metropolitan area and some 
places elsewhere might disclose it 
Jue in part to the small type used 
in the Tribune. The amount of 
must'’ read material in the Tribune 
is a daily pull on our own specs.) 





PIONEER AWARD GOES TO 
BRITTEN 

E. F. Britten, Jr., president of the 
manufacturing organization of the 
Monroe Calculating Machine Com 
pany at Orange, N. J., has been se 
ected to receive the Modern Pio 
neers award. This honor is being 
ynferred by the National Associa 
tion of Manufacturers upon those 


men who have made outstanding 


ntributions to the improvement ot 
he American standard of living, and 
part of the program for a nation 
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wide observance of the 150th anni- 
versary of the founding of the Amer- 
ican patent system. 

Over 1,000 applications for the 
award were received by the asso- 
ciation, and a committee composed 
of six of the leading scientists in the 
country, headed by Dr. Karl T. 
Compton, president of the Mas- 
sachusetts Institute of Technology, 
passed upon their merits. 

The selection of Mr. Britten for 
the honor was based upon the fact 
that, since 1917, he has directed the 








E. F. BRITTEN, JR. 


efforts of research engineers and in- 
ventors upon inventions relating to 
Monroe calculating machines cov- 
ered by numerous patents granted 
by the United States patent office; 
that in the first years of his con- 
nection with the Monroe Company 
he developed a new type of caiculat- 
ing machine which marked a turning 
point in this industry in the United 
States; and that in the following 
twenty years of his developments the 
advancement in the art by far out- 
stripped all preceding achievements. 

The Pioneers awards have been 
presented at various regional meet- 
ings held in different parts of the 
country in February. The culminating 
dinner, at which Mr. Britten received 
recognition, was held in the Waldorf- 
Astoria hotel in New York City on 
February 27. 





HOYT TO HEAD HAMMOND 
MERCHANTS ASSOCIATION 


Expressing the esteem in which he 

held in his community was the 
election last month of Richard Hoyt, 
the typewriter man" of Hammond, 
Ind., to the presidency of the local 
Merchants Association. 


Mr. Hoyt, who is well-known in the 
»ffice supply and machine industry, 
was installed into office at the annual 


ON A MISSION OF MERCY.—Count Folke Bernadotte, of Sweden, was a recent 
visitor in Jamestown, N. Y., where he was principal speaker at a luncheon in the 
Hotel Jamestown, and in the evening addressed a large crowd in the hotel's largest 
auditorium on behalf of the Finnish relief fund. Above he discusses plans with dinner of the association, held Feb- 


the reception committee. (L. to R.) A. J. E. Larson, president, Art Metal Construc- : 2% at + Wood ? t 
tion Company; O. A. Lenna; Count Bernadotte, and Swedish Vice-Consul C. A. Che, 6 at the Woodmar Country 
Okerlind. Club, 
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Government Appropriations for Office Equipment Increase 
Expenditures to Exceed $43,000,000 for the Year Ending Sune 30, 1941 


By ARNOLD KRUCKMAN 


1 persdet newspapers for Wednesday, January 31, car- 
ried references to a reversal of “an economy trend” 
at Washington, as indicated by the Senate appropria- 
tions committee adding $35,506,261 to the House-ap- 
proved $1,100,187,267 independent offices supply mea- 
sure. The Senate subsequently approved the expanded 
bill, which is now awaiting action by the President. 

Interest in the fact that a certain portion of the 
amount appropriated would be spent for office equip- 
ment led to the following survey of probable expendi- 
tures of all Federal Government agencies for office 
machines, furniture and supplies in the coming fiscal 
year. 

Approximately the Government will spend during 
the fiscal year ending June 30, 1941, for office appli- 
ances and business machinery, the sum of $43,424,000. 
These expenditures will cover the outright purchase 
of some equipment and the rental of others. While 
the number of units purchased outright exceed the 
number rented, the appliances rented or leased repre- 
sent a greater outlay of Government funds. Roughly 
it is calculated rentals absorb about three-fifths of 
the money spent on office appliances by the Govern- 
ment. 

The whole discussion can be pitched only on a tenta- 
tive basis for various reasons. Chiefly, at this time, 
because none of the appropriation bills have been 
enacted by Congress. They will begin to go to the 
White House by the middle of March, and thereafter 
they will go to the President with increasing celerity. 
Appropriation bills normally do not leave the Congress 
until May or June. This year the gentlemen on Cap- 
itol Hill will close up shop in June so that they may 
be all clear for the great quadrennial political conven- 
tions. 


Totals Will Not Vary Greatly 


But it is certain there will not be a material varia- 
tion from the expenditure for office appliances as 
indicated. The bills have been thoroughly discussed 
and have been through committees and, in some cases, 
have passed either the House or the Senate, or both. 
Such changes as may occur will not affect the totals 
to any great extent. The changes may cause the addi- 
tion of some minor items or the deletion of others. 
The uncertainty that exists is not due to any pro- 
ceedings in the Congress. The difficulty about accu- 
rate information is due to the extreme mystery with 
which the various purchasing agencies of the Govern- 
ment envelop the procurement of this type of sup- 
plies. It is almost impossible to obtain exact facts 
concerning quantities, kinds and past purchases. The 
inevitable reluctance of Government employes to 
commit themselves to precise statements is augmented 
by a puzzling fog that surrounds almost everything 
that has to do with the buying of these supplies. The 
most patent fact is that there is a desire to avoid any 
revelation that may be fixed in the future as a record. 

The appropriation bills themselves reveal the most 
reliable facts. The legislative appropriations, embrac- 
ing the needs of the members of Congress, the Library 
of Congress, the maintenance of the Capitol and the 
Government printing office, appear to contain $407,- 
601 for the purchase of office appliances and business 
machinery. The judicial appropriations, including the 
Supreme Court and its appendages, will apply over 
$111,000 for the same purpose. The bill that appro- 
priates the largest sum of money that will be spent 


for office appliances and business machinery is the 
Independent Offices Bill. If it finally is signed by the 
President as it passed the House and the Senate it 
will make available approximately $12,708,387. This is 
the appropriation bill which provides funds for the 
operation of the Executive Office—the White House— 
and the numerous units not otherwise attached to 
Governmental departments. It includes the Board of 
Tax Appeals, the Civil Aeronautics Authority, the Fed- 
eral Communications Commission, Federal Trade Com- 
mission, General Accounting Office, Interstate Com- 
merce Commission, U. S. Maritime Commission, Na- 
tional Archives, National Labor Relations Board, Se- 
curity and Exchange Commission, Smithsonian Insti- 
tution, U. S. Tariff Commission, Veterans’ Administra- 
tion, Export-Import Bank, Federal Housing Adminis- 
tration, Reconstruction Finance Corporation, Federal 
Security Agency, Federal Works Agency, and the Ten- 
nessee Valley Authority. Among the larger items in 
this group is the potential expenditure by the Civil 
Service Commission of approximately $1,297,965; and 
$372,280 by the Civil Aeronautics Authority. The Vet- 
erans’ Administration, a great organization that 
sprawls all over the United States, is expected to spend 
$1,319,832 on office equipment. However, the most ex- 
tensive expenditure by far among the independent 
offices will be made by the Federal Security Agency, 
which includes a number of Government bureaus, 
ranging from the Social Security Administration to 
the U. S. Office of Education. It is expected to need 
approximately $5,212,352 worth of office appliances 
and equipment. The Department of Agriculture, a 
huge warren of technical bureaus requiring many 
kinds of office aids, is tentatively placed on the list 
for an expenditure of $6,766,409. The Navy will spend 
in excess of $1,000,000 and the Army is expected to 
require another million for office equipment. The 
Treasury, with its intricate chain of bureaus and sec- 
tions, is expected to spend $2,947,087. The Department 
of Commerce is another active customer. It will prob- 
ably buy $545,244 worth of office equipment. The De- 
partment of the Interior also is listed for something 
in excess of $700,000, and the Department of Justice 
for more than $502,606. 


Procurement Division’s Function 


About 25 per cent of all purchases and rentals will 
be made through the Procurement Division of the 
Treasury. The Procurement Division’s connection with 
the Treasury is now merely superficial. It is to all 
intents and purposes an independent agency. Last 
summer it was designated as the purchasing agency 
for all the Federal Government. The President’s Ex- 
ecutive Order intended that the order should go into 
effect immediately. But the practical difficulties were 
so great that it is expected the Procurement Division 
will not do all the Government buying for at least 
five years. In the meantime its agents are scattered 
well all over the country. Any reader who wishes to 
know the addresses of Procurement Division regional 
offices may secure them by writing to -the editor of 
OFFICE APPLIANCES. Most of the other purchases are 
made through the local offices of the Post Office De- 
partment. In many cities the Post Office Department 
procurement officers have hitherto acted as purchas- 
ing agents for many other regional offices of the Fed- 
eral Government. Other departments, as for instance 
Commerce and Justice and Interior, have long main- 
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tained their own separate purchasing agents in many 
separate cities and communities of the United States. 
In all there are upwards of 5,000 such buying agents 
of the Government scattered around the country, and 
they are generally all still functioning in behalf of 
their various agencies. Usually it is possible to dis- 
cover how to reach them by making enquiries at the 
nearest Federal Custom House, or at the nearest re- 
gional post office headquarters. In special and spe- 
cific instances it is possible for the writer, through 
the editor of OFFICE APPLIANCES, to supply the names 
and addresses in a particular region. 

Office appliances and office machinery as listed in 
the general schedule of supplies of the Procurement 
Division, include electric calculators, bookkeeping ma- 
chines, accounting machines, mailing machines, type- 
writers, tabulating machines, cash registers, time 
clocks, sorting machines, addressing machines, dictat- 
ing machines, adding machines, stamping machines, 
stencil duplicators, pencil sharpeners, staplers, filing 
cases, Office furniture, carbon papers, paper, ink, pen- 
cils, rubber offset blankets, and many other items. 
The schedule for the current year shows purchases of 
cardboard products in quantities that cost from $1,200 
to $7,157. Another item reveals the purchase of one 
lot of machine posting files for $56,416, and another 
type for $442,310. Among purchases of copy-holders 
is an item showing the purchase amounted to $40,- 
238. A lot of accounting machines involved $500,163; 
another $229,872; with addressing attachments a pur- 
chase amounted to something exceeding $325,000. 
Various types of calculating machines were purchased 
in one order that amounted to more than $4,382,000. 
Dictating machines were purchased in lots that cost 
over $268,288; duplicating machines involved in one 
transaction $645,897. Typewriters are bought by the 
thousands. The Census Bureau, for its present work, 
has purchased several thousand. 

The schedule issued by the Procurement Division is 
a very thorough survey and analysis of the whole 
subject. It is provided in order to enable potential 
bidders to formulate their offers. The form provides 
information about the manner in which bids must 
be written, how they must be filed, and what docu- 
ments and guarantees must accompany them. The 
last schedule was issued in May. It is known as Speci- 
fications and Proposals for Supplies, Office Equipment, 
Under Class 54. A copy may be secured by writing to 
Mr. Walter Peed, Procurement Division, Treasury De- 
partment, Washington, D. C. Mr. Peed is the chief of 
the section that supervises the purchase of office 
equipment. In the next two or three months he will 
issue another list of specifications. The forthcoming 
list will govern the bidding for the fiscal year 1941. 
Those who wish to secure copies of the next schedule 
should file their application early. 
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CONKLIN TAKES UEF WESTERN DISTRICT 

Underwood Elliott Fisher Company has announced 
the appointment of D. Edward Conklin as manager of 
the organization’s western district. Mr. Conklin, who 
was previously in charge of the Kansas City office, will 
make his headquarters in Chicago. 

W. F. Arnold, general sales manager, stated in his 
announcement, “We feel confident that Mr. Conklin 
will realize the same degree of success with the added 
responsibilities of his new position, as he has achieved 
during his previous career with Underwood Elliott 
Fisher. Mr. Conklin’s appointment comes to him as 
reward for his splendid sales and executive abilities.” 

Mr. Conklin was employed by Underwood in May, 
1919. He served as assistant to the branch manager at 
Dallas, Tex., as branch manager at Oklahoma City, 
and then as branch manager at Minneapolis. For the 
past twelve years he has been manager of the Kansas 
City branch. 
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N.S.A. Industry Opinion Insti- 
tute Issues Second Bulletin 


AINTAINING the high standard set in its first 

bulletin, issued a few months ago, the second 
presentation of declarations, dated January 16, 1940, 
indicates a wide interest and participation in the N. 
S. A. Institute of Industrial Opinion. Communications 
received at the Washington headquarters of the Na- 
tional Stationers Association reveal a deep apprecia- 
tion for the new N. S. A. service, concretely expressed 
in several instances by descriptions of certain condi- 
tions and suggestions of subjects in need of thought- 
ful consideration. Five were given special treatment 
in the January bulletin. 

Upon the subject of “Prison Competition,” Kirk 
Gross, secretary-treasurer of the Iowa Stationers Asso- 
ciation, is quoted as saying in part, “I have always 
been bored on the time-worn subject of prison-made 
goods, but now the manufacture of prison-made 
goods has started in our State. You would be amazed 
at the interest that is being shown.” 

The same subject struck the particular interest of 
Ivan Allen, Ivan Allen-Marshall Company, Atlanta, 
Ga., who writes, “I have been working with the print- 
ing and lithographing people in Georgia on the prison- 
made goods idea and have gotten up the enclosed open 
letter. Note it is well signed. We are not just criticiz- 
ing, but offering a plan of education for all prisoners, 
not just picking a few to put to work.” 


Prison Competition in Georgia 


Mr. Allen’s letter is addressed to “All state officials 
who ask ‘What shall we do with our convicts?’” Its 
several pages present a feasible plan which is summed 
up in the two words “educate prisoners.” Pointing out 
that disease, which with ignorance accounts for ninety 
per cent of crime, is being controlled while education 
is still ignored, the letter states that “education re- 
duces crime and increases per capita wealth. There- 
fore the cheapest and most profitable form of rehabili- 
tation is along these lines. In fact, an uneducated 
convict is not fitted to learn a vocation until his mind 
is properly developed. ... A program of education 
would be real and lasting rehabilitation. . . 

“Education is such an important and fundamental 
part of rehabilitation that this schooling should be 
forced if necessary. However, most convicts would 
gladly and freely take advantage of the opportunity. 
This should not be a gentle and feeble program, as a 
prisoner should be punished for his crimes. Perhaps 
prison reformers have gone too far in making prison 
life too attractive. Some systems are making it a 
pleasure, rather than a punishment, to be in prison. 
The educational program should be such as would 
require work of the inmates. One year’s schooling 
could be given in six months, or perhaps four months. 

“Don’t forget, also, that this kind of a program 
would reach practically all inmates; while an indus- 
trial program such as teaching them printing, making 
shoes, weaving cloth, etc., would reach only a small 
percentage of them.” 

Following an explanation of the illegality of State 
operated printing plants, the letter continues, “It is 
now planned to operate the printing plant at Reeds- 
ville, Ga., with convict labor and produce state print- 
ing. In addition to the illegality of such operation, it 
is unsound, bad business, detrimental to our commu- 
nity interest and costly to taxpayers, for the following 
reasons: 

“1. It discriminates against free labor and takes 
work from honest printing craftsmen. We admit the 
benefit to society in providing working for prisoners, 
but surely there can be no doubt as to who should 
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have first consideration, the criminal or the law abid- 
ing citizen supporting himself, family and state by 
honest employment. 

“2. It is unfair to the business concerns within the 
state that have capital invested and give work to in- 
dividual employes. 

“3. It is unfair and a burden to all taxpayers within 
the state because a real saving is not effected.” 

The six signers of the letter were as follows: M. R. 
Duncan, president, Allied Printing Trades Council; 
F. T. Rayburn, president, Typographical Union No. 48; 
C. A. Cobb, president, Georgia Printers Association; 
W. Frank Richards, president, Atlanta Master Printers 
Club; J. B. Haff, president, International Bookbinders 
Union, Local No. 96; O. L. McMichael, president, At- 
lanta Printing Pressman and Assistants Union No. 8. 


When an Order or an Inquiry is Forwarded to a Dealer 
The second declaration given particular emphasis 
in the bulletin is titled, “A Very Important Matter of 
Ethics.” It quotes a manufacturer who recounts an 
unpleasant experience in the operation of his firm’s 
policy of referring an inquiry or order from a con- 
sumer to the dealer closest to the consumer. The case 
in point involved a small order which the dealer to 
whom it was forwarded ignored, selling the consumer 
a substitute product instead. The manufacturer rec- 
ognized the situation as unusual, but suggested that 
Mr. Garvin might think it appropriate to make some 
comments. Mr. Garvin agreed, and wrote the follow- 
ing: 
“Where a manufacturer is good enough to refer an 
inquiry or, as in this case, an order to a dealer, it does 
seem entirely unfair to furnish someone else’s goods. 
After all, business is a give and take matter and where 
a manufacturer commits himself to a rigid policy of 
dealer protection, it is not in the industry interest for 
the dealer to reward such action by a policy of non- 
cooperation or, as in this case, by actually furnishing 
someone else’s goods.” 

The third, fourth and fifth declarations deal with 
the significant factors of chain store competition, ex- 
clusive agency lines, and prompt or slow payment of 
bills by stationers. In each case the Institute of In- 
dustrial Opinion presents a brief, clear statement of 
conditions and offered possible solutions. 

Members of the National Stationers Association have 
found the service of the Institute informative and 
illuminating. From a theory evolved at the Boston 
convention last year, the new venture has become an 
actively functioning unit of N. S. A., providing prac- 
tical assistance and guidance to members. 


<r - - — 


CHANGES TO MARK REOPENING OF NEW YORK 
WORLD’S FAIR 

When the New York World’s Fair reopens in the 
coming Spring there will be a number of important 
changes in policy and additions according to officials 
of the organization. 

Among the most important decisions, from the vis- 
itor’s viewpoint, is a reduction of charges to spectators 
ranging from thirty-three to fifty per cent. Another 
is the proposed building of a spectacle—already tenta- 
tively tabbed the “biggest show on earth,” to be created 
as a keystone for the amusement zone. 

These and other matters were discussed at a meeting 
held last month but no statement of actual decision 
was issued. The cost of the projected major spectacle 
was not given but it was said that definite plans 
toward lower charges for visitors had been completed. 

At the same time it was announced by Chairman 
Harvey D. Gibson of the Fair board, that the Inter- 
national Business Machines Corporation would be the 
first organization to participate in a special day at the 
fair and that May 13 has already been dedicated as 
“IBM Day.” 
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First Retailer Suit Under Cali- 
fornia Fair Trade Act Settled by 
Permanent Injunction Decree 


NDER date of February 3, 1940, a news “Flash” 

from Charles P. Garvin, general manager of the 
National Stationers Association, tells of the settlement 
by a decree of permanent injunction of the first suit 
brought by a retailer under the California Fair Trade 
Act. The injunction was issued in favor of Wobber’s, 
Inc., San Francisco, against Craft Sales Company, 
Stationery Supply Company, and others engaged in a 
retail stationery business in the same city. The decree, 
which was handed down by Presiding Judge T. I. 
Fitzpatrick of the San Francisco Superior Court on 
January 30, permanently and perpetually enjoins the 
defendants from advertising, offering for sale or sell- 
ing any stationery products at less than the retail 
Fair Trade price established by the manufacturer 
and called to the attention of the defendants by writ- 
ten or printed notice. It also awards costs of the 
suit to Wobber’s. 

Wobber’s, a California corporation, filed suit on 
January 11, at which time the court issued a tem- 
porary restraining order in its favor. The complaint 
charged that the defendants had sold products of the 
Automatic Pencil Sharpener Company, Columbian Art 
Works, Inc., Cel-U-Dex Corporation, Blaisdell Pencil 
Company, Weldon Roberts Rubber Company, Sanford 
Manufacturing Company, W. A. Sheaffer Pen Com- 
pany, and Joseph Dixon Crucible Company at less 
than the Fair Trade prices established by the respec- 
tive manufacturers. On January 29, the defendants 
consented to the judgment of the court providing 
for the permanent injunction and the payment of 
court costs by the defendants. 

Besides representing the first instance of a retailer 
instigating a Fair Trade suit in California, it is be- 
lieved that the Wobber action is also the first involv- 
ing stationery products which have been filed under 
the California Fair Trade Act. 


What the Injunction Covers 


The inclusiveness of the injunction is indicated by 
the fact that the defendants and their agents, serv- 
ants, instrumentalities, officers and employes and all 
persons acting for them are permanently and per- 
petually restrained and enjoined from advertising, 
offering for sale or selling within the State of Cali- 
fornia any of the products of the manufacturers which 
have been named above, and any of the stationery 
products of other manufacturers, which products bear 
the respective trade mark brands or names of the 
respective manufacturers, at less than the respective 
prices stipulated in Fair Trade contracts entered 
into between said respective manufacturers and retail 
stationers in the State of California, or at less than 
such other respective prices as may be designated from 
time to time pursuant to said respective Fair Trade 
contracts (plus the proper amount of retail sales tax 
in each sale); from making any allowance, discount, 
rebate or concession, directly or indirectly, in connec- 
tion with the advertising, offering for sale or selling 
of said products at said respective prices; from adver- 
tising, offering for sale or selling any of said products 
at less than said prices by means of any subterfuge, 
device, combination, sham or other indirection. 

Commenting upon the case, Edward H. Wobber, 
president of Wobber’s, Inc., said, “The decree of the 
court will unquestionably clear up all misunderstand- 
ing and doubt in the minds of certain dealers as to 
the force and validity of the Fair Trade Act.” 


Following pronouncement of the decree, Mr. Wobber 
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took occasion to commend the defendants in the case 
for their manner throughout the trial, and for their 
splendid attitude in promising strict adherence to the 
law’s intent, and support of Fair Trade principles in 
the future. 

In his news “Flash,” Mr. Garvin called special atten- 
tion to “the fact that notwithstanding a dealer has 
brought this suit, it should not in any way cause any 
manufacturer to feel that his responsibility is lessened 
or voided by this example or precedent. This case will 
be of interest to everyone concerned with Fair Trade 
contracts.” 

-————-= > -__ 


F.T.C. to Probe Markups and 
Other Distribution Factors 


RE retail markups too high? 

Is advertising, particularly national advertis- 
ing, costing the consumer too much for the service 
it renders? 

The Federal Trade Commission proposes to find the 
answers to these and other questions in a general 
inquiry into distribution costs and methods which is 
planned for this year. 

Need for the investigation was asserted recently 
at a hearing before a sub-committee of the House con- 
sidering the Independent Offices Appropriation Bill 
for 1941. The F.T.C. asks $88,000 for the inquiry. 

The general purpose of the investigation is to find 
out why distribution costs have increased in recent 
years while production costs have been reduced, More 
than one-half of the final cost to the consumer of 
all commodities is estimated to consist of distribution 
costs, say F.T.C. economists. 

The office appliance industry is one of a special 
group of businesses in which F.T.C. expects to gather 
data on the effect of trade-ins on the cost of distri- 
bution. 

In some businesses retail markups have increased 
as much as sixty per cent in recent years, the F.T.C. 
declares, while in others markups as high as 200 per 
cent are now to be found. 

“Some factors in industry,” the F.T.C. told the com- 
mittee, “are constantly seeking through legislation, 
through agitation, and through organization, more 
direct and economical methods of reaching the con- 
sumer while others are opposing this move as harmful 
to their interests. 

“The benefits which should go to the consumer 
from discoveries and improvements developed in re- 
search laboratories are absorbed by expensive methods 
of distribution.” 

The investigation, it is declared, should result in 
elimination of certain expensive methods and benefit 
both producers and consumers. No mention is made 
of the benefits for the retailer. 

While F.T.C. economists are saying that retail] mark- 
ups are too high, another instrument of the Federal 
Government, the Miller-Tydings Act, which Federal- 
izes Fair Trade Acts of various States, supports price 
maintenance on trade-marked goods. In January of 
this year a stationer in California brought suit against 
several other retailers for violation of the California 
Fair Trade Act. The result was a permanent injunc- 
tion against selling below a stipulated price. Thus 
retail merchandising is faced with the paradox of 
being ordered on one hand to cease and desist from 
reducing prices, and on the other to reduce distribu- 
tion costs, which are asserted to be too high. It isa 
little difficult to perceive logic in the situation. 

Other purposes of the inquiry are to determine the 
effect of state trade barrier laws on distribution costs, 
and to gain a better understanding of factors in- 
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volved in marketing in relation to administration of 
the Robinson-Patman Act. 

There is some question, the committee was told, 
whether national advertising is not actually rendering 
the consumer a disservice. In this trend of thought 
the force of the growing consumer movement is recog- 
nized, say Washington economists. The F.T.C. men- 
tions that the recommendation for such an inquiry 
has been made by consumer organizations. More com- 
monly known as consumer codperatives, these organ- 
izations assuMe that advertising is unnecessary in the 
distribution scheme and therefore uneconomic. Aside 
from failing to consider the basic argument in sup- 
port of advertising—that its influence in the increase 
of purchases has permitted volume production and 
consequently lower selling prices per unit—no thought 
is given to the large number of people who gain a 
livelihood either directly or indirectly because of 
advertising. Newspaper and magazines, great instru- 
ments for dissemination of information and spread of 
culture, could not exist as we know them today with- 
out advertising. A large proportion of the paper mills 
in operation today would be forced to close if adver- 
tising were erased from the economic picture. Printing 
machinery producers would have a substantially re- 
duced market. The United States Post Office would 
lose a large part of its revenue. And so on. The list 
could be extended almost indefinitely. It appears 
obvious that the outlawing of advertising would cause 
a more serious economic dislocation than could be 
justified by possible gains, which, incidentally, have 
not been proved to the satisfaction of qualified econo- 
mists. 

The consumer coéperative movement is rooted in the 
theory that goods should be produced and distributed 
without the inclusion of a profit in the price to the 
consumer. Instead, something called a service charge 
is added to the cost. Essentially that is what happens 
in our present economy. The manufacturer or distrib- 
utor whose prices are too high, soon finds himself 
losing business to another manufacturer or distributor 
whose “service charge,” or profit, is not too high. And, 
oddly enough, the consumer organizations gauge their 
own costs of operation so as to have something left 
over even after rebates are made to members of the 
cooperatives. That residue seems to have many of 
the aspects of what business generally calls a net 
profit. 

The plan is to have the investigation get under way 
some time after July 1, following completion of the 
current probe being made by F.T.C. into resale price 
maintenance legislation and its effect upon public 
economy.—_ATW 
F. T. C. STEEL FURNITURE CASE CLOSED 


Newspapers of February 23 reported the Federal 
Trade Commission’s dismissal of proceedings against 
Columbia Steel Equipment Company, Philadelphia, 
and the Tidewater Office Equipment Dealers Associa- 
tion, Norfolk, Va. “The Commission” announced that 
it had issued an order against the Steel Office Furni- 
ture Institute of Cleveland, Ohio, and twelve member 
companies to require them to avoid any combination 
to fix prices, discounts, and conditions of sale. 

The Institute was formed in June, 1935, and dis- 
banded in March, 1938. 

a ee 
I. B. S. A. TREASURER SENDS OUT A CALL 

As secretary-treasurer of the Illinois Booksellers and 
Stationers Association, W. E. Weck of Haines & Essick, 
Decatur, Ill., reports that the I. B. S. A. treasury is 
in good shape, but—there is still room for improve- 
ment. In his capacity as chancellor of the exchequer, 
Mr. Weck is interested in getting remittances for dues 
from ALL members. He wants to make a good record 
become a perfect one. Which means—send in your 
checks. 
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N.S. A.‘S. Regional Meetings 
Streamlined to Reach Pro- 
ductive Ideas More Quickly 


i S. A.’s regional meetings this year will devote 
« themselves to more member participation in each 
meeting, according to a statement received from Gen- 
eral Manager Charles P. Garvin last month. Recog- 
nizing that the mission of the regional conferences is 
to reveal national thinking and to secure the greatest 
number of ideas possible that can be uSed by all the 
members in the development of their separate busi- 
nesses, the statement continues, this year’s assemblies 
take on a new importance and follow a new method 
which it is believed will be extremely productive. 


It has been recommended to each governor that 
each meeting start with a dealers’ conference. In the 
past, all too often the dealers’ meetings have been 
held at the end of the regional convention, many 
times in direct competition with a golf tournament. 
The net result was that not enough time was devoted 
to the problems of the dealer. N.S. A. recognizes that 
what is good or bad for the dealer is good or bad for 
everyone in the industry. Hence, this year, governors 
are being asked to start their meetings the first morn- 
ing of the first day with a conference of the dealers 
with the National president. President Owen Bayless 
has definitely arranged to attend the following meet- 
ings: Hollywood Beach, New Orleans, Joplin, Denver, 
Los Angeles, San Francisco and Seattle. 

Included also in the meetings is something abso- 
lutely new as far as this business is concerned, and 
that is an “Information Please” program. A panel will 
be selected of gentlemen from the various branches 
of the industry. Members and visitors are asked to 
prepare their questions before the meetings, and those 
participating in the meetings will be privileged to ask 
any questions which they have in mind. Keeping in 
mind that many a stationer goes to a regional con- 
vention with certain questions in his mind that he 
would like to have answered and sometimes finds no 
opportunity to ask the questions, N. S. A. through 
this most interesting and new process of inviting per- 
sonal participation in the meetings arranges this ‘“In- 
formation Please” program. The questions and an- 
swers will be carefully tabulated. The accumulation 
of these questions and answers over the period of 
meetings should provide a good deal of useful infor- 
mation to guide the National office in the development 
of service and projects which will be helpful to every- 
one. 

More Time for Discussion and Conference 


This year N. S. A.’s streamliner meetings compre- 
hend the development of more discussion and confer- 
ence among those present at the meetings. There will 
be no canned program. There will be speakers on 
unusual subjects but it is felt that the general prob- 
lems of the business need discussion at the present 
time, and the “Information Please’ program will per- 
mit questions and answers in reference to Sales pro- 
motion, sales management, general management, ac- 
counting, cost of operation, prison competition, the 
consumer movement, inventories and many other sub- 
jects which would be difficult to handle simply 
through speeches. It is anticipated that the “Infor- 
mation Please” program will prove to be a most wel- 
come addition to the educational trend in the in- 
dustry. 

Speakers for the various meetings will be announced 
shortly, but this notice invites to the regional meet- 
ings all stationers who are interested in a broad dis- 
cussion of the problems confronting the industry and 
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the individual merchant. Here is a type of meeting 
where those participating will have the opportunity 
to place their problems before the meeting and have 
them receive mature consideration. 

In addition to the “Information Please” program, 
the idea of having the dealers’ conference as the first 
session on the first day will permit the dealers to get 
together, talk over their problems, confer with the 
National president and the National officers about the 
conditions of the business in the various districts, and 
sufficient time will be left during the rest of the meet- 
ing for rediscussion of such problems as desired. 

It is felt by N. S. A.’s administration that these 
streamliner meetings will permit a faster solution of 
the big job confronting the industry, and that is to 
know what is going on, to observe the trends, to sur- 
vey the problems and to discuss plans for progress. 

Every stationer should make it his job to attend his 
regional meeting for that regional meeting is his 


business! 
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HAROLD E. HAWKINS PASSES AWAY 
(Too late to classify) 


Harold E. Hawkins, vice-president of the Stationers 
Loose Leaf Company, Milwaukee, Wisc., died suddenly 
at his winter home in Lakeland, Fla., on Friday, 
February 23. When he was seven years old, the family 
moved to Chicago, where he attended grade and high 
schools. 

Widely known in the industry because of his long 
and active career in the loose leaf field, Mr. Hawkins 
was a specialist in systems and special forms. With 
L. D. Hamacher he founded the Hamacher-Hawkins 
Company in 1907 or 1908 for the manufacture of loose 
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leaf note books. Four of five years later the business 
was sold to the Wilson-Jones Company, with which 
firm both partners took employment. Soon thereafter, 
in 1915, Mr. Hawkins joined the sales staff of the 
Stationers Loose Leaf Company, covering the central 
states. He was soon advanced to the position of sales 
manager, later becoming general manager and then 
vice-president. The twenty-four years he spent with 
the Stationers Loose Leaf Company gave him what he 
considered the most congenial association of his career. 

By his pleasing personality, studious mind and keen 
interest and understanding of dealers’ problems, he 
made a host of friends who will regret his passing. 

For many years Mr. Hawkins was an interested at- 
tendant at National Stationers Association conven- 
tions. There, appearing in his favorite light colored 
clothing, with white head gear and usually a white 
carnation in the lapel of his coat, he was a dis- 
tinguished appearing figure. 

Surviving Mr. Hawkins are a brother, Fred C. Haw- 
kins, and a sister, Miss Ada Hawkins. Funeral services 
were held Tuesday, February 27, in Oak Park, III. 
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High Speed Electrical Tabula- 
tors Expedite Census 


Busiest of all of Uncle Sam’s workshops, according 
to a new release from the U. S. Census Bureau, in 
1940, will be the one whose raw materials are facts 
about the American people and their diversified activ- 
ities, facts about every American man, woman, and 
child, every farm, home, and office, every horse, cow, 
chicken, and hog, every cabbage and bushel of corn, 
every airplane and automobile, and so many other 
things that space bars listing them. Periodically the 
facts are fed into the whirring, grinding, chopping 
high speed tabulating machines of the Bureau of the 
Census, which in 1940 is conducting the sixteenth 
decennial census of the United States. 

The work of the U. S. Bureau of the Census is one 
of the world’s biggest statistical and larithmical* jobs. 
It classifies and tabulates facts not only on American 
business and commercial activities, but also on the 
American people themselves. And the “statistics fac- 
tory” referred to above, of course, is the machine tab- 
ulating section of the Census Bureau in the Depart- 
ment of Commerce building in Washington. 

This tabulating section is a most unusual place to 
visit. Batteries of chattering electrically operated ma- 
chines are ranged on every side. Some are quite sim- 
ple in appearance, while others are obviously intricate 
and intriguing. But most have one thing in common— 
they were especially developed by trained Census Bu- 
reau inventors for the specific job on which they are 
used. They are almost human in operation—and as 
a matter of fact, some are even better and more accur- 
ate than humans would be on the same tasks. 

When Census reports come in from “the field’— 
that is, the entire United States—the first thing that 
happens to them is editing. They are checked care- 
fully by experts who are so accustomed to their tasks 
that a single error “almost jumps right out of the 
page at them.” The experts may be versed in agricul- 
ture, vital statistics (births, deaths, and causes of 
death), state and local government, finance, industry, 
business, population, or any one of the many other 
phases of American life on which the Census Bureau 
gathers facts. 

From the editor’s hands the reports go to the 
“coding” room. Here the answer to each question on 
every sheet is given an identifying number or letter, 
after which the sheets are transferred to the machine 
tabulating section. 


Transfer Code Symbols 

Working rapidly and rhythmically, operators in this 
section transfer the code symbols from the sheets to 
special tabulation cards. These cards are ruled and 
columned to correspond with the sections on the 
Census sheets. When the card is in position in the 
machine, a single push on the appropriate key punches 
a hole which indicates, by its position on the card, the 
exact answer to the question on the sheet from which 
it was taken. The machines operate semi-automat- 
ically, moving the cards over to the next column as 
rapidly as the girl can punch the keys. 

If identical facts, such as the name of a city or state, 
are to be recorded on a large number of cards, a 
“gang punch” handling thousands of cards per hour 
does the job entirely automatically, except that the 
card hopper has to be kept filled by an attendant. 

A second operator runs the punched cards through 
a “verifier” machine. If any question has been jumped 
or the wrong answer recorded by the puncher, the 
verifier cuts a notch on the edge of the card, which 
then is withdrawn and corrected. 

* Larithmical. Having to do with the scientific aspect of the study 


of population. Derived from two Greek words meaning ‘‘people” and 
*“number.”’ 
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The sorting job comes next. Supposing it is desired 
to find out the number of Polish-born aliens in a cer- 
tain state. The sorting machine—a remarkable robot 
with an electrical brain—is adjusted so that contacts 
would come together on a master plate precisely where 
the perforations in the cards, passing over the plate, 
would indicate “Poland” as the place of birth and 
“alien” as the status of citizenship. 


Fed through this arrangement, the cards pass so 
rapidly that the eye can hardly follow them sepa- 
rately. And every card falls into a main section 
excepting those where the electrical points are able to 
make contact through the punch-holes. The contacts 
then route the cards to the appropriate rack in the 
machine and as quickly close again so that non- 
appropriate cards pass by. 


Such a separation is extremely simple for the ma- 
chines. They are capable of differentiating between a 
score or more of different items in practically any 
desired combination, merely by adjustments in the 
wiring. 

The tabulating machines work on generally the same 
idea, except that instead of separating the cards, the 
machines classify and total the required subjects on all 
cards passed through them. For instance, in a tabu- 
lation covering retail stores, the operator merely has 
to switch on the machine and insert a stack of retail 
store cards. The machine does the rest. The cards 
go through speedily, each being fingered by a series 
of delicate electrical contacts—some of the newer 
machines having as many as forty-five pairs of 
terminals. 

When the cards are finished and their contents 
instantaneously digested the operator opens a door 
in the front of the machine and extracts a large 
sheet of paper. On it, printed in ink, is a series of 
accurate totals on the number of stores (cards that 
have passed through), number of employes, pay roll 
figures, types of stores (whether market stands, inde- 
pendent shops, chain units, mail-order houses, etc.), 
stocks on hand and accounts receivable, proprietors 
and firm members and members of their families at 
work, and so on. 


The same system goes for people—the cards for a 
certain city, say, are passed through. And with the 
correct wiring, the machine tabulates the number of 
people in city, their occupations, how many are natur- 
alized and how many are native Americans, how many 
are married, have or do not have children who are 
attending school, and so on in any desired combina- 
tion. 


And so they continue week after week, morith after 
month, year after year, these machines, ever ciassify- 
ing and totalling facts and figures on behalf of the 
people of America. The uses of these statistics are 
many and varied—health authorities follow Census 
figures on disease as a guide to conditions in their own 
communities; business men use Census reports in 
planning promotional and sales campaigns; econo- 
mists find them important in charting the trends of 
business; sociologists scan them for clues to the “how 
and why” of humanity; industrialists figure their pro- 
duction programs, and sources and costs of raw mate- 
rial on the basis of Census Statistics; teachers use 
them as study assignments in classes on commercial 
geography, civics, and so on. 

Every single home, farm, office, store, warehouse, 
mine, quarry, factory, institution, etc., in the entire 
United States, will receive a personal call from 
one of Uncle Sam’s representatives before the 1940 
Census is over. The law requires that the Census 
man’s Official questions be answered, but the same 
statute prohibits the Bureau from divulging any infor- 
mation that can in any way be traced to its sources. 
Assurance is given that reports to the Bureau will not 
be used for taxation, regulation or investigation. 
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Open House Held by Missis- 
sippi Stationery Company in 
New Home 


Ts first day of the year has always been a lucky 

one for the Mississippi Stationery Company, Jack- 
son, Miss., and this year is no exception, according to 
information from W. I. Dement, president and general 
manager. 

On January 1, 1927, the business was organized by 
Mr. Dement, who for ten years previously had traveled 
Mississippi and the eastern part of Louisiana for a 
leading bank supply house. He resigned this position 
to organize the Mississippi Stationery Company, and 
business began in one office on the second floor of 
an office building. Five moves were made during the 
period from January 1, 1927 to January 1, 1940, prog- 
ress and expansion accompanying each move. 

The move made on January 1, 1940 from 242 East 
Capitol street to a building of its own at 275 East 
Pearl street, purchased a year previously, gave them 
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approximately 2000 square feet more space than occu- 
pied in their old location. On the first floor is the 
retail store and the office, with the modern printing 
plant in the rear. Half of the second floor is used 
exclusively for the display of office furniture. The 
balance of the space serves as a warehouse and store- 
room. 

Although occupancy in the new building was taken 
on the first day of the year, formal opening cere- 
monies were not held until Saturday, February 17. 
The event was publicized by advance stories in the 
Jackson Daily News regarding purchase of the build- 
ing and plans for remodeling the store. Blotters were 
distributed showing an illustration of the new build- 
ing and telling about floor space and arrangement. 
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Other printed pieces were also used, including folders 
and a bi-fold invitation to be present on opening day. 


Local Newspaper Reports “Opening” 

On Friday, February 16, a four-page section in the 
Jackson Daily News carried stories and pictures of the 
new business home and personnel, as well as adver- 
tisements of codperating companies, both local and 
out-of-town manufacturers in the industry. 

From two o’clock in the afternoon until eight in the 
evening on Saturday, February 17, there was “open 
house” in the new quarters. Show cards directed visi- 
tors to various departments and called attention to 
items of particular interest. Flowers from personal 
friends and manufacturers hardly left room for the 
guests, all of whom were registered. During the entire 
reception period an automatic Victrola played selected 
records. The printing plant was also kept running to 
show the automatic presses in full operation. 

Among the souvenirs of the event were red carna- 
tions for all visitors, corsages for all ladies assisting 
in the reception, memo books, Red Arrow pocket size 
reading books, pencils, duplicating machine stencils, 
and “Blue Streak” Linotype slugs, each carrying the 
name of a guest. 

Following the reception, the entire staff of the com- 
pany, wives of staff members, and special guests were 
entertained at a banquet in one of the local hotels. 

The company has grown in prestige even faster than 
it has grown in space, equipment and the number of 
its personnel, if the testimony of Mississippi’s shrewd- 
est business men is to be trusted. Throughout the ter- 
ritory covered by them are heard words of commen- 
dation and praise for the company and all the mem- 
bers of its organization. 

The number of employes has grown from two to 
twenty-four. A point of interest is the majority of 
these young men and women, first jobs for some, are 
still with Mr. Dement, and each has progressed in 
capability for his particular work in keeping with the 
rapid pace set by the organization as a whole. 


Policies That Built the Business 


Hard work and honest objective have been the stim- 
ulating forces behind the rapid growth of this com- 
pany, and certain fundamental principles are observed 
by every member: First, the first order shall be han- 
dled in such a way that the second, third and all sub- 
sequent orders will be assured. If the first order is not 
right in every respect, it must be made right, so as to 
gain a permanent customer. Second, a sale is not a 
sale until the merchandise is delivered, customer well 
satisfied, and happy to place other orders with them. 
Third, the customer is always right, and it is up to 
the company to satisfy him in every respect in order 
to be assured of future patronage. 

Prior to April, 1933, the Mississippi Stationery Com- 
pany catered almost exclusively to road sales, but on 
that date another milestone in their history was at- 
tained. Pat N. Harkins, Jr., now vice-president and 
manager of city sales, joined them on this date, taking 
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Scenes in the new home of the Mississippi Stationery Com- 
pany, Jackson, Miss. Top, left: Main sales room. Top, right: 


up city sales with all of the determination and enthu- 
siasm that had been manifested heretofore in the 
promotion of road sales. He has built up a highly 
trained sales force of capable men, all of sterling char- 
acter and reputation, composed of the following: 
James H. Beasley, Selby Downer, Eugene Shepherd, 
Paul F. Sleigher, Paul Ray, and Bill Barrow. Through 
the efforts of these men and their associates the city, 
as well as the road, has shown steady progress in their 
sales each year. In their new location even greater 
things may be accomplished. 

Salesmen who travel the country territory of Mis- 
sissippi and parts of Louisiana are Charles H. Hooker 
and C. Eric Carlovitz. Mr. Hooker is a stockholder and 
a member of the board of directors. One of the first 
road men employed, each year his sales have shown 
an increase. Mr. Carlovitz has traveled Mississippi ter- 
ritory for a long time, which has resulted in a host of 
friends and customers throughout his territory. 

The directors of the Mississippi Stationery Company 
are W. I. Dement, president; Pat N. Harkins, Jr., vice- 
president; H. L. French, secretary-treasurer; Charles 
H. Hooker; Edward A. Rankin and C. J. Kees. 


Assisting Mr. Dement and Mr. Harkins as depart- 
ment heads are: Edward Rankin, a stockholder and 
director in the company, who has charge of the print- 
ing department and the purchase of office furniture; 
Miss Hazel Sullivan, cost accountant, first employe of 
the company; Miss Louise French, bookkeeper and sec- 
retary-treasurer of the firm. Assistants to Miss French 
are Miss Estelle Lehner and Miss Charlotte Truitt. 


The Mississippi Stationery Company are exclusive 
dealers of the following manufacturers’ lines: Metal 
Office Furniture Company, Grand Rapids, Mich.; Hoo- 
sier Desk Company, Jasper, Ind.; Niagara Duplicator 
Company, San Francisco, Calif.; Allen-Wales Adding 
Machine Corporation, New York, N. Y.; Wabash Cabi- 
net Company, Wabash, Ind.; Keuffel & Esser Com- 
pany, Chicago, Ill.; Wilson-Jones Company, Chicago, 
Til. 





“WHERE BUSINESS GOES A-SHOPPING” 
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Office furniture department. Bottom, left: Printing department 
and its personnel. Bottom, right: Office machines department. 


OLD TOWN MOVES MARCH 4 


The Old Town Ribbon & Carbon Company, Inc., 
on March 4 will move into its recently acquired new 
home at 750 Pacific street, Brooklyn, N. Y. The struc- 
ture will be known as the Old Town building. 

The new building, purchased last October, is seven 
stories in height and is a modern steel and concrete 
structure, affording 86,000 square feet of space. It is 
easily accessible to all railways, subways and steam- 
ship piers. 

Effective with the occupancy of the new building, 
executives of the company announced the appoint- 
ment of E. A. Oscar as purchasing agent of the firm. 
Mr. Oscar, who will have exclusive charge of the pur- 
chasing of all supplies, joins the company backed with 
a wide experience in the purchasing field. 


—_>-—- 


GILL COMPANY MAKES STAFF CHANGES 


A number of staff changes have recently been an- 
nounced by the J. K. Gill Company, Portland, Ore. 
Mark M. Gill, manager of the wholesale stationery 
department, will take over the managership of the 
office furniture and equipment department; Beb Kelt- 
ner, former outside salesman, is to be assistant man- 
ager of the stationery department, and Bob Phillips, 
former inside salesman, will take an outside territory 
and call on the trade. It is also reported that Louis B. 
Rubio, formerly with the A. B. Dick Company in Chi- 
cago, has been appointed a member of the Gill Mimeo- 
graph sales department.—ATW 


-_——— 


SHREX STORE DAMAGED BY FIRE 

Stock of the Shrex Office Equipment Company, 
712 South Clinton street, Fort Wayne, Ind., was dam- 
aged by a fire which broke out when burning soot 
fell through an open flue box on the second floor of 
the building. A. J. Schreck, proprietor of the firm, set 
the damage at $200 to the building and $100 to the 
stock. 
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CAPE TIMES ANNUAL 

Once again Arthur Tunley of Tunley’s, Johannes- 
burg, gives us opportunity to express appreciation for 
a copy of an annual publication revealing the various 
aspects of South Africa. This year he favored us with 
the Cape Times Annual for 1939, a beautifully jacketed 
magazine measuring ten and a half by fifteen inches 
and containing 122 pages. 

From its interest generating cover—an artist’s color- 
ful conception of the future Cape of Good Hope 
Nature Reserve—through all its pages of gravure illus- 
trations, strikingly interleaved with brilliant repro- 
ductions of water color drawings and color photo- 
graphs, the book impels attentive perusal. The print- 
ing, whether letter press, gravure or color, is of uni- 
formly high quality. 

Intriguing to travelers (arm chair or actual) are 
three picture spreads preceding the frontispiece, which 
depicts a smiling “Afrikaner Girl.” The first spread, 
entitled, “Fun in the Sun,” illustrates the opportuni- 
ties for sports—swimming, skiing, hunting, hiking 
under the beneficent rays of Old Sol. “A Country of 
Contrasts” pictures the modern city with its industrial 
activity, sharply differing with the primitive scenes 
of natives just a short distance from the metropolitan 
center. The third spread reveals the modes of trans- 
portation and the facilities ministering to the comfort 
and convenience of travelers in South Africa. 


Electricity Serves South Africa 


Following an impressive picture entitled, “Morning 
Mist Over Cape Town—From the New Signal Hill 
Road,” is the leading feature article, “Power .. . Life 
Blood of the Rand.” Sub-titled, “South Africa is a 
greater nation because of electricity,” the article effec- 
tively presents, in text and pictures, the story of the 
service rendered by that mysterious force—electricity 

-when harnessed to the tasks of man. 

Breaking from the ultra-modernness of electricity, 
is an eight-page section devoted to “Cape History and 
Legend.” Printed on heavy paper and carrying repro- 
ductions in full color of oil paintings, water color 
drawings and color photographs, the section gives a 
graphically brilliant portrayal of “The Cradle of a 
Nation,” where “History and Legend Weave a Colorful 
Background to the Cape.” 

The scenic beauties of the Cape, Natal, Pretoria, 
Bloemfontein, the East London district, Port Elizabeth, 
the Transkei, and other areas, adorn pages throughout 
the book, interspersed between feature material. The 
result is a particularly pleasing variety in contents. 

Following are the special articles, each profusely 
and interestingly illustrated: 

“The Dam Builders of South Africa,” “Pioneer Days 
in Southern Rhodesia,” “Bringing Civilization to the 
Bantu,” “Sugar ... Natal’s Oldest Industry,” “The 
Prose and Poetry of South Africa,’ “Backveld 
Sketches,” “Pride in Her Past ... South Africa’s Na- 
tional Monuments,” “The Secret of Unfounded (Bantu) 


PARTIAL VIEW OF THE MILWAUKEE 
BUSINESS SHOW.—As shown a number 
of products of office equipment manu- 
facturers were banded together under 
the John Nichols, Inc., banner and made 
an impressive showing. Several other 
manufacturers whose displays are not 
visible in the picture also maintained 
booths. 
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Creeds,” “Through the Conquered Territory Along the 
Border of North Basutoland,” and “Waiting on Fash- 
ion’s Whim,” a story of ostriches in the Oudtshoorn 
district, where the farmers hope for a returning 
popularity for ostrich feathers. 

Fiction also has been given a place in the annual. 
“Diamond Cut Diamond,” is an interesting short story 
of the days when diamonds were first discovered in 
South Africa. 


Advertisements Add to Interest 


Contributing to the effectiveness and informational 
value of the book are the many advertisements, which 
vary greatly in the character of the products and 
services offered. Banks, printers, hotels, paper makers, 
transportation companies, schools, sporting goods pro- 
ducers, toilet goods manufacturers, food packers, cloth- 
ing makers, mining and exploration companies, and 
many others present their different appeals. The sta- 
tionery industry is represented by announcements of 
Brandauer steel pens, Waterman fountain pens, 
Winsor & Newton artists’ supplies, and Raphael Tuck 
& Sons, Ltd., greeting cards. 

The Cape Times Annual is produced and printed by 
Cape Times, Ltd., and published by the Central News 
Agency, Ltd., both of Cape Town. In addition to its 
printing business, Cape Times, Ltd., conducts a retail 
establishment where typewriters, stationery and small 
office supplies are sold. 

cada agai 


MILWAUKEE O. A. MANUFACTURERS 
SUCCESSFUL BUSINESS SHOW 

With products of twenty-three manufacturers dis- 
played in a series of attractive booths, and admittance 
limited only to ticket holders, a business show was 
held by the Milwaukee Association of Office Appli- 
ance Manufacturers on February 8 and 9, in the Com- 
merce building. 

Under the general chairmanship of John M. H. 
Nichols, of John Nichols, Inc., the show was built 
around a slogan of “A Business Show for Executives” 
with only one pair of tickets issued to any individual. 

Manufacturer-members of the association who dis- 
played their products were: 

Acme Visible Records, Inc., Addressograph Sales 
Agency, Dictaphone Corporation, A. B. Dick Company, 
Ditto, Inc., Ediphone, Elliott Addressing Machine Com- 
pany, The General Fireproofing Company, Hunter 
Electro-Copyist, International Business Machines Cor- 
poration, Marchant Calculating Machine Company, 
Monroe Calculating Machine Company, Multigraph- 
Multilith, McBee Company, National Postal Meter 
Company, John Nichols, Inc., Pitney-Bowes (postage 
meter); Rex-O-Graph Company, Standard Mailing 
Machines Company, Stenotype (Business Institute of 
Milwaukee); The Todd Company, Underwood Elliott 
Fisher Company; Varityper, Victor Adding Machine 


HOLD 


Company, Visible Index Corporation and the Wheeldex 
Manufacturing Company. 
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EMPLOYES OF CRANE & COMPANY TO “TAKE OVER” 
MANAGEMENT 

Active management of Crane & Company, stationery 

and office supply house of Topeka, Kansas, within a 

short time will be handed over to the company em- 

ployes, according to a plan created and perfected by 








Frank S. Crane, president and treasurer, and Charles 
L. Mitchell, secretary and sales manager. 

Both men, desirous of slowing down the tempo neces- 
sary in the conduct of a big business and at the same 
time desiring to honor the faithful and diligent service 
of those who have worked for them, created the plan 
whereby key employes, with the company for fifteen 
years or more, will carry on the business under a scheme 
of reorganization. 

Following a complete inventory the company will 
issue certificates of participation in the profits to assist 
the employes in financing the taking over of the stock. 
The younger men, however, will not be left to work out 
their problems of management as best they can. In- 
stead, both Mr. Crane and Mr. Mitchell will work with 
them until the new management acquires more execu- 
tive experience, and then both older men will gradually 
relinquish the responsibilities to the younger genera- 
tion. 

Personnel of the reorganized company will include 
the following: 

Miss Mary Brooke, formerly of the bookkeeping and 
cashier department, will be assistant treasurer; Fred 
L. Brous, former manager of the stationery depart- 
ment, becomes assistant secretary. Others who will 
move up in the ranks include J. ©. Frazer, Mrs. Helen 
Brockish Reid. Jess Rake and Clarence Bradshaw. 


MITTAG & VOLGER APPOINTS DOYLE AS CHICAGO 
MANAGER 
Charles B. Doyle has been appointed Chicago manager 
for Mittag & Volger, Inc., by W. G. Huston, who has 
been managing the Chicago branch temporarily while 
on a leave of absence from his headquarters in San 
Francisco. Mr. Doyle formerly was Remington Type- 
writer branch manager at Pittsburgh, Pa., having spent 
more than twenty years with the Remington company. 
He also has been connected with the A. B. Dick Company 
in Chicago. He is thoroughly acquainted with ribbon 
and carbon requirements and is well prepared to service 
dealers in the Chicago territory. 


—_—_ = 


DIXON RETIRES FROM COLUMBIA 
Ending thirty-five years of faithful and diligent 
service to the organization which he founded in 1905, 
H. W. A. Dixon last month retired as chairman of 
the board of the Columbia Ribbon & Carbon Manu- 
facturing Company. With Mrs. Dixon, he is at the 





present time enjoying a well-earned vacation in Ari- 


zona. 
The steady increase in scope and activity of the 
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Columbia organization through bad times and good; 
its successful weathering of depressions and business 
slumps is due entirely to the hand of Mr. Dixon on 
the wheel. From the time he founded the company 
and created its factory in a loft at 43 Murray street, 
New York City, he was its president for thirty-two 
years. Through his efforts the organization expanded, 
moving to larger and larger quarters on West Broad- 
way and later, 69 Wooster street. In 1929 the organiza- 
tion moved to its three-acre plant in Glen Cove, where 
it is now located. 

Since Mr. Dixon’s elevation to the chairmanship of 
the board, the company management has been in 
the hands of his brother, L. M. Dixon, and A. B. Holmes 
has been president. 

Columbia maintains branches in New York City, 
Philadelphia, Pittsburgh, Chicago, Kansas City, Nash- 
ville, Cincinnati, Minneapolis and Milwaukee and asso- 
ciate companies in England, Australia and Italy. 
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ANOTHER YEAR GOES BY AND WHAT OF IT!—If 
ever there was a young fellow who doesn't care how 
many winters and summers roll by, it's our old friend 
J. N. Kimball, who recently celebrated his eighty-fifth 
birthday by sending out this clever little card which 
depicts him booting Methuselah off his pedestal to 
make room for a gentleman with better qualifications. 
For many moons Mr. Kimball has been sending out 
these humorous reminders of the importance of Feb- 
ruary 26, and each year the cards gets funnier and 
he gets younger. 
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MAVERICK-CLARKE CONTINUES STORE 
IMPROVEMENTS 


Maverick-Clarke Lithographing Company, of San 
Antonio, Tex., are continuing their program designed 
to improve their merchandising facilities to the point 
where they will have the best equipment and displays 
of any stationery house in the southwest. Four open- 
type display tables have been ordered to be added to 
those already in use. In addition a seven-foot display 
case, equipped with fluorescent lighting, will be in- 
stalled for display of Parker pens. 

The stock of blank books, loose leaf fillers and other 
demand merchandise has been moved to the back of 
the department so that prospective purchasers must 
pass through the open displays to reach them. In- 
creased sales of small items are expected to result 
through this change. 

“During the past six months we have been experi- 
menting with various arrangements in order to de- 
termine how we might best display small items,” Al 
Eisemann, in charge of this division, explained. “We 
have experienced some success with the small, open- 
type display tables, and are ordering more to carry 
out the system.” 

In addition to these changes and improvements, this 
firm recently added a section devoted to new and used 
typewriters of all makes.—BCR 











G. N. PAXTON 


Paxton Brothers Open New 


Store in Bloomington 


Bic’ in 1914 a young but earnest man opened an 
obscure little business in Bloomington, Il., in which 
he intended to try running a modest typewriter and 
supply store. His entire capital was twenty dollars and 
the “store” comprised a space measuring about ten 
by twenty feet. And thus began the Paxton Type- 
writer Company which, last month, opened one of the 
largest office furniture, machines and supplies es- 
tablishments in Illinois, which is run by two brothers. 

The brothers are G. N. and J. W. Paxton and al- 
though they are exceptionally busy as a general rule, 
both took time out on February 23 and 24 to hold 
open house and welcome hundreds of guests and visi- 
tors to the new establishment at 205-207-209 East 
Washington street in Bloomington. 

Enterprise, business ingenuity and a keen sense of 
management saw to it that G. N. Paxton did not 
stay in his ten by twenty location very long. In 1914 
the establishment had been the Dunlap Typewriter 
Exchange when Mr. Paxton purchased it and business 
was not exactly brisk. But when the young man (with 
a capital of twenty dollars) equipped with loads of 
ambition and a genuine liking for hard work decides 
to make things hum, things most generally hum. And 
they did. 

Within a few months there were several typewriters 
in the store at the same time—quite a hitherto un- 
heard of state of affairs, so Mr. Paxton moved to 
larger quarters, the old Castle Theater corner. Three 
months later the theater was condemned and ordered 
razed. Setback? Not for Mr. Paxton. He even went 


so far as to call his brother, J. W., into the firm 
and things prospered exceedingly. 
War Brings Change 
When the World War broke out and the United 


States entered the conflict, both brothers enlisted; the 
company name continuing, but under another owner- 
ship. It was shortly thereafter moved to 108 North 
Main street. Upon being discharged from the United 
States service both men returned to Bloomington and 
again acquired ownership of the business. More hard 
work, more seeking contacts and there ensued another 
move, this time to 105 East Front street. That was 
in 1928. 

About this time the Paxton brothers began adding 
departments to their business and took on office furni- 
ture and school equipment in a big way. Still another 
move became necessary soon and the company moved 
to 207 East Washington, the site of the store which 
has just been remodeled into one of the largest and 
most modern in the state. 

The four-story building is completely fireproofed. 
It has a sixty-foot frontage and is 120 feet deep. 





EXTERIOR OF THE PAXTON STORE IN BLOOMINGTON. 








J. W. PAXTON 


There is a large freight elevator and an unusual grad- 
ing arrangement permits goods to be unloaded directly 
on to the elevator at the second floor level. Included 
is a garage for the firm’s three trucks and three 
service cars, the latter for use of the city salesmen 
and members of the service department. 

The front section of the first floor contains the 
general office and private office of the Paxton brothers. 
The balance of the floor is given over to the typewriter 
and office machine department with modern show- 
cases and the latest type of counter, with linoleum top, 
for demonstration purposes. The first floor also con- 
tains the letter shop department wherein two persons 
are continually employed. Typing tables for portable 
and standard typewriters are also shown. 


Second Floor For Display 


The front section of the second floor is used for 
a display of school equipment including seats, library 
tables, sample chairs, storage cabinets and other 
school items. Close by is a display of steel desks, filing 
cabinets and other items in steel. 

The service department is unusual. Near the stair- 
way is the office of the service manager, T. J. Paxton, 
which joins the service department proper by an arch- 
way. Two large windows and modern lighting take 
care of working needs. Directly off the service depart- 
ment is another room filled with steel shelving for 
stock of typewriters, adding machines and Dictaphones 
and directly behind that, is another room used for 
machine cleaning. 

The activities of the service department may be 
gauged by the fact that the company has more than 
500 typewriters out on rental at the present time. In 
connection with typewriter rentals, G. N. Paxton ex- 
plains the company’s policies. 

“Of the 115 schools we call upon, a large number 
rent typewriters,” he said. “This may seem peculiar, 
but owing to the fluctuations of enrollments in typ- 
ing classes in the smaller high school commercial de- 
partments, we recommend that schools purchase only 
enough machines they know will always be used and 
rent additional machines as needed. This, we find, is 
well accepted by the schools, some of which rent 
their entire typing equipment from us, including tables, 
chairs and the machines.” 

An annual event conducted by the store, and one 
which its owners believe could be followed profitably 
by other similar organizations, is an invitation ex- 
tended to the graduating commercial classes of the 
various schools to visit the store. Mr. Paxton explains 
that: 

“For each school a special day and hour is set. The 
classes are generally from ten to twenty-five students 
and they are conducted through the store as a group. 
After a while a member of the staff gives a short 
address to the students and they are then given dem- 
onstrations of filing procedure, Dictaphones, adding 
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machines, check writers, calculators, registers and 
files. They are also invited to inspect desks, safes and 
other pieces of equipment. The visitors are given to 
understand that this familiarizing of themselves with 
office equipment is allowed in the hope that when 
they seek and find a job they will be more or less 
familiar with office equipment, routine and procedure. 

“At the end of the demonstrations, which usually 
take about two hours, the students are again called 
together, given light refreshments and are assured 
that they are quite welcome to return at any time to 
use any machine in the store to further familiarize 
themselves with it.” 

It is understood that a large number of local stu- 
dents of school commercial departments visited the 
building on the open house days to witness speed 
typing demonstrations made by Albert Tangora on his 
Royal typewriter which were part of the general cele- 
bration. 

Staffed By Experts 

In addition to the three Paxtons, the store is staffed 
by a crew of experts in their various lines. These in- 
clude Service Mechanics Ben G. Black, Ed. Thomas 
and Ray White, Salesmen B. W. Stephens, C. E. Sou- 
ders, Don Bolinger and Kent Thiel. Other members 
of the staff and the positions they fill are as follows: 





(Upper left) The typewriter and office machine depart- 
ment. (Upper right) Private office of (L. to R.) J. W. and 
G. N. Paxton, owners of the business. (Center left) 
Second floor show window display of Yawman and 
Erbe Manufacturing Company’s steel desks and files. 
The window is fluorescent lighted at night. (Center 








SIX INTERIOR VIEWS OF THE NEW PAXTON STORE AT BLOOMINGTON, 
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Jim Umstattd, Dictaphone department; Johnny 
Meyer, Mimeograph service; John Arnett, auditor; 
Jimmie Turpin, office secretary; Gordon McQuown, 
letter shop; Marjorie Staubus, letter shop; Bob Hol- 
zapple, finishing department, and Paul Meyer, delivery 
and warehouse. Each one of these employes does his 
or her day’s work imbued with the company’s slogan 
“Where Service Means More Than a Promise.” 

In the impressive stock carried by the company are 
names nationally and internationally known to the 
commercial stationery and office equipment trade. 
These include the following: 

Royal Typewriter Company, Inc., Allen-Wales Adding 
Machine Corporation, Dictaphone Sales Corporation, 
A. B. Dick Company, Yawman and Erbe Manufactur- 
ing Company, Stow-Davis Furniture Company, DoMore 
Chair Company, Welfare Seating Company, All-Steel- 
Equip Company, Gunn Furniture Company. 

Others included are Taylor Chair Company, Shelby- 
ville Desk Company, Miller-Bryant-Pierce Company, 
Columbia Ribbon & Carbon Company, Gunlocke Chair 
Company, Murphy Chair Company, Jasper Furniture 
Company, Toledo Metal Furniture Company, Victor 
Safe & Equipment Company, Diebold Safe & Lock 
Company, Victor Adding Machine Company and many 
others. 











E> & 
ILL. 
right) School equipment department with large model 
of the Mimeograph in foreground. (Lower left) Wood 
office furniture display room. (Lower right) Section 
of second-floor display showing the All-Steel-Equip 
Company's extensive line of metal desks and files 
together with DoMore chairs, 
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CHICAGO O. M. A. HOLDS FIFTH ANNUAL BUSINESS 
SHOW 


Held to coincide with the mid-winter conference of 
the personnel division of the A.M.A., a four-day busi- 
ness show was staged at the Palmer House, by the 
Office Management Association of Chicago. 


Utilizing the entire fourth floor display space in the 
hotel, the show included fifty-eight displays of manu- 
facturers’ products. Of the total number of booths 
fifty-four were occupied by manufacturers and dealers 
in the office supply and equipnient field. 

The show opened on Tuesday, February 13 and closed 
on February 16. From 12 o’clock noon to 10 o’clock in 
the evening, visitors poured into the exhibition hall— 
visitors ranging from business house and industrial 
executives, to teachers and students of business schools 
and colleges. 

Companies exhibiting, those in charge of the dis- 
plays and the products shown were as follows: 


Acme Visibie Records, Inc... Visible record systems for practically every 
type and size of business establishment. N. J. McMurray in charge 

Henry T. Adams Manufacturing Company.Steel collapsible storage and 
transfer boxes and binders. I. Eidenberg was in charge. 

Addressograph Sales Agency.—Name and data writing machines and 
systems. J. B. Ward in ian, 

Allen Calculators, Inc.—-Adding machines, calculators and cash drawers 
Gordon Lawrence and F. H. Staat in charge. 

Allen-Wales Adding Machine Agency.—Adding, subtracting, bookkeeping, 
cash register, standard statement and Duplex models, hand or electric, 
with or without direct subtraction. A, J. Bolles in charge 

Amberg File & tndex Company.—Steel office equipment, filing supplies 
and loose leaf binders. J. Mountain in charge. 

American Automatic Typewriter Company.—Standard and Selector auto 
typists showing letters electrically typewritten. Otto Schulz in charge 

Autocopy, Inc.—Duplicating and sorting machines and supplies. L. F 
Schroeder in charge. 

Edwin C. Barnes & Bros...173 West Madison street. A large display 
of voice writing equipment. O. C. Dentzer in charge. 

The Bircher Company, inc.-.A display of Lightning letter openers and 
sealers. H,. H. Hill in charge. 

Burroughs Adding Machine Company.Adding. calculating, bookkeeping 
accounting, distributing and cash register machines, typewriters, ribbons 
and carbons, L. D, Hall in charge. 

Cardineer Company.—(Card filing equipment for the bank, office and 
factory. C. W. Johnson in charge. 

The Cincinnati Time Recorder Company. Several models of devices 
for time recording, signaling and indicating. W. E. Zimmerman in charge. 

A. B. Dick Company.—Several models of the Mimeograph duplicator 
together with a large display of Mimeograph brand products. A. O. Spiers 

Dictaphone Corporation.—Dictating and electrical transcribing machines 
and supplies. In attendance were Assistant Sales Manager L. M. Powell 
District Manager A. E. Blackstone, Assistant District Manager L. F 
Enright and Assistant Chicago Manager Harry Cross. 

Diebold Safe & Lock Company...A combination showing of Diebold 
products and Cardineer equipment. C. W. Johnson in charge. 

Ditto, Inc.—-Duplicating machines and methods. Demonstrations 
order-invoice, payroll, manufacturing parts, orders and other systems 
based on duplicating equipment. J, E. Chestnut in charge. 

DoMore Chair Company, Inc.—.A showing of posture chairs in many 
designs and models for all types of office workers. H. L. Vieau_ in 
charge. 

Eagle Pencil Company.—Wood-cased pencils, erasers, mechanical pencils 
and fountain pens. Robert Overend in charge. 

Electrofile of Chicago.—A display of electric card filing equipment, 
demonstrating a method of selecting cards from files by electrical im 
pulses. Charles Seibert in charge, 

Elliott Addressing Machine Company...A large number of addressing 
machines and equipment, together with ‘“‘typewriteable’’ stencils. E. S 
Parker in charge. 

Felt & Tarrant Manufacturing Company.—A showing of Comptometers 
in many models for every type of business house J. T. Lentz in 
charge. 

Filing Equipment Bureau..See Cardineer Company 

Friden Calculating Machine Agency...See G. L. Rogers, Inc 

General Manifold & Printing Company... Multiplex print forms Wee 
Notched” forms, one time and carbon strip forms and the “Lewis 
Biller.” E. Lewis in charge 

Globe Furniture & Stationery Company...Showing Jasper Office Furni 
ture Company desks, FritzCross chairs and Globe-Wernicke steel and 
wood equipment. Paul H, Bolton in charge. 

Horder's, Inc.—Office supplies and equipment, visible records and com 
plete furniture planning. H. A. Church in charge. 

International Business Machines Corporation.__Electric bookkeeping, ac 
counting and writing machines, time recorders and devices. C. H. Cook 
in charge. 

8. C. Johnson & Son, Inc.—Showing and demonstrating Johnson floor 
wax and its uses on floors of various woods. This display was maintained 
in a room off the exhibition floor proper. 

Marchant Calculating Machine Company.Marchant calculators in a 
number of styles and sizes. H. E. Shifflette in charge. 

The McCaskey Register Company.—(Cost records, payroll distributions 
perpetual inventory, stock records, production control equipment KE. G 
Crane in charge. 

Mead & Wheeler Company.—A showing of office furniture in the modern 
trend. E. A. Mead in charge 

Monree Calculating Machine Company.—Calculating, adding, and book- 
keeping machines. Robert White in charge. 

Multigraph Sales Agency.—Demonstrating the Multigraph-Multilith, fold 
ing machines, certified sales and service. W. H. Roquemore in charge. 

Multistamp Chicago Company.— Folding equipment and Niagara duplica 
tors. E. J. Crabbs in charge. 

National Biank Book Company.—-Blank books, loose leaf, machine book 
keeping and visible equipment. W. B. Towne in charge 

National Cash Register Company.—Cash registers, accounting and book 
keeping machines. J. J. Breen in charge. 
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National Postal Meter Company.—Displaying a number of modern 
metered mail machines 

Nelson-Eismann Company...Carbon papers and inked ribbons and con- 
tinuous form equipment. William Eismann in charge. 

Niagara Duplicator Sales & Service.See Multistamp Chicago Company 

Postage Meter Company.—Pitney-Bowes metered mail devices and mail 
ing equipment. J. D. Oakes in charge. 

Recordak Corporation..__Business accounting by means of photography 
Ss. Kershaw in charge. 

Remington Rand, Inc.— Typewriters, adding and bookkeeping machines, 
visible equipment, filing systems and equipment, tabulating machines and 
safes. A. V. Wolff in charge. 

G. L. Rogers, Inc.—A display of Friden calculating machines. G. L 
Rogers in charge. 

Royal Typewriter Company, inc.—Royal standard and portable type 
writers with an added display of ribbons and carbon papers. Paul W. 
Jones in charge. 

Spak & Natovich, Inc.—Office equipment, furniture and supplies for 
every type of business organization. . W. Rouzer in charge. 

Standard Mailing Machines Company.—Duplicating and mailing ma- 
chines. Van W. Evans in charge. 

Stenotype Company.—Demonstrating and displaying the Stenotype short- 
hand machine. J. B. Walsh in charge. 

Stromberg Time Corporation.—Clocks and timing equipment for office 
factory and plant. 8. H. Cundall in charge. 

Tallman, Robbins & Company.—Loose leaf forms and binders and 
filing equipment and featuring the Sturgis posture chair. G. W. Morris 
in charge. 

Underwood Elliott Fisher Company._Typewriters, accounting and add- 
ing machines and supplies were shown, with a separate display of 
UEF typewriters equipped with the new justifying device, maintained 
on the sixth floor. F. C. Snow was in charge in the exhibition hall, and 
D. R. MeMillan and Joseph B. Marshall, Jr., in charge upstairs. 


Vari-Typer Sales Agency...Demonstrating a composing typewriter for 
making copies for duplicating and offset printing work. A. O. Wooldridge 


in charge. 

Victor Adding Machine Company.—Showing the Victor ten-key and full 
keyboard adding and calculating machines. Knox Armstrong in charge. 

Westinghouse Electrical Supply Company.—-Electrical equipment, lights 
and the evolution of household and store illumination formed the principal 
display in this booth 

Workman Calculating Service...Showing methods of computing in 
ventories, sales analysis, cost reports, etc., with operators and machines 
available for demonstration. S. L. Workman in charge. 

The Underwood Elliott Fisher Company and the In- 
ternational Business Machines Corporation provided 
entertainment for the visitors by staging speed typing 
demonstrations through the day and evening. The 
Workman Calculating Service gave away souvenirs in 
the form of victrola records upon which visitors re- 
corded short talks and messages to be sent away to 
friends. 

ee. 


PANAMA TO ADOPT NEW SYSTEM OF 
BUYING TYPEWRITERS AND SUPPLIES 


A statement of paramount interest to American ex- 
porters of typewriters and office supplies because it 
concerns a new buying method soon to be placed in 
operation by the Republic of Panama, has been issued 
by the Specialties Division of the U. S. Department 
of Commerce. 

Received from Commercial Attache Ashley B. Sowell 
at Panama, the statement follows: 

“Augusto Samuel Boyd, Jr., recently-appointed to 
the newly-created position of special auditor of the 
comptroller’s office of the Republic of Panama has 
announced the intention of the government to estab- 
lish a new system of making purchases of typewriters, 
office supplies and construction material. Heretofore, 
it was the practice of the government to invite bids 
for the supplying of small quantities of these materials. 

“Under the new plan, all importers and merchants 
are requested to furnish the government with price 
lists of the products they handle, such prices to remain 
stable for a period of six months. In this way, Mr. 
Boyd points out, the government has only to look over 
the lists whenever purchases are contemplated, and 
give the order to the merchant offering the lowest 
quotations. 


“The six months’ period,” said Special Auditor Boyd, 


“will enable the government to alphabetically index 
the different commodities which may be needed and 
also assure the government that the merchandise will 
be invoiced at the quoted prices.” Local merchants, 
however, have pointed out to Mr. Boyd that due to 
present uncertain conditions it will be very difficult to 
guarantee the factory value of merchandise in the 
months of May, June, or July or during the latter 
semester of 1940. In the opinion of local importers, 
a three months’ period is more feasible. 
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Exhibitors’ Booths at the Chicago O. M. A. Business show 


1. 
2. 
3. 
4. 
5. 
6. 
7. 
8. 
9. 
0. 
1. 


Acme Visible Records, Inc. 
International Business Machines 
Corp. 

Remington Rand, Inc. 
National Blank Book Co. 
Dictaphone Corp. 

Burroughs Adding Machine Co. 
Stenotype Co. 

Underwood Elliott Fisher Co. 
Royal Typewriter Co., Inc. 
Horder’s, Inc. 

Autocopy, Inc. 


. Marchant Calculating Machine Co. 
. Pitney-Bowes Postage Meter Co. 


National Cash Register Co. 


Henry T. Adams Mfg. Co. 
. American Automatic Typewriter Co. 


Electrofile of Chicago. 


:s C. Johnson & Son, Inc. 
. Spak & Natovich, Inc. 
. Victor Adding Machine Co. 


. Westinghouse Electrical Supply Co. 
Pictures No. 1, 2, 3, 4, 6, 7, 8, 9, 12, 13, 14, 17, 
18, 19, 20 and 21, by Kaufmann & Fabry. Nos. 5, 10, 
11, 15, and 16, by Stadler.) 
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-NEW MACHINES AND DEVICES | 





“3000” GRADE ANNOUNCED BY JASPER 
OFFICE FURNITURE COMPANY 
Featuring an authentic and beautiful Chippendale 
pattern, a new series of office desks has been announced 
to the trade by the Jasper Office Furniture Company, 
Jasper, Ind., under the trade name of the 3000 Grade. 
Included in the series is the No. F3066 which is 





THE NO. F3066 DESK 


illustrated here. The desk dimensions are length, 66 
inches; depth, 36 inches, and height, 30% inches. It 
is of walnut or mahogany throughout, and is of a 
heavy panel construction, with a writing bed 114 inches 
thick, five-ply veneered with a heavy lumber rim 
molded to pattern. Corestock is chestnut in strips not 
over 4 inches wide, grain reversed. Panels are three- 
ply % inches thick with grain of veneer vertical. The 
base is of solid walnut or mahogany. Other features 
include: 

Three-ply drawer fronts on genuine walnut or ma- 
hogany core, solid drawer backs and sides, dovetailed 
corners, double drawers equipped with improved type 
positive action follower block, cast brass pulls in an- 
tique finish, non-sticking locking device, and Hi-grade 
cylinder paracentric key type locks. The finish is 
standard brown walnut or old world mahogany, dull 
rubbed all over. 

eee ye ee 

REMINGTON RAND’S DOUBLE FILE FASTENER 

Remington Rand, Inc., Buffalo, N. Y., has recently 
produced a new type of file fastener which will hold 
two classes of papers, taking no more additional space. 

Named the “Twinpakt,” the new fastener has a single 
metal back which supports two sets of prongs; one set 





THE TWINPART DOUBLE FILE FASTENER 


for original papers and another (and longer) for sup- 
porting papers. The Twinpakt may be placed in any 
position and is self-riveted through a folder-flap. It 
will not “pull away” and lasts the life of the folder. 








Twinpakt file folders may be equipped with either 
one or two Twinpakts—thus, a single folder will segre- 
gate as many as four classifications of papers or 
records. Guide sheets for use in folders are available 
when required and special Twinpakt folders are avail- 
able to assemble as many as sixteen classifications of 


paper records within the covers of a single file folder. 
————_—= > o—————_ 


NEW A-S-E LINE OF DEAD STORAGE FILES 

The All-Steel-Equip Company, Aurora, IIl., has an- 
nounced a new line of dead storage files capable of 
filing artd safeguarding unlimited quantities of busi- 
ness papers and documents. The file carries the trade 
name of “DS.” 

One of the principal features of the DS files is a 
stacking device which permits stacking clear to the 
ceiling if desired with absolute safety. Two heavy 
stacking lugs are welded at the back where the top 
pieces join. The lugs engage in notches cut into the 
bottom (at rear) of the case above and hook over 
the flanged back and body. Side play and forward 
movement are prevented by two lugs in the top of 





THE A-S-E DEAD STORAGE FILE.—(At left) Demonstrating the 

sure stacking method. (Top left) Circle indicates positive 

side-locking device. (Lower right) Cut-away section to show 
the heavy reinforcement inside front of case. 


each case which engage in respective slots in the 
bottom of the case above. 

The cases are dust-proof, completely enclosed on 
heavy furniture steel. Drawer stops prevent spilling 
and the entire unit is reinforced for extra strength. 
The DS is made in twenty-two sizes, generally re- 
ferred to as “popular” sizes, but All-Steel-Equip can 
furnish over 2000 sizes to fit various needs. A new 
type of depressed label holder, to hold a 3 by 1% 
label completes the picture. 

Each case opening is reinforced with a heavy band 
of steel welded inside which gives rigidity and strength 
to withstand crushing force. Through this feature 
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lower drawers pull out easily even when loaded files 
are stacked to the ceiling. Larger sizes have an extra 
heavy reinforcing band of 114 inch, x No. 10 gauge 
steel, dovetailed together and electrically welded. 

For permanent installations which sometimes re- 
quire a three-inch high solid base, a newly-designed 
and sturdy sectional base is now available. 

iii i es 
NEW HIGH-MODEL CHAIR BY CRAMER 

The Cramer Posture Chair Company, 1210-18 Camp- 
bell street, Kansas City, Mo., has recently announced 
to the trade a new high-model, posturized chair which 
is marked by a number of unusual features. 

The chair is equipped with a foot ring which can be 
adjusted in height independently of the chair seat, 
assuring the user of the high-model chair of correct 
posture. The chair is available with or without back 





THE HIGH-MODEL POSTURE CHAIR 


rest; the latter having a round seat while both models 
are comfortably padded with whipped Latex cushion- 
ing. A tubular type base or a More ornate pressed 
metal type are available on request. 

Another special feature is a rubber bumper which 
extends across front of seat and around front corners. 
This is made indestructible with engineered inlay- 
grip. The Cramer rounded seat edges improve styling 
while the edge wear is considerably reduced. 

——=>— —___—_ 


MACHINE CLEANER BY SHIPMAN-WARD 

A unit for cleaning typewriters and other office 
machines in dealers’ service departments has been de- 
signed and introduced to the trade by the Shipman- 
Ward Manufacturing Company, 325 North Wells street, 
Chicago, Ill. 

The unit consists of a compressor driven by a 12 
horse-power motor coupled with a 69.9 gallon air 
supply, a gun with the proper orifice and a tank 
holding approximately 30 gallons. Equipment includes 
a pure oil soap and a chemical specially produced by 
the Shipman-Ward laboratories. This is sprayed on a 
machine standing on a specially-constructed turntable. 

ee 


KAHN’S “NEEDLEPOINT” PENCIL 
Listed as the No. 311, and named the Wearever 
Needlepoint, a new automatic pencil has been an- 
nounced to the trade by David Kahn, Inc., North 
Bergen, N. J., to retail for fifteen cents. 
The Wearever Needlepoint is octagon shaped with 
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gold-plated tip, slip clip and eraser holder. It has 
a propel-repel-expel action, a cupped eraser and six 
extra .036 diameter leads in a reserve chamber. The 
barrel is transparent and comes in assorted colors of 
blue, green, red and amber. The pencil is 5% inches 
in length overall and is packed one dozen on a display 
card. Refill leads are available, put up in attractive, 
octagon-shape, molded plastic tubes, retailing at five 
cents for a tube of six. 





o—me ee 
NEW LOAN AND DISCOUNT FORMS 


A new hot spot carbon process called “Kopi-Spot” 
which is of particular interest to bankers, has been 
developed by the Master-Craft Corporation, Kalama- 
zoo, Mich., the loose leaf division of The Shaw- 
Walker Company. 

By means of “Kopi-Spot” a multiple copy loan and 
discount set of two clear sharp copies can be easily 
written on a typewriter. 

Forms may be so “Kopi-Spotted” that any part of 
the original may be produced on any copy. The note 
notice need not show information which may be 
necessary on the officer’s or auditor’s copy. 

In accounting machine installations the loan and 
discount set, the liability ledger and the discount 
journal may all be written in one operation. 

It is stated that “Kopi-Spot” is clean to handle, 
holds its copying qualities over a long period of time 
and eliminates the handling of loose carbons. 


————o— 9 ——__—_ 


WEBSTER-CHICAGO’S AMPLICALL SYSTEM 
The Webster-Chicago Company, 5622-5660 Bloom- 
ingdale avenue, Chicago, has developed and placed on 
the market a new inter-communicating and paging 
system under the name of the W-300 series Amplicall. 
The set is used primarily for locating busy execu- 
tives whose presence is required immediately for long 
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THE AMPLICALL UNITS 





distance telephone calls, ete. It also relieves the bur- 
den of the office or factory switchboard in locating 
persons wanted, and saves time by eliminating the 
“hanging on” period sometimes experienced in mak- 
ing telephone connections. 

A person using the master station of the Amplicall 
may call any one of five or ten stations or all stations 
simultaneously and the person called may reply with- 
out the necessity of operating controls, and merely by 
directing his voice to the speaker which serves as a 
microphone. 


NORTHWEST’S MANAGERIAL FILE 
A new type of two-drawer unit file, named the Man- 
agerial, has been placed on the market by the North- 
west Metal Products Company, 1337 East Mason street, 
Green Bay, Wis. 
The Managerial file has a fall-away top fitted with 
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THE WEAREVER NEEDLEPOINT PENCIL 
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a lock and is equipped with rubbered wheels and ball- 
bearing, swivel casters. The upper portion is fitted 
with an “elevating” drawer for easy reference and the 
lower drawer operates on full ball-bearing rollers and 
heavy gauge slides and runners, thus assuring long 





THE MANAGERIAL FILE 


service and high efficiency. It is constructed entirely 
of steel, electrically spot welded, with a design pro- 
viding maximum strength plus a pleasing appearance. 
Drawer handles and guide rod knobs are of a satin 
finish bronze. 

The Managerial file is 26 inches deep outside, with 
an inside drawer capacity of 24% inches with the 
follower, and 25 inches without the follower. It is 
desk height and available in letter and legal widths. 
Further particulars will be promptly supplied to dealers 
on request to the manufacturers. 


<a —____ 


VAN DYKE’S “DENTIST” LAMP 
Van Dyke Industries, 2857 South Halsted street, 
Chicago, has recently developed and announced a 
new type of fluorescent lamp intended for use in a 
dentist’s office. 
The lamp is made to serve two distinct purposes 





THE VAN DYKE DENTIST'S LAMP 


when used on the instrument cabinet. First, it fur- 
nishes ideal illumination when used as a shadow box 
to examine X-ray pictures, bringing out details of 
the picture through its fluorescent qualities. Second- 
ly, it floods the dental cabinet and work shelf with 
abundant light by removing the X-ray attachment 
and swinging the fixture downwards. 

Complete with an 18-inch fluorescent tube, the lamp 
sells for $16.35. Further particulars will be given to 
the dealer on request to the company’s offices. 
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NEW SECRA-TYPE PEDESTAL BY WAGEMAKER 


The Wagemaker Company, Grand Rapids, Mich., 
has announced a new Secra-type pedestal for type- 
writer desks which is now available with a new cen- 
tral or pedestal support as an alternate to the leg 
support ordinarily used. 

The device is made to conform to the island base 
design and to afford unrestricted foot movement for 
the user. It also permits support of the typewriter 
directly from the floor and spaces the typewriter 
shelf a sufficient distance from the desk to allow free 
access to the stationery compartment. This compart- 
ment is attached to the typewriter shelf and moves 
out with the machine. It holds all secretarial sup- 
plies thus leaving the usual stationery drawer free 
for other purposes. 

The device utilizes the regular standard narrow ped- 
estal permitting the 52-inch secretarial length. The 





THE SECRA-TYPE PEDESTAL 


leg support and also the pigeon-hole compartment 
make possible a 42-inch or single pedestal sec- 
retarial. It also has created two new small sizes, a 
36 by 26, and a 50 by 26 inch model. 
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SHIPMAN-WARD OFFERS TEST PLATENS AS 
DEALER SALES AIDS 


In recognition of the need for a convenient and con- 
vincing demonstration unit to stimulate typewriter 
platen sales by dealers, the Shipman-Ward Manufac- 
turing Company, 325 North Wells street, Chicago, IIl., 
has developed a test platen fitted with five different 
pieces of rubber, each of a different density. Armed 
with such a platen for each make of typewriter, the 
dealer and his salesmen are in position to direct rapid 








THE SHIPMAN-WARD TEST PLATEN 


and inclusive tests in the offices of prospects. 

In making the test platens, standard cores are used. 
The five rubber collars or tubes are fixed in position 
and then ground down in the regular way. They func- 
tion pérfectly when installed for demonstration pur- 
poses. 

Referring to the new sales help, C. A. Thompson, 
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vice-president of the Shipman-Ward organization, 
says, “With a test platen the dealer is able to help 
his customers and prospects select proper platens on 
a scientific basis. By simply removing the platen in 
service, installing the test platen, and asking the 
operator to type some samples of her work, a sale is 
well on its way. A glance at the typed samples will 
indicate clearly to the prospect which is the correct 
platen cover for the machine and the operator. Guess- 
work is taken out of the prospect’s purchasing, and 
the dealer puts his own buying on a more sound basis.” 

To assist dealers secure permission to make dem- 
onstrations with the special platen, the company has 
prepared a colorful and impressive folder for dis- 
tribution to consumers. Attached to it is a reply card 
asking for a demonstration. On order, the folders are 
imprinted with the dealer’s name, ready for mailing to 
his customers. 

Among other things, the folder emphasizes the illogic 
of finding fault with the typists without first being 
sure that the cause of the trouble is not a worn platen 
or one that was improperly selected. Facsimiles of poor 
typing and clear, sharp work, framed in bands of red, 
call special attention to the difference in results due 
to the condition of the platen and the kind of rubber 
covering used. Selection of the proper carbon paper 
and inked ribbon is also featured, extending the poten- 
tial value of the demonstration. 


———_——_o —=—ame 0 


TWO NEW WEBSTER “TELETALK” MODELS 


The Webster Electric Company, Racine, Wis., has 
recently announced two new models added to its line 
of inter-office communicating systems. They are the 
No. 206-A annunciator type, and the Deluxe Model 
No. 500, both of which are illustrated here. 

The No. 206-A is made particularly for the execu- 
tive offices of smaller businesses, lawyers, etc. In a 
system made up of these units it is necessary only to 
trip the key for the station desired and communica- 





THE 206-A (UPPER) AND THE DELUXE 500 SERIES WEBSTER 
TELETALK MODELS. 


tion is established. A broader service is supplied in 
this model through the annunciator system which 
identifies the station calling for later reference. This 
Teletalk is available in both the “M” and “S” series 
and can be furnished with the handset for confiden- 
tial conversation. 

The Series 500 model, with “busy signal” and two- 
way communication without need for manual oper- 
ation permit the user to trip the keys on the panel 
and talk with one or a number of stations. If any 
one of the required stations is busy, a pilot light goes 
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out, flashing on again as soon as the line is clear. 
An extra-volume switch takes care of unusually noisy 
locations and a handset is available for confidential 
conversation. When the handset is lifted it automat- 
ically disconnects both microphone and speaker. 


——~— $$$. 


VARAT’S “MARBLEHEAD” LEATHER CASE 
The Murray Varat Company, 27 South Market 
street, Chicago, has announced a new leather case for 
the business and professional man under the trade 
name of the Marblehead. 
The marble effect of the case is secured by a new 
blending of aniline dyes with a special process that 
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THE “MARBLEHEAD” CASE 


produces this new type of leather, and creates a 
highly attractive appearance. 

The case is made extra strong with a large capacity— 
leather gussets allowing a three-inch expansion. It 
has hand-turned edges and disappearing handles. 
Lined with fancy leatherette to blend with the exte- 
rior, the case has six extension pockets of practical 
arrangements and a talon slide fastener. It is listed 
in the company’s files as the No. 323. 


Eee 


TWO NEW “EFFICIENCY” ITEMS 
The Efficiency Equipment Company, Inc., 360 West 
Superior street, Chicago, has announced two new office 
items added to its line of steel equipment. They are 
a letter tray and a Sort-A-File. 
The letter tray, in letter or legal size, may be built 
up from one to twenty trays. Standard finish is 
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(L. TO R.) THE SORT-A-FILE AND THE LETTER TRAY 


smooth office green, but available colors at a slightly 
higher price include walnut, green, mahogany, and 
gray in krinkle finish. The tray is equipped with rub- 
ber suction feet to maintain steadiness and protect 
the desk top. 

The Sort-A-File unit is equipped with a removable 
back stop to prevent papers sliding out through the 
rear. Any sort of combination can be made from parts 
up to 36 inches long with compartments one, two or 
three inches wide. Four popular models of this item 








are made and sized for letter-size papers, note-size 
papers, long envelopes or checks, and short envelopes. 
Finishes available are the same as for the line of letter 
trays. 
——— 9 9 
GUNN ANNOUNCES NEW DESK SERIES 

Listed under the general classification of the “Cor- 
poration Ridgewood in the New R1600 Series,” a new 
line of desks has been announced by the Gunn Furni- 
ture Company, Grand Rapids. 

Included in the series is the No. R1660, illustrated 
here. It is a 60 by 34 inch flat top model, newly de- 





THE GUNN R1660 DESK 


signed of American walnut. Heavy panels are in care- 
fully-selected pencil stripe figure. Top is five-ply of 
sliced walnut, the legs are fully rounded, and panels 
are flush to legs and top. The design, together with a 
patented construction, eliminate edges or corners. 
Pulls and ferrules are attractively designed and are 
of solid cast brass, chromium plated and dull rubbed 
finish. The rich tones of genuine walnut are enhanced 
by a special process of finishing. The same desk, mea- 
suring 50 by 32 inches, is listed as the model R1650. 


ete 


ViSIrecord VERTICAL VISIBLE 

The Visible Index Corporation, 630 Fifth avenue, 
New York City, has announced a new type of vertical 
visible which has been named the VISIrecord. Capable 
of operation with cards in a wide range of sizes the 
filing system works on the following principle: 

The card records are filed on edge and are separated 
in such a way as to expose about one-half inch (13 





mm.) of the left or right vertical and left or right 
diagonal edge. As a result of this filing any card can 
be withdrawn, posted and returned in a remarkably 
short space of time. The system also requires only 
a minimum of space. All cards are made with the left 
corner cut at an angle of 45 degrees from a depth of 
about two inches. Duplicate card forms can be used 
and when the application requires the preparation of 
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a separate statement sheet the copy can be filed in 
with the ledger card after the posting operation. 

Special dividers, sturdy yet light in weight, are 
used between each row of cards. The top edge is fitted 
with a strip of transparent acetate with which the 
finger comes in contact when locating the section in 
which the cards are filed. 

The filing units are available in a number of sizes 
and styles, including desk type for manual posting, low 
tub or tray models for machine posting, and filing 
cabinets and small tray units which are portable. All 
are of steel construction. Units not built into a desk 
or file drawers are furnished with covers that are 
hinged and slip behind the unit. They are also avail- 
able with open top while the smaller portable trays 
have removable covers. The bottom of the drawer or 
tray is lined with heavy corduroy to prevent the bot- 
tom edge of the card slipping. Above the tray bottom 
is a series of rods over which the notches in the 
card fit. 

Further particulars and illustrated literature are 
available to the dealer on request to the company. 


————— > —__ 


TABULATING CARD FILE ADDED TO 
“STEEL AGE” LINE 

The Corry-Jamestown Manufacturing Company, 
Corry, Penna., has recently added a new, 10-drawer 
tabulating card file to its “Steel Age” line of office 
equipment. The unit, without lock, will be known as 
the Style 678, and (equipped with general automatic 
lock) as the Style 678-L. 

The cabinet is equipped with ten drawers with two 





THE TABULATING CARD FILE 


—- 


removable trays for tabulating cards in each drawer. 
The cabinet’s capacity is 78,000 cards. Drawers operate 
on ball bearing full extension suspensions to assure 
ease of operation even when loaded to capacity. Trays 
are equipped with positive locking bottom channel 
compressors and have high sides to facilitate stacking. 

Additional details and advertising literature is avail- 
able to dealers on request to the company’s home 


offices. 
a en 


“ADAPTO” DESK SET BY SENGBUSCH 


An interesting desk set has been introduced to the 
gift and stationery trade by G. J. Sengbusch, presi- 
dent of the Sengbusch Self-Closing Inkstand Company, 
215 Sengbusch building, Milwaukee, Wis. 

Named the “Adapto,” the set is a device designed 
to hold any one of a variety of two-ounce ink bottles 
commonly used by leading ink manufacturers. A hard 
rubber adapter detaches from base of set for insertion 
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of the ink bottle while a set screw holds the bottle 
firmly in place. Thus the user is enabled to utilize 
his favorite ink directly from its bottle without the 
bother of pouring. The adapter and the bottle it holds 





THE “ADAPTO” DESK SET 


fits snugly into the base of the set, giving a perfectly 
flowing and even supply of ink. 

The unit, designed by Mr. Sengbusch, is constructed 
with a Durez base and a Tenite top. It is available 








METHOD OF FILLING THE ADAPTO, SHOWING THE 
VARIOUS TYPES OF BOTTLES WHICH MAY BE USED. 


in the following combinations of colors: Black—red 
or black top, maroon—ivory or black top, walnut— 
marble or black top, and mahogany—black or red top. 








THE ATLAS STENCIL FILING CABINET HANGER.—Shown 
above is the steel hanger used in the stencil file cabinet, 
manufactured by the Atlas Duplicator Supply Company, Inc., 


501-511 Western Reserve building, Cleveland, Ohio. The 
cabinet was illustrated and described in the January issue. 


SE ee cco 


THE ROFFY AIR CIRCULATOR 

The Roffy Manufacturing Company, 1121 Venice 
boulevard, Los Angeles, Calif., has recently announced 
that its Roffy indirect air circulator is now available 
in four models. 

The device, manufactured in four sizes, ranging in 
price from $15 to $65, is designed to collect the air in 
an office or room, cool and then redistribute it. 

According to the manufacturer, the Roffy indirect 
air circulator operates on the known principle that 
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heated air rises to the ceiling while cool air (that of 
greater oxygen content) remains at floor level. The 
device is said to collect the cool and warm layers of 
air, thoroughly mix them in a safely enclosed housing 
and project the newly-mixed air in a concentrated 
column to the ceiling. It is also said to dissipate 
smoke and objectionable odors and can be used for 
the diffusion of medicated or deodorizing vapors. 
ee 


SHEPHERD’S “COMFORTABLE” CHAIR 


The Shepherd Chair Company, 3100 Carroll avenue, 
Chicago, has announced a new type of posture chair, 
under the trade name of Comfortaire. Special features 
claimed for this number are as follows: 

An “Orthoform” back for comfort and correct pos- 
ture, an Airfoam crowned, vacuum cushion made by 
the Goodyear Rubber Company, seat plate with ven- 





THE COMFORTAIRE CHAIR 


tilating features extending beyond the seat bottom 
to form a bumper, a sturdily constructed base of an 
exclusive design and snap-on covers tailored to fit. 
The chair has rubber bumpers, nickel-plated, ball- 
bearing casters) with two-inch wheels and is of all- 
steel construction. An improved plunger provides 

instant adjustments without tools or keys. 

snicuestititlpraiita ait 
INTERSTATE METAL PRODUCES 
NEW MACHINE STAND 


The Interstate Metal Products Company, 4401 Ogden 
avenue, Chicago, has recently produced a new general 





THE UTILITY OFFICE TABLE 


utility table for typewriters and other kinds of office 
machines. 
Equipped with two drop sides, each supported by a 


(Turn to page 109, please) 











BATES CELEBRATES 50TH ANNIVERSARY 


The Bates Manufacturing Company, 30 Vesey street, 
New York City, celebrates this year its fiftieth anni- 
versary. Fifty-two years ago Edwin G. Bates invented 
a hand stamping instrument which, by the use of 
figures engraved on wheels, could print consecutive 
numbering. Mr. Bates took this new and revolutionary 





THOMAS A. EDISON EDWIN G. BATES 
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device to Thomas A. Edison and in 1890 the Bates 
Manufacturing Company was incorporated. The Bates 
numbering machine was first made in the plant of 
Thomas A. Edison, Inc., at Orange, N. J., and the com- 
pany is proud to claim the great inventor as the spon- 
sor and early president of the organization. 

Thirty-one years later—in 1921—C. S. A. Williams, 
who had been associated with Mr. Edison for some 
six years, went to the latter and asked if he could 
buy the Bates numbering machine business. Mr. Wil- 
liams not only saw the possibilities for further develop- 
ment of the numbering machine itself, but he also 
foresaw the possibilities that lay in creating a line of 
office specialties, each one made to the same high 
quality standards of the numbering machine; and 
also sold exclusively through rubber stamp and sta- 
tionery dealers. One of the first steps he took was to 
organize a sales department. S. M. Babson, a class- 
mate of Mr. Williams at Williams college, resigned 
his position with the National Lead Company, and 
threw in his lot with the new venture. Ever since, the 
Bates sales force has grown steadily and today covers 
the entire trade from coast to coast. 


Acquires Own Plant 


After the deal with the Edison interest was con- 
cluded, the reorganized Bates Manufacturing Company 
moved into its own plant, a rented building in Orange. 
Aggressive selling and advertising rapidly expanded 
the use of numbering machines themselves and very 
shortly the novel Bates telephone index was added 
to the line. This was followed closely by the acquisi- 
tion of the Ajax eyelet fastener through the purchase 
of the assets of the Machine Appliance Corporation. 


The Bates business grew so rapidly that increased 
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manufacturing facilities were necessary and in 1925 
the company bought its present plant on Central ave- 
nue in West Orange. Since then several new buildings 
have been erected and the company is now celebrating 
its fiftieth anniversary by another large addition. 

Through good years and bad Bates has made steady 
progress—it was just before the depression that the 
Bates stapler was announced. This opened up a 
wider field and today the Bates stapler and staples ac- 
count for the biggest volume of any one product in the 
Bates line. The acquisition of the Mun-Kee Products 
Corporation with the line of Mun-Kee pads and inks 
followed; then file fasteners, and in 1937 the Bates 
list finder was introduced to the world. 


Continues Idea Development 


Although Bates is a half century old, the organiza- 
tion is still developing new ideas and improving upon 
old ones. Headed by President C. S. A. Williams, the 
company executives continue their endeavors upon the 
theory that “ideas” have been mainly responsible for 
the high place the company occupies in the industry 
today and “ideas” will continue to maintain and in- 
crease that prestige. 

Mr. Williams, a keen manufacturer, business man 
and financier and (in his spare moments) a fisherman, 
is the guiding light of the Bates organization of today. 
He lives, thinks and dreams “Bates,” and his unflagging 
interest in the organization seconded only by that of 
Vice-President Stanley M. Babson, is reflected by a 
statement which appears in the January issue of “Bates 
Brevities,” house organ of the company of which Mr. 
Babson is editor, which reads: 

“We take particular pride in two phases of our busi- 
ness—our record of continuous employment even 
through the worst years; and the close and cordial 





JOHN ESTELLE.—-One of the oldest employes in point of 

service with the Bates organization, Mr. Estelle helped build 

the first fifty Bates numbering machines manufactured. And 

today he is still the first man called for when a special 
engraving job is in the offing. 


relationship we have always had with dealers through- 
out the country. We look to the future with confi- 
dence, for the combination of quality merchandise, 
plus dealer good will built up over a half century 
means continued success. AS we enter our second 
half century, we pledge ourselves to keep up the stand- 
ards of quality and service that have made our growth 
possible.” 
ee 


GRIEVE RECOVERS AFTER ILLNESS 


Friends of Russell P. Grieve, vice-president and gen- 
eral manager of Maverick-Clarke Litho. Company, San 
Antonio, Tex., and a past governor of the ninth dis- 
trict, NSA, will be pleased to learn that he has recov- 
ered from a serious attack of double pneumonia. Mr. 
Grieve was in Corpus Christi, where the firm operates 
a branch, when stricken, necessitating his removal to 
a hospital where he was confined two weeks. Prompt 
treatment stopped the attack, however, and he has 
again returned to his duties—BCR 





BRAMWOOD AT THE BUSINESS SHOW. 
—Shown here is the large display of the 
Bramwood Press, Indianapolis, which was 
one of the main features of a business 
show held by the Purchasing Agents 
Association of Indianapolis. The Bram- 
wood booth included Corry-Jamestown 
steel office equipment, Gunn desks, Le- 
opold desks, Eff & C chairs, Sikes chairs, 
Wabash filing systems and supplies, Em- 
eralite desk lamps, and miscellaneous 
office supplies. 


PATTON TYPEWRITER EXCHANGE IN 
NEW HOME.—Located at 210 Third street, 
Mineola, N. Y., the company, headed by 
T. R. Patton, maintains a large stock of 
Shaw-Walker products, office machines 
and supplies and includes a first-class 
repair and service department. (Upper) 
The modernistic and handsome front of 
the new store and (Lower) A general 
view of the interior. The firm was estab- 
lished by Mr. Patton in 1922. 


















A BEAUTIFUL AND MODERN INTERIOR. 
—Pictured here is the recently re-dec- 
orated second floor showroom of the 
American Office Equipment Company, 
309 North Calvert street, Baltimore, Md. 
Operated by M. H. Kuntz since March, 
1932, the company carries a complete 
line of executive and commercial furni- 
ture as well as files, bookcases, chairs, 
visible systems, safes and office ma- 
chines. At the time of the re-modeling 
the first floor was enlarged to provide 
more space for the display of recondi- 
tioned office furniture. 
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OIPER LANDS 








Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


ah 


of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and tke staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the factlities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
6 St. Bride Street, London, E. C. 4. 


Mr. Vincent Jackson, who served in the Royal Flying Corps during the World 

War, has been granted a commission in the R.A.F. volunteer service, where he 

will be connected with the administration department. Mrs. Elliott will take 
over Mr. Jackson’s work “for the duration.” 


London, 5th February, 1940. 

The present effort to protect civilisation, we are told, 
is costing twice as much as did the last effort of war 
to end war and half of this expenditure is being paid 
out of current revenue, but the more we pay now the 
lesser the burden after the war. 

In the early stages there appeared to be a frantic 
effort to adjust our efforts to war-time conditions, 
mainly because up to the last hour most of us had 
believed in a continuance of peace and now having 
made that adjustment there is a very definite aim to 
organise and be prepared for peace-time activities. 

The importer realising the need to conserve cur- 
rency accepts a war-time basis of imports with an 
eye on how much or how little of the quota can be 
utilised to ensure a continuance of normal business 
for that boom period that must inevitably follow a 
return to peace-time conditions. The exporter builds 
for the future in his efforts to capture world markets. 
It is the tomorrow that is all important, for the today 
must conform to decreed ambits of business but the 
tomorrow is something he can look forward to with 
confidence, the oyster he will open, confident that on 
economic issues the victory of the Allies is assured. 
As an American in the office appliance industry over 
here very aptly expresses it, “I am content to leave 
present day difficulties in the hands of the men 
charged to handle them and while we may not always 
understand their motives, they must of necessity have 
very good reasons for what they are doing and un- 
doubtedly doing to the best of their ability. We may 
criticise their actions, but did we but understand the 
motive we might act likewise. My job is to make the 
best of today with an eye on the tomorrow and it’s 
going to be a very good tomorrow, of that be assured. 


Work hard and plan for the future, utilising every 
moment for the common good. It is not enough to sit 
tight and wait for victory. We must needs do today’s 
job efficiently, waste of time involving more than 
irritation and lost moments. It’s a real deterrent to 
victory.” Very sound and sane reasoning. Doubtless 
sense of values will be changed. The hardships of 
today were normal, every-day happenings in the lives 
of our ancestors. It is agreed that in the period 1914- 
18, civilisation progressed equal to a normal fifty years 
progress. What must be the results of the modern 
effort to maintain freedom and destroy barbarism? 
* * 

In previous notes comment was made of the ab-' 
sence of anything new in the industry. Today an 
excellent private exhibition was opened by Powers- 
Samas Accounting Machines, Ltd., to announce their 
new Powers developments, which were due to be ex- 
hibited at the postponed Business Efficiency Exhibi- 
tion last September. They state that during the four 
months of war which have elapsed since then, the 
volume and character of their business has amply 
demonstrated the importance of their machines for 
the costing and accounting work of armaments and 
other essential trades and the vital necessity for main- 
taining the maximum efficiency of the Powers system 
both at home and abroad. Among the interesting ex- 
hibits were the following entirely new machines and 
developments: 

The Powers Model B sterling multiplying punch, a 
machine embodying direct multiplication in sterling 
but also combining it with the facility of addition 
and subtraction. 

The Powers transcriber prints alphabetical and nu- 
merical information according to the punching of the 
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card, a skip method being included to enable columns 
to be automatically skipped and not printed if so 
desired. 

The Powers interpolator, a unique machine which 
automatically and rapidly compares, matches, groups 
or segregates punched cards. It has been designed 
for the purpose of automatically sensing two separate 
packs of punched cards and intermingling or arrang- 
ing them according to the agreement or disagreement 
of the particular punched information being sensed; 
automatically separating cards in certain combina- 
tions irrespective of the information punched in them; 
it combines the largest variety and range of functions 
possible with this remarkable type of punched card 
machine. The Powers unit card billing device, which 
considerably economises tabulating time. 

The Powers 40 Sector Numeralpha unit, an alpha- 
numerical unit of increased capacity. 

* * * 

Kayes Rotaprint Agency, Ltd. of The Hyde, advise 
that the directors of the company took steps some 
time ago to make the company independent of foreign 
sources of supply and today every conceivable require- 
ment of their users is British-made throughout, thus 
ensuring the continuity of their business and of their 
service which has always backed their sales. Their 
metal sheet factory is working night and day to keep 
pace with orders from users both at home and abroad 
and other departments have experienced two record 
months. 

* * * 

Moore’s Modern Methods, Ltd., whose address is 
changed from New Court to Modern Court, the author- 
ities renaming the square in which their factory is 
situated presumably after the name of the company, 
state that the temporary dislocation of office work 
caused by staff changes has made many business firms 
overhaul their routine and introduce improved 
methods, resulting in more sales of the M. M. M. equip- 
ment, which is primarily designed to eliminate all 
unnecessary effort in keeping records and accounts. 

And so we progress.—SSE 

(Note.—Unusually low temperature with arctic tinge 
has been affording Londoners a novel experience. Icy 
pavements have made getting about difficult. 

C. V. Speake of Acco, Ltd., one of the past chairmen 
of O. A. T. Association, broke his arm just below the 
shoulder in a fall and will have “six more” weeks in 
a hospital. Chairman W. G. Gledhill, on the sick list, 
has been in the hospital several weeks.) 


ee 
WREN TAKES A. B. DICK COMPANY LINE 

The House of Wren, First street and Broadway, 
Oklahoma City, has been appointed sole authorized 
distributor for Mimeograph duplicators, accessories 
and supplies, and authentic, up-to-date Mimeograph 
instructional help and mechanical service in Okla- 
homa City and seven central Oklahoma counties, in- 
cluding Canadian, Cleveland, Lincoln, Logan, Potta- 
watomie, Seminole and Oklahoma counties. 

H. H. Hickey, who in 1937 and 1938 worked out of 
San Antonio, Texas, as special supervisor for the A. B. 
Dick company, in a territory embracing parts of Okla- 
homa, Texas and Louisiana, and for the past year 
with Western Bank and Office Supply company, is 
manager of House of Wren’s Mimeograph department. 

Janie Shirley Meeks, who has been Mr. Hickey’s 
secretary for the past year, accompanied Mr. Hickey 
to his new headquarters. 

The House of Wren was established about a year 
ago by J. L. Wren Jr., who has been connected with 
the stationery business for eighteen years—-EVH 


—- 0 ee 
THORNTON GOES ON G. F. BOARD 
W. Wallace Thornton, of Butler, Wick & Company, 
has been elected a director of The General Fireproof- 
ing Company, Youngstown, to fill a vacancy on the 
board which has existed for some time, announced 
George C. Brainard, president—AK 
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The Guest Book 


Matt Corbett, manufacturers’ representative with 
headquarters in Los Angeles, was in Chicago, January 
29 and registered with the office of this publication by 
telephone. He had been active at the Chicago Furni- 
ture Market earlier in the month, went on to Rockford 
and on his return spent a day in Chicago before taking 
the night train to Denver, where he expected to go 
back to work the next morning. Matt is a salesman of 
more than ordinary ability. He is a deep thinker, too. 
He divides his time between household and office furni- 
ture and finds a lively demand for both classes. 


N. L. Hanna, sales promotion manager, Philip Hano 
Company, Inc., Holyoke, Mass., signed the Guest Book 
on February 2, while in Chicago for the purpose of 
contacting Hano dealers. Mr. Hano is a young man 
who has had special training in advertising and sales 
promotion work, as well as extensive experience in the 
sale and development of autographic register forms. 
He makes his headquarters in Indianapolis, and spends 
about three weeks of each month on the road. He 
reports dealer receptivity to the idea of selling business 
forms. His work finds expression particularly in the 
giving of counsel and suggestion to Hano representa- 
tives. 

Earl S. White, vice-president in charge of the west- 
ern division of Ames’ Supply Company, Chicago, and 
manager of the company’s San Francisco branch, gave 
us the pleasure of a call February 13. In Chicago for 
conference with headquarters, then to New York 
and other points East. “My educational trip to see 
our ribbons and carbons in the making and our rubber 
in the processes of manufacture.” Even the fast 
train to New York seemed a bit slow to Earl, “the only 
flying member of the Ames organization,” after the 
ride from the West Coast on the planes which he uses 
for all business trips in his territory. Twenty-nine 
years with the Ames Company in the San Francisco 
branch which he entered as freshman under the late 
Charles Ames, preceptor extraordinary and where by 
industry and initiative plus he has won all degrees 
and honors at headquarters. Earl always finds his 
way, but did get “lost” once. It happened at the Cen- 
tury of Progress Exposition in Chicago, at which the 
National Typewriter & Office Machine Dealers Associ- 
ation convention was held in 1934. It was not in “The 
Streets of Paris” but in the “Hall of Religion” he lost 
the point of the compass, but fortunately encountered 
a member of the staff of OA, who led the way to 
convention headquarters. 


ee 


$11,630,000 IN OFFICE SUPPLIES USED BY WPA 

Office supplies and equipment, including furniture, 
purchased for use by the Work Projects Administra- 
tion, cost a total of $11,632,000 from the time of the 
program’s beginning in July, 1935, through September, 
1939. Figures just released by the WPA show that local 
sponsors spent $6,462,000 and the Federal government 
$5,170,000 for purchases of this nature. 

Private employment made possible through the fab- 
rication and manufacture of this equipment reached 
a total of more than 19,000 man-months, the U. S. 
Bureau of Labor Statistics estimates. 

In addition to the employment created in manufac- 
turing these furnishings, other man-months of em- 
ployment were needed in the transportation indus- 
tries to haul the finished products from factories to 
project sites throughout the country. 

Total WPA purchases of supplies, materials and 
equipment during the 1935-1939 period amounted to 
$1,118,764,000. WPA orders for the varied products 
used on the projects made possible, according to the 
Bureau of Labor Statistics, 2,565,000 man-months of 
labor in their manufacture and fabrication alone. 
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J. L. SEITZ TO HEAD UEF OF CANADA 
Joseph L. Seitz, executive vice-president of Under- 
wood Elliott Fisher, Limited, and the Underwood El- 
liott Fisher Manufacturing Company, Limited, Cana- 
dian manufacturers and distributors of the Under- 





JOSEPH L. SEITZ 


wood typewriter, last month was elected president of 
both organizations. 

In both positions Mr. Seitz succeeds his father, the 
late J. J. Seitz, founder and for forty years head of 
the Underwood enterprises in Canada, who died in 
Toronto on January 12 and whose passing was re- 
ported in the February issue of Office Appliances. 

Mr. Seitz was his father’s closest associate. He at- 
tended De La Salle Institute, St. Michael’s college and 
the University of Toronto, joining his father’s com- 
pany as an office boy in 1898, the year in which the 
elder Seitz introduced the then revolutionary visible 
writing Underwood to the Dominion. 

For a considerable time Mr. Seitz served as a sales- 
man of typewriters and then as typewriter sales man- 
ager for the Toronto district. In 1920 he was promoted 
to vice-president in charge of national sales of type- 
writers, accounting and adding machines and office 
supplies through the company’s twenty-six branches. 
In later years he lifted from his father’s shoulders 
many of the general executive duties entailed by the 
administration of both companies. In addition he 
served as vice-president to his father’s presidency of 
the Peerless Carbon & Ribbon Company, Limited, of 
Toronto, and of A. D. Gorrie & Company, Limited, 
General Motors distributors in Toronto. 

In 1919 Mr. Seitz married Miss Wenonah Carroll of 
Toronto. They have four children. 


REMINGTON RAND PROMOTES 
DUNN AND HUFF 

Two members of the headquarters staff of Reming- 
ton Rand, Inc., Buffalo, N. Y., last month were pro- 
moted to higher positions effective immediately. The 
men are Robert M. Dunn and Robert V. Huff, who 
become sales manager for Remington bookkeeping 
and fanfold machines, and sales manager for adding, 
calculating and Dalton bookkeeping machines respec- 
tively. 

Mr. Dunn has been a member of the Remington 
Rand organization for twenty-two years, working up 
through the selling ranks as salesman, branch sales 
manager at Salt Lake City and Seattle and sales pro- 
motion manager in the home offices. He and Mrs. 
Dunn reside at 307 Huntington avenue, Buffalo. 

Mr. Huff joined Remington Rand eighteen years ago 
upon his graduation from the University of Cincinnati. 
He entered sales activities after several years in the 























ROBERT M. DUNN 


ROBERT V. HUFF 


company’s engineering department in Cincinnati and 
is widely recognized in the adding and calculating 
machine industry as a keen student of machines and 
methods. Mr. and Mrs. Huff live at 193 Greenaway 


road, Eggertsville. 
eee 


BUSINESS SURVEY TO BE RELEASED IN MARCH 

With first returns of Dun & Bradstreet business 
trend survey arriving after the distribution of more 
than 2,000,000 questionnaires, it is expected that the 
first estimates of the research and statistical division 
of the credit reporting agency will be available for 
distribution early this month. 
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QUICKEL JOINS HUTCHINSON COMPANY 
Tom Quickel, well-known in the office equipment 
and stationery trade for a number of years, last month 
was appointed sales manager of the Hutchinson Office 

Supply & Printing Company, Hutchinson, Kans. 
For a considerable time Mr. Quickel was president 
of the Thomas Quickel Company, Durham, N.C. After 
forming his own company, Mr. Quickel went to the 
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TOM QUICKEL 





Postindex Company, Jamestown, N. Y., where he 
served in the New York branch for a while, later to 
be appointed agency supervisor covering practically 
the entire United States. 

In December, 1937, he joined the Schooley Printing 
& Stationery Company, Kansas City, Mo., as sales 
manager. He is active in association work, being a 
member of the Midwest and Southwest Travelers Clubs 
and the National Association of Cost Accountants. 


RALLS CELEBRATES 25 YEARS WITH ROYAL 


On January 1, George G. Ralls, manager of the Los 
Angeles branch office of the Royal Typewriter Com- 
pany, Inc., completed twenty-five years of distin- 
guished service with that company and received a 
gold watch from Royal’s president, E. C. Faustmann, 
as a token of appreciation and esteem. 

Mr. Ralls first became associated with Royal in 1915 
as manager of the New Orleans office. From this post 
he was promoted a year later to the managership of 
the Atlanta office, followed in a short time by another 
promotion to the St. Louis office. 

On November 11, 1924, he went to the Los Angeles 





GEORGE G. RALLS 


office where he has remained to round out an impres- 
sive record of service. His talent for management and 
leadership coupled with inherent qualities of fine 
salesmanship and pleasing personality have won many 
friends for himself and for his company. 

On his twenty-fifth anniversary the entire Royal 
organization joined his host of friends in extending 
congratulations and best wishes for many more suc- 
cessful and happy years. 
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SMITH-CORONA PROMOTES FOLEY AND MILLS 


Two important sales staff changes affecting the 
company’s Chicago and St. Louis branches, have been 
announced by L. C. Smith & Corona Typewriters Inc. 
Herbert W. Foley, former St. Louis branch manager, 
becomes manager of the Chicago office, and Joe Mills 
takes the St. Louis post vacated by Mr. Foley. 

Mr. Foley entered the company’s employ in 1922 as 
a salesman. In May, 1926, he was made manager of 
the Portland, Me., branch where he remained until 
June, 1931. He then became manager of the Provi- 
dence office, which was then a district office under the 
jurisdiction of the Springfield branch. In October of 
the same year, Mr. Foley was made manager at Spring- 
field, and in May, 1932, was appointed to manage the 
newly-opened Providence branch. He has been man- 
ager at St. Louis since January 1, 1935. 

Mr. Mills joined the company as a salesman for the 
New York branch of the Corona Typewriter Company 




















JOE MILLS 


H. W. FOLEY 


in 1918. Following the consolidation with L. C. Smith 
in 1926 he was employed for several years by the 
Wholesale Typewriter Company of New York. He re- 
entered the employ of L. C. Smith & Corona as a 
Chicago salesman in 1936 and was later promoted 
a home office field representative, a position he re- 
linquished to take the St. Louis branch. 


oe 


THOMPSON ON LONG BUSINESS TRIP 

C. A. Thompson, vice-president of the Shipman- 
Ward Manufacturing Company, Chicago, late last 
month left on a lengthy business trip through the 
South and the West, which will keep him away from 
his office until about March 22. 

During his long journey, undertaken on behalf of 
his company, Mr. Thompson will visit Omaha, Denver, 
Billings, Mont.; Spokane, Seattle, Portland, Ore.; San 
Francisco, Los Angeles, Phoenix, Tucson, El Paso, 
San Antonio, Fort Worth, Houston, New Orleans, 
Mobile, Montgomery, Birmingham, Nashville and 
Evansville, Ind. 








EXCUSE US, Fie wee 


The article entitled “Office Machine Dealer Develops 
New Carrying Charge Formula,” which appeared in 
the February issue, contains two errors in the figures 
in the right column on page 22. The formula for fig- 
uring the carrying charge was given as $10.00 x 0.15 
x 66 $9.90. This should have read $10.00 x 0.015 x 66 
$9.90. Immediately following the formula, reference 
was made to the total contract as being $109.00, when, 
of course, it should have been $109.90. The correct 
figures are given here in the hope that any confusion 
will be removed from the minds of readers, 
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MEETINGS—CONVENTIONS— DINNERS 








ANNUAL BANQUET OF THE NATIONAL SCHOOL SUPPLIES AND EQUIPMENT ASSOCIATION 


NATIONAL SCHOOL ASSOCIATION HOLDS 


CHICAGO CONVENTION 


Featured by a fine display of products, an election 
of officers and a record attendance of buyers, the 
twenty-third annual convention and business show of 
the National School Supplies & Equipment Association 
was held at the Palmer House, Chicago, from February 
19 to 22. 

The entire tenth floor of the hotel was taken over 
for the display of manufacturers’ products, which was 
one of the most complete in recent years. Each com- 
pany made its display in individual rooms with a 
number of company representatives in attendance for 
the purpose of showing and demonstrating their prod- 
ucts. On the floor, outside the elevators, was a large 
sign listing the exhibitors while a number of smaller 
placards, spaced through the halls, pointed the way 
to the various display rooms. 

As in previous years, the exposition included several 
company displays of manufacturers well known in the 
commercial stationery and office equipment field. 
These, in keeping with the general show, confined 
their exhibits to material, machines and equipment 
germane to the school supply industry. Included un- 
der this category were desks, chairs, duplicating ma- 
chines, world globes, fasteners and staplers, pencil 
sharpeners, inks, stationery, lockers, pens, etc. 

Among the displaying companies in the office equip- 
ment field and those who were in attendance were 
the following: 

Ace Fastener Corporation, Chicago.—Staplers, tack- 
ers and fasteners in many styles and sizes. W. E. 
Smith and H. A. Sturdevant. 

Automatic Pencil Sharpener Company, Chicago.— 
Pencil sharpeners in a number of models. C. E. Davis 
and J. J. Rama. 

Binney & Smith Company, Chicago—J. F. Hanley, 
H. J. MacNeill and E. B. Skedden. 

The Carter’s Ink Company, Boston, Mass.—Inks, 
mucilages and kindred products. J. L. Donahue and 
K. H. Kiesel. 

George F. Cram Company, Indianapolis, Ind.—Show- 
ing world globes. L. B. Douthit. 

Ditto, Inc., Chicago.—Ditto duplicators and supplies. 
Frank Gregor and others. 

Joseph Dixon Crucible Company, Jersey City, N. J. 
—The Dixon lines of lead pencils for school and office 
use. H. B. Van Dorn and C. P. Mueller. 

Durabilt Steel Locker Company, Aurora, Ill.—Several 
models of steel lockers for school use. R. J. Duff and 
J. Strever. 

Eagle Pencil Company, New York.—Showing pencils 


for school and office purposes. C. M. Davis and J. H. 
O’Donnell. 

Esterbrook Pen Company, Camden, N. J.—Various 
lines of the company’s pens for the use of the school. 
J. Bonno, R. B. Gingland and R. N. Wood. 

The Heyer Corporation, Chicago.—Heyer duplicators 
in Many models and Sizes. S. E. Gregory, G. H. Herr- 
mann and W. H. Kurth. 

Charles M. Higgins & Company, Inc., Brooklyn, N. Y. 
—Inks, mucilages, glues and kindred items. Harry 
Tehan and C. J. Bradley. 

C. Howard Hunt Pen Company, Camden, N. J.—Sev- 
eral types and grades of pens. A. E. Eadon and J. G. 
Kolb. 

Ideal School Supply Company, Chicago.—School sup- 
plies of every type for various educational institutions. 
C. Parker. 

Imperial Desk Company, Jasper, Ind.—School desks 
in a number of grades and sizes. Norman Gerth. 

Indiana Desk Company, Jasper, Ind.—Desks for 
schoolrooms in a number of sizes and styles. A. F. 
Krieg. 

Jasper Chair Company, Jasper, Ind—School chairs 
in various styles and types. L. T. Koerner, G. A. Litch- 
field, W. H. Brown and A. Barth. 

Jasper Seating Company, Jasper, Ind.—Chairs and 
other seating accommodations for the school. W. J. 
Gosman, L. H. Farber, E. J. Mitchell. 

Lyon Metal Products, Inc., Aurora, Ill.—Steelart fold- 
ing furniture for the school. L. S. Conger. 

New Indiana Chair Company, Jasper, Ind.—Chairs 
for educational institutions. E. J. Beckmann. 

Norcor Manufacturing Company, Green Bay, Wis.— 
Steel equipment and several school items. Al Kruger. 

Seneca Falls Rule & Block Company, Inc., Seneca 
Falls, N. Y.—Rulers and desk equipment for the school. 
G. D. Hills. 

Speed -O-Print Corporation, Chicago.—Speed - O - 
Print duplicating machines and supplies. S. Graff. 

Superior Type Company, Chicago.—Rubber stamps 
and similar items. A. C. Dent. 

Tell City Chair Company, Tell City, Ind.—School 
chairs in several grades and styles. J. H. O’Toole. 

Victograph Corporation, Chicago.—Duplicating ma- 
chines and supplies. D. S. Agnew, K. W. Carr and 
E. J. Worthington. 

Weber-Costello Company, Chicago Heights, Ill.— 
World globes for school and office. W. E. Costello, C. F. 
Opie, W. F. Scarborough, N. H. Slattergren and F. F. 
Weber. 

Weis Manufacturing Company, Monroe, Mich.—The 
Weis lines of school equipment and furniture. K. E. 
Castle. 
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Wolber Duplicator & Supply Company, Chicago.— 
Duplicating machines and supplies. M. J. Dacy. 

Founded in Kansas City by a group of distributors 
of school supplies and equipment, the association is 
in its twenty-fourth year and is under the general 
supervision of J. W. McClinton, who maintains perma- 
nent offices in the shop section of the Palmer House. 
During its lifetime the organization has fostered two 
objectives—to create a better understanding between 
distributors and manufacturers and between distribu- 
tors and the heads of all types of schools. 


Association Aims 


Through the years the association has stressed upon 
sales representatives of distributors the importance 
of learning at first hand the wants of the American 
school. The salesman, it is claimed in the association’s 
doctrine, is not merely a seller; he must be capable 
of advising the school superintendent of the type of 
equipment he needs, even to drawing specifications. 

“We try to teach the salesman that he owes a cer- 
tain type of service to the school head, especially the 
superintendent of the smaller school,’ Mr. McClinton 
explains. “It is seldom that the smaller school head 
has the time or ability to analyze products and deter- 
mine whether or not they properly suit his needs. 
That is where the successful and well versed salesman 
can give invaluable advice. 

“The salesman can, if he knows how, show the 
school superintendent how and why the product he is 
selling can benefit his school. He can show him how 
it fits into his school work, benefitting teacher and 
pupil alike. And this is precisely what we strive to 
teach the man who sells.” 

Mr. McClinton also explained the aims of the asso- 
ciation insofar as producer-distributor relations are 
concerned. In addition to bringing the problems of 
each group before the other so that each may know 
thoroughly the difficulties confronting the opposite 
side, he explained, the organization has also devoted 
a great deal of time to creating a better relationship 
between competitive groups in the school supply field. 

“We have also, through surveys and institutional 
advertising, sought the good will of the schools,” Mr. 
McClinton concluded, “with considerable success. We 
have taught them to stabilize their buying and to buy 
through legitimate distributor outlets the products of 
responsible manufacturers.” 

When a representative of OFFICE APPLIANCES was 
visiting with H. C. McPike in the exhibit of Weis 
Manufacturing Company a gentleman stepped into 
the doorway and announced himself as Frank Hag- 
gerty. As the representative turned around he recog- 
nized the visitor as an old golfing companion. A 
brief comment on golf led to reference to other 
sports, including football. It developed in the con- 
versation that both Mr. McPike and Mr. Haggerty 


61 


played professional football as young men—Mr. McPike 
with a Wabash, Ind., team, Mr. Haggerty with a team 
in Chicago. Mr. Haggerty has served as football 
referee at leading universities in all parts of the 
country. The experience of these two men indicates 
that professional football is not nearly so new as 
most people think it is. Until his football record 
emerged from the mothballs Mr. McPike has been 
known out of hours for his golf and ping-pong, at 
which he displays no mean ability. 

The officers who will head the National School 
Supplies & Equipment Association for 1940 are: 

President, Hugh McCord, Nashville Products Com- 
pany, Nashville, Tenn.; vice-president, S. A. Christen- 
sen, Sioux Falls Book & Stationery Company, Sioux 
Falls, S. D.; treasurer, William A. Parker, Ideal School 
Supply Company, Chicago, and recording secretary, 
Frank Bruce, Bruce Publishing Company, Milwaukee, 
Wis. Mr. McClinton remains as executive secretary. 


The Banquet 


The annual banquet was a happy affair in which 
about 500 people participated. Following the dinner, 
which was interspersed with music and attractive 
professional entertainment, President George Colborn 
of Colborn School Supply Company, Grand Forks, 
N. Dak., called the meeting to order. After brief com- 

(Turn to page 101, please) 
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N. Y. STATIONER-GOLFERS HOLD MID-WINTER 
DINNER 

Responding to the invitations of the Stationers Golf 
Association of New York, over one hundred members 
and friends gathered together on January 31 at the 
Aldine Club, 200 Fifth avenue, New York City, for the 
mid-winter informal dinner party. After a brief hour 
spent around a cocktail bar at which Confucius took 
an awful lot of punishment, as well as the other 
standard targets of the jokesters, dinner was served 
and the boys, gathered around the tables, knew just 
what to do with it—which they did without further 
ado and with utter promptness. 

Ray. Weissenborn, General Pencil Company, chair- 
man of the dinner committee, spoke briefly in welcom- 
ing all of the members and guests, and turned the 
meeting over to Lou Tavernier, Fulton Specialty Com- 
pany, president of the Stationers Golf Association of 
New York. 

Mr. Tavernier reiterated the welcome of the former 
speaker, and in his own congenial manner, thanked 
the boys for the splendid turnout. And assured them 
that before the evening was over he felt certain they 
would feel well recompensed. In closing, he called for 
a few words by Eberhard Faber, who responded in his 
own inimitable way, saying that he was very happy 
to be able to be there and hoped all would have a 
very pleasant evening. 





MID-WINTER DINNER OF THE STATIONERS GOLF ASSOCIATION OF NEW YORK 
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KANSAS BOOK DEALERS IN SESSION AT 24TH ANNUAL CONVENTION 


President Phil M. Anderson addresses the assembled 
delegates at the twenty-fourth annual convention of 
the Kansas Book Dealers Association in Topeka in a 
session chamber lined with products of exhibitors. De- 
spite a severe snowstorm delegates turned out nearly 


KANSAS BOOK DEALERS HOLD 
TWENTY-FOURTH ANNUAL 
By Ann Galt 

Three things are traditional about the Kansas Book 
Dealers Association: first, that they shall meet in 
annual convention at Topeka, the first Sunday, Mon- 
day, Tuesday following Valentine’s day; second, that 
there shall be a snowstorm on these dates; third, 
that Phil M. Anderson, perennial president, shall be 
reelected. 

True to precedent, the 1940 meet, February 18-20, 
staged a statewide snow storm, in spite of which 
ninety dealers and travelers made it to Topeka. And 
reelection included, not only President Phil, doing 
time for the twentieth consecutive year, but all of the 
other officers: John A. Crow, Topeka, vice-president; 
George Geiger, Leavenworth, secretary-treasurer; Mary 
S. Anderson, acting secretary-treasurer, and the full 
slate of directors. 

As befits the crucial economic picture of 1940, the 
program arranged for the convention covered mer- 
chandising, legislation, accounting, taxes, new items 
in the stationery and book field, and organization 
matters. Bigger and better than ever before in the 
Kansas Book Dealers’ conventions, was the exhibit of 
manufacturer and jobber lines. Ninety-three separate 
exhibits lined the convention hall, many of them with- 
out attendants, but bringing to the Kansas retailers a 
highly visible picture of what’s what in stationery and 
book lines. Attendance prizes were supplied by many of 
the houses represented in the Show. 

President Phil brought in state and federal speakers 
to clarify vexatious questions on federal Social Security, 
state unemployment compensation, and labor regula- 
tions for Kansas. From their talks and replies to ques- 
tions came these points of information: 

Dealers are reminded to give every clerk a bill of 
his work, the same as a customer. 

Benefit payments begun January, 1940 from federal 
Social Security, are reducing the necessity of public 
support, with eligibility based on wage records, and 
payments being large enough to replace earning power. 

Social Security will sometimes include the man who 
owns his business and works for himself. 


100 strong. (Inset) President Anderson and his famous 

bell with which he calls ‘em to meeting, lunch and din- 

ner and maintains order with a harmonious tinkle in- 
stead of a rapping of a gavel. 


The arbitrary number of seven employes has resulted 
in some unemployment because some retailers let a 
man go or refrained from hiring help really needed. 

Under the Kansas labor code, women employes may 
be worked ten hours on one day a week, but only one, 
even if overtime is paid. This aids the wheat counties 
to give service during harvest. 

Men under the unemployment compensation must 
be available for work following their dismissal, and 
must take suitable jobs offered. 

Students are not available for most 
should not claim unemployment. 

Father, employed by son, is not counted in the force; 
nor is a man’s wife. Children employed are exempt 
until twenty-one, then must be listed and paid wages. 

Night watchmen who shake the doors are listed as 
employes. 

Carpenters working under merchant’s direction are 
employes, if operating independently on a contract 
basis, are not so considered. 

Draymen, window washers, snow shovelers are ex- 


empt. 


work, and 


Salesmen Address Meeting 

Phil Anderson is that rare chairman who can invite 
manufacturers’ representatives to speak on his pro- 
gram, and be assured they will not violate good taste 
by self-advertising for their own lines. Many of the 
best merchandising suggestions before the conven- 
tion came from salesmen and sales managers. 

“Because the gift market is a hundred times big- 
ger than the commercial pen market, the matched 
set of pen and pencil is a natural,” H. E. Waldron, 
W. A. Sheaffer Pen Company, told the KBDA mem- 
bership. “Show customers a pen out of a set; if they 
do not add the plus sale of a pencil themselves, sug- 
gest that if they come back for the next occasion, and 
fill out the set with the pencil, they receive the lovely 
box at no cost. Pens, being mechanical, should be 
serviced, and this will add traffic and sales to the 
dealer who prepares to do this work locally.” 

Warning the Kansas dealers not to be a “shoe- 
maker’s daughter” and sell accounting materials with- 
out ever having any themselves, Ralph Maneval, A. W. 
Faber, Inc., member of the accounting committee of 
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the N. S. A., declared that net profit should be taken 
first, in figuring mark-up. Stock records must be kept, 
he pointed out, to get a definite turnover figure. One 
dealer visited by Mr. Maneval, had five lines of draw- 
ing pencils in stock—a 4% years supply, and almost 
never sold any! Another carried eight pencil lines, 
with six different brands but similar five-cent pencils. 
With a clear buying record, this would not have 
happened. 

Kansas dealers were told in detail just how they 
can tie in with the Book-of-the-Month Club, as a 
merchandising proposition, by Frank L. Magel, of 
the organization. Some dealers allied themselves with 
the plan. 

For the occasional user, a small $1.50 stapler will 
do the job, according to Carl Kaufman, of the Speed 
Products Company; but he warned dealers to Sell 
most users a standard machine, on which they would 
protect the user, and save him money by lower 
prices for staples. Too high a price on staples forces 
regular accounts into the peddlers’ hands. Mr. Kauf- 
man urged the Kansas stationers to look for new 
markets in manufacturing plants, no matter how 
small, and to angle for big prospects which might be 
handled through the home company whose products 
they were promoting. 

Among the Kansas speakers, Frank Pinet spoke for 
the State Reading Circle books, and pledged his word 
that third-class cities will henceforth not be granted 
credit extension by the Topeka office, since this is the 
only inducement a local dealer can offer—thirty days 
—and needs this pull to bring in the teachers and 
school boards. 

From the State Department of Education, George 
McClenny announced his current publication of a 
teacher course and guide which stresses more definite 
assignments in textbooks, and makes it obligatory, as 
under the state law, that textbooks should be pur- 
chased and made the basis of all study. The growing 
trend to workbooks can mean business for the dealer 
who goes out for this volume. Reference books are 
encouraged, and vital to good work, said the State 
Superintendent; but not to take the place of re- 
quired texts. 

Sister associations provided speakers; President Par- 
amore of the Topeka Trade Independent Association 
spoke on the independent and what he means to his 
community. Mr. Paramore, a food dealer, cited in- 
stances of Topeka children being sent home from 


PARKER PENMEN AT CONVENTION 
HEADQUARTERS.—Gathered outside the 
company’s offices in Janesville, Wis., are 
shown the delegates to the Parker Pen 
Company's three-day convention, Janu- 
ary 2 to 5. In the center of the front 
row is Kenneth Parker, president of the 
company. The meeting Was reported in 
the February issue of Office Appliances. 
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school with a written list of items for their work 
which might be purchased from any one of four 
national chain stores mentioned and no independents 
named. He stressed the importance of the dealer, his 
family, and every one of his clerks trading independ- 
ent. And he declared that if a chain competitor is 
selling a frankly inferior article, which customers quote 
constantly, it is well to buy this and use it for com- 
parison in the store. 

From the Kansas Druggists’ Association, Mrs. C. B. 
Miller spoke on legislation confronting both groups. 
Having fair trade in good operation, the next step is 
a loss leader law, which may be passed, since there is 
a clean slate this year and some of the old fighters 
will not be back as lawmakers. Lobbying is justified 
and necessary, and the trade association which does 
not read every morning’s bills, fine print and all, may 
find itself penalized by a tax-hungry legislature. 

Following a tip from OFFICE APPLIANCES news cover- 
age that Oklahoma stationers had brought about the 
removal of the state sales tax from wrappings and 
twine, the Kansas group began work on Similar 
action in this state. E. A. Detrich, a big retailer near 
the Oklahoma line, reported for his store a cost 
during 1939 of $862 for paper, twine, and cartons, 
including some extra help for sales tax records, and 
declared that the state is getting as much profit from 
merchandised goods as the retailer. Mr. Detrich’s 
records show $400 a year cost of collecting his sales 
tax. On his motion, the delegates voted to petition 
the Sales Tax Commission to vacate the two per cent 
on wrappings and allow five per cent for collection of 
the sales tax. 

Other resolutions suggested by Director Charles L. 
Mitchell, Crane & Company, and passed, incluaed: 
that the retailers instruct the president to express 
to each exhibitor the appreciation of Kansas for the 
outstanding demonstration; that the president and 
secretary ask various pen manufacturers to work with 
dealers in readjusting old lines and keeping stocks 
current in both pens and pencils; that every mem- 
ber be alert to hold the Fair Trade legislation intact: 
that membership in the National shall be maintained; 
that the twenty-fifth annual K. B. D. A. convention, 
shall meet in Topeka, February 16, 17, 18, 1941. 

H. D. Lee was awarded the 1940 K. B. D. A. contract 
to supply the Association’s control line of notebooks, 
fillers and tablets. Mr. Garver, Winfield book dealer, 
headed the buying committee. 
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NORTHERN NEW JERSEY STATIONERS MEET 
WITH GARVIN 


Friday, February 9, at the Hotel Douglas, Newark, 
N. J., a representative group of stationers from North- 
ern New Jersey gathered together with representatives 
of manufacturers to greet Charles P. Garvin, general 
manager of the National Stationers Association. 

After everybody had been introduced, and had in- 
troduced himself, the afternoon session was opened 
with Nelson T. Boise of Plainfield, N. J., as keynoter, 
who launched into a series of suggestions both for 
the conduct of the present meeting and for continua- 
tion in a permanent organization. Mr. Boise stated 
that it was his hope that the chief aim of every trade 
association in obtaining a cohesion between all mem- 
bers and factors in that trade could be accomplished. 
He went on to say that one of the main benefits in 
association activity was the development of friend- 
ships. Inasmuch as everybody in the industry had a 
common cause—and could meet on a common ground 
—it was a worthy undertaking to attempt to better 
the relationships between all factors in the trade. 
And so, he said, they came before the group today 
with some positive ideas to help the stationery 
industry. 

Mr. Boise then introduced Mr. Garvin as the king- 
pin of the stationery trade, citing his long experience 
in organization work. 

Mr. Garvin inaugurated his talk of the afternoon 
by indicating his keen interest in the presentation 
of Mr. Boise, because it was good common sense. He 
charged the group to start to wrestle with the prob- 
lems which, he termed, were necessary to industrial 
advancement. He suggested that the discussion of the 
problems be followed through to logical conclusions 
and not bog down in the middle. The great enemy 
of the stationery dealer, the traveling man, and the 
manufacturer is not to be found among themselves 
but outside. 

“This business cannot fail to grow as long as the 
country grows. People must have what we have to 
sell,” contended Mr. Garvin. Looking back, he said he 
had seen this business grow from practically nothing 
to the tremendous size it is today. To give some 
idea of the work to be done ahead, he said the 
replacement market was so great we could all work 
hard for five years and still not get up-to-date. Every 
morning at eight o’clock, when people go to work 
and open the doors of their offices, they start using 
materials we make and we sell. 

Mr. Garvin called on Louis Caracci, governor of the 
14th district, and president of the New York Sta- 
tioners, to present greetings from that group to the 
Northern New Jersey stationers. 

Mr. Caracci devoted his entire but brief talk to 
the advantages to be accrued from what he termed a 
“good neighbor” policy. He exemplified this with a 
story about several representative citizens who wanted 
a new railroad station in their town and, after a 
great deal of delay, got it by, first, banding together 
their efforts in a “good neighborly” manner and 
then calling upon the railroad executives in a body 
with a courteous but insistent request. The speaker 
declared that a “good neighbor” policy, whether appli- 
cable in international politics or in “your own home 
town” has accomplished much and will accomplish 
more. 

The next speaker was J. S. Sprott, president of 
The Globe-Wernicke Co., Cincinnati, Ohio. 

Upon introduction, Mr. Sprott emphasized the fact 
that price and price conditions are largely creatures 
of our own minds. From his personal experience in 
years of association work, he concluded that the main 
requirements are patience and thought. “They always 
result in improved conditions,” he said. He believes 
it is necessary for all within the trade to strive for 
the ideal collectively and continuously. His personal 
experience indicated that it was best to have as strong 
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PERFECT COMPANIONS for the new streamlined office 
desks, these fine office chairs present style and smartness, 
impressive and sales stimulating. They offer restful, sooth- 
ing comfort and a strength of materials and construction 
that makes for lifetime service. The wide variety enables 
you to recommend a selection that will harmonize with the 
office interior engaging your attention. The installation 
completed will be a credit to your judgment. 


More than fifty genuine leather upholstered office chairs 
are shown in our catalog, together with a representative 
group of all wood office chairs, made in solid walnut, quar- 
tered oak and birch, also posture chairs, tablet and jury 
chairs, stools, etc.—for every office seating need, here is 
available THE RIGHT CHAIR AT THE RIGHT PRICE. 


Select a few Jasper Chair Co. numbers for your 
window and floor displays. Begin now to share 


their popularity. Write for catalog. 


JASPER CHAIR CO. 


JASPER, INDIANA 
REPRESENTATIVES 


Geo. A. Litchfield, Sales Mar. 


W. H. Brown, (Chicago-Midwest), James S. Fowls, (Southern) 
6708 Glenwood Ave., Chicago 3414 Euclid Heights Blvd. 
(Phone ROGers Park 3644) Cleveland, Ohio 


S. H. McDonald (West) R. J. Freeman, (Eastern) E. W. Thomas, (South- 
west), 3004 Mountain 
Ave., Apt. No. 2, 

Seattle, Wash. New York, N. Y. Birmingham, Ala. 


405 Orpheum Bldg. 505 Fifth Ave., 
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Seating for the Entire Office is Here! 


It’s office news of importance—phone it—tell it. The story 
of adjustable aluminum seating that is Duty-Matched to 
the work and Comfort-Matched to the individual insures 
GF representatives a welcome in the progressive business 
office. 

Since no two people are exactly alike physically, seating 
must be personalized for working comfort. Chairs must 
be adjustable to individual and matched to the job. 
Incorrect seating always has been a payroll waste — 
exacting a heavy toll in employee mental alertness due 


to physical discomfort. 


There is now an Adjustable GoodForm chair for the guid- 
ing heads of business and another for management and 
chief executives. There is a chair for heads of departments 
and divisions and another for those who contact custom- 
ers and translate the facts of business. There is an adjust- 
able chair for office production workers and one for the 
typist, secretary and machine operator. 

GF gives to its representatives a complete story of Voca- 
tional Seating in aluminum for the office. Of course it’s 
news—and of a kind that’s worth telling to every customer 


and to every prospect. 


If GoodForm Aluminum Chairs are not being sold in your City— 


Write for Details of Dealer Proposition: « - 
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an association as possible, working all the time. “Col- 
lective effort,” he said, “is fundamental in human 
relationship.” 

At the conclusion of Mr. Sprott’s address, Mr. Garvin 
called for an “Information Please” forum in which 
many of the burning questions of the time were dis- 
cussed by the question and answer method. 

Dinner followed with about 150 present, after which 
Mr. Boise again introduced Mr. Garvin, presenting 
his thanks for the splendid turn-out that came to 
listen to the celebrated speakers. 

Mr. Sprott was again introduced and spoke of his 
appreciation as a manufacturer of the retail dealer 
salesman. Twenty years ago, he said, the principal 
sport of a meeting of this kind was for the manu- 
facturer to damn the retailer and the retailer to 
damn the manufacturer. He thought it was very 
encouraging progress that manufacturers, dealers and 
salesmen can sit around a table and frankly discuss 
the mature problems of the industry. The best plan 
possible, he said, was to put the cards on the table 
right side up, and that more progress could be made 
by discussing problems openly and frankly. It is his 
opinion that all manufacturers and all dealers are 
endeavoring to reach the same goal. And, he said, 
the easiest way to obtain it is by collective action. 

Charles H. Everly of OFFICE APPLIANCES was then 
introduced as a pinch-hitter for Harvey Rockwell of 
the Yawman and Erbe Manufacturing Company. Mr. 
Everly presented the address Mr. Rockwell would have 
presented had illness not detained him in his home 
town. 

The address was confined principally to the business 


vr ye | 
ANNUAL BANQUET OF THE NEW YORK OFFICE APPLIANCE MANAGERS ASSOCIATION WHICH WAS 
REPORTED IN THE FEBRUARY ISSUE 


OFFICE APPLIANCES 


GATHERING OF THE MURPHY CLAN.— 
Once a year, at the Furniture Mart, Chi- 
cago, the entire sales staff of the Mur- 
phy Chair Company gathers for the an- 
nual furniture show and this year they 
ganged up for a picture. Those seated 
(they have 20 years of service each) are 
(L to R) C. D. Miller, C. G. Franklin, Mrs. 
H. D. Blake, R. J. O'Malley, sales manager; 
J. L. Smith, W. A. McConnell and H. J. 
Brown. (Standing) H. D. Blake, David 
Fried, W. L. Smith, F. L. Wehrhan, A. K. 
McMackin, G. R. (Doc) Cook and A. J. 
Schuster. (In front) S. I. Lubin, J. B. Bel- 
nap, C. J. Bergers and E. V. Smith. 


of salesman training, a subject with which Mr. Rock- 
well is thoroughly familiar. The choice of salesmen, 
his paper said, was based on the following character- 
istics and background: 1. A pleasing personality; 
2, a good family background; 3, at least a moderate 
education; 4, courage; 5, ambition and 6, a capacity 
for hard work. 

A salesman should know: How his product serves 
and benefits those who buy it; how the product is 
made—its advantages and limitations; the personali- 
ties of his prospective customers. He should have: 
Confidence in himself; poise; the ability to find (and 
get on) the same level as his customer; the habit of 
planning his calls. 

In concluding, the paper advocated for sales man- 
agers the inclusion of the following rules in their 
training: 1. Teach salesmen to bring their problems 
to the boss—not the outsider. 2. Encourage them to 
bring in suggestions and to contribute to the wel- 
fare of their organization. 3. Train them to be cour- 
teous to every member of the organization upon whom 
they may call—the office boy of today may be the 
buyer of tomorrow. 

Elisha Waterman of the L. E. Waterman Company 
was then introduced. He launched into a discussion 
of advertising and merchandising in its earlier stages. 
Any responsible manufacturer today, he contended, 
is trying to do his utmost for the retailer, so the 
retailer will make the most sales from which every- 
body will derive a profit. The manufacturer must 
contact his dealers who are responsible for the sales 
of his merchandise through his salesmen. 

Bob Thomas, of Lucas Bros., Baltimore, Md., gov- 
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THERE IS A STEADY DEMAND FOR 
USEFUL G/W OFFICE ACCESSORIES 
TO SPEED UP BUSINESS ROUTINE 


Almost every customer is a prospect for the many fast- 
moving Globe-Wernicke office accessories that make work 
easier, save time and money. These ‘“bread-and-butter’’ 
TAB GUIDES 3 ; , 

items assure the dealer of a good profit plus rapid turnover 
Tabs are set at easy-reading 
Ebates -Wie) a Co MAES Batol -> baler 
always visible. Inserts are 
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of his stock. 
Be ready to supply the steady demand of your trade. Write 
for catalog, prices and details of our attractive proposition 


to dealers. 
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file sizes. 
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ernor of the third district, was the next speaker and 
confined the greater portion of his talk to a delinea- 
tion of the plans that his company employed in the 
handling and compensation of their salesmen. He 
has learned that they could obtain more sales infor- 
mation from the manufacturers’ representatives than 
they could get from any other source. ‘These fel- 
lows,” said Mr. Thomas, “will talk to you or your 
sales force any place or any time you want.” Dis- 
cussing sales meetings, Mr. Thomas said, their experi- 
ence indicated the best time for sales meeting of all 
their salesmen was on Saturday between twelve and 
one. 
ie a ier a aa 


BOSTON STATIONERS HOLD ANNUAL BANQUET 


With more than 200 members, their ladies and 
friends in attendance, the Boston Stationers Associ- 
ation held its fifty-second annual banquet at the Hotel 
Statler, February 13. 

As the guests arrived they were greeted by Associ- 
ation President George R. Hayes while Banquet Com- 
mittee Chairman Ted Bracken and his committeemen 
continued a fine job by making everybody feel at home 
and ready to enjoy an evening of fun and entertain- 
ment. 

After complimenting Mr. Bracken on the capital 
way in which he had attended to all details, President 
Hayes also thanked the New England Travelers Club 
(of which Mr. Bracken is president) for the aid of its 
members in making the annual banquet a success. 

Rhys Llewellyn, governor of District No. 1, spoke 
briefly. He emphasized the need for brevity by telling 
the story of the deaf man, whom the doctor told would 
have to give up drinking or he would go completely 
deaf. Whereupon the man replied, that he liked what 
he drank better than what he heard, so he kept on 
drinking. 

Mr. Llewellyn extended a cordial invitation to every- 
one to be at the June meeting of his district where 
the keynote will be “Selling.” He also announced that 
the meeting would be held at the Maplewood Club, 
Bethlehem, N. H., which is in the White mountains. 

Charles P. Garvin, generii manager of the National 
Stationers Association, then addressed the meeting and 
told them of the fine gathering they had held at Hart- 
ford the day before in connection with the Connecticut 
Valley Association annual meeting, and pointed out 
that many unusual things were going on in Wash- 
ington and that tremendous influences were at work. 
He referred to a statement made by a Polaroid repre- 
sentative at the Hartford meeting who told about 
things that they did not know could not be done so that 
they just went ahead and did them. In his reference 
to this statement, he said that if those in attendance 
got nothing else worth while, this much at least was 
worth the trip. 

Mr. Garvin complimented the youth of America who 
had sense enough to stay at home and grab off jobs 
instead of going to Washington and trying to tell the 
government what they had to do for them. He also 
criticized such text books as are used in schools today 
which make the business man the villain in the drama 
of life. His reference to this particular matter was in 
the direction of urging all to take more active interest 
in stopping things that tear the world apart. Mr. 
Garvin then commented on the advantages those who 
live in the United States of America have over those 
in other nations and emphasized that “Building Up 
America” is not dead. “We are going further and 
further in the fabulous forties because we are going 
to concentrate on our problems and keep on going 
ahead.” 

Following the speech making the guests turned to 
the business of having a good time with all the good 
music for dancing on tap for the balance of the eve- 
ning. 

Those who worked hard for the occasion as members 
of Mr. Bracken’s committee were: Malcolm Dresser, 
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WHAT'S ALL 
THE NOISE 
ABOUT? 


It’s the cheering that greets the “Quiet” PREMIER 
For “noise conscious” business welcomes 







Noiseless! 
the “Quiet” and 50% lower than new price. Progres- 
sive dealers cheer because they make extra sales and 
profits with the durable, economical, “Hushed” 


PREMIER Factory Rebuilt Noiseless. 








Write today for facts about the “Trend to Noiseless.” 


PREMIER—NOISELESS REBUILT No. 10 


The PREMIER Rebuilt 
No. 10 is the latest and 
most modern Premier 
Factory Rebuilt. Com- 
bining famous Noiseless 
features with up-to-date 
appearance it’s a value 
hard to beat. Has all 
the exclusive features 
found in the new No. 
10. It’s the world’s 
greatest rebuilt value. 
Investigate right now. 























PREMIER Rebuilt No. 6 
is remanufactured with 
factory accuracy. It is 
priced to attract busi- 
ness from firms desiring 
“Quiet’’ and “Quality” 
at very reasonable cost. 
Attractive in appearance 
with its new crinkle 
finish. COSTS NO MORE 
THAN ORDINARY RE- 
BUILTS. Why be satis- 
fied with less? Inquire 
today. 






“ALL MAKE” ROUGHS 


We can supply typewriter dealers with a complete line 
of ALL MAKE ROUGHS. Roughs supplied by 
AWMCO are guaranteed to be complete as to parts, 
in working condition, with good enamel and no rust. 


Inquire at our nearest branch or write direct to 
New York for new, low prices. Seventeen convenient 
branches from coast to coast. 





AMERICAN WRITING MACHINE CO. 
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Our service on Special sizes of Liberty 
Permanent Storage Binders surprises the 
daylight out of Dealers who try it for the 
first time. 


“Imagine it,’’. . . you hear them say... 
“Any size you want, made to order, deliv- 
ered promptly, ove or a thousand, at less 
than ‘nominal’ cost. What a sweet profit- 
item for the trade!” 


Yes sir! it’s a fact. If no one of the 20 
Stock sizes of Liberty Binders meets your 
customer’s particular requirement, we 
make him one that wi// before you can say 
“income tax.” Try us! 


Miniature samples of Liberty Binders are 
available for pushing this year-round profit- 
maker. Binder season is right now—and all the 
time. Write for miniatures for your salesmen’s use. 
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Daniel L. MacDonald, Harry Chandler, Joseph P. 
Murphy, Arthur L. King, J. A. Armington, James T. 
Towhill, Roscoe P. Todd, Frank Fisher, Ben Willander, 
Charles Anderson, Al Rebhan, Fred H. Salmen, Court 
Worth, Jim Hobart and Gordon Walker. 
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CONN. VALLEY STATIONERS RE-ELECT McGAR 

As Stanley McGar, John F. Molloy Company, Mer- 
iden, president of the Connecticut Valley Stationers 
Association, pounded the gavel to declare the twenty- 
second annual meeting of the association in order, the 
Egyptian room of the Hotel Bond in Hartford was well 
filled on Monday, February 12. These Valley boys are 
always on the job, and it is very refreshing to have 
the opportunity to spend a day in their midst. 

The secretary’s report was read by S. Ford Chidsey, 
Bradley and Scoville, Inc., New Haven, followed by a 
report of Chairman Elmer W. Pape, Adkins Printing 
Company, New Britain, of the nominating committee, 
who proposed the following slate which was promptly 
and unanimously declared the choice of the meeting: 

President, Stanley McGar, John F. Molloy Company, 
Meriden, Conn.; vice-president, Elmer W. Pape, Adkins 
Printing Company, New Britain, Conn.; vice-president, 
James E. Feeley, Springfield Office Supply Company, 
Springfield, Mass.; vice-president, Donald D. Mac- 
donald, Bradley & Scoville, Inc., New Haven, Conn.; 
vice-president, Arthur Shearman, Boorum & Pease 


| Company; secretary, S. Ford Chidsey, Bradley & Sco- 


ville, Inc., New Haven, Conn.; treasurer, Edward Gran- 
field, Edward Granfield Company, New Haven, Conn.; 
auditor, Thure Bengston, Adkins Printing Company, 
New Britain, Conn. 

The first speaker of the day, Willard B. Rogers, 
president of the Bond hotels, and member of the Con- 
necticut Development Council, was introduced by the 


| chair. Talking to a group of business men in Con- 


necticut Valley, Mr. Rogers chose a subject the success 
of which undertaking very definitely affected their 
business activities. He spoke at some length con- 


| cerning the active bidding being made by certain 


sections of the country, or states of the country, for 


| the business of the nation. He had actual evidence to 
| show the many challenges that were being hurled by 


| other sections and other states in their attempt to 
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STORAGE BINDERS 


(with the patented ‘‘telescoping”™ locking post) 
For Binding All Loose Leaf Records | 
Made by the Makers of Liberty Storage Boxes | 


BANKERS BOX CO. 


536 SOUTH CLARK STREET, CHICAGO, ILLINOIS | 





woo Connecticut mills. 
President McGar, with several well chosen words, 


introduced Harvey P. Rockwell, of the Yawman and 


Erbe Manufacturing Company, saying that he was 


| particularly gratified that the condition of Mr. Rock- 
| well’s health permitted his traveling to Hartford to be 
| with them. 


The speaker brought an interesting and instructive 


| message under the general heading of “Color and De- 
| sign.” He told his listeners how, down through recent 


years designers, manufacturers and dealers had come 
to the realization that the office furnishing trend of 
today is definitely toward more color and better 
design. He told of the difficulties encountered and 
overcome by manufacturers who sought for colors in 
their product which, in addition to increasing attrac- 
tiveness, were found to be of actual benefit, such as 
causing the elimination of glare. He concluded by 
saying: “May I suggest to you dealers that your future 
in office equipment lies in color and design? A wide 
market is open and the results will be profitable.” 

Continuing the interesting program, the chairman 
then introduced George W. Wheelwright, third vice- 
president of the Polaroid Corporation, who gave a 
very interesting discourse and lecture on the lineal 
vibrational control of light, the commercial term for 


| which is known more widely as Polaroid. To illustrate 


his subject, Mr. Wheelwright used a clever mechanical 
contrivance as well as slides and a screen. 

The next speaker on the program was Maurice Sher- 
man, editor of the Hartford Courant, whose discussion 
was “The Trend of Our Times.” In introducing his 
subject, Mr. Sherman said that the demands on the 
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BY 
COLUMBIA! 


For two years these carbons in the flat sheet 
and paper ribbon form have been under tests 
far more severe than they are ever likely to en- 
counter in actual service. Now, in answer to the 
wide demand from users of other Columbia products, they are ready for the 
market. Ready to demonstrate a clarity, beauty and quantity in duplicate copies 


that will gratify even the most fastidious user. 


Columbia’s spirit type hectograph carbons may be used with any direct 
process duplicator and the ribbons are made for all special master-making ma- 


chines such as the Hektowriter, Dupliwriter and others. 


Let us give you prices and a demonstration. Be prepared to witness 


an entirely new conception of spirit duplicator performance! 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Ine. 


Main Office and Factory: GLEN COVE, L. I., N. Y. 


New York: 305-313 East 45th St.; Kansas City, Mo.: Dwight Bldg. 
Factories: MILAN, ITALY; LONDON, ENGLAND; SYDNEY, AUSTRALIA 
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M ANY HARTER DEALERS are getting excellent results from what 

we call our “Let ’Em Use ’Em” Plan. This is simply our time-tried 
Free Trial Offer under another name. Our dealers know that once a 
sample Harter Posture Chair is placed in use—and given a thorough 
try-out—the rest of the selling job is easy. 

All Harter Posture Chairs, for office use, are now self-adjustable. This 
is a strong selling point because the adjustment features eliminate the 
need of special fitting service. Many models also have foam rubber 
cushions on ventilator rests—another exclusive feature. 


These and numerous other outstanding sales points make Harter 
Posture Chairs a good sales and profit making line for alert dealers. 
If you are not a Harter Dealer we suggest that you write us. 


THE HARJTER CORPOR'ATION ¢ STURGIS, MICHIGAN 
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press have become so manifold and that the press 
had to stretch itself over such a multitude of ques- 
tions, it was extremely difficult to follow intently any 
one single thing. In thinking back, he spoke of the 
1930’s as the threadbare years, the only bright spot 
of which was the repeal of the eighteenth amendment. 
He believed it would be impossible to begin to illumi- 
nate the future. In his opinion there was a tre- 
mendous amount of confused economic thinking. He 
said, speaking to the men directly, “I need not tell 
you who are in business of the handicaps under which 
you work. And it will be a very difficult task to 
unscramble the economic mess in which we are. We 
have spent sixty-six billion dollars, an amount impos- 
sible to conceive.” 

The next speaker on the program was Edward W. 
Vail of the Bakelite Corporation who gave an inter- 
esting and illustrative discourse on Bakelite, including 
a talking picture which took the audience through the 
production and application of Bakelite in its many 
commercial uses today. 

After a delightful dinner, President McGar called 
on Tom Stonhouse of the W. A. Sheaffer Pen Com- 
pany, to sing some of the old favorites Tom has been 
singing for the boys for many years. Before Tom got 
through the whole gang was helping him out. 

The chair then asked those who were left of the 
original group, the charter members of the Con- 
necticut Valley Stationers Association, to get up and 
take a bow. 

Governor Rhys H. Llewellyn was then asked to speak. 
He responded in his genial manner by arising and 
saying, “The great trouble is you fellows can’t tell 
whether I am standing up or sitting down.” Then, 
referring to their vocal efforts of a few minutes pre- 
vious, he said, “If you can sell as well as you can sing, 
I have no doubts about the future of the industry.” 
He launched into a cordial welcome for the first 
regional meeting, which, he said, probably would be 
in New Hampshire in June. 

Ted Bracken, Dennison Manufacturing Company, 
president of New England Travelers Club, then gave 
a welcome invitation to all to participate in the Boston 
annual dinner which was scheduled for the following 
night. 

The chair then called on Charles P. Garvin, who 
expressed his sincere gratification in having the oppor- 
tunity to again be with the Valley boys saying he had 
a real afternoon and a thousand dollar education. 
He indicated that he gets a great kick out of coming 
up to the Valley and being among the fellows. 

This was again one of those fine bang-up meetings 
that are characteristic of the Connecticut Valley, and 
as President Stanley McGar said, much credit goes to 
Leo W. Burt, Gustave Fischer, and Otto Cavanaugh, 
who composed the committee and to which they owed 
the splendid day. 

Preceding the meeting of the association, Mr. Garvin 
addressed the Rotary Club of Hartford, Conn., at their 
weekly luncheon. In his address Mr. Garvin char- 
acterized what he had to say as some remarks bearing 
on the “Fabulous Forties.” 

He went on to say that we were moving into a new 
era, and that unless someone puts on the brakes so 
tight that no one could loosen them, the country was 
gradually going into a period of increased prosperity, 
the limits of which would be difficult to estimate. 

He had some remarks to make in regard to the 
youth movement which has been attracting national 
attention in Washington recently. His comment was 
in the direction of a development of a preference for 
the youth who stayed home and did not parade around 
the country making the demands that have recently 
been made of the government. 

He also commented on the fact that we had a coun- 
try where there were so many laws that it cost one 
hundred million dollars to keep track of them. He 
also pointed out that this was the only nation in the 
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IMPERIAL 
DEAL is a 


ont 
Sensation : 

Ribbon and Carbon men are notoriously the shrewdest, 
canniest bunch of skeptics in the world. When we first 
told them about a startling new plan for profits, they 
scoffed. They knew all the answers. But we gave them 
one for the book. Today the hardest boiled of ‘em are 
raving about the PEERLESS-IMPERIAL Deal. Not in 
years have they enjoyed such amazing sales, such quick 
turnover, such swell profits. In scores of cities through- 
out America the PEERLESS-IMPERIAL Deal is smashing 
records. Want proof? We have a raft to show you. 
Want to get in on it?—then what are you waiting for? 
Today, now—write for full details. Then step on the 
accelerator and put her in high for a profit ride you will 





long remember. 


Meet Tom Riendl 


A Peerless-Imperial man 
for 9 years. Tom covers 
Michigan, Indiana, Ohio, 
Western Pennsylvania, 
Virginia, West Virginia, 
Tennessee and Kentucky. 
His outstanding trait: 
Good Nature. The kind 
of a guy who never lets 
you down—that's why he 
has so many friends in 
the trade. 


We make Peerless Rubber Keys for all Office Keyboard Machines ¢ Peerless Tuchtype Keyboards 
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PEERLESS KEY-IMPERIAL MFG. CO., INC, 
General Office & Factory: 409 Mulberry St., Newark, N. J. 
THE KEY MEN OF AMERICA. Manufacturers with the dealer#’ viewpoint 

BRANCHES: 


New York City, 321 Broadway 
Detroit, 808 American Radiator Building 


Chicago, 19 South Wells St. 
Los Angeles, 827 S. Main St. 











IL-KLATTE 


THE SCIENTIFIC TYPEWRITER PAD 
... out-sells them all 


because it really deadens 


typewriter noise! 


vs 


PRESSURE-RESISTING 
TOP SURFACE 


NON-SKID 


ON-SKID a 


FITS ALL 
TYPEWRITERS 


KIL-KLATTER does a real job of deadening noise 
and absorbing the shocks of typing because it’s 
made of Genuine OZITE All-Hair—stays springy 
for a lifetime. Has a non-slip bottom and a spe- 
cially treated top so that typewriter legs won’t dig 
in. Size 11 x 13 in., fits all typewriters and many 
business machines. Smartly packaged for display. 


FREE HELPS FOR DEALERS 
With orders for a dozen or more KIL-KLATTER Pads 


we'll gladly send you without cost a colorful counter dis- 
play card and a reasonable quantity of 2-color mail en- 
closures imprinted with your name. 





FOR DEALERS ONLY: Pin this coupon to your 
letterhead for a FREE SAMPLE PAD! 





AMERICAN HAIR & FELT COMPANY 
Dept. D3, Merchandise Mart, Chicago 
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Send Free sample of KIL-KLATTER Typewriter 
i Pad and information about prices and discounts. 
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world where four or five members of a single family 
can have a job and all get well paid. He commented 


| on the fact, because of the last world war, we had 


been forced to learn how to do more with fewer men. 
He made the statement that mass production was not 
responsible for the present unemployment but the 
former World War and its results were to blame. When 
the boys came home from the late World War, they 
found that we had so organized as to secure the same 
production needful without so many jobs. 
———-“—- o—__ 
CHICAGO TYPEWRITER MEN HEAR ABOUT 
OPERATING COSTS 

When members of the Chicago Typewriter Dealers 
Association met for the regular monthly assembly 
at the Sherman hotel on February 13, they anticipated 


| an informative address by Jim Ward of Reliable Type- 


writer & Adding Machine Corporation. They were not 


| disappointed. Immediately following the discharge of 


| N. J. Jessogne, Mr. 


routine business under the chairmanship of President 
Ward was introduced and ex- 
pounded the principles of business operations, with 


| particular relation to overhead costs of typewriter and 

















adding machine dealers. 

Declaring that rental rates should not be less than 
a certain amount, Mr. Ward referred to a dealer who 
set his rental figure at $0.50 a month, only a small 
percentage of what it should be to assure a profit. 
That dealer went out of business, not, of course, 
primarily because of the low rental charge, which is 
but an indication of the incompetent way in which 
prices for his goods and services were determined. 

Dun & Bradstreet reports indicate that ninety-five 
per cent of all businesses that are started in the 
United States, continue in existence only a relatively 
short time. The primary reason given for the failures 
is that merchandise and services are sold too cheaply. 
Too many typewriter dealers sell too cheaply because 
they do not know their costs and consequently sell at 
a loss. It is better to lose an order than to take it 
at a figure that will not permit a profit. 

In answer to his own query, “What is overhead?” 
Mr. Ward said that it is the cost of handling a machine 
from the time it arrives in the dealer’s store until the 
customer pays for it and the guarantee expires. The 
principal factors involved in the total figure which 
represents overhead are as follows: interest that could 
be earned on the money invested in stock; light, heat, 
decorating, rent, taxes, etc.; salaries and wages; de- 
preciation on machines and fixtures; bad debts; de- 
livery costs; cash discounts, etc. 

All of the foregoing is of little avail, however, unless 
it is coérdinated with proper turnover of merchandise. 
Stock must be moved. The real secret of success in 
a retail merchandising business is turnover. For in- 
stance, Mr. Ward pointed out, an automobile parking 
lot could not even meet expenses if cars were parked 
for the full time of the daily parking period. It is 
only because of the frequent “in and out” of cars, 
keeping the lot filled almost to capacity at all times 
and making the total number of cars handled far in 
excess of the total capacity at any one time, that a 
profit is made. 

Another feature of profitable retailing is intelligent 
buying. A cardinal principle is never to buy anything 
that cannot be sold quickly. The longer the machine 
stays on the shelf, the higher the overhead cost. 
A rapid turnover reduces the overhead percentage 
and increases the net profit figure. 

Mr. Ward concluded his informative exposition with 
a detailed reference to installment selling. He provided 
each one present with a sheet carrying figures in- 
dicating the costliness of installment accounts if the 
dealer finances his own papers. He summed up by 
advising dealers not to tie up their working capital 
in installment accounts. 

The meeting adjourned with general expressions of 


| approval and thanks to Mr. Ward by those present. 
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YOULL WANT THIS NEW 
1940 CATALOG 





eS Se S.hClC 


Te WELL-INFORMED SALESMAN GETS THE BUSINESS. With and helps you make sales. You will point with satisfaction to 
this thought in mind, the new NEVA-CLOG catalog has been NEVA-CLOG as “your” line of Dependable Staplers. 

produced. In its pages are included complete illustrations and These catalogs are furnished with or without 
descriptions of NEVA-CLOG Stapling Devices. A complete line of covers for your two principal uses: 
improved machines which will fill almost every demand to ‘Fasten 
Things Together.” 


SO le 


onstration, a complete catalog with a beautiful 4-color 
durable soil-proof cover. 


wee 6S 


l For your file copies, buying records and store dem- 


There are new machines, new designs and new constructions. 


, NEVA-CLOG machines are destined to be more and more a factor For insertion in your loose-leaf office books and your 
in your sales and your profits. salesmen’s loose-leaf catalogs a complete catalog with- 
out cover. 


You—in the “front line trenches,” the salesmen who do the “con- 
tact” work will want and need a catalog in your sales kit. You 
will be proud to show it to your prospects. It commands attention 


NEVA<LOG PRODUCTS. Inc. 9 ) ig 
: BRIDGEPORT, CONN. re ae 


Order the quantity you actually need at once! 


Yours for more business, 





Sales Manager. 
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ROTARY STANDS DESK STANDS BOOK UNITS 





FOR CARD AND TUBE REFERENCES CARD AND TUBE REFERENCES CONVENIENT CARD RECORDS 


BOOK UNIT CABINETS 





EFFICIENT HOUSING DEVICE 





RECORDEX WALL BRACKETS 








FOR REFERENCE INFORMATION 


CARD AND TUBE REFERENCE PANELS 








VISIBLE CARD RECORD FOLDER 


SWITCHBOARD BRACKETS 





INSTANT REFERENCE TO PHONE NUMBERS 
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VICTOR VISIBLE RECORD CABINETS 
IN MANY CAPACITIES AND FOR ALL SIZES OF 
CARDS FROM 5 X 1% TO11 X9 





LISTING INDEX 





UNPROTECTED REFERENCE EQUIPMENT 








RAND SECTIONAL CARD EQUIPMENT 
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VISIBLE RECORDS 
THAT EXPAND 
WITH THE BUSINESS 








VISIBLE SAFES 
FOR PROTECTION FROM FIRE 















CARD AND TUBE FRAMES 





Victor’s complete line of Visible Record Equipment will make more money for any 
dealer. It is the last word in modern design and careful, expert manufacture. It enables 
the dealer to effectively and profitably fill the requirements of any type or size of bus- 
iness, or for any kind of record. Sold only through office equipment and stationery 
dealers (some specialized items through exclusive contract dealers)... . write for full 


particulars today. 





THE VICTOR SAFE & EQUIPMENT COMPANY INC., N. Tonawanda, New York 
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STATIONERS’ GUILD OF CANADA SETS 
ANNUAL MEETING PLANS 

The seventh annual meeting of the Stationers’ 
Guild of Canada is scheduled for Monday, March 11 
and will be held in Hamilton, Ontario. A great deal 
of constructive association work has been done by the 
Hamilton stationers and they merit the honor of act- 
ing as hosts for this special occasion. 

According to the usual custom, an afternoon meet- 
ing will take care of all Guild business such as the 
election of directors for 1940, the hearing of reports 
and the consideration of various recommendations. 

A feature of the arrangements for this year is a 
conference of retailers. A good portion of the after- 
noon will be allotted to this meeting. It will be made 
of general trade interest and will be open to any and 
all retail stationers who wish to be in on the doings. 

To one or two will be assigned the job of bringing 
before the meeting some of the day-to-day problems 
being faced by retailers. The rest of the time will be 
given over to general discussion. 

In the evening there will be a dinner meeting, to 
be followed by a feature speaker. C. L. Brown, gen- 
eral executive of the Hamilton Y. M. C. A., will speak 
along the line of “Success Begins at Home,” a psy- 
chological reconnaissance of some important personal 
factors contributing to success in this modern stream- 
line age. Mr. Brown is in the possession of many 
pertinent facts and will suggest a number of ideas 
that will be easily applicable to the stationery busi- 
ness. 

The Guild has made much headway in the few 
years it has been operating. The annual meetings are 
always interesting affairs and the programs are well 
arranged. This year it will be handled by the officials 
of the Hamilton group, namely: L. W. Jones, Victor 
Smith & Company, chairman; H. P. Nichols, H. P. 
Nichols & Son, secretary, and W. G. Jewill, Robert 
Duncan & Company, Ltd., assistant secretary. Law- 
rence Beattie, Bixby-Beattie Company of St. Catha- 
rines, is the Ontario district chairman of the organi- 
zation. 

The Royal Connaught hotel will be the scene of all 
activities connected with the seventh annual meeting 


of the Guild. 
Oo ee 
FOURTH REGIONAL PROGRAM COMPLETED 

Featured by an imposing list of speakers and a num- 
ber of interesting sidelights, the program for the Na- 
tional Stationers Association fourth regional meeting, 
March 18 and 19 at Hollywood Beach, Fla., has been 
completed. 

Several committees, working under the general di- 
rection of Regional Governor W. G. Robbins, have 
attempted to present a balanced program, dovetailing 
matters of interest to the delegates with plenty of 
entertainment. Those who attend will have the oppor- 
tunity of meeting N. S. A. President Owen G. Bayless 
and General Manager Charles P. Garvin, both of whom 
will carry important messages to those who work and 
live in the fourth regional district. 

The speakers and their subjects for the two-day 
conclave are as follows: 

“How’s Business and Why,” by Governor Robbins’ 
staff of colonels, Walter Boren, Miami Stationery Com- 
pany, Miami; H. H. Bryant, Jr., Bryant Office Supply 
Company, Miami; Paul Bumbarger, Bumbarger’s, 
Hickory, N. C.; George H. Moore, Pound & Moore, 
Charlotte, N. C., and Arne Skagseth, Skagseth Station- 
ery Company, Miami; “The War on Distributors and 
Its Implications,” by Mr. Garvin; “Ask Mr. Foster,” 
by Ward G. Foster, Foster & Reynolds; “If It Can Be 
Sold In South America It Can Be Sold Here,” by Paul 
Burbank, Eaton Paper Corporation. Others who will 
address the gathering include E. A. Keeling, Art Metal 
Construction Company. 

On the closing day the delegates will see a remark- 
able innovation which has been named “Information, 


FRIDAY 
SCOOP NO. 2 
FOR 1940 





New Woodstock Top Cover Plate 


When you slip this new Woodstock Top 
Cover Plate F. A. 575 on an old model 
Woodstock your customer will certainly 
thank you. It's really amazing what a dif- 
ference in appearance this top cover plate 
produces. It makes them look like a newer 
model and dresses ‘em up all-around. 


AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and 
Adding Machine parts, tools, equipment, platens, 
ribbons, carbons, and supplies. 


Home Office: 564 West Randolph Street 
Chicago, Illinois 
Telephone Franklin 1946 


Foreign Offices 


and Branches: ENGLAND, Longs, Lid., 80 Queen Street 
London, E. C. 4., England 
Tel.—City 1621 


MEXICO, L. Gomez, Jesus Carranza No. 28, 
Mexico City, D. F. Mexico 
Tel.—Eric 6-67-46 


Branches ATLANTA—11 Pryor Street 
Tel.—Walnut 2443 


DALLAS—206 Lane Street 
Tel.—2-8894 


NEW YORK CITY—37 Murray Street 
Tel.—Barclay 7-2191 


SAN FRANCISCO—583 Market Street 
Tel.—Garfield 1264 


Offices and Agents 


Boston—Ames Supply Agency Minneapolis—Precision Piaten Co. 
136 Federal Street 126 South Third Street 
Tel.—Hubbard 6895 Tel.—B.R. 6482 

Cincinnati—Peter Paul Service New Orleans—Peter Paul Mech. Ser. 
808 Main Street . SO9 St. Charies Street 
Tel.—Parkway 0866 Tel.—Magnolia 1205 

Cleveland—Typewriter & Supply Co. Philadelphia—Liberty Typewriter Co. 

1006 Superior Ave., N. E. 132 South 11th St. 
Tel.—Main 0136 Tel.—KIN. O417 

Denver—J. $. Stahi & Co. Pittsburgh—Standard Typewriter Co. 
926 Seventeenth St. 129 Fifth Avenue 
Tel.—Main 1024 Tel.—Atlantic 0342 

Detroit—John J. Mooney Co. St. Louls—Fletcher Typewriter Co. 
169 W. Jefferson Street 806 Pine Street 
Tel.—Cherry 0355 Tel.—Main 0843 

indianapolis—King Typewriter Exch. Seattie—Seattle Platen Mfg. Co. 

207 Massachusetts Ave. 91 Spring Street 
Tel.—Lincoin 9470 Tel.—E.L. 1576 

Les Angeles—Ames Supply Agency ee ae Typewriter Co. 
524 S&S. Spring Street nN. Ww. 
Tel.—Michigan 0259 











1940 
NEW ENGLAND 


NATIONAL 


BUSINESS SHOW 


MECHANICS BUILDING 


BUSTUN 
MARCH 2owced 





OFFICE APPLIANCES 


Please.” In this a panel of distinguished members of 
the industry will answer questions pertaining to the 
various phases of the industry. Those in the audience 
will be given ample opportunity to ask questions on 
any business problem confronting them. 

Following this event Harvey P. Rockwell, vice-presi- 
dent of the Yawman and Erbe Manufacturing Com- 
pany, will speak on “Color and Design in Office Equip- 
ment,” and Mr. Garvin will close with “Over the Desk.” 

RIES ae eh 
NORTHWEST STATIONERS MEET IN MINNEAPOLIS 

The annual midwinter dinner of the Northwest Sta- 
tioners was held February 3 in Minneapolis at the 
Nicollet hotel. Participating were nearly all the sta- 
tioners in Minneapolis and St. Paul and several from 
other cities, also members of the Northwest Travelers 
Club. 

Ed M. Hansen of Miller-Davis Company, former 
governor of the Seventh District N.S.A., presided. He 
called the meeting to order, led in group singing of 
“America,” and then introduced the toastmaster, Karl 
E. Castle of Weis Manufacturing Company. Sterley 
Jerue of McClain & Hedman Company and Herbert 
S. Fall of Japs-Olson Company gave welcomes on be- 
half of St. Paul and Minneapolis stationers respec- 
tively. Larry Hamm of the Pierce Company, Fargo, 
N. Dak., gave a response for visiting stationers. Mer- 
rill D. Hasty of Sengbusch Self-Closing Inkstand Com- 
pany, responded for the Northwest Travelers Club, of 
which he is president. Mr. Hansen read a number of 
letters and telegrams from old friends expressing 
regret at their inability to attend in person, including 
one from James C. Irvine of Willson Stationery Com- 


| pany, Winnipeg. Roy Clarke of F. S. Webster Company 


was asked to stand. Mr. Castle paid him high tribute 
for the excellent codperation and assistance which 
for years he has given to stationers and travelers in 
the Northwest. 

Departing from the original program, Mr. Castle 
asked Bill Smith of Ace Fastener Corporation; Ham- 
ilton Kendrick of American Pencil Company; Claude 
Fleet of Eberhard Faber Pencil Company, and Bill Wal- 


| lace of Bainbridge, Kimpton & Haupt, to stand. Then he 


Monday to Friday, inclusive 
1 P. M. to 10 P. M. each day 


announced they were original members of the grand- 


| fathers’ club. Arthur Grayston, governor of the dis- 


trict, told about the regional meeting to be held in St. 


| Paul in April and requested cooperation in developing 


| interest among the stationers throughout the district. 


Here business executives will have | 
an opportunity to see and learn | 
about machines, methods and 
equipment designed to facilitate | 
office procedure and enable any | 
type of business to operate more | 
efficiently. | 
The services of competent repre- | 
sentatives will be available to help | 
visitors intelligently check admin- 
istrative costs. 


NATIONAL BUSINESS SHOW 


Frank E. Tupper, Manager @ Phone Cortlandt 7-1392 | 
50 CHURCH ST. NEW YORK CITY 





| Ed Conlon of Rockwell-Barnes Company, representing 


the travelers, promised their assistance. 
The principal speaker of the evening was Paul J. 


| Ocken, general manager of Graphic Arts Industry, 


Inc. As a prelude to his plea for closer codperation 
among competitors he stated that taxes were more 


than doubled during the last three years, labor tosts 


increased about fifty per cent. A result of the new 


| situation is that many companies are existing on sur- 
| plus and some on their depreciation. He wondered if 


the keenness of competition is carried too far. Com- 


| petitive relationships must carry a degree of codpera- 


tion with them. Unlimited competition, he said, can- 
not be carried on to an unlimited extent without dis- 


| aster. He went on to say that he believed a new atti- 
tude is developing and that stationers in order to 


profit must codperate more than they have heretofore. 
The dinner was arranged by the usual efficient com- 
mittee composed of Ed Hansen, Arthur Grayston and 
Sterley Jerue. 
ee es 
PACIFIC COAST CONFERENCE DRAWS SALES 
EXECUTIVES 
Sponsored by the San Francisco Sales Managers 
Association, the first Pacific Coast conference of sales 
executives was held February 9 and 10 at the Palace 
hotel in San Francisco. 
The visitors were welcomed by Association Presi- 
dent Hugo A. Bedau, Marchant Calculating Machine 
Company, and members of various committees who 


. 





You'll like these new He Steel letter 
trays. They are well made of cold 
rolled furniture steel; electrically 
welded; no sharp edges to injure hands. 
Cut-away front and the semi-corrugated 
bottom are features designed to aid in 
the quick removal of papers. All nicely 


finished in a rich, olive green, hard 
baked enamel. Free advertising cir- 
culars for your use. 


THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 











PRIDE 


Cast your eyes on the pictures of 






a swell type of traveling salesmen. 






They’re Weis representatives who 
cover the good old U.S.A. We 


sometimes think we are getting near 








the top in the filing supply industry 






because of our product and local 






organization. Then we are reminded 






of the fact that the boys on the 






road are the ones who land the 





business for us. We doff our hats 





to them. 
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Sell your customers fs Metal Tabbed 
Blank Guides and Lettered Indexes. 
Made from No. 1 Grade Pearl Green 
Pressboard. Tabs securely attached 

no raised eyelets to catch papers when 


filing or removing. fe Metal Tabbed 
Guides and Indexes give universal sat- 
isfaction. Ask for Circular No. 77 with 
your imprint for your mail distribution. 


THE WEIS MANUFACTURING COMPANY 
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MONROE, MICHIGAN 
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had worked hard for a considerable period of time | 
to make the event successful. 

On Friday morning the following speakers were in- | 
troduced and spoke on the subjects as outlined: 

J. Hugh Jackson, Stanford University, “Sales Man- 
agement as a Profession”; Harold J. Cummings, Min- | 
nesota Mutual Life Insurance Company, “How to Avoid | 
Picking Failures’; Arthur W. Ramsdell, The Borden | 
Company, “Training Men to Sell.” The afternoon 
session speakers were Fredric P. Woellner, University | 
of California, “The Perfect Sale’; G. V. Orr, Chrysler 
Motors of California, “Problems in Management of 
Salesmen”: Mitchell Heinemann, Jantzen Knitting 
Mills, “Co-Ordination of Sales and Advertising”’; 
Henry E. North, Metropolitan Life Insurance Company, 
“The Human Equation in Management.” 

The Saturday program, which brought the meeting | 
to an end, was as follows: 

Paul Eliel, Stanford University, “The Sales Execu- | 
tive’s Concern With Industrial Relations’; Mr. Rams- | 
dell, “Using Market Research for Better Results in 
Sales Management”; Philip Salisbury, editor of “Sales 
Management,” “Legislation and Trade Barriers that 
Balkanize Our States’; Albion Ross, San Francisco 
Chronicle, “The European War and Its Effects Upon 
Pacific Coast Markets”; Mrs. Lucy R. Miligan, National | 
Association of Manufacturers, “What Women Think 


of You.” 
ee 


STATE ASSOCIATION FOR MINNESOTA DISCUSSED 
AS NORTHWEST TRAVELERS GATHER 

The semiannual meeting of the Northwest Travelers 

Club was held Saturday afternoon, February 3, at the 

Nicollet hotel in Minneapolis. The meeting was called 

to order by Merrill D. Hasty of Sengbusch Self-Closing 
Inkstand Company, president of the club. After the | 
singing of “America” Mr. Hasty called upon Roy Clarke | 
of F. S. Webster Company, secretary-treasurer, who 
read the minutes of the previous meetings in 1939. 
Letters were read. Most of them expressed thanks to 
the organization from recipients of flowers. Two deal- 
ers visited the meeting—Arthur Grayston of Thomas 
& Grayston, Minneapolis, governor of the seventh dis- 
trict, and Sterley Jerue of McClain & Hedman Com- 
pany, St. Paul, a member of the committee which 
arranged for the Northwest Stationers annual dinner. | 
Mr. Grayston invited the codperation of the travelers | 
in building up attendance for the district meeting to | 
be held April 19 and 20 in St. Paul. Mr. Jerue invited | 
the travelers to join with the stationers of St. Paul | 
| 
| 
| 


and Minneapolis in a social gathering after the busi- | 
ness meeting adjourned. | 

One of the main subjects of discussion was the re- | 
gional meeting and in particular the detail of attend- 
ance. A committee was appointed to assist Governor 
Grayston in selling the regional meeting throughout 
the district. It consists of Ray Hammond of National 
Blank Book Company; Herbert Morgan of Associated 
Stationers Supply Company; Al Nordstrom of Smead 
Manufacturing Company; Fred Schaefer of Sanford 
Manufacturing Company; plus the officers of the 
Northwest Travelers Club. 

Prior to the travelers’ meeting some members of the 
club met with some of the stationers, at which time 
the feasibility of a stationers association for the state 
of Minnesota was discussed. All who were present | 
thought that such an organization would be definitely 
helpful to the trade. The travelers in their meeting 
pledged themselves to help the dealers in putting over 
some such association should the dealers decide to go 
ahead with it. 


ee 


LINCOLN FOUNDATION ANNOUNCES NEW CONTEST 

Involving awards totaling $200,000 and an industrial | 
progress program in which manufacturers in every | 
branch of industry may participate, a new contest has | 
been announced by the James F. Lincoln Arc Welding | 
Foundation, Cleveland, Ohio. The entire project is 
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Complete Customer 


SATISFACTION 


Protect Business 


REPUTATION 


Every Guarantee of 


3 FUTURE PROFITS 
Remember. . 


More profits! More business! More 
good will! The sale of quality 
Darnell products assure continued 
patronage. The Darnell name 
protects business prestige. Write 
for special dealer proposition. 


DARNELL CORPORATION, LTD. 
BOX 4027, STA. B, LONG BEACH, CALIF. 
36 N. CLINTON, CHICAGO — 24 E. 22nd; NEW YORK 
DARNELL CORP. OF CANADA, LTD., TORONTO, ONT.. CAN. 
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The Greatest Name 


SIGNALS 


The market’s foremost Signals for any type of 
card or visible record system are available under 
the Graffco trademark. This one source of supply 
affords you a comprehensive line of Signals > we 
advanced design, and recognized leaders in efii- 
ciency. When buying or selling Signals, think of 
Graffco first. 


IMPORTANT ANNOUNCEMENT 
Now Available 
Graffco NU-VIZ SIGNALS 
for Visible Records and Systems 


Ge 


Even better than the famous VIZ Signals. Newly 
designed (and patented) for easier attaching, yet 
erip firmly and have no projections to catch on 

“a other cards or sheets. Of spring steel in 4 styles, 
3 widths, 12 brilliant colors. 


also 


Gratfco NU-VISE SIGNALS 
for Vertical Card Records 


An improved patented Signal that is a revelation in 
ease of use. Attaches easily, grips firmly in posi- 
tion. Cannot catch edges of other cards. No in- 
crease in overall thickness. In 12 brilliant colors, 
and printed sets. 








These new Signals supplement, but do not 
replace, the popular 


Graftco VISE and VIZ SIGNALS 


which will continue available to the thou- 
sands who are users of these familiar prod- 
ucts. 











For the World’s Champion Signals for 
Visible Index and Record Systems, specity 


LEN CELLUGRAF SIGNALS 
. . . the celluloid Signals that double record- 
a earn efficiency. Transparent style in 6 colors 
6 7 shel n 2 fand 2 sizes; Opaque style (matte finish) in 4 
CELLUGRAF colors, 2 sizes. 
Sens Graffco Signals increase the efficiency 
of records by 50% to 200%. They 
speed up reference; point out vital information 
instantly; enable quick and accurate action. 
They’re a real profit investment for dealer and 
user alike. 














Write us for samples and information on these and other 
Graffco sales-building products. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. 
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described in a recently issued 48-page brochure en- 
titled “$200,000 Industrial Progress Award Program.” 

The industrial and manufacturing organizations 
which may participate in the program are divided into 
twelve classifications and forty-six divisions. Con- 
testants are required to make reports on designing of 
or improvements in products in their industry which 
are constructed wholly or in part by arc welding. 

Under the general classifications of Division F2, 
are office furniture and fixtures, including bookcases, 
chairs, costumers, desks, filing baskets, waste baskets, 
filing cabinets, lamps, safes and vaults, stands and 
tables. And under J-F, are office machines, including 
duplicators, calculating, cancelling, card punching, 
change making, check writing, coin counting, dating 
and other machines. Copies of the brochure, which 
describes the contest, may be obtained by writing the 
foundation’s secretary at Cleveland. 

seaside sactecaecay 
WHOLESALE STATIONERS PLANNING 25TH 
ANNIVERSARY CONVENTION 

The twenty-fifth annual convention of the Whole- 
sale Stationers Association will be held at the Hotel 
Claridge, Atlantic City, March 18, 19 and 20, and pres- 
ent indications point to a record attendance of Manu- 
facturers and wholesalers from all parts of the coun- 
try. 

An unusual program has been prepared, based upon 
the distribution survey of the stationery industry con- 
ducted by the association over a period of nearly a 
year, and the result of this survey and recommenda- 
tions for applying certain remedies to existing abuses 
will be features of this program. 

Another important activity of the association, which 
is termed the Local Owned Store Service, which goes 
to the thousands of customers of wholesalers all over 
the country, bringing them a complete promotional 
service, including window trims for various seasons, 
service bulletins and merchandise promotion, will also 
have an important part in the convention program. 

The committee in charge of arrangements is as fol- 
lows: M. G. Pierpont, general chairman; W. E. Well- 
mann, T. Harris Keon, Ben Wachtel, R. T. Gemmell, 
John G. Kolb, Guy King, Louis Tavernier, R. J. Urm- 
ston, Henry W. Bowman, Robert Wood, J. S. Shear, 
F. W. Samson and G. L. Ortega. 

SEE dition 
MILWAUKEE BUSINESS INSTITUTE FETES 
STUDENTS 

During the holiday period the Milwaukee Business 
Institute, Milwaukee, Wis., staged a dinner for its 
Stenotype students at which a number of prominent 
Milwaukeeans were present. 

With 110 students in attendance, a number of speak- 
ers addressed the gathering and spoke on matters per- 
taining to the business world. Among those at the 
speakers’ table were the following: 

J. E. Johnson, Milwaukee branch of L. C. Smith & 
Corona Typewriters Inc.; L. W. Lentzner, Employers 
Mutual Insurance Company; J. E. Moriarity, Milwaukee 
Association of Commerce; Dar Vriesman, Downtown 
Association of Milwaukee; L. E. Huseby, Business In- 
stitute of Milwaukee; M. H. Wright, Stenographic 
Machines, Inc., and S. B. Traisman, Business Institute 
of Milwaukee.—JEH 

ec 


SEATTLE DEALERS RESUME ACTIVITIES 

Members of the Seattle Typewriter Dealers Associa- 
tion, under the able leadership of new Officers, are 
now going into high gear for 1940. A number of spring 
promotion plans and graduation appeals are being 
considered. 

Don H. Johnson of the Washington Typewriter Com- 
pany, named president of the association in Decem- 
ber, assumed his duties at the first meeting in Jan- 
uary. Other officials include: vice-president, Lee H. 
Grunden, E. W. Hall Company; treasurer, F. B. Eylar, 
Seattle manager of L. C. Smith & Corona Typewriters, 
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@ With our new plan 
for marketing associated 
Lyon Products, it's easy 
to make sales calls more 
productive...to increase 
the number of your prof- 
itable markets. With a 
new sales approach...to 
increase your sales vol- 
ume with established 
customers. 

















Just consider the vol- 
ume and profit possibil- 
ities of Lyon Steelart 
Shelving...one of the 
four sales-builders in 
Lyon's special combina- 
tion deal for office ap- 
pliance dealers. Illustra- 
tions above show Steel- 
art applications for the 
storage of office records, 
drug store stocks and 
department store items. 
Combinations of Steel- 
art Shelving are available for every 
commercial storage need. 

Mail coupon now for complete de- 
tails on profit-multiplying opportu- 
nities through combination mer- 
chandising of Steelart Shelving, 
Cabinets, Folding Chairs, and Lock- 
ers. LYON METAL PRODUCTS, 
INCORPORATED, Aurora, Illinois. 








EQUIPMENT 


LYON METAL PRODUCTS, INCORPORATED 


LYON METAL PRODUCTS, INCORPORATED 

| 2803 River Street, Aurora, Illinois 

| Without expense or obligation, send full particulars on your new 
Combination Deal for stepping up volume and sales. 


| ES EE a ae ee ee 7 mattis 


| Address 1 SO ees ‘ sabsoatiiccaailian 
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Inc., and secretary, Ed. N. Phelan of the Seattle Cham- 
ber of Commerce. 


Among recent Earl 


speakers at meetings were: 


| White, representative of the Ames Supply Company 





of San Francisco; Dr. August Dvorak, inventor of a 
special typewriter keyboard bearing his name; and 
Miss Florence Barry, nationally known instructress in 
touch typing.—JCJM 
es : 
NINTH REGIONAL PROGRAM ANNOUNCED 

A tentative program for the ninth regional meeting 
of the National Stationers Association, to be held in 
New Orleans, La., on March 25 and 26, has been an- 
nounced by Governor G. T. Buchanan. 

On the opening day the speakers and their subjects 
will be as follows: J. S. Sprott, president, The Globe- 
Wernicke Co., “The Steel Office Equipment Industry”; 
N. S. A. General Manager Charles P. Garvin, “Along 
the Way With N. S. A.,” and “Development of Pros- 
pects,” by a speaker as yet unnamed. There will also 
be a showing of a talking motion picture entitled “Two 
Cents Worth of Difference,” shown by the Eberhard 
Faber Pencil Company. 

On the second day, Mr. Garvin will preside and will 
introduce Harvey P. Rockwell, Yawman and Erbe 
Manufacturing Company, who will speak on “Color 
and Design of Office Furniture.” This will be followed 
by reports of committees and the election of officers, 


followed by golf in the afternoon. 
a 


MILLER ADDRESSES N.A.C.A.- 


W.S. Miller, director of sales education of The Gen- 
eral Fireproofing Company, Youngstown, Ohio, traced 
the history of metal office furniture at a meeting of 
seventy-five members of the local chapter of the Na- 
tional Association of Cost Accountants, held January 
25. Mr. Miller said that it is important that office work- 
ers have the right kind of equipment. “The office 
worker without the right equipment can no more do 
his best work than can the factory worker without 
the right tools,’ he said. He told how General Fire- 
proofing made the first steel file in 1907, the pro- 
gressive suspension file in 1918, and the Super-Filer in 
1933. He said that the metal office furniture industry 
furnishes employment in Youngstown for about 1500 
persons, and that aluminum chairs made by the firm 
go to “the loneliest outposts of the earth.’ Members 
of the association, who were welcomed by George C. 
Brainard, president, toured the thirty departments of 
The General Fireproofing Company before they were 


entertained at a dinner.—AK 
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OKLAHOMA STATIONERS TO CONVENE ON 
MARCH 16 

Oklahoma stationers have set March 16 as the ten- 
tative date for their 1940 convention, which is to take 
place in Oklahoma City, according to recent announce- 
ment by James Constantine, association president. 
Mr. Constantine is head of the Palace Office Supply 
Company, 611-613 South Boston avenue, Tulsa. 

Other officers who have served with Mr. Constantine 
since March, 1938, include: Fred Downs, of Downs- 
Randolph Company, Tulsa, secretary-treasurer; Ted 
Warkentin, Southwestern Printing & Stationery Com- 
pany, Lawton, first vice-president; and Jim Swisher, 
Bartlesville Stationery Company, second vice-presi- 
dent.—EVH 

a 
TYPEWRITER DEALERS COMPLETING PLANS 
FOR ANNUAL CONVENTION 


The Book Cadillac hotel in Detroit, Mich., has been 


| chosen as headquarters for the annual convention of 
| the National Typewriter & Office Machine Dealers 


Association. The event is slated for July 22, 23 and 24. 
Various committees, working under the direction of 


| Convention Chairman Oliver A. Olson, are busy with 


the many details and plans for making the con- 


' vention a success. As part of their activities they are 
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Mr. A. B. (Lon) STOREY : "| WILSON STATIONERY 
Speaking ks sell AND PRINTING CO. 
A HOUSTON, TEX. 
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“Your FIXED FLOATING SEAT Sells Chairs!” 


"Sikes Executive Posture Chairs "Demonstration quickly points out the 


are excellent sellers with us. And true comfort advantage of this exclusive 


° . tilti tj a * + es 
ic aned powerful selling point of iting action,—main any the correct 
, body angle whether relaxing or in the 
all your many features is the 


"Fixed-Floating Seat". 


active working position." 


Your views, Mr. Storey, are much ap- 


"It does something no other a , | preciated and reflect similar opinions 
tilting action does. It allows the expressed by many other leading dealers. 
chair seat to tilt with the back , . Step up YOUR sales of Exsauiiee 


. while the occupant's feet re- 7 Posture Chairs. Write for full details of 


main on the floor! re y Sikes advantages and sales cooperation. 
X73SE-3 





THE, \VRES COMPANY, Inc. 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 
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MORE FOR THE MONEY 


This smart trim looking file has ‘what it takes’ to stand up indefinitely under 
excess drawer loads and constant vigorous usage. Drawers mounted on 
everlasting, noiseless, frictionless floating suspensions—a brilliant engineering 
achievement—patented. All welded steel die construction—no bolts or rivets 
to come loose. Double torque plate shell construction insures entire freedom 
from side sway which means perfect fitting and operating drawers. Full size 
drawers—no skimping on depth. Available in letter and legal sizes in five, 
four, three, and two drawer heights, all finishes. Also a complete line of card, 
check, document, and storage insert drawers. By far the best known, the most 
talked of, and the easiest selling line on the market. Here’s another striking 
example of the fact that the Macey line definitely offers—more for the money. 


Catalog on request. 


THE MACEY COMPANY 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 
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holding meetings in the Book Cadillac hotel every 
first and third Thursday of the month until next June. 

Early last month those in charge of arrangements 
were considerably pepped up by the appearance in 
town of Association President John Loser and Secre- 
tary A. H. Wittekind who went to Detroit to look 
over the site of the coming meeting. 

peimntnee Ton 
PACKAGING CONFERENCE PROGRAM COMPLETED 

The entire program for the tenth conference on 
packaging, packing and shipping, to be held concur- 
rently with the Tenth Packaging Exposition at the 
Hotel Astor, New York, has been completed by the 
various committees in charge. The convention is set 
for March 26 to 29. 

A large number of speakers will discuss matters of 
importance to the delegates at each of the morning 
and afternoon sessions. Among these are C. W. Browne, 
United States Printing & Lithographing Company, 
Cincinnati, whose subject will be “The Package: A 
Vehicle for Consumer Message,’ and Alvin E. Dodd, 
president, American Management Association, who will 
speak on “Packaging—A Job for Management.” 

—_—_———_— 


NEW ORLEANS STATIONERS ELECT OFFICERS 


The New Orleans Stationers & Office Equipment 
Association, at a meeting held January 9, elected the 
following officers for 1940: 

President, L. Henry Baudean, Baudean, Inc.; vice- 
president, Ed. S. Miller, Perry & Buckley Company, 
and secretary-treausurer, A. W. Hyatt, A. W. Hyatt 
Stationery Manufacturing Company, Ltd. W. E. El- 
dridge was re-elected assistant secretary. 

The new directors, in addition to the above officers, 
are W. M. Costley, New Orleans News Company, and 
Harvey E. Rivera, Dameron-Pierson Company, Ltd. 

————= 2 —__—_—_ 


INTERNATIONAL CONTESTS SET FOR MARCH 20 


The eighth International Commercial Schools con- 
tests in which students vie for speed records in typing, 
shorthand, transcribing and bookkeeping, will be held 
on June 20 and 21 at the Sherman hotel, Chicago. 

As in previous years the two-day event will be 
under the management of W. C. Maxwell of the Hins- 
dale (Ill.) High school and a staff of assistants. 
There will be three classes listed as Class A for 
novice tests, Class B for amateur tests, and Class C 
for open tests. 

Further particulars and entry blanks may be secured 
by writing to Mr. Maxwell at the Hinsdale High school. 

ee 


N. ¥. FILING ASSOCIATION TO MEET 


The Filing Association of New York will hold a meet- 
ing on Monday, March 11, at the Presbyterian Board 
of Foreign Missions, U. S. A., 156 Fifth avenue. The 
gathering is scheduled for 7 o’clock and will include 
a tour of the building and an inspection of the central 
files and library. Addresses will be delivered by Mrs. 
Charles H. Lewis, missionary from Canton, China, and 
Kenneth W. Moore, treasurer of the missions board. 

a ee 


MICHIGAN STATIONERS TO MEET MARCH 13 


Prepared to discuss matters pertaining to the com- 
ing regional meetings, the Stationers Club of Michigan 
will meet on March 13 in Detroit, according to a state- 
ment issued last month by President Ray Dykema. 
Members interested in working for additional fair 
trade contracts are assured that plenty of time for 
discussion of this important matter will be given if 
it is desired. 

—_— Oo 
HURST IS ROTARY SPEAKER 


C. A. Hurst, well-known typewriter and office ma- 
chine dealer of Norristown, Penna., last month was 
the guest of honor and principal speaker at a meeting 
of the Spring City Rotary Club. Mr. Hurst used as his 
topic “Typewriters of Yesterday and Today,” and illus- 











187 N. Michigan Ave., 








Royalchrome is America's favorite 
chrome. Everywhere dealers are 
finding that the name “Royal” 
helps them close jobs. People 
know that this name is synonomous 
with quality and unbreakable con- 
struction. What's more, Royal- 
chrome office furniture has been 
re-styled for 1940. Many dealers 
already are making a good profit 
selling the two chairs illustrated. 


is just off 
today... 


still open. 
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AMERICA’S 


FASTEST 


SELLA 


the press. 





WRITE FOR CATALOG 


The new 84-page Royalchrome catalog 
Write for it 


as well as for our dealer 


proposition. Many fine territories are 


ROYAL METAL MFG. COMPANY 


Dept. C, 


New York Los Angeles 


CHICAGO 
Toronto 


Royal 
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Business Machines 


WORK BETTER 


on good stands 











STAND ILLUSTRATED IS IDEAL 23-SA 


Machines perform best on rigid tubular stands be- | 
cause of the following major advantages: 


1. Accurate machine operation 
2. Safe non-tipping support 
3. Quick convenient portability 
4. Saving in space occupied 


Ideal Stands embody all of these advantages. 
They sell readily and repeat well. Ideal Stands 
build good will, because they produce better all- 
around machine performance. 


The selling of good stands goes hand in hand 
with the selling of good machines. Are you going 
after this profitable business now? 





Write for NEW CATALOG No. 840, with price 
list and dealer’s discounts. A type 
and size for every need. 








SHERMAN-MANSON MANUFACTURING COMPANY 


625 SOUTH KOLMAR AVENUE « CHICAGO, ILLINOIS 
We sell only through dealers 


IDEAL 


STANDS AND STOOLS 
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trated his interesting and educational address with 
his collection of antique typewriters which he has 
gathered for a number of years as a hobby. 
ba odiiteinie 
PITTSBURGH O. A. MANAGERS ELECT OFFICERS 
Opening a series of eighteen weekly meetings as a 


| part of its Spring and Summer activities, the Office 


Appliance Managers Association of Pittsburgh, recently 
held its annual election of officers for 1940. Those who 
head the organization are: 

President, Robert Carlile, Jr., Standard Mailing Ma- 
chines Company; vice-president, W. B. Dininger, Rem- 
ington Rand, Inc., and secretary-treasurer, Leonard 
Hill, Ediphone Company. 

For the series of meetings, plans have been made 
by which a member will be obliged at each of the 
sessions to deliver a ten-minute discussion of a matter 
of interest to the members and then act as master 
of ceremonies for the ensuing discussion which is to 
be limited to twenty minutes. 

—>- 


CARTER QUARTER CENTURY CLUB SHOWS 
FACTORY TO CLAN 


Employes of The Carter’s Ink Company who like to 
go home and talk shop are going to have well- 
informed listeners from now on! 

That much became a certainty last month when the 
company’s Quarter-Century Club—composed of forty- 
nine active employes who have twenty-five or more 
years of service to their credit—sponsored two plant 
visitations in which friends and relatives of the 470 
employes were invited to see the actual manufacture 
of Carter’s inks, adhesives, carbon papers, ribbons, 
pens and pencils. 

Headed by well-informed guides the visitors were 
shepherded through the entire plant on the banks of 
the famous Charles river and they watched with gen- 
uine interest the various operations which were ex- 
plained to them in detail. 

Of the forty-nine members of the Quarter Century 





| Club thirty are also affiliated with the Carter’s Third 
of a Century Club. Three executives, who are honor 


members, claim the impressive record of forty-nine 
years of service with the company. They are Oscar T. 
Erickson, assistant treasurer; Walter J. Rhodes, pro- 
duction manager, and Charles A. Schmitt, chemist. 

(Ed. Note. Which record impresses the soundness 
of the Forty-Plus movement described in many past 
issues of this journal.) 

But there are still other affiliations which The 
Carter’s Ink Company has founded for the benefit 
of its family of workers. There is the Inxfolx Asso- 
ciation of which all employes automatically become 
members after three months’ service. This organ- 
ization is the “playground” department and enthusi- 
astically takes over the job of arranging recreational 


| activities, such as bowling contests, outings, etc., and 


takes care of the running of the employes’ lunchroom. 
There is also the Carter’s Ink Federal Credit Union, 
established three years ago to extend needed aid to 


| those of the Carter clan who temporarily look upon 


dark days of distress. Through its activities employes 
are encouraged to save systematically and it is pre- 
pared to furnish financial help to all in times of stress. 

Formed eighty-two years ago by William Carter, the 


| company is now under the leadership of Richard B. 


Carter, who has been its president since 1903. In addi- 
tion to the main factory at Cambridge, Mass., the 
firm maintains brangh offices and warehouses in New 
York, Chicago, Dallas and San Francisco. 

——— 


WIS-ILLERS CELEBRATE FIFTH BIRTHDAY 
Despite the prevalence of illness and the consequent 





last minute cancellations of reservations, Wis-Ill Club 
members and dealers, with their ladies, turned out in 
goodly numbers for the fifth annual birthday party of 
the organization. Held on Saturday evening, February 
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The New Art Metal 5-Drawer File is only 5814” 
high with full height (103%” clear) drawers. 


OST FILING is done by girls, most girls are five foot 

five. So the four-drawer file became standard. The obvi- 
ous advantage of the five-drawer file with 25% more filing 
space per square foot of floor space, has been offset until now 
by the fact that it could not be used comfortably, efficiently 
by average feminine filing clerks and stenographers. 

Now Art Metal has solved the problem—with the only 
58%-inch five-drawer file on the market that provides stand- 
ard (full size) drawers using standard guides, that has the 
guide tops below the eye level of a five-foot clerk, and that 
permits top drawer filing with the upper arm horizontal. 

In this Art Metal five-drawer cabinet height has been saved 
by ingenuity in design —not sacrificing important features such 
as cross rail between drawers, reducing guide rod chan- 
nel depth, or by necessitating guides of special design. 

This new Art Metal five-drawer file gives 25% more 
filing space with no strings to it. It is available with 


Copyright 







Art Metal 


Jamestown. New York 
U.S.A 
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FIVE-DRAWER 
FILING Made 


easy tor FIV. 
FOOT GIRLS 


WITH THE NEW ART METAL 
FIVE-DRAWER FILE 
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Speed-File or Standard Action in 2, 3, 4 and 5-Drawer units. 


both Speed-File and Standard Action. It is just one more in 
a long list of examples of Art Metal's realistic thinking and 
progressive designing. 

Here is something that offers true value that your custom- 
ers can appraise instantly. Some territories are still 
available. Write today about yours—to Agency 
Division, ART METAL CONSTRUCTION COMPANY, 
Jamestown, N. Y. 
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eNERYTHING 7 CONSIDER NO OFFER 


UNTIL YOU SEE THIS— 





THAT SELLS PENCILS— 
LEADS FASTER 





PERMANENT ALL-METAL- 
AND-PLATE-GLASS DISPLAY, 


SIZE: 1834” Wide, 18%”  \ 
High, 1034” Deep. oe 







PUT THIS “ALIVE-LIGHT” PENCIL CASE ON 
YOUR COUNTER—LET THE MERCHANDISE 
“SPARKLE’”—AND WATCH YOUR 


, wa 
SHEAFFER'S ~~” 
SALES VOLUME GROW! 


Here’s a new Fineline pencil and lead case that will 
catch your eye—and what’s more—your customer's 
eye to turn “lookers” into “buyers.” 


Because fluorescent light makes color REAL; brings 
merchandise to “‘life’’; you'll sell Fineline RIGHT YOUR “IN” FOR NEW 
OUT OF THIS CASE. INDUSTRIAL SALES 


Sheaffer’s Fineline pencil is bringing 





° . : : ' many retailers into new sales a 
Be first with ee and fluorescent! Start those ice dees suspected before oy 
r e - your territory! Sell Fineline the year- 
fast plus profits now! Ask your Sheaffer representa Mound IN VOLUME ta tacanene Yeon, 
tive at once about this free case offer or write; for their remembrance advertising, 
. gifts, and sales awards. Firm name 
wire, today ae] the and trade-mark may be lithographed 
in colors or die-stamped. Write now 


for industrial schedule and informa- 
tion—this market is GROWING EVERY 


W. A. SHEAFFER PEN COMPANY DAY! 
Fort Madison, lowa 
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24, at the Webster hotel, Chicago, the event proceeded 
like clockwork under the guidance of Tom Gillice, 
chairman of the party committee. 

An excellent orchestra provided dance music and 
accompaniment for some community singing. The 
orchestra also helped to introduce the newlyweds— 
Mr. and Mrs. Eldon Just and Mr. and Mrs. Laurence 
Eisele. 

Unheralded entertainment which met with enthusi- 
astic approval was provided by Gordon Kickels, Ben 
Powell and Jim Bradley, who arrayed themselves in 
table cloths and tried their best to go through some 
dance routines of chorus girls. Bill Lipner and Gordon 
Kickels also starred as the principals in a mock wed- 
ding ceremony, with Jim Bradley officiating as a 
clergyman. Elmer Krumwiede, Bill Schuster and Jim 
Bradley assisted the young lady entertainer with 
choral responses about what the little fox said. Quite 
appropriately they visited every table and roared 
(even though they were supposed to be imitating a 
fox instead of a lion) when given the signal. Im- 
promptu talent ran rampant. To say that everyone 
had a good time is to speak with perfect accuracy. 

sinisnisaiiilaaililan 


BUSINESS SHOW IS TOPIC OF CHICAGO 
MANAGERS 


The office equipment display sponsored by the 
Office Managers Association of Chicago was the topic 
of discussion at the February meeting of the Office 
Appliance Managers Association held February 9 at 


Chicago Towers. James T. Stewart of W. S. Gilkey | 


Printing Company, president of the organization, was 
in charge of the meeting. J. B. Ward, Addressograph 
sales agent, outlined plans of the program committee 
for a round table discussion of important subjects in 
March. 
—————-. = 0 _— 
INDUSTRY REPRESENTED AT 
LEATHER GOODS SHOW 


Members of the office supply industry whose prod- | 


ucts are of leather were well represented at the second 
annual Luggage and Leather Goods Exposition held at 
the Palmer House, Chicago, on February 5, 6 and 7. 

Occupying individual display rooms, and each show- 
ing the latest models of brief cases, zipper cases, sales- 
men’s kits and similar items, were the following well- 
known Chicago companies: 

Frank Mashek & Company, Stein Bros. Manufactur- 
ing Company, Murray Varat & Company and the 
National Brief Case Company. 

eI 


PLANS COMPLETED FOR ILLINOIS BOOKSELLERS 
CONVENTION 


Final plans have been completed for the annual con- 


vention of the Illinois Booksellers & Stationers Asso- 
ciation, scheduled to be held at Rockford, Ill., on 
May 6, 7 and 8. It will be the organization’s twenty- 
fifth anniversary and will be held in conjunction 


with the sixth regional district meeting of the National | 


Stationers Association. 

According to Daniel S. Hansen, Carlson Bros. Inc., 
Moline, who is president of the association, arrange- 
ments have been made whereby all past presidents 
of the organization will be invited to attend the con- 
clave as a reunion. At the same time Mr. Hansen 
said Will Johnson, W. B. Read Company, Bloomington, 


Ill., will be appointed historian with the duty of keep- | 


ing a strict record of the three-day meeting. 
- bitten 
ROYAL’S “OLD TIMERS” HOLD MEETING 

More than 600 employes of the Royal Typewriter 
Company’s factory staff were entertained by the Royal 
Foreman’s Club at a dinner recently in the main din- 
ing room of the Hartford plant. As is the custom 
every year, this club acts as host at a dinner for every 
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SFLF ADJUSTING? 


Yes Jndeed! 


A 10-YEAR FEATURE WITH 


POSTURE CHAIRS 





EASY, QUICK, POSITIVE ADJUSTMENTS 


@ The only Posture Chair in which both the forward 
and back, up and down position of the back support 
is made IN ONE OPERATION as illustrated. 


SELL THE LINE THAT‘S YEARS AHEAD 


“A MODEL FOR EVERY NEED” 


Catalog and Prices on Request 


STURGIS POSTURE CHAIR 60. 


STURGIS, MICHIGAN 
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BEAUTY... PLUS PERFORMANCE 


from Continuous Forms 


Add beauty to the een 


OS a 


practicability of any os 


~ 
Cot ORADG ey, a 
20 STATE Coutges 


continuous form sys- 
tem! Hano Litho- 
graphed Continuous 
Forms make sales 
slips, invoices and 
statements into ad- 
ditional advertising 
mediums for any 
business. See how 
others are using 


Hano forms and sys- 





tems. 


HANO LITHOGRAPHED FORMS 
FOR AUTOGRAPHIC REGISTERS 


ASK FOR SAMPLE FORMS 
Lethezraphad 


Autographic Register Forms 


Continuous and Manifolding Forms 


Individual and Continuous 
Snap-a-part Sets 


Continuous Interleaved Carbon 
Forms 


Hame- 


Autographic Desk and Portable 
Registers 


Holyoke Hano Carbon Packet 





Hanohandi Manifold Book 


HANO CONTINUOUS INTER- 
LEAVED CARBON FORMS 


MIDWESTERN, SOUTHERN AND 
WESTERN TERRITORIES OPEN! 






WRITE NOW 


FOR OUR FULL 
DEALER OFFER 











PHILIP HANG COMPANY 


INCORPORATED 
HOLVOKE ,MASS. 











OFFICE APPLIANCES 


employe with fifteen or more years service in the 
company. 

During the course of the dinner the Royal type- 
writer band entertained the guests under the direction 














ROYAL’S “OLD TIMERS” GATHER FOR ANNUAL 

MEETING.—Six hundred strong, factory employes of the 

Royal Typewriter Company, turn out for the annual din- 
ner of the Royal Foremen’s Club at Hartford. 


of its capable leader, John Crow. Assistant Factory 
Superintendent James Reynolds evoked some very 
close harmony from the gathering in group singing. 

Preceding the guest speaker of the evening, Messrs. 
Walter Camp, president of the Foreman’s Club, and 
C. B. Cook, vice-president in charge of production at 
the factory, gave short talks to the men, stressing the 
value of cooperation and fine craftsmanship in their 
work. 

The main speaker of the evening was Andre Schen- 
ker, professor of history at Connecticut State College, 
who discussed the events that led up to the present 
European situation. A radio commentator of national 
fame, Mr. Schenker held his audience enthralled for 
a full hour. 

Cortez Peters, speed typist, concluded the program 
with his usual fine performance on his Royal portable 
imitating tap dancing steps of Bill Robinson. 

ile is 


LIDDELL TO HEAD WINNIPEG STATIONERS 
Andrew Liddell, representative of W. J. Gage & Com- 
pany, in Winnipeg, Man., was recently elected president 
of the Stationers’ Association of Winnipeg for 1949. 
Other officers are: F. J. Dool of G. R. Bradley & Com- 
pany, vice-president and treasurer; C. V. Nobbs of the 
Luckett Loose Leaf Company, Ltd., re-elected secretary, 
and J. H. Francis of Reliance Ink Company, Ltd., new 
auditor.—SJL 
oO 
SOULIS ATTENDS KIWANIS SCHOOL 
G. Roy Soulis, of St. John, N. B., Canada, well- 
known office equipment dealer and distributor, par- 
ticipated in a recent school for officers of Kiwanis 
clubs held at St. John. Mr. Soulis, who is secretary 
of the local Kiwanis Club, was one of those who read 
papers at the one-day meeting.—WJM 
—_———_ oo 
SQUARE CLUB HOLDS FEBRUARY MEETING 
The Stationers Square Club of Greater New York 
held a combined dinner and meeting on February 13 
in the Greeley rocm of the Governor Clinton hotel 
when final plans for the organization’s dinner-dance 
were discussed by those present. 
Oo 


SHIPMAN-WARD TAKES AGENCY FOR 
PRESTOVAC KEY 

Last month the Shipman-Ward Manufacturing 
Company, Chicago, was appointed exclusive wholesale 
distributor of Prestovac rubber cushion keys to type- 
writer and office machine dealers. The representation 
is for all of the United States. 

Prestovac keys are made by the Prestovac Corpora- 
tion, Oak Park, III. 
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Steelcase desks — in the San Francisco offices of a nationally prominent insurance company. 


STEELCASE is First Choice. 


Both in and out of the industry, buyers who know quality, craftsmanship 
and efficient design, are quick to appreciate the outstanding features of the 
new STEELCASE desks. That’s why in installation after installation 
STEELCASE has been adopted after careful comparisons have established 


superiority and value. 


These new desks, with their pleasing roll-edges and stainless steel trim, 
their rich metallic finishes and attractive chrome hardware, provide Steelcase 
dealers with a combination of selling elements that command attention 


and profitable sales. 


Our recently published folder, “‘A Corner on Executive and General Office 
Desks”, contains all of the profit-building details. Your request will bring 
acopy. It is well worth having. 


Write Today for 
This Folder! 





€TAL OFFICE FURNITURE COMPANY 


Grand Rapids, Michigan 


~ found where business succeeds 
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display and 
imprinted 

samples - 











Snow blindness— 
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(see other side) 
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We help you 


OXFORD GREENWHITE INDEX CA 
PREVENT GLARE AND eve-S7marn 





The soft green tint of these Oxford 
Greenwhite cards is easy on the 
eyes. This new product, made in 
popular Broadway grade, is 
an rotary 0 








OFFICE APPLIANCES 






























tO THis is a SAMPLE OF OxFORD 
GREENWHITE INDEX CARDS (BROAD. 
WAY GRADE). 


PRICES: 


sell OrxkoeX 















GREENWHITE INDEX CARDS 


There is volume and profit for you in these Broad- 
way Grade GREENWHITE cards. Neither white nor 
green—but that soft in-between tint found to be the 
most restful shade for tired eyes. 

Wrapped in Cellophane, same as other Broad- 
way card items, precision rotary cut, accurately 
ruled, and full standard quality throughout. Carried 
in Blank and Horizontal Ruled in 3 x 5, 4 x 6, and 


5 x 8. 
Priced the same as regular Broadway white cards, 


and of course may be combined with other Oxford 
cards for quantity discounts. 

Make up your stock order now—and ask us to 
send the counter display and free imprinted sam- 
ples. Greenwhite eye-conditioned index cards will 
help increase your sales and profits. 


FILING SUPPLY 340 Morgan Ave., Besskitya, N. Y. 





COMPANY 


125 So. 8th St., St. Louis, Mo. 
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SCHOOL DEALERS CONVENTION 
(Continued from page 61) 


ment he introduced Lew Parmenter of Bacon & Vin- | 


cent Company, Buffalo, who served as master of 
ceremonies. 


Mr. Parmenter announced the line-up of two foot- | 


ball teams—one representing Distributors’ university, 
the other Manufacturers’ college. The gridiron was 
to be the speakers’ table later in the evening. Before 
that part of the program was reached three other 


enterprising football teams were announced. One was | 


the Jasper Cuties from Jasper, Ind.; another the Per- 


kins Killers from A. J. Nystrom Company of Chi- | 


cago; the third the All-American Spartans from Ever- 
wear Manufacturing Company, Springfield, Ohio. In 
the case of the Jasper eleven the speaker went on to 
list the players as follows: Jasper Chair Company, 
Jasper Desk Company, Jasper Office Furniture Com- 
pany, Indiana Desk Company, New Indiana Chair 
Company, Jasper Seating Company, Hoosier Desk Com- 


pany, Chamber of Commerce, Lou Koerner, George | 


Litchfield and Louis Joseph. 

Mr. Parmenter then called upon members of the 
distributors’ and manufacturers’ teams, each speaker 
getting off in humorous football parlance some prob- 
lem facing the industry. To climax the event President 
Colborn presented a prize for the winning side on 
which was engraved, “1940 Palmer House Bowl Colborn 
Trophy.” About two weeks were to be required to 
reach a decision as to which was the winning side, 
at which time the trophy was to be presented. 
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GEORGIA STATE HOSPITAL PROGRESS TOLD IN 
IVAN ALLEN, JR. REPORT 


In a thirty-two page book with inserts showing an 
air view of the hospital for the mentally ill, the plot 
plan of the institution, artistic drawings of the Tuber- 
culosis hospital, said to be the finest and most modern 
in the world, is presented the Board’s report of its 
first year of the State Hospital Authority of Georgia 

The report was compiled by Ivan Allen, Jr., of Ivan 
Allen-Marshall Company, Atlanta, secretary-treasurer 
of the board, composed of three members appointed 
by Governor E. D. Rivers. 

The State Hospital Authority of Georgia is employed 
in a grand cause in which the board is receiving assist- 
ance from many sources, public agencies, public offi- 
cials and individuals. The state of Georgia will have 
reason to be proud of the achievements of the “au- 


thority.” 
nn — 


TRADE COMMISSION CITES CUP AND CONTAINER 
INSTITUTE 


The Cup & Container Institute, Inc., 420 Lexing- 
ton avenue, New York City, ten of its directors and 
officers and twelve corporations controlling more than 
sixty per cent of the national output and sales of 
products of the paper drinking cup and food con- 
tainer industry, have been served by the Federal 
Trade Commission with a complaint alleging a com- 
bination and conspiracy to restrain trade “through 
the fixing and maintaining of uniform minimum 


prices.” 
——_—=- —_—_- 


REMINGTON RAND WINS PATENT INFRINGEMENT 
SUIT 

Important litigation beween Remington Rand, Inc., 
Buffalo, N. Y., and the manufacturers of the Schick 
dry shaver, was settled in favor of Remington Rand 
in a decision handed down by the U. S. District court 
at New Haven, Conn. In ruling, Judge Carroll C. 
Hincks held that Schick patent No. 1721530 was invalid 
in part and not infringed by the Remington Rand 
electric shaver. 
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DEALERS 
APPRECIATE 


(| SPEAKING of 
lines “’ Castell “ 
Drawing, Copy- 
ing and Polychromos Pencils 
still assure Dealers the big- 
gest profits in the pencil 
industry. “Castell” is a Fair 
Trade product, a good bus- 
iness item. Thousands of 
loyal users demand it. The 
turnover is as steady as 
clockwork. For the full truth 
of these statements check 
with any “Castell” Dealer 
in the country. It will pay 
you to get full particulars 
of the “Castell” franchise. 

A. W. FABER, Inc., Newark, N. J. 


DRAWING PENCIL IN THE METAL BOX 
l5¢ each * $150 per dozen 
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SAL the 
AUTO-TYPIST! 


America’s Leading Automatic Typewriter 


— ers yo —O ortunil 
pportunity 


to Aggressive Dealers 


For nearly fifteen years the Auto-typist 
has led the field in producing automatic 
typewriters. In 1933 the Selector Auto- 
typist was introduced and met with in- 
stant success. Recently the Dual Selector 
made its bow. Leading institutions, in- 
cluding Chevrolet Motors, Carnation Milk, 
Montgomery Ward, Bethlehem Steel, 
Texas Company, Prudential Insurance, 
and hundreds of others use Auto-typists 
to type their sales and collection letters. 


Selling Auto-typists means large unit sales 
in a non-competitive market. You will be 
quick to recognize the possibilities when 
you investigate the outstanding advan- 
tages Auto-typists offer. Write today to 
find out if your territory is open. 
AUTO-TYPISTS WILL BE ON DISPLAY AT 


NATIONAL BUSINESS SHOW IN 
BOSTON, MARCH 25-29 


AMERICAN AUTOMATIC TYPEWRITER CO. 


614 N. CARPENTER STREET 
CHICAGO, ILLINOIS 


MAIL THIS COUPON FOR FULL DETAILS 








| 

American Automatic Typewriter Company | 
614 N. Carpenter St., Chicago 

Please send me complete information on the | 

Auto-Typist. 

Name | 

Address 


[JI am interested in your dealer plan. 














OFFICE APPLIANCES 


| PLASTICS NOW LARGE PART OF OFFICE 
EQUIPMENT MANUFACTURE 

Rapidly increasing adoption of new plastic appli- 
cations by office equipment manufacturers during the 
past year is noted by Durez Plastics & Chemicals, Inc., 
of North Tonawanda, N. Y., which reviews the subject 
in a recent issue of its “Durez Plastics News” bulletin. 

“For the past decade,” the bulletin states, “office 
equipment manufacturers have been steadily adopting 
plastics for an increasing number of items in their 
lines. So practical and logical is their use that one 
wonders why some things were not done long before 
and particularly why the business machine manufac- 
turers as a whole have only recently seen fit to apply 
plastics to their own products. But 1939 saw so many 
new plastic applications in the business machine field 
that we believe a check-up in the history of plastics 
for office appliances might prove interesting. 

“A noteworthy adaptation of plastics to American 
business machines came in 1930. In the meantime, 
offices had taken on new color, smart, richly black, 
and wood matching finishes as walnut and mahogany 
fittings in the form of clock cases, desk sets, ash trays, 
| pen sets, ink stands, of this modern plastic material. 

The Remington typewriter was given a plastic hood. 

Their selling point, ‘Noiseless,’ was given additional 

strength because this non-resonant material aided in 
sound deadening. 

“The next major change made by a business ma- 

chine producer did not occur until 1934. It was during 
this year that Lanston Monotype decided upon a com- 
pletely molded phenolic plastic case for its Barrett 
| figuring machine. This was indeed an innovation— 
a lustrous black plastic case in place of the conven- 
tional metal housing. The molded case eliminated 
seven out of nine production operations—gave addi- 
tional sales appeal. 

“From this point on, plastics seemed definitely as- 
sured of a well deserved top ranking spot in the list 


| of materials on every business machine engineer’s 


table. 1938 and 1939 brought forth many announce- 
ments by these manufacturers of their ‘swing to plas- 
tics.’ L. C. Smith & Corona Typewriters, Inc. molded 
its adding machine case. Inter-office communicat- 
ing systems use molded speaker-receivers. S. W. Allen 
Company’s Plus adding-calculator now has a molded 
housing. Miami Register Company’s new portable unit 
by Krauth & Benninghofen is all-plastic. The Diebold 
Safe & Lock Company’s Cardineer has several large 
molded parts. The Sikes Company has added a molded 


| strip in its chair base to save wear and tear from 


heel marks. The Stenotype has a molded housing; 


| American Sales Book Company’s register also has 
'| molded housing. 


“These are a few of the many very recent develop- 
ments which give plastics a real place in the business 
equipment field. 1940 will bring forth a great many 


| others—NJNS 
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JOHNSON CHAIR COMPANY DRAMATIZES 
“PERFECTILT” 


The Johnson Chair Company’s “Shave Yourself With 
a PerfecTilt Chair Iron” folder for dealer distribution 
will challenge the interest of every recipient. Its curi- 
osity appeal is irresistible. On the front page is the 
startling “Shave Yourself With a PerfecTilt Chair Iron 
Spring.” On an inside page are glued two small pack- 
ages, each containing one safety razor blade which, 


| the accompanying text explains, were manufactured 


from Alola steel, the same material which goes into 
the new “PerfecTilt” chair iron, standard equipment 
on the Johnson line of chairs. The blades, of course, 
are free to the recipient. On other pages are illus- 
trated the Johnson Super-Chief and the No. 918W 
chairs by the company which will explain the entire 
set-up to the dealer on request to their offices at 4401 
West North avenue, Chicago. 












WAFNEIRIESEIDSEA CAN ANY DEALER 
GET ALL SIX PROFIT- 
MAKING FEATURES 





BEST KNOWN TRADEMARK 


Plus 


8000 ITEMS 


Plus 


SIMPLIFIED SELLING 


Plus 


EXTRA PROFITS 


Plus 


A FLOW OF SALES HELPS 


Plus 





A SINGLE SOURCE OF SUPPLY 
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THE TRADE’S MOST VALUABLE FRANCHISE 


For a bird’s-eye view of this enormous franchise read the next three pages 

























































































UPRIGHT FILES 
Seven grades — five heights, 
t A file in every price bracket. 





















FIRE-PROTECTED 
CARD FILES 
For card records of all sizes, 
Fire-Files carrying 1-hour label. 
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UPRIGHT COMBINATION FILES 
For all sizes of cards and papers. 
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ITEMS surrounded by flames bear 2-hour, 
1-hour or 14-hour S.M.N.A. labels certifying 
that each will protect its contents against fire. 
There are 34 of these Fire-File items in this 


enormous profit-making franchise. 


Make 1940 Y our Greatest Y ear 


A COMPLETE line of the record protection 
products demanded by present-day business 
conditions is but one of the every-day office 
accessories available exclusively in this 8,000- 
item Shaw-Walker franchise. 


This four-page bird’s-eye view of the fran- 
chise provides only a sketch of its enormity and 
opportunities for dealer profit. 


A trained Shaw-Walker representative is 
prepared to supply you with indisputable facts 
showing why you can do much better with 
this 8,000-item line containing so many exclu- 
sive items. May we send him? 


GHAW-WALKER 














Muskegon, Michigan 





TRIPLE-DUTY COUNTER EQUIPMENT 
186 stock counter file items with which you can assem- 
ble any counter arrangement. Complete layout service. 
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SECTIONAL FILES 
Single and double width for records of all sizes. 











Steel transfer cases for records of all sizes. 
































RECORD PROTECTION 
Three heights, two grades with 
14 and l-hour labels. 34 stock 
models for records of all sizes. 
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UPRIGHT FILES FOR SPECIAL- 
FOR CARDS IZED RECORDS 
Two styles, four Tabulating, Fin- 
grades, all sizes. gerprint, X-ray, 


Ledger Sheet, etc. 









































BOOKCASES — SECTIONAL 
Steel and Wood. 


TRANSFER CASES 


KERS OF OFFICE FURNITURE 
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OFFICE CHAIRS 
Aluminum and Wood. 
Thirty-three stock chairs. 
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STATIONERS’ ITEMS 





THIS 8000-ITEM 
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BUSINESS FURNITURE 
Complete line of distinctive desks and tables that 
sell on sight. Also telephone stands, costumers, 
waste baskets, bookcases and other accessories. 
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STORAGE CUPBOARDS 
AND WARDROBES 

19 stock cupboards and ward- 

robes in single and double width. 
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FIREPROOF SAFES 
Complete line of safes, 
single and double door. 





RRR I 


Complete line of fast selling over- 
the-counter items, card cabinets, 
card trays, joggers, letter trays, etc. 





MACHINE BOOKKEEPING EQUIPMENT 
Twenty posting trays in four styles—all sizes. 
All other accessories for posted records. 





INSULATED BOOKKEEPER’S DESKS 


HI-LINE EQUIPMENT 
Eighteen different 
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INSULATED LEDGER 
TRAYS 
Provides 24-hour protection 
for records of all sizes at the 
machine. 


BANK SPECIALTY EQUIPMENT 

Everything for the Bank. — Vault 

Trucks, Bookkeepers’ Desks, Coun- 
ters, Cage Equipment, etc, 
















































MAP AND PLAN SECTIONS 


INSULATED LEDGER DESKS 











Fireproof desks for machine posted records of all 
sizes. Also non-insulated bookkeeper’s desks. 


For card records up to 10” wide carry 
1-hour and 2-hour labels. 


AND FILING EQUIPMENT IN THE WORLD é") 


DO, ESE: ENA RIE RRIESENT: 
FOURS PULSTNIESS¥a 
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CARD FILING SYSTEMS 
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CARDS — PLAIN AND PRINTED 

Plain and ruled cards in six grades 

and four weights—253 stock forms. 

Unequalled facilities for producing 
special forms. 
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MISCELLANEOUS ACCESSORIES 
Hundreds of fast-selling over-the- 
counter items. 
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SPACE-SAVER GUIDES 
This new, patented guide in all sizes 
and tab positions. 


Three complete systems for card filing. 
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LETTER FILING SYSTEMS 


Six complete systems of Applied Indexing 


for letter filing. 


YOU CAN earn these miss- 


ing profits with the 8,000- | 
item Shaw-Walker franchise 
because: 

1. All filing supplies, systems 
and cards your customers use can 
be purchased from Shaw-Walker. 

2. By combining your require- 
ments you earn extra discounts. 

3. Selling is easier. You need | 
learn only one sales approach. 

4. Inventories simplified. | 

5. Easier for your employees to 


learn the stock. 


6. See opposite page for news | 
about the 4,000 loose-leaf items | 
that are a part of the enormous | 
Shaw-Walker franchise. 


Selling rights are obtain- | 
able in many cities. Write. 


GHAW-WALKER 


Muskegon, Michigan 
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CARD GUIDES 
221 Stock Numbers, Two Grades, Six 
Styles. 

















FILE GUIDES 
Two Grades — All Sizes — 10 Styles — 
Includes plain, celluloid, Space-Saver 
and metal tabs. 






FILE FOLDERS 
212 Stock items — Three 
grades— Four weights. 
Includes the famous 


IL 
Ro NorthKraft and Berkshire 
ACCESSORIES Manila brands. 


Everything for the 
filing department. 
Sorting Tray, File 
Shelfs, Stool, etc. 





MACHINE BOOKKEEPING 
SYSTEMS 

167 stock forms. Facilities for pro- 

ducing special forms. Five types of 

ledger indexing, all sizes. 


Yours may be one of the cities in which Shaw-Walker 
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to improve its representation — WRITE TODAY! 
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This Double Line 


of over 4,000 


Loose-Leaf Items 


Creates a New 


It will be worth your while to investigate the new Shaw-Walker Loose- 
Leaf Line. Awarded under exclusive contract to one dealer per territory, 
this unique double line opens up broad new markets with unlimited 
sales possibilities. 


This 2 in 1 line provides all the staple competitive goods — Post Binders, 
Standard Punched Sheets, Indexes, etc. In addition, it provides a complete 
line of non-competitive specialties . . . exclusive goods that you alone 
can sell . . . including Thong Binders and Forms for several hundred 
uses — “Figure Facts” — Kopi-Spot — Public Utility Equipment — new 
popular priced Bookkeeping Outfits, etc. 


Here is equipment that sells readily because it simplifies and speeds up record 
keeping . . . reduces costs. Here is new sales volume that can be yours 
—now and in the future — with the exclusive Shaw-Walker Franchise. 


GHAW-WALKER Loose-LEAF DIVISION 


Kalamazoo, Michigan 


Exclusive Items 


hopi-Spot...the New 
Business Getter 


Exclusive Payroll Systems 


Figure Facts 
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DIXON RITE-QITE 


Says.-No Pencil is Better 
han Its Point’-Se... 


LETS GET TO THE POINT ** 


Onby DION RITE-RITE Wate Leads ft 
Cam Wake Uhato Claim... 


4 
1, GUARANTEED WRITING 2, GENUINE SMOOTHNESS. @ 


STRENGTH. Grade for grade Microscopic fineness of ingre- P 4 
a ior Sener hat om dients gives Dixon Rite-Rite rd 
compare with Dixon Rite- ; 
lead a smoothness found ? 








. 









Rite, either in actual 










writing test, or machine in no other, grade for / 


breaking. grade. 


Vrsadline vs an excrusive 


DIXON RITE-RITE CREATION 
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You can bank on Threadline pencils— 
and thinner leads—to satisfy your 
customers completely—to build your 
business. And pushing this quality 
product teaches your customers to 


depend on you for quality in all your 





merchandise! 
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NEW MACHINES & DEVICES | Wt 
(Continued from page 53) Please rush é-acase 


strong bracket, the table is well constructed of a high 
grade of steel and is adaptable for general office utility 


’ ‘ ® uw 
work. Its dimensions are: height, 26% inches; top | €@M t keep em in stock! 
(open) 14 by 3414 inches and (closed) 14 by 18 inches. 
The feet are equipped with casters, two of which have ° 
wing nuts chink When tightened, act as brakes. .... Writes a North Dakota dealer 

The stand is available in olive green or walnut to 
match practically every type of office furniture. | 
—_——_o 9 —___- 





STEIN INTRODUCES THE TRANSELOPE 

Stein Bros. Manufacturing Company, 231 South 
Green street, Chicago, has introduced to the trade a 
new type of transparent, protective envelope which 
has been given the trade name of Transelope. 

As the name implies, the Transelope is a protective 
device for guarding valuable material, pictures, docu- 
ments, etc., from damage or soiling or discoloring. It 


























o——0 
4 leet, 
i 
Z oe) ... and off goes another batch of ‘Swinglines’’! 
| A “hot idea” in the mind of an engineer becomes a 
STEIN'S TRANSELOPE mechanical device. So complete, so useful, so satis- 


. 


is reinforced along the binding edge where holes are factory that a dealer “can’t keep ’em in stock!” This 
‘punched to fit into ring binders. These reinforced | is the good aim of every manufacturer. When 
edges, it is said, triple the strength of the Transelope, 
which is made of first quality acetate, a clear, non- 
curling, non-warping and non-inflammable material. | hest from the product and their business associations. 

Transelope is available for 8% by 51%, 91% by 6, and 
11 by 8% inch sheets, the latter being punched with 


seven holes to fit three, five or seven inch ring books. | sincere tribute to our fine product. 


achieved, his dealers and their customers enjoy the 


We’re grateful to our North Dakota dealer for a 





————_o— | 
BILLING CARBON PACK ANNOUNCED ——_ 
The Nelson-Eismann Company, 122 South Michigan | PO ee 


avenue, Chicago, is introducing to the trade a new 
device named the Neco billing carbon pack which is 


| 








No. 3, $3.50 TOT, $1.50 





THE NECO BILLING CARBON PACK IN USE 


said to save considerable time in billing operations. SPEED PRODUCTS COMPANY 


For use with continuous forms, the billing carbon 
pack loads twelve feet of carbon between each fold | 37-18 Northern Blvd. Long Island City, N. Y. 
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Mr. Buyer— 











i J; | 


Feature EXECUTIVE 
Desk Files Now!! 


They sell readily to customers because 
they are the smartest and most useful 


file for keeping current papers available 
for immediate reference. 


Examine an Executive Desk File. Notice 
the construction! They are real quality 
files to sell at a Profit to You. 


pA i your po i in now / 





Celluloid or Cloth Tabs A-Z or 1-31 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO 


Factory at St. Paul 
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of the form regardless of the number of copies. 
Each sheet of carbon may be of different width, weight 
or color and may have a protection sheet in front 
or a block-out tissue on the face. 

Wear is distributed evenly over the entire length 
of all sheets with practically no waste at either end 
with each sheet independent of the others so that 
tearing or accidental damage to one entails no effect 
upon the remainder. In application the carbon slips 
over and adheres to the carbon blade intended for that 
purpose and is automatically aligned. 


a 
EVER READY PLASTIC BASE CALENDAR 


The Ever Ready Calendar Manufacturing Company, 
160 Maple street, Jersey City, N. J., is introducing to 
the trade a new plastic base calendar for the office 


| desk. It is attractively designed, streamlined and 


rigid in construction with a base of (high pressure 
molded) brown polished plastic. 

The pad has a twelve-month calendar printed on 
each daily sheet and in view at all times. Another 





THE PLASTIC BASE CALENDAR 


special feature is a patented window, keyhole top 
plate which permits instant removal of stubs. The 
calendar is made in two popular sizes, No. 55, meas- 
uring five by eight inches, and the No. 45, measuring 


| 4 by 634 inches. The prices of these two items are the 


same as those of the Nos. 58 and 46 calendars. 


























THE SENGBUSCH HP-6 DESK SET.—The above shows the 

construction of the new unit of the Sengbusch Self-Closing 

Inkstand Company, Milwaukee, Wis. The HP-6 model was 
pictured and fully described in the February issue. 


—— 
NEW SIGNATURE STAMP INTRODUCED 


The Autograph Engravers, 180 N. Wacker drive, Chi- 
cago, has recently introduced to the trade a new type 
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NO 
MOISTENING 
REQUIRED 

ADHERES INSTANTLY 


TRANSPARENT 


MADE IN U.S.A 
INDUSTRIAL TAPE 






CORPORATION 
NEW BRUNSWICK,N.J 
oe ee 
A : 2592 Inch and 1296 
Inch Lengths in Metal 
st Containers. 


sit? 
» orrict zh 





Outstanding Counter 
Display Holds 24 
Ten Cent Rolls. 


@ Adheres without moistening or pressure. 
@ Strong, flexible and durable. 
@ Used in industries, offices, stores and homes. 


@ For sealing, mending and repairing books and papers, 


= attaching posters, signs, etc. 
= i ae “JUST WHAT YOU HAVE BEEN WAITING FOR!” 
ans i . 17 Earn more year ‘round repeat profits 
by featuring Texcel. Complete 
Display Holds 13 range of the popular sizes. 
Twenty-five Cent Price schedules on request. 


Rolls with Indi- 
vidual Cutters. 


INDUSTRIAL TAPE CORPORATION 


CHICAGO, ILL. NEW BRUNSWICK, N. J. SAN FRANCISCO, CAL. 
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YOU DESIGNED THIS DESK 





YOU told us the executive desk you 
wanted to make your work easier—your 
office more restful and attractive. The 
result—the System-planned Style-Mas- 
ter Steel Desk with the Neutra-Tone 
Gray Finish. 












*A warm, soft, neutral 
gray finish, with scien- 
tifically correct reflec- 
tion factor. 


YAWMAN AND 


1020 JAY STREET 






ERBE MFG. 


Here is an interior so planned that 
your work falls naturally into its proper 
divisions. Here is a soothing neutral gray 
finish which eliminates glaring contrasts, 
yet does not absorb needed light. Models 
from executive to junior clerk. 








See this desk at any 
Franchised ‘‘YandE" 
Dealer or write for 
complete FREE 


Catalog. 


COMPANY 


ROCHESTER, N. Y. 





a atals 


SECOND in the series of “Y and E” Style-Master Steel 
Desk advertisements currently appearing in TIME 
MAGAZINE, this one in the March 11th issue vividly 
demonstrates the System sales possible with each Style- 
Master Steel Desk sale. Executive data control files, 
individual card records such as sales, credit and collec- 
tion records, quotation and purchase records, perpetual 


inventory and numerous other standard “Y and E”’ 
Systems, permit you to build each Style-Master into a 
superbly efficient work bench—at twice the profit to 
you. 

Remember—the Style-Master Steel Desk—is system- 
planned—just one more profit advantage for you in 
the “Y and E” Franchise. 


Ge "FOREMOST FOR SIXTY YEARS” ($e. 
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of facsimile signature stamp which has been given a 
trade name of the “H-E” (hand engraved). 

The H-E stamp is entirely hand carved by expert 
workmen and for that reason eliminates the need for 
original patterns. Reproductions are made from pen 
or pencil signatures and are of solid, oil-resisting 
printing rubber. Through a special process, developed 





THE H-E SIGNATURE STAMP 


by The Autograph Engravers’ engineers, the company 
is able to offer one-day service on these stamps. 

The signature stamp sells for $1.95 complete, and 
there are no extra charges for enlargement, reduction 
or over-size signatures. Additional information on the 
line may be obtained by writing to the company at 
the address given above. 


——— 9 —ae— 9 


THE “MASTER” OFFICE MACHINE 

The inventor of the “Master” office machine de- 
scribes it as follows: 

“It is simple in construction, has very few parts, 
occupies not more than one cubic foot of space and 
is operable by an untrained person whose chief quali- 
fication would need to be the mere ability to read. 
The machine automatically issues, from unprinted 
paper, the exact number of printed forms required 
by each type of transaction involved. All items are 
mechanically extended and cumulated, and name and 
address and alphabetic descriptions are mechanically 
printed originals, eliminating the need for carbons 
and ribbons and any paper handling. In addition, as 
a free by-product and without slowing service, all 
accounting and statistical distributions are automati- 
cally made and held cumulated so that up-to-the- 
minute condition reports can be obtained at will any 
time during a period as well as after it closes, by 
the turn of a crank. The machine is flexible enough 
to be adapted to the handling of sales, orders, pay- 
roll, expenses, etc. It is a combination printing press, 
adding machine, calculator, cash register, duplicator, 
typewriter and accounting machine. 

The man who conceived the “Master” office machine 
claims to have discovered a simple mechanical prin- 
ciple by means of which many existing types of appli- 
ances may be simplified and reintroduced in midget 
form, and that application of the principle permits 
simple and compact combination of the basic features 
of many machines in one. For the purpose of manu- 
facturing and marketing his machine, the inventor 
desires to contact firms who may be in a position to 


cooperate. 
‘ciascpamniigiitiailiat 


THERMODEX PEN COMBINATION 
The Zephyr American Corporation, 31 West Forty- 
seventh street, New York, manufacturers of the Auto- 
dex, has recently introduced another item known as 


| 
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NEW 
CATALOG 


Be sure to write at once for your copy 
of the latest complete “M. & V.” cata- 
log, crammed to the covers with vital 
merchandising information thatwillhelp 
you do a better job than ever with our 
famous “MATCHED PACKAGES”. 






am 
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a ¢ : com " 
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| Thermodex, a fountain pen holder and thermometer. 

Thermodex is graceful in streamlined beauty and 
design, available in three colors, black, walnut, and 
ivory. Priced at $1.59 and $1.85, with the fountain pen, 
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Mr. Dealer: 


The Meilink Line Is the 
“Complete Dealers’ Line’ 
All practical sizes of Underwriters "A" and "B'' Labeled 
Safes and the most complete line of One Hour Safes, 
Security Chests, Safe Drawers and many other protective 
: items built. 





THE THERMODEX DESK SET 


it is attractively packaged. It will soon be available, 
too, in a deluxe package, with Waterman fountain 
pen, at a slightly higher price. Thermodex is made of 
bakelite, and is small in size and designed in the most 
modern streamlined vogue. 

a all 


THE BERTELLO ROTARY FILE 

The Bertello rotary file, an Isaban invention, has 
recently been introduced to the European trade by 
Ufficio Studi Costi, Corso Venezia, Milan, Italy. The 
Italian organization is seeking to offer its patent 
rights in other countries. 

The device is an eight-drum machine, eighteen feet 
| wide, 11% feet high and 111% feet deep. Each drum 
has on its periphery 200 horizontal removable filing 
| cases with 1600 drawers numbered consecutively. The 
| drums are divided into two groups and between them 
| is an index drum—a visible file—which provides for 
| 100,000 individual designations. The 1600 drawers have 
| a total filing capacity of 600,000 sheets. 
| The drums are revolved by a one-horse power elec- 
| tric motor and rotation is controlled by convenient 
| switches located on a ledge in front of the machine. 
| The sheet steel housing is modernistic in design and 
has chromium-plated trimmings. 


WHY MEILINK IS YOUR | oT tea 
SAFE LINE ALLIANCE ANNOUNCES NEW RUBBER BAND 

| A new type of rubber band, which has been given the 
oye trade name of “Ring Type,” has been announced to the 
No Factory Competition. | trade by the Alliance Rubber Company, 225 Lafayette 

| street, New York, N. Y. 
| Made perfectly round, the band lies open when flat 
on any surface, is easily picked up and applied or 
| removed. The Ring Type band is made by Alliance 
in all standard stationery sizes in crepe and also in 
the popular line of “Brilliant” colors recently intro- 
| duced. Priced the same as the standard bands, they 
| are marketed in a new and modern box in which the 
| company is now packing all its rubber bands. 





All Inquiries Referred to Dealers. 


Personal Assistance. 


Direct Mail Campaign Aids. 


. 

e 

& 

@ Interior Planning Department. 

* 

@ Engineering Department Service. 
e 
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Simplified Catalog—Easier Sales. 
AMERICAN PASSBOOK IMPROVES PRODUCTS 


| The American Passbook Company, Akers building, 
Cleveland, Ohio, has recently made new developments 


M E | L | N K S T E E L S A F E Cc O. in the manufacture of bank passbooks and pocket 


check covers. Chief among several improvements is 
TOLEDO, OHIO a machine method of covering and round-cornering 


CHICAGO NEW YORK | books, a job which was formerly done by hand. 


Write Today for Full Information and Catalogs 
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BRANCHES 


New York City 
| Park Ave., Room 514 


Chicago, Ill. 
666 Lake Shore Drive 
Amer. Furniture Mart 


Pittsburgh, Pa. 
1005 Liberty Ave. 


Los Angeles 
2155 E. Seventh St. 


Miami, Fla. 
609 N. Miami Ave. 
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PPEARANCE, comfort, cleanliness and durability 

all contribute to efficiency in office work, and 

efficiency is a purchasable commodity when you buy 
Troy metal furniture. 


Troy office furniture possesses the beauty inherent 
in functional design, permanently attractive chro- 
mium plate and pleasing dignified upholstery. 


Investigate the possibilities of Troy Equipment in 
the outfitting of your office — you will be pleased to 
learn that modernization with Troy need not com- 
mand a premium in price. 


Write for new 1940 catalog —a copy is yours for 
the asking. 


THE TROY SUNSHADE COMPANY 
DEPT. P-240 TROY. OHIO 
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Another ACME Product. . 





@ Tough Kraft Pockets . . . with protecting 
transparent edges ... visibly held in Acme 


Tray Cabinets and Card Books. 


@ For Record Cards ranging in size from 5” x 


a” to: Ft" s 0". 


@ Existing Records may be visualized with- 


out transcribing. 


@ Many combinations of Records are possi- 


ble. 


@ Perfect alignment of Record Card Pockets. 


@ Unvarying uniform exposure of Visible 
margins. 


@ Record Cards held on both front and 
back of Pockets. 


@ Individual Pockets easily shifted. 


Always a leader in the Visible Equipment 
field, Acme's line is now more complete than 
ever. All your customers Record require- 
ments can now be filled with Acme Visible 
Record Equipment. 


Record Service 
For Your Customers 


Twenty-five years of designing and 
developing Visible Record Systems 
. for and with executives in every 
line of endeavor . . . has caused 
Acme's Systems Service Depart- 
ment to accumulate a vast store- 
house of tried and proven Record 
Forms and Methods. This valuable 
material and information is avail- 
able to you and your customers 
. demonstrating the Acme way 
of multiplying the worth of their 
Records and reducing their costs. 


NOW Vil: 
PochH 


. Visible Pocket Equipment 
. with the many features your Customers ask for: 


} 
ACME VISIBLE RECORDS INC CHICACO.USA 9 










Acme does nal tell in 


Illustrated above ... Acme's Visible Pocket Equip- 


ment Catalog, giving details on this new equipment. 
Write for this new Catalog . . 


. and information 
regarding the Acme Franchise. 
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A Line of Vis ible Card Re 








with ts franchised dealers 


ACME VISIBLE RECORDS sn. 


122 SOUTH MICHIGAN AVENUE - CHICAGO, U. S.A. 


WORLD'S LARGEST EXCLUSIVE MANUFACTURERS 
OF VISIBLE RECORD EQUIPMENT 
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A. C. TOBIN 

Death brought to an end a long and brilliant career 
in the office furniture and equipment field with the 
passing on February 17, of Arthur C. Tobin, president 
of The General Fireproofing Company of Illinois. He 
was sixty-one years of age. 

A native Chicagoan, Mr. Tobin attended grade 
schools and Armour Institute in the city. Upon gradu- 
ation he entered the employ of Armour & Company. 








THE LATE A. C. TOBIN 


Ten years later he became associated with Frank 
Lloyd Wright, the famous architect, as construction 
superintendent, but soon found that he preferred to 
settle down in Chicago even if it required another 
change in vocation. 

In 1907 he answered a blind advertisement, and was 
chosen from 1,200 applicants by W. H. Foster, then 
president of The General Fireproofing Company. He 
was made western manager in charge of both the 
construction and the metal furniture divisions. The 
panic of 1908 caused removal to Youngstown, Ohio, 
headquarters, where he became general sales man- 
ager. 

During the five years he was located in Youngstown, 
he accompanied Mr. Foster to Europe on a visit that 
lasted for five months. There, difference of languages 
were overcome, many friendships established, and a 
number of agencies appointed. He returned to Chi- 
cago in 1913, where he remained as chief executive 
until his death. In 1925 the Chicago branch of the 
company was incorporated as The General Fireproofing 
Company of Illinois, with Mr. Tobin as president. 

Possessing initiative and enterprise in high degree, 
Mr. Tobin earned early recognition as a man with 
exceptional executive qualities. A man of high ideals, 
he was active in work for the church. At the time 
of his passing he was a member of the board of 
directors of the Meadville, Theological school. 

Mr. Tobin is survived by his widow, Mrs. Helen 
Tobin; a son, Arthur Roche Tobin, and three daugh- 
ters, Mrs. Martha Tobin Hoke, Bartlesville, Okla.; 
Eleanore and Jeanne. 

A number of old friends and business associates of 
Mr. Tobin attended the funeral services held in the 
First Unitarian church, Chicago. Among those present 
were W. H. Foster, chairman of the board of The 
General Fireproofing Company, and George C. Brain- 
ard, president of the company. 

————_ oa oe 
S. E. SLAUGHTER 

Sesco E. Slaughter, South Texas district manager 
for the Woodstock Typewriter Company, and con- 
nected with the typewriter industry since 1902 with 
only a short lapse, died February 10 at San Antonio. 

Mr. Slaughter entered the industry thirty-eight 
years ago as a St. Louis salesman for the Oliver Type- 
writer Company, and within a comparatively short 





rHE MODERN SUITE 





Sell the Plus of Custom Quality 
with 
SLOANE 
STOCK OFFICE SUITES 











TO YOUR CUSTOMERS, one suite of ofhce furniture 
may look very like another. It’s the years of wear and 
satisfaction in using it that speak the difference. 
THAT’S WHY SLOANE, in answer to overwhelming de- 
mand, decided to build their famed custom quality 
into stock furniture...at stock prices. The result is a 
new line with these features to sell as pluses! 

FINE, SELECTED WOODS of top-notch quality. Permo- 
Weld panels...impervious to weather, warping, aging 
or checking. 

EXCELLENT HARDWARE... sturdy, well finished, and in 
perfect harmony with the design. 

AUTHENTIC PERIODS ...Sloane’s own designers created 
them with meticulous attention to detail. 

RAPID DELIVERY...direct from stock, at prices to fit 


the budget of every office. 
Illustrated: Sloane’s Modern Suite. Desk, $165 ; swivel 
chair, $80; armchair, $70; telephone stand, $56.50; 
costumer, $27.56. 

Send for our literature, prices, and details on 

our liberal discount and protected dealer policy. 


Wholesale Office Furniture Division 


W«sJ SLOANE 


575 FIFTH AVENUE * NEW YORK 
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BOOMING SALES 


Prove that Users Prefer these 
better engineered—better made 


- a : . 





The ACE CLIPPER is performing in the best tradition of 


the successful ACE family, breaking sales records month 


it’s no wonder. The market for this 
Every 


after month. And 
universal fastening tool is virtually unlimited. 


¢ biisifess can use it for one or more fastening jobs (and 


« it’s.amazing low alert dealers and salesmen discover 
\e new uses and applications all the time). 


Geli ‘ 


By giving “Real Stapling Satisfaction”, like all ACE 


, ©, ‘mathines, the ACE CLIPPER has been largely respon- 


‘ 








- sible for creating that market. No other ¢tapling pliers 

‘caw equal it for strengthy durability, dependability, 
stapling efficiency, and ease of handling. It loads 210 

», Staples—twice as many as ordinary plier-type staplers— 

~ and these staples are of the advanced undulated design, 

B which scientific research has proved to be the most 
eftidet. 


» SUPERIOR Unlulatel STAPLES 


’ Contribute to Efficiency 
of ACE CLIPPER 
a] @ 30° more tensile strength 
Fa) Pit’s Allin the Wave © Greater holding power 
fi : ay @ Greater penetrating qualities 
~N o Greater resistance to buckling 


A YOU get the Repeats 
. om these Staples! 


Top 44 
Bridge mech 


ACE FASTENER CORPORATION 


3415 N. Ashland Ave., Chicago 


Makers of 


TRE WORLD'S BEST. STAPLING MACH IR SS 
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time was transferred to Kentucky and then south 
Texas as district manager. In 1909 he bought the 
Oliver agency at Galveston and operated it until 1916 
when he sold out and returned to Oliver as district 
manager of northeastern Texas. 

In the ensuing years he was in charge of the entire 
state of Texas under William A. Parker, entered the 


| automobile business for a time, and then went to work 





| 
| 
| 
| 
| 





for Woodstock, holding several important jobs, includ- 
ing that which he occupied at the time of his death. 


tr + 


HERBERT ETHERIDGE 

From England comes the report of the death of 
Herbert Etheridge, who was in charge of the experi- 
mental and research department of the Imperial 
Typewriter Co., Ltd., Leicester, England. 

Mr. Etheridge joined the Imperial Typewriter Co., 
Ltd., in January, 1937. He had until then been working 
for some twelve years in Germany on typewriter 
design and previously with another British typewriter 
company. 

Mr. Etheridge’s knowledge of typewriter design was 
very wide and his services to the Imperial Typewriter 
Company were of the greatest value. 

From the nature of his work, Mr. Etheridge only 





hal bie 


THE LATE H. ETHERIDGE 


| came into close contact with a small proportion of the 


staff and with outsiders, hardly at all. For a number 
of years he had suffered from indifferent health but 
in spite of this he had a great enthusiasm for his 
work. Much of the work he carried out has not yet 
left the experimental department, and it is indeed un- 
fortunate that he will not be able to see the results 
of his labors in their final form on the markets of the 


world. 
+; - |; 
B. M. WINTERS 

B. M. Winters, vice-president of the Consolidated 
Supply Company, division of the Central Tablet Manu- 
facturing Company, Columbus, Ohio, died January 18 
at the age of fifty-five years. 

Mr. Winters became associated with his firm in 
January, 1936, and was in charge of the company’s 
furniture and equipment business. Prior to joining 
Consolidated he spent approximately twenty years 
with the Theodore Kundtz Company, Cleveland, Ohio, 
manufacturers of school and church furniture. 


+ 
J. P. BUCKLEY 
Joseph P. Buckley, president of the Perry & Buckley 
Company, New Orleans, La., and one of the Catholic 
leaders in his community, died last month following 
an illness of only a week. He was seventy-four years 


of age. 
Mr. Buckley devoted every spare moment to his 


| religious affiliations and was president of the Metro- 


politan Council of the Society of St. Vincent de Paul 
and a number of similar organizations. He was born 
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Get This EXTRA Profit! 


Invincible CONCEALED SAFES ___ 
Give you PLUS Sales .... 


Here’s a specialty that runs into real dollar volume—that builds up 
your profit fast. Every businessman, every office needs and wants 





FREE cireulars for mailing to 
your prospects and customers 
sent with every order. Quick- 
ly make sales for you. 


this protection. Invincible offers the most di- 
versified line of Concealed Safe Units—in let- 
ter or legal width—to fit into 4, 3 or 2 drawer 
height files, desks and cabinets. An Invincible 
file with built-in concealed safe displayed in 
your window and on your sales floor will create 
much interest. It will sell files and safes for 
you in combination. Be first to get this PLUS 


business—write for full details and prices. 


INVINCIBLE METAL FURNITURE CO. 


2603 FRANKLIN ST. MANITOWOC, WIS. 
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Built-in Concealed Safe Units 
in a variety of arrangements— 
exclusive, patented, In- 
vincible features—provide extra 
advantages to make Invincible 
Files first choice of new and 
old customers alike. 


INVINCIBLE Modernaire MATCHED BUSINESS FURNITURE 





e Executive and typewriter 
desks matching perfectly 
with harmonizing office 
tables make up the business 
builders in the complete 


Invincible MODERNAIRE 


line. 


Exclusive selling features 
your customers recognize in- 
stantly — construction and 
convenience advantages turn 
prospects into customers for 
quick sales and _ profits. 
Sturdy desks and tables— 
smartly designed for appeal 
and “smartly” low priced. 
Sold only through exclusive 


dealers. 
























iluminated counter Merchandiser gives you 
a “Writing Set Department.’ Swedish (light) 
Walnut grained finish on metal. 





This complete Window Display combination is 
a “stopper.”’ Includes the Merchandiser and 
the highly colored related display pieces. 





Window and counter cords. Also used sepa- 
rately after placing Merchandiser permanently 
on counter. They tell a sales-producing story. 
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IN}; Merchandiser Deal 


pulls in your share 
of the volume and profits 
on this “hit-of-the- year” 


Enables you to cash in on new 
models, added features now 
“selling like hot cakes” 


Today Sengbusch puts a triple 
“kick” into your writing-set 
sales, with: 


1. New “tip-in-ink” Handi-pen sets— 
the last word in efficient, trouble- 
free writing performance, 


2. New Adapto desk sets, taking any 
standard 2 oz. bottle of ink. 


3. New “3-in-1" Merchandiser deal. 

This deal gives you a display 
stock of the most popular Handi- 
pen and Adapto items, and all 
the tools you need to sell them 
— as illustrated at the left. 
It puts you in a position to do 
real volume on replacing hun- 
dreds of obsolete desk sets in 
your community. 





Here is the deal: 


1 Merchandiser, 1 set of No. 40 
Window and Counter Display Cards, 
250 No. 17 Circulars (No charge). 


The following Handi-pen and 
Adapto sets: 
HP-6 Black 
6 

6 Copper 
6 

100 Black Base, Red Top 
-101 Maroon Base, Ivory Top 
D-102 Walnut Base, Marble Top 

1 AD-103 Mahogany Base, Black Top 
_1 HP-640 Walnut Base Set 
pe List Price $31.00 

(less your regular trade discount) 
1 HP-650 Walnut Base Handi-pen Set 


8 REE sae et $10.00 
(no trade discount) 





New Sengbusch “Tip-in-ink" 
feature brings repeat orders 


Uniform pen-inking, no flooding — 
still greater writing satisfaction 
now with al] Handi-pen models. 
Only tip of pen touches ink. No 
creeping of ink up to finger-grip 
— no over-supply of ink to spill 
from feeding compartment if set is 
mishandled. This new feature 
assures you of multiple sales 
wherever you get a trial order. 














Go “over the top” after a new 
record in writing-set sales 


The response to the new Handi- 
pen line shows you can do it. 
Retailers everywhere are en- 
thusiastic. Really substantial 
orders are pouring in. 


With the 3-in-1 Merchandiser, 
Handi-pen sells itself to your 
window and store traffic. It's 
free with the small order of 
Handi-pen and Adapto sets 
listed at the left — as our con- 
tribution to help you get your 
share of this profitable business. 


Write or wire today. Just 
specify “3-in-] Handi-pen Mer- 
chandiser deal.” 


Sengbusch Self-Closing Inkstand Co. 


315 Sengbusch Bldg. 


Milwaukee, Wis. 
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in New Orleans and after working for twenty-two 
years for the T. Fitzwilliam Company, manufacturing 
stationers, he, together with the late Frank E. Perry, 
organized their own company. 

Surviving is a brother, Robert D. Buckley, of New 


Orleans. 
+ 


A. V. GILLIN 


Stricken with a heart attack at Yakima, Wash., 
part of a territory he has covered for the Weis Manu- 
facturing Company, Monroe, Mich., for seven years, 
A. V. Gillin, well-known traveler in the West, died 
February 2. He was thirty-eight years of age. 

Born in Portland, Ore., on September 19, 1902, Mr. 
Gillin had since made that city his home, residing at 





THE LATE A. V. GILLIN 


4223 SE Sixty-seventh street. Since 1933 he had been 
one of the West Coast representatives of the Weis 
organization and because of his friendly spirit and 
willingness to be of help to everyone in the office 
equipment and supply industry, counted his friends 
by the hundreds. 

Burial services were held February 6 at Lincoln 
Memorial park, Portland. 


> +} 
H. R. MANN 


Herbert R. Mann, former president and treasurer 
of H. R. Mann & Company, wholesale and retail office 
supply firm, died January 17 at his home, 1518 Sage 
avenue, Troy, N. Y. He was eighty years of age. 

In his early years Mr. Mann was a member of the 
stove manufacturing firm of Burtis & Mann. Later he 
joined the Mann & Hastings Book Company and then 
the Crescent Paper Company. Soon after a fire swept 
the entire property of the last named concern Mr. 
Mann formed H. R. Mann & Company, serving as pres- 
ident and treasurer until he retired last July. 

Mr. Mann was a vestryman of St. Paul’s Episcopal 
church; a member of Company A, the Old Second reg- 
iment, New York National Guard and the Citizens 
Corps. He was formerly a member of the Troy Club 
and was a member of William Floyd chapter, Sons of 
the Revolution, and of the Rensselaer County His- 
torical Society. 

Surviving are four daughters, Mrs. Burke Diefen- 
dorf, Glens Falls; Mrs. Frank J. Stevens, Chattanooga, 
Tenn.; Mrs. Dwight Douglass, Hartford, Conn., and 
Miss Isabel R. Mann, Troy, and eight grandchildren. 
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MRS. T. E. BRYANT 

Mrs. Lucy Trice Bryant, widow of T. E. Bryant, 
former president of the Bryant & Douglas Stationery 
Company, Kansas City, Mo., died last month at her 
home, 3419 Coleman road. She was in her eightieth 
year. 

Surviving Mrs. Bryant are two sons, Trice Bryant, 
president of Bryant & Douglas, and Vaughn Bryant, 
Columbia, Mo.; a sister, Mrs. H. A. Osborn, Evanston, 
Ill.; a brother, Harry H. Trice, St. Joseph, Mo., and two 
grandchildren. 

Mrs. Bryant was born in Plattsburg, Mo., on October 
27, 1859. Later she moved to St. Joseph with her 








121 





MAKE OFFICE WINDOWS PAY 
YOU NEW PROFITS! 











ALUMILITE venetian BLINDS 


ARE YOUR OPPORTUNITY 


@ Among your own customers you will find many who 
have installed venetian blinds in the last year or two. This 
is business that belongs to you—business that you should 
have and can get with the sensational new Chicago 
*Alumilite Venetian Blinds. With Alumilite you can out- 
sell any competition, because these remarkable blinds 
have advantages that are not equalled in any other type. 

Chicago Alumilite blinds are made of 98% pure alu- 
minum, processed to give a rich platinum-like finish that 
is immune to all climatic conditions. Reflects colors of 
surrounding walls, provides incomparable light control 
with maximum uniformity of daylighting, and harmo- 
nizes with any decorative 
scheme. Can’t warp, chip 
or peel. Never needs 
scrubbing or refinishing. 
They insulate the win- 
dows, too. Last indefi- 
nitely. We also make 
wood, rigid or flexible 
color-metal and Plastone 
venetian blinds. 


WE HELP CLOSE CONTRACTS 


Your profits are protected on the Chicago Venetian 
line because we take no direct orders where we have a 
dealer. On large contracts our men give every sellin 
help. Write for information on the complete line ond 
on our dealer franchise. 





TYPICAL 
INSTALLATIONS 
Dime Savings Bank Bldz., Detroit 
Marine Trust Bldg., Buffalo 
Kodak Company, Rochester 
Kraft Cheese Corp., Chicago 
Alfred 1. du Pont Bidg., Miami 
Corn Exchange Bank, New York 
Pacific National Bank, Seattle 











* Patented process owned by Aluminum Company of America 


CHICAGD Vorvotlare Mitoudl can 


MICHIGAN AVENUE at 39th STREET, CHICAGO, ILLINOIS 
World's Largest Custom Blind Manufacturers 


CHICAGO VENETIAN BLIND CQ. 
Michigan Ave. at 39th St., Chicago, Ill. 
Send us information on your complete line and dealer 
franchise. 
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LARGER PROFITS 
FOR YOU 


SELLING THE CONSUMER THE 
GREATEST NUMBERING MACHINE 
VALUE FOR HIS DOLLAR 


THE WORLDS 
MOST USEFUL 
NUMBERING MACHINE 


A choice of MODEL 95 
5 to 10 wheel capacity 
with 


7 size and style figures 


Retail prices range from 
$13.00 up 


1234567 


Style L 





THE WORLD’S LARGEST MANUFACTURER 
OF NUMBERING MACHINES 


Unconditionally Guarantees 


Model 95 


AUTOMATIC NUMBERING MACHINE 


This is a five (5) movement machine 
with a unique DIAL SET, making it pos- 
sible to set the machine to Repeat, 
Consecutive, Duplicate, Triplicate or 
Quadruplicate by a slight movement 
of the dial. 


Send for prices, discounts and descriptive circulars 


THE ROBERTS 
NUMBERING MACHINE COMPANY 
694-710 Jamaica Avenue Brooklyn, N. Y. 


Western Distributors LOUIS MELIND CO. 


362 West Chicago Ave. 593 Market Street 
Chicago, Ill. San Francisco, California 
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parents where she was married in 1883. Two years 
later Mrs. Bryant and her husband moved to Kansas 
City. 

Following the funeral services conducted by Dr. 
Burris A. Jenkins, pastor of the Community church, 
interment was in Forest Hill cemetery. 


- +} 
L. F. SCHMIDT 


Lawrence F. Schmidt, president of the McDonald 
Ledger & Loose Leaf Company, Chicago, died January 
22. He was fifty-three years of age and was a member 
of a pioneer Chicago family. 

Mr. Schmidt’s business career began when, at the 
age of thirteen, he became associated with the com- 
pany he was destined to head. A genuine liking for 
hard work together with a keen business ability and 
acumen paved the way to promotion up through the 
executive offices to the presidency. His recreation was 
golf and he was a member of the Edgewater Golf Club. 

Surviving are the widow, Mrs. Nelle Schmidt, and a 
daughter, Mrs. John King, of Evanston, the former 
Eunice Ann Schmidt. 

Funeral services were held on January 25 at the 
Graceland cemetery chapel, Evanston, followed by 
private interment. 
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J. E. YORK 


John E. York, a native Texan who brought the first 
typewriter into the state and for many years traveled 
far and wide over Texas, New Mexico, Louisiana and 
Oklahoma as a salesman for manufacturers of the 
machine, died in his Dallas, Tex., home on January 
30. He was sixty-six years of age. 

The first machine introduced by Mr. York was an 
eight-bank device upon which visitors at the state fair 
that year stared with skepticism and ridicule, rating 
it another “crackpot” invention. Priced at $100, both 
the instrument and its cost brought chiefly amuse- 
ment at its first showings there. Mr. York enjoyed 
recalling how many of these people looked at the 
price tag, supposed it to be $1, not $100, and even at 
$1, were entirely uninterested—JDM 


- } | 
C. D. NYE 


Charles Dana Nye, well-known stationer of Water- 
bury, Conn., died January 21 in the Waterbury hospital 
where he had been a patient since December 1. He 
was seventy-two years of age. 

In 1898 Mr. Nye established the firm of Davis & Nye 
with the late Charles F. Davis, with whom he had 
been previously associated in the stationery house of 
Putnam & Davis. 

In addition to his business Mr. Nye was active in 
church and fraternal circles. He was a Rotarian, a 
director of the Waterbury Savings bank and organ- 
izer, director of the Waterbury Building & Loan Asso- 
ciation, and an early president of the Waterbury Busi- 
ness Men’s Association. 
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MRS. MARY McMURRAY 

Mrs. Mary McMurray, the widow of the late J. F. 
McMurray, founder of the McMurray Book & Station- 
ery Company, Fredericton, N. B., Canada, died recently 
after an illness lasting two months. She was eighty- 
one and is survived by a son, J. Harold McMurray, who 
is president and manager of the business founded by 
his father; and two sisters.—WJM. 

+ i 
H. J. WOOD 

Harry Justine Wood, manager of the Plimpton 
Company, manufacturing division of the United States 
Envelope Company, Hartford, Conn., died last month 
at the Hartford hospital following a long illness. He 
was eighty years of age. Mr. Wood joined the Plimpton 
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organization in 1880 as a clerk and salesman when the 
firm was owned by his uncle, Linus Plimpton, and 
became manager in 1926. The company has been affil- 
iated with the United States Envelope Company since 


1898. 
t i 


MRS. ELEANOR HANFORD 

Mrs. Eleanor Hanford, widow of one of the leading 
pioneer stationers of the Puget Sound area, who con- 
tributed largely to the growth of Seattle, Wash., where 
his stationery business has expanded to large propor- 
tions, died at her home at 1103 Summit avenue, 
Seattle, in mid-February. 

Mrs. Hanford, who had seen Seattle rise to metro- 
politan proportions while assisting in this growth, was 
seventy-nine years old at the time of her death, and 
succumbed to pneumonia, although her general health 
had been failing for several months. 

Her husband, Clarence Hanford, pioneer stationery 
and office appliance retailer, had founded with J. D. 
Lowman, as partner, the firm of Lowman & Hanford 
Company, around a half century ago. Although Mr. 
Hanford died in 1920, the stationery business now un- 
der the leadership of Thomas Pelly as president, is 
one of the oldest and most important businesses of 
the Pacific Northwest metropolis, with several loca- 
tions in Seattle, and another store at Olympia, Wash., 
the capitol city of the state. 

Mrs. Hanford is survived by her daughter, Mrs. Aime 
Hanford Orton of Los Angeles, Cal., and a sister, Miss 
Julie Neff of Seattle. Funeral services were held at 
Mrs. Hanford’s home on First Hill, exclusive residential 
region of pioneers—with cremation following —CML 

kok ob 
C. B. PATTON 

Charles B. Patton, twenty-two year old son of Dean 
S. Patton of New York, well-known office specialty 
man, was killed in an automobile accident at Waco, 
Tex., December 3. The young man was a cadet at 
Kelly Field and was riding with another cadet when 
their car collided with a truck. Charles knew many 
people in the industry from having been associated 
in business with his father when he was a district 
representative for Victor Adding Machine Company. 
The sympathies of the trade go to the family. 
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W. E. HOWARD 

William E. Howard, accounting machine department 
manager at the New Haven, Conn., branch of Reming- 
ton Rand, Inc., died January 12 at the New Haven 
hospital following a two-weeks illness. He was thirty- 
nine years of age. Mr. Howard, who was well-known 
in the typewriter and office machine industry, was 
transferred to New Haven from Springfield five years 
ago and was honored by a large number of friends in 
both cities. Following funeral services on January 15 
interment was in Hamden Plains cemetery. 
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W. J. O'REILLY 

Stricken with a complication of ailments which re- 
sulted from an illness of a month’s duration, W. J. 
O’Reilly, for the past nine years sales manager of 
the Speed Products Company, Long Island City, N. Y., 
died February 9. Mr. O’Reilly was well-known in the 
industry and was one of the most popular men in the 
Eastern field, numbering his friends in and out of the 
stationery and office supply business by the hundreds. 
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H. D. HONEY 
Horace D. Honey, president of the Eureka Blank 
Book Company, Holyoke, Mass., died January 22 at his 
home, 25 Waldo street, at the age of seventy-seven 
years. 
For a considerable time Mr. Honey was connected 
with the National Blank Book Company until 1890 








The New Superfine 


TESTING 
PLATEN 








A Guaranty of 
User Satisfaction 


The Superfine testing platen enables you to 
select the correct platen for every typist and 
for every kind of typing whether it be letters, 
billing, manifold or other uses. Each test . 
platen is made with five different densities 
or hardness of rubber. The operator tries it 
on her regular work and quickly you have a 
scientific solution to her problem, on her ma- 
chine using her supplies. As a result, you 
supply the platen best suited to the custom- 
er's needs. 

Use the test platen. Get one for each make 
of machine. It will increase your platen bus- 
iness and profits. Send for full particulars. 


PLATENS @ PARTS 
MACHINES 


Shipman-Ward is headquarters for genuine 
replacement parts for all typewriters at man- 
ufacturer’s prices. Also for adding machine 
parts. Platens furnished for all office ma- 
chines. 

Typewriters, adding and calculating ma- 
chines, all makes, supplied rough or rebuilt. 


SHIPMAN-WARD 
MFG. CO. 


325 N. Wells St. 
CHICAGO 


“The Dealers’ Quality Supply House” 


Consolidated buying on Adding & 
Calculating Machines, Typewriters, 
Parts and Platens saves you money SHIPMAN. WARD 
and time. An Exclusive S-W MFG. CO. CHICAGO 
Service. 
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THE REVOLUTIONARY NEW VERTICAL VISIBLE 


AFFORDS BIG PROFIT OPPORTUNITY 
TO DISTRIBUTORS 


Exclusive territories are now available to quali- 
fied distributors assuring substantial profits in 
the distribution of visible equipment which has 
“everything.” 

ViSlrecord is a simple, visible, vertical record 
keeping equipment for hand and machine post- 
ing. It is compact, flexible, easy to handle. 
ViSIrecord cards are vertically filed and are 
accurately spaced so as to afford maximum visi- 


bility at all times. The positive “‘out control” 





which is exclusive with V/S/record, automatically 

Here is a profit opportunity that alert signals missing cards. Even a single card from 
distributors are looking for. V/S/record 
is one of the most outstanding recently 
developed office appliances. It is cre- 
ating tremendous interest and is right 
now making money for progressive dis- 
tributors in many parts of the country. fuss with. 


VISIBLE INDEX CORP. 


45 ROCKEFELLER PLAZA 
NEW YORK 


among 3500 is positively signaled. The outstand- 
ing advantage of V/S/record is its simplicity. 
Cards can be shifted, removed, added, quickly 


and efficiently. No pockets, clamps or wires to 


MACHINE POSTING 





HAND POSTING 
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when he formed the Eureka organization. He is sur- 
vived by a son, Horace J. Honey; a daughter, Miss 
Alma Honey, and four nephews, Bishop Ralph Cush- 
man of the Methodist Episcopal church of St. Paul, 
Minn.; Horace C. and Robert E. Cushman of Boston, 
and Leroy Cushman, of Poultney, Vt. 

tt  & 


IRA SMITH 
Ira Smith, head of the Prescott Multigraphing Com- 
pany, Prescott, Ariz., and a business man of that city 
for more than thirty years, died January 12 in his 
downtown office following a heart attack. He was 


seventy-four years of age, and had been in ill health | 


for about three weeks. 





| 


A native of Chicago, Ill., Mr. Smith went to Prescott | 
several years ago and took a job as local passenger | 
agent for the Santa Fe railway, staying in that posi- | 
tion until founding the firm he headed at the time of | 


his death. 


in Chicago and the other in Wisconsin. 
+; | 
C. L. SEARCY 
Charles L. Searcy, sales representative of Acme Vis- 
ible Records, Inc., died last month in the ‘Illinois 
Central hospital, Chicago, at the age of fifty-five. 
Previously to joining Acme, Mr. Searcy was an adver- 
tising executive for several Chicago newspapers and 
was well-known throughout the Middle West. He is 
survived by his widow, Mrs. Edna Searcy. 
~- | - 
COMPANY HOUSE ORGAN HONORS MURPHY 
The February 1 number of “The Factory Chairman,” 
official house organ of the Murphy Chair Company. 
was published as a commemorative issue in honor of 


the late M. J. Murphy, president, whose passing was | 
reported in the February issue of OFFICE APPLIANCES. | 


The booklet contained eight pages dealing with the 

life and business career of Mr. Murphy, while on the 

cover was a large photograph of him and beneath it 

the notation: “February 22, 1851—January 20, 1940.” 
—— 2 i 


MAHAN HEADS I. B. M. HONOR CLUB 

Claude H. Mahan, a sales representative in the New 
York office of the International Business Machines 
Corporation, won the presidency of the 1939 Hundred 
Percent Club, IBM honor organization of sales leaders 
and executives, by making the highest individual rec- 
ord in the company’s domestic and Canadian organiza- 
tions. 

Vice-presidents of the club, whose elections were 
also announced by Thomas J. Watson, president of 


IBM, are: John W. Dickson, Jr., sales representative of | 


the Los Angeles office; Edgar A. Thomas, sales agent 
at Albany, N. Y., and Norman J. Collister, sales agent 
at Chicago. Victor M. Mittlefehldt, divisional manager 
at New Haven, Conn., is secretary, and Charles W. 
Cooper, sales representative at New Orleans, is 
treasurer. 

Elsewhere in this issue is a report on Victor C. 
Boucas, of the IBM Brazilian organization, who was 
recently announced winner of the Watson trophy for 
the best individual sales performance in the world- 
wide IBM organization. 

asinine: 
PACIFIC NORTHWEST NOTES 

Under direction of Miss Florence Barry, nationally 
known typing instructor, a free school for typing was 
held in February at the University Book Store at 
4326 University Way, in the collegiate district of Se- 
attle, and brought throngs to the typewriter shop of 
the large stationery, typewriter and school supply 
store off the campus of the University of Washington, 
with its more than 11,000 eds and co-eds. Miss Barry 
instructed forenoons, afternoons and evenings, as well 
as on Saturdays, from February 12 to 21, giving five 
one-hour lessons over a nine-day period to the stu- 

























QUALITY in the little utilities 


for the office is essential for 


Mr. Smith is survived by two daughters, one living | their perfect function. 


The PERFECTION of Vail Pins, 
Paper Clips, Brass Fasteners, 
Staples and Thumb Tacks is 
achieved by using metals that 
have life, tenacity and recoil 


thus ensuring satisfactory usage 


under all conditions. 


With VAIL fastening necessities 
the Dealer provides his cus- 
tomers with the best that can be 


made. 


Try VAIL when you replenish 
your stocks. You will be pleased 


with the results. 


VAIL 


MANUFACTURING 
COMPANY 


900 E. 95th St. Chicago, IIl. 
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TRANSFILE 


CORRUGATED, STEEL REINFORCED 


PVLES 


enable you to sell 
all your customers 


Day after day and everyday dealers are 
finding new applications for TRANSFILE 
FILES in the offices of their customers—and 
their customers find them too! In their 
four styles and 13 sizes TRANSFILE FILES 
are made for every record storage and 
filing purpose. 


TRANSFILE FILES are making real money for 
dealers the whole year round. You ought 
to be in on it too. Get a sample now! 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, NEW YORK, N. Y. 


THE REGULAR 


TRANSFILE 





THE DE LUXE— 
Steel Roller Bearing 
Drawer Suspension. 


THE LEADER— 

Stee] Front—The 
greatest corrugated board | 
file value ever offered. | 
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dents registering in the typewriter store. Besides the 
finest type of typewriter instruction, the store also fur- 
nished all equipment and supplies necessary for the 
better typing course, without obligation. 

Philip E. Renshaw, sales representative at Seattle 
of the International Business Machines Corporation, 
has been named as instructor in the YMCA evening 
schools of Seattle, replacing Lynne W. Pickler, who 
has resigned to become sales manager of the Pacific 
Manifold Company, at Los Angeles, Calif. 

* * * 

The Northern School Supply Company of Seattle 
has won a large order for equipment at the new 66th 
Field Artillery Brigade armory at Fourth and Harrison 
streets, Seattle, furnishing $3,518.88 worth of material. 

Stocking a large quantity of stationery, school sup- 
plies and paper, the new Walla Walla branch of the 
Zellerbach Paper Company was opened early in 1940 
after acquisition by purchase of the Tausick & Kauff- 
man business at Walla Walla, Wash. The store quar- 
ters at Tenth avenue and Rose street have been ex- 
tensively remodeled and considerably expanded so that 
Walla Walla will be headquarters for a large trade 
territory beyond confines of the Seattle, Spokane and 
Portland areas in Pacific Northwest distribution and 
selling. Personnel of the new branch consists of Wil- 
liam C. Harris, formerly of Portland, and long ex- 
perienced as a paper salesman; Joseph L. McAllister 
and Robert M. Daggett, both of Walla Walla, and also 
long experienced in the paper and Stationery field. 

-CML 
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WHEN THEY ARE GOOD, THEY ARE VERY, VERY—TERRIFIC. 
—tThis bowling team, sporting L. C. Smith standard typewriters 
on their becoming uniforms, is sponsored by Roy Harris, sales- 
man connected with the Oklahoma City L. C. Smith & Corona 
Typewriters, Inc., branch. The young ladies, dressed in their 
snappy Roy Harris-purchased uniforms, recently took first place 
in the local Women’s City Bowling League. They are (L to R) 
Mattie Sellers, Vera Bleakney, Aileen Cowan, captain; Mazie 
Shue and Joan Bunyard. 
a 2 


CONSUMER ABSORBING LOSS INCURRED ON 
TYPEWRITER SALES TO GOVERNMENT 


A proposed amendment to the Treasury Department 
Appropriations Bill which would have reduced the top 
price of standard 10-inch typewriters purchased by 
the Federal Government from $70 to $60 was defeated 


| recently when Senator Francis T. Maloney, of Con- 


necticut, told the Senate that it might very seriously 
dislocate the typewriter industry. 

At the same time, Senator Maloney expressed a con- 
viction that the present ceiling of $70 fixed for Gov- 
ernment purchases of typewriters is compelling pri- 


| vate business, which pays $115.50 for the same ma- 


chine, to absorb the losses incurred by manufacturers 
on Government sales. 

“Obviously,” said Senator Maloney, “the typewriter 
people are compelled to sell typewriters to the Gov- 
ernment; so, if the bid price is $70, it is something that 








MARCH, 1941 129 


The TAPE that got me 


a $300 ololemrde)itigelas 









“Yours is the low 
bid, Mr. Thompson,” 
they told me ...“so 
low that we hesitate 
to award you the 
job. Can you prove 
that you have 
figured the specifi- 
cations correctly? 
We must reach a 
decision today.” 





























I'd spent four days 
estimating the job, 
but | knew | wasn't 
licked. | sat down 
with their engineers, 
the blueprints and 
this tape...the record 
of every calculation 
we'd made at the 
office on our new 
Printing Calculator. 
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AUTOMATIC-VANDEX 

















Visible Record Equipment 


SELLS EASIER 
—STAYS SOLD! 


———— 


VANDEX brings economies to record systems 
that increase customer satisfaction daily. 
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Simplicity 

Vandex cards are their 
own holders. They snap 
right on to the VANDEX 
Aluminum Panel with a sim- 
ple one hand movement. 
Cards are held snugly—yet 
they slide easily and will not 
fall or slip down while refer- 
ring or posting. Cards and 
panel are protected by the 
patented pressboard VAN- 
DEX Spacer Guide. The 
Spacer Guide also serves as 
an index to the Panels and 
cards— 


No mechanical 











FAST:—VANDEX permits one hand operation 


These savings arise 





from the basic sim- 
plicity of VANDEX. 
VANDEX 
happy combination of 
all the advantages of a 
visible record with the 
economy of a vertical 


card file. 


offers a 


VANDEX is more 
efficient because it is 
EASIER to operate. 








hangers—no pockets 
nothing to adjust or get out of order! 


Speed 


VANDEX is unexcelled in speed for reference or 
posting. A touch of the hand and the card is in view 
—flex it for reference—raise it for posting—all with 
one hand—split second operation—and "dead 


Flexibility 


VANDEX is adaptable to every record require- 
ment with excellent results. Card sizes may be varied 
without changing equipment. VANDEX ata may 
be housed in Desk Units, Adjustable Floor Units and 
Standard AUTOMATIC EXPANDING File Drawers. 
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ECONOMICAL:—U p to 100,000 cards at arms reach! 




















DEALERS:—A System Service Department is available to all AUTOMATIC Dealers for help in selling VANDEX. Write for full 
particulars on this finest of all visible equipment. 


AUTOMATIC FILE & INDEX CO. 


629 W. WASHINGTON BLVD. Dept. AI5 CHICAGO, ILLINOIS 
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private industry cannot do anything about, unless, it 
seems to me, the companies are willing to lose money 
on Government sales.” 

Referring to the proposal to lower the top price 
another $10, Senator Maloney declared: 

“If we do this in connection with the purchase of 
typewriters, why stop there? Why not fix a ceiling 
on everything the Government purchases? Why not 
do it on battleships, or airplanes, or other kinds of 
business machines, or anything else which the Gov- 
ernment might need? I think it is a dangerous thing 
to do. I think it is a terribly unfair thing to do in 
the instance of this very important industry.” 

Senator Kenneth McKellar, of Tennessee, member 
of the appropriations committee of the Senate, ex- 
plained that the amendment was put in for the pur- 
pose of obtaining information. 

“When we were apprised of the fact,” he said, “that 
all these various types of typewriters were sold at 
exactly the same price, it looked to me and to some 
of the rest of us as if we were establishing by law 
a trust on the question of typewriters; and this 
amendment was put in for the purpose of ascertaining 
just what had been done.”—ATW 

seesissiciinsieaiaia 
BOUCAS WINS IBM 1939 TROPHY 


Victor C. Boucas, a sales representative in the Bra- 
zilian organization of the International Business Ma- 
chines Corporation, last month was named winner of 
the Watson world trophy for 1939, awarded annually 
by I. B. M. for the best individual sales performance 
in the company’s worldwide organization. 

President Thomas J. Watson, who made the an- 
nouncement, also said the Brazilian organization had 
completed sales to establish a new high record. 

This is the fifth time that the trophy, the highest 
sales award of the company, has been won by a mem- 
ber of the Brazilian organization during the eight 
years it has been offered in competition. It was won 
in 1932 by Mr. Boucas’ father, Valentim F. Boucas, 
I. B. M. manager in Brazil and technical secretary of 
the Council of Economy and Finance of the Brazilian 
government, and was won in 1934, 1935 and 1936 by 
H. A. Gomes, I. B. M. Sales representative in Rio de 
Janeiro. 

. pili ici 


F. A. HOOD GOES TO LOS ANGELES 

F. A. Hood, for several years division manager for 
the Marchant Calculating Machine Company, with 
headquarters at Oakland, Calif., but for the past year 
or so having the agency in certain coast counties of 
the state, has joined the Los Angeles branch of the 
company, with which he was connected some years 
ago. 

Keenly interested in the city with which he was 
formerly so familiar and impressed with the enterprise 
of the community, Mr. Hood takes up his work with 
zeal and with enthusiasm for the “Marchant”. 

9 0 
CITY OF NEW YORK AGAIN CHOOSES PEERLESS 

For the second consecutive time, the City of New 
York has awarded the general requirement contract 
for Grade “A” files to Peerless Steel Equipment Com- 
pany. This contract was secured through one of the 
company’s New York agents, Duradex, Inc., with the 
assistance of the Peerless New York representative, 
Joe Galen. The present contract runs from January 1 
to June 30, 1940. The previous one was for the entire 


year of 1939. 
_——— > o —— 
PARKIN WINS PWA CONTRACT 

The Parkin Printing & Stationery Company, Little 
Rock, Ark., recently won a PWA contract for furniture 
for the Arkansas Tuberculosis hospital. The bid in- 
cluded equipment for the patients’ building and 
totaled $1151—CG 
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Cntopoints GRIP-TITE TIP reaches 
heal Banr Leads 


REALLY POPULAR: 


GET AN AUTOPOINT..THE LEADS 
CANT WOBBLE AND THEY WONT 
BREAK EASILY ! 


THEN ITS 
AUTOPOINT 
FOR ME ! 





@ Of course “‘Real Thin Leads” make a selling point! But put 
them in the famous GRIP-TITE TIP—as Autopoint has done 
in these handsome new models—and you have an unbeatable 
sales combination. Tell your customers about the always-sharp 
points, the clear writing line, and THEN ADD THIS: “In the 
Autopoint Real-Thin-Lead pencil, leads can’t wobble, slip or 
drop out—nor will they break readily. Autopoint assures you 
years of comfortable, never-failing writing.’’ That’s the way to 
cash in on Real Thin Leads. Try it! 


SOLD SEPARATELY OR IN 
COMBINATION SETS 


Autopoint pencils using Real 
Thin Leads are sold sepa- 
rately or in combination with 
six extra erasers and fifty ex- 
tra leads. Pencils only retail 
from 39c to $1.00 each. Com- 
binations at 75c to $1.25. 
Prices slightly higher in 
Canada. Order from your 
jobber. 


THE if TTER Me 
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Chicago, Illinois 


1801 Foster Avenue 

















FOLDERS 





Are you satisfied 
with your filing sup- 
ply business ? 
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FILE 
GUIDES 
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Are you content to 
e let those big orders 
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Why not make a 


LETTER substantial gain in 
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ea sales and profits 
. this year? 
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INDEX 


pes IMPERIAL filing 
supplies give you a 
definite advantage. 








Send for our latest 
price list and propo- 
sition. 
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AETNA COMPANY IN 47TH YEAR 

Aetna Cabinet Company at 321-29 West Maryland 
street, Indianapolis, Ind., is celebrating its forty- 
seventh anniversary this month. It has long been one 
of the pioneers in the building of fine cabinets and 
fosters expert workmanship in wood. It now has 
large mills and a huge office display room. It began 
in a small way in February, 1893, in West Georgia 
street and its products have been installed far and 
wide in offices, stores, banks, department stores and 
private homes. 

In connection with its anniversary the firm is 
holding a special anniversary sale of office furniture, 
including desks, chairs, director tables, lamps, filing 


| cabinets, desks pads, storage cabinets and other office 


accessories. The desks are being offered in both wood 
and steel models. The office and display room was 
moved in 1898 to its present place. The company’s 
two-story factory building was erected in 1912—-CG 
- 2 — 
SHATTUCK ON NEW ENGLAND TRIP 
V. R. Shattuck, eastern sales manager for the Milo 
Harding Company, Ltd., Pittsburgh and Los Angeles, 
this month is visiting the New England states in the 
interest of the company’s Tempo film stencils. At the 
same time it was announced that Dale C. Kennedy, 
the company’s western representative, is covering his 
territory on the same mission. The activities of both 
men is occasioned by an enlarged advertising program 
which necessitates greater field representation. 
EE 
WASHINGTON DEALERS ISSUE BULLETIN 
Entitled “Washington Topics,” a new monthly bul- 
letin is being issued by the Washington (D. C.) Type- 
writer Dealers Association which tells all the news 
and happenings of the local dealers and notifies the 
industry of interesting events in the Washington 
territory. In explaining the aims of the bulletin, 
Editor Don MacDonald says: “This little bulletin 
is being sent to those in the office equipment business 
in the hope that it will bring us all closer together, 
to better understand our mutual problems.” 
°—-« 


KAHN TAKES LARGER NEW YORK 
DISPLAY ROOM 
David Kahn, Inc., North Bergen, N. J., makers of 
“Wearever” and “Pioneer” fountain pens and pencils, 
has recently moved the New York display room to 
larger quarters. The location, 200 Fifth avenue, is the 
same address as formerly but the additional space 
provided by Room 410 gives more adequate facilities 
for handling the growing sales in the important New 
York market and for much better display of the com- 
plete Wearever line. When in New York, out of town 
visitors are cordially invited to call. 
°—> = 


ALLEN-WALES IN ENLARGED QUARTERS 

Allen-Wales Adding Machine Corporation has moved 
to larger offices at 444 Madison avenue, New York City, 
occupying the sixth floor. The firm’s former offices 
were located at 515 Madison avenue. It was announced 
by W. J. Pickering, president, that the company had 
made an all-time high sales record for 1939 which 
was 500 per cent higher than in 1934, when the present 
management assumed charge.—NJNS 

o—~<—te = 
TWO ROYAL PROMOTIONS ANNOUNCED 

The Royal Typewriter Company has recently an- 
nounced two promotions in its sales staff. Raymond 
Langlois, former retail supply salesman attached to 
the Detroit office Roytype division, was appointed 
Roytype representative in charge of the Detroit, Cin- 
cinnati and Cleveland district. E. A. McDevitt, who 
was connected with the Roytype division of the At- 
lanta, Ga. office, takes charge of the Atlanta district, 
which includes Georgia, North Carolina, South Caro- 
lina and Alabama. 
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a 90 years of producing the 
finest dollar-for-dollar values 
in the entire field of paper, 
L. L. Brown has gained a 
tremendous store of practical 
production knowledge. Witness, 
for example, L. L. Brown’s Linen 
Ledger — unchallenged among 
100% new white rag papers for 
resistance to hard wear. . . for 
perfect printing, ruling, and writ- 
ing... for uniformity, economy, 
satisfaction . . . for permanence. 

Now, drawing upon the ex- 
perience of all the years since 
1849, L. L. Brown offers four 
new papers reaching a market 
never before covered by lines 
carrying the L. L. Brown en- 
dorsement — lower priced, general 
utility ledgers and bonds. 

FORWARD and ESCORT 
are your opportunity to gain 
more business by offering the 
time-proven L. L. Brown advan- 
tages even in record and business 
correspondence papers for every- 
day needs. 

Be first in your vicinity to 
profit by their important devel- 
opment. Ask your regular paper 
merchant today for samples of 
FORWARD and ESCORT, or 
write to the L. L. Brown Paper 
Company, Adams, Mass. 


oS 





The accepted Symbol of Quality and Value 


Unique plus values now made available to 
meet many needs for non-permanent papers 
able to withstand more wear and tear. 


FORWARD Sson Lape 


100% NEW RAG CUTTINGS. Strong; perfectly balanced; flawless 
writing, erasing, and re-writing qualities; L. L. Brown’s smooth yet 
glareless finish; greater serviceability than its grade indicates. ‘This 
paper is unequalled for non-permanent records which must with- 
stand hard use. 


FORWARD Bond 


100% NEW RAG CUTTINGS. Crisp, clear, cockled, and perfectly 
formed, this tub-sized, air-dried paper unites exceptional strength, 
beauty, and impressiveness is ideal for stationery and for documents 
which must defy hard use yet need not last permanently. 


ESCORT eran Machine Sing 


50% NEW RAG CUTTINGS. A unique, dual-purpose paper; equally 
and ideally suited to ledger and machine posting needs; perfect surface 
for all methods of recording, ruling, printing; absolute uniformity; 
6 colors; extensive range of sizes and weights. 


ESCORT Zend 


50% NEW RAG CUTTINGS. Flawless writing, erasing, printing, and 
ruling properties; a special finish which makes it equally adaptable for 
stationery, records, and forms; tub-sized, air-dried; 4 inviting colors 
and unusual serviceability for a paper of its grade. 


Use these Other L. L. Brown Papers for Other Needs 


Rags Rags 
L. L. Brown’s Linen Ledger. .... 100% Greylock Linen Ledger, Hinged. . 85% 
Advance Linen Ledger......... 100% Ls. Ecc: COW'S LAMONT. 6 c:0e 6 608s 100% 
Resistall Linen Ledgert........ 100% Advance Bondt. «itch os 
kn Ls, BEGWHD PUOTs o5 is ecvaees 85% Resistall Index "Bristolf . ....100% 
Greylock Linen Ledger......... 85% tEnvelopes to match tHydroil Process 


LL.BROWN DPTR 


Ledgers, Linens and Bonds 


PERMANENT & DURABLE * DEPENDABLE 
L. L. Brown Paper Company, Adams, Massachusetts 
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2 For OVER 40 YEARS Stationers Loose Leaf Company has had the pleasure 
of working with and serving its dealers. In this friendly relationship the dealer 
has been an able and constant guide in the creation and production of such 
now famous products as the Faultless S$. O. Slide Ring Binder, the Faultless 
Visible Record Binder, and the Faultless Flexi-Post Binder. 


The sincere desire of Stationers Loose Leaf Company to be of continued service 
to the dealer is evidenced by the dependable high-set manufacturing stand- 
ards of the entire FAULTLESS Line. Dealers have been able to recommend 
FAULTLESS Products to their customers, year after year, with the pleasant 
assurance that their customers will receive the same excellent service from the 
new purchases as they obtained from the old. 


And this desire to be of constant dependable service is also shown through 
Stationers’ efforts in Inventions and Distribution ... by the structure of its Prices 
... and by its strict unwavering adherence to the rule of SELLING DIRECT TO 


NO ONE BUT THE DEALER! 


FAULTLESS FLEXI-POST BINDER 


The Flexi-Post Binder has the exclusive 
feature of flexible disappearing link 
posts . . . posts do nof protrude beyond 
the covers. Binder Capacity unlimited 
... just add sections. Guaranteed for life. 
Direct screw compression holds sheets 
tightly in place. Show the FAULTLESS 
Flexi-Post Binder to your customers .. . 
it's the highest development in Post 
Binders . . . its obvious advantages make 
it easy to sell. 


SEND FOR CATALOG 
SHOWING OUR COMPLETE LINE 
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SALESWOMEN BUILD BUSINESS IN STAPLE ITEMS 


Two saleswomen on the staff of the H. & W. B. Drew | 
Company in Jacksonville, Fla., get the bread and | 
They solicit only the office | 


butter items business. 
accounts in office buildings: 
handled by the men. 

“Two girls are worth more than four half-way sales- 
men,” says I. W. Rogers, merchandise and retail sales 
manager. “Some years ago we decided as an experi- 
ment to try out one young lady and see how it worked 


the big accounts are 


out. It panned out so well that we soon had two and | 


we have kept from two to three girls going all the 
time. 

“They contact accounts regularly in office buildings 
and have between 200 and 250 accounts to call on 
every week, and on that same day weekly. We find 
that the offices where they call will save anything 
they have for the girls, even if it is only a tube of 
mucilage. They didn’t suppose that a regular salesman 
would call for such small items. So we get many little 
items that we would not get if the girls were not out 
on the streets. 

“They hand in the orders and we deliver them. 
Their sales cost is less than anything else we have on 
the payroll month in and month out.”—FEK 

Se et eee 

SEAMAN-CROSS CAMPAIGNS FOR STUDENT 

BUSINESS 

Seaman-Cross, Ltd., Halifax, N. S., office appliance 
dealers, have been successfully campaigning in favor 
of their typewriters for students in local colleges. The 
typewriters are offered at special terms to college 
students, allowing them more paying latitude than 
usual. 

Information on the firm’s typewriters, pointing out 
that studies can be made easier and examination pa- 
pers clearer by introduction of the typewriters, has 
been addressed to each of the students in the Halifax 
colleges. There are more of such in Halifax, than any 
other centre in eastern Canada, namely: Dalhousie 
University, with arts course and also engineering, med- 
ical, law, dental, pharmaceutical schools; King’s Col- 
lege, with arts and divinity courses; Pine Hill Semi- 
nary, divinity; Holy Heart Seminary, divinity; Nova 
Scotia Technical College, all kinds of engineering and 
the arts courses; St. Mary’s College, arts and tech- 
nical. 

Special advertising bulletins were issued by Seaman- 
Cross for each of these colleges in turn. Ways of 
improving studies and results in papers have been 
cited, by use of the typewriters. It is explained that 
the examiners have a much easier time on the papers 
submitted if the subjects are written up by typewriter 
and not the undecipherable or almost so, writing of 
some students. The portable is stressed as most suit- 
able for the college students of either sex. Demonstra- 
tions specifically for the college pupils are arranged 
for after class hours and on Saturdays at the centrally 
located Seaman-Cross showroom.—WJM 

a i 
NEW ENGLAND TRAVELERS NOTES 


The annual election of officers is over and the fol- 
lowing gentlemen, well-known to the New England 
stationery and office supply field, will govern the club 
through 1940: 

President, O. T. Bracken, Dennison Manufacturing 
Company; first vice-president, Harry L. Chandler, 
Adams, Cushing & Foster, Inc.; second vice-president, 
Cortland J. Worth, Esterbrook Steel Pen Company; 
secretary-treasurer, Frank N. Fisher, Standard Diary 
Company; auditor, Malcolm Dresser, Standard Diary 
Company. : 

* * * 

Two-year directors: James O. Hobart, Eberhard 
Faber Pencil Company; William B. Taylor, L. E. 
Waterman Company; Edgar H. Knapp, Victor Safe & 
Equipment Company. One-year: Chester M. Cum- 




















@ SPOTSEALD e 


For easy opernng—Tear tong thes line trom erther side 


Pee 
Pend 








CONSIDER WHAT 
SPOTSEALD 
ADDING MACHINE ROLLS 
OFFER YOU! 


e FIVE DISTINCT PAPER GRADES—making 
you competitive under almost any circumstances 
—and EACH grade presents these seven real 
selling points: 


e Every roll SPOTSEALD — the 
exclusive patented feature which 
eliminates practically all waste 
when opening a new roll. 


e Every roll contains 250 FEET—a 
feature to be considered when 
competing with “unusual buys”. 


e Every roll is boldly marked with a RED 
WARNING SIGNAL, appearing about 
three feet before end of roll. 

e Every roll in any one of the five grades 
is UNIFORM in quality of paper, texture 
and weight. 


e Every roll is SMOOTH— individually 
sanded, vacuumed and brushed. 


e Every roll is HARD WOUND—no 


breaks or patches. 


e Every roll is wound on a hardwood 
wax-dipped core—NO SPLINTERS. 


e SAMPLES AND COMPLETE PRICE INFORMATION 
WILL BE MAILED TO INTERESTED DEALERS 


ROCKWELL-BARNES COMPANY 


1515 West 38th Street Chicago 
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Model No. 300 
Capacity 300 Stencils 
22” high—12” wide— 

22” long 


$94.50 


Slightly higher 
West of Rockies 


Two other models 


No. 50—50 stencils Vv 
No. 1500—1500 stencils 








Ball Bearing Casters 


Sensational Sales Opportunity! 


Business will save the cost of Atlas Stencil Files in 

3 ways: 

1. Takes guess-work out of future printed requirements. 

2. Saves the cost of re-cutting expensive stencils. 

3. Conserves floor space and greatly reduces handling 
time. 

Sells on sight. The only equipment available to solve 

stencil filing problems. Provides finger-tip accessibility, 

complete indexing convenience, positive stencil preserva- 


tion. 
EXCLUSIVE TERRITORIES AVAILABLE 


Write for Discounts and Sales Promotion Plan 


The ATLAS DUPLICATOR SUPPLY CO., inc. 


501-511 Western Reserve Bldg. 
CLEVELAND, OHIO 
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mings, Adams, Cushing & Foster, Inc.; Fred H. Sal- 
men, American Manufacturing Company and Hotch- 
kiss Sales Company; George K. Slater, Eagle Pencil 
Company; Wallace G. Taylor, The Carter’s Ink Com- 


pany. 
* * * 

Membership Committee: James R. Armington, 
Frank N. Fisher and Fred H. Salmen. Golf: William 
B. Taylor, Gary F. Dell and Julian B. White. 

> + * 

Two new members who were elected at the annual 
party are Harry Tehan, Jr., Joseph Dixon Crucible 
Company, and Franklin Wilde, Fairchild Playing Card 
Company. 

* + * 

Members who are acquainted with William A. Egan, 
Johnson’s Bookstore, Springfield, Mass., will be de- 
lighted to hear that he recently completed forty years 
of faithful and loyal service. Hundreds of his friends 
in the industry remembered the occasion and sent 
many messages of congratulations and wishes for 
forty years more. 

* ok ak 

The issue carrying the complete roster of the mem- 
bership is being well received in the industry as a 
handy and valuable reference. All recent changes of 
address are included to date. 

* a a 

Otis E. Little, president of the Edmund Little Com- 
pany, Haverhill, Mass., is convalescing at home follow- 
ing a serious operation in a Boston hospital. His rapid 
recovery is all the more remarkable considering the 
fact that he passed his seventy-ninth birthday on 
December 1. 

oe * * 

On December 8 forty-four members gathered at the 
Boston City Club to take part in the annual frolic 
which will go down in history as one of the gala 
events of the organization’s history. An “Information, 
Please” skit by Ted Hargen, Al Cole, Jim Hobart and 
Walter Nichols, was a highlight of the evening, as was 
the awarding of several prizes to happy recipients, 
including Jim Armington, Ben Grayson, Jack Dacey, 
Dave Cooper, Arthur Shearman and Ted Hargen. 

* ~ * 

Word is received that Abe Palley, of the Palley 
Office Supply Company, Worcester, was married on 
January 21 to Miss Rose Goldberg. The club extends 
best wishes to the happy couple. 

Es * * 


J. H. Collins, president and treasurer of Feddenden’s, 
Inc., Portland, Me., is celebrating his fiftieth year in 
business. Club members will be interested to know 
that Feddenden’s was established in 1849 and within 
a few years will be celebrating its one hundredth 
birthday. 

a + * 

Reported on the sick list are the following: Roger 
Turner, R. A. Wilcox Company, nursing a sprained 
ankle; Harry Smith, James T. Towhill Company, re- 
covering from a serious operation in the Boston City 
hospital, and Henry A. Dickerman, of Taunton, con- 
valescing after a major operation. 

* * * 

The above news items were gleaned from the pages 
of the N. E. T. Club News, official organ of the New 
England Travelers Club. 

° 9 
CANADIAN NEWS NOTES 

Bertram Ashby, wholesale and retail stationer at 
529 Dundas street, Woodstock, Ont., was recently elect- 
ed vestry clerk of New St. Paul’s Anglican church that 
city. 





* ca * 


Col. John H. Chipman, commanding the 48th High- 
landers of Canada, will be unable to go overseas with 
the regiment owing to the illness of one of his part- 
ners in the firm of Brown Bros. Ltd., wholesale and 
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Identical Features with a Choice of Keyboard 


Here’s the fastest-moving pair in the trade! Stand- 
each in three ca- 





ard, full-duty adding machines 
pacities—each totalling 10 times keyboard capacity 
—actually portable—and giving your customers a 
choice of keyboard! 

With these machines Victor has broken all the 
old boundaries of adding machine sales. Yesterday, 
only “big business” could afford more than one 
adding machine. Today, every man who uses a 
pencil and paper is a prospect! Victor alone adds 


Full-Key 650 $4 7 5 0 
10-Key 750 re 


Capacity 9,999.99 


Full-Key 660 
10-Key 760 





$595.00 


Capacity 99,999.99 


this plus market to the established field for its 
hand-operated and electric models—gives you big 
business, small business and the professions, with a 
fence around them! 

Use the coupon today to get the whole story on 
Victor dealerships. If your territory is still open 
we ll send you full details on deals, new discounts, 
FREE sales helps. If not, we'll tell you so promptly. 
You can’t lose—and you may win one of the sweet- 


est dealer set-ups in the business! 


Full-Key 680 $ 
10-Key 780 7 0 “ 0 0 


Capacity 9,999,999.99 


VICTOR ADDING MACHINE COMPANY, 
3900 N. Rockwell St., Chicago, Illinois. 


Victor dealership possibilities in our territory. 
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Dear Sirs: We’re interested! Tell us, without obligation, about 
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EVER HEADY 


featuring. . 
A HIGH PRESSURE MOULDED 


Plastic Base 








_—- Yen experience The siete cain pressure molded 
plastic reinforced wherever necessary to insure strength 
s and rigidity. The screws engage brass bushings molded in 






sof “use. Our pechaine refill now has a stv sani calender 





printed at the top of each’ page abolishing the need of a 
_ ealendar card for the duplex plate. The keyhole slots on 
_ the plate permit instant removal when it is necessary to 
remove stubs. As always, the base is finished attractively 

__ to harmonize with any desk. The above calendar is made 
in two popular sizes: No. 55 with a 5” x 8" pad, and the No. 
_ 45 with a 4" x64" pad. — 
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OUTSTANDING EXCLUSIVE 


FEATURES 


@ 1. Streamlined designing--as modern 
as tomorrow. 


@ 2. High pressure molding and ribbed 
construction insure strength. 


@® 3. Highly polished plastic for lasting 
beauty. 


@ 4. Deep pencil tray allows easy access 
to writing implements. 


@ S. Rubber bumpers at front and rear 
protect the finest desk. 


Important _ 


NO CHANGE IN NET OR LIST PRICE 
OVER STANDARD METAL BASE 
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manufacturing office stationers, Simcoe St., Toronto. 
Col. Chipman is vice-president of the Brown firm. 
* Bs * 


Lapin Products, Inc., New York City, makers of 
various plastic products including fountain pen bar- 
rels, will open a branch plant in 587 Fleet street, 
West, Toronto, Ont., from which its Canadian orders 
will be produced and distributed in future. 

* * * 

Fire caused from spontaneous combustion recently 
did damage amounting to $1,300 to the plant of the 
Gestetner Company, business machine agency at 465 
Richmond street, London, Ont. 

* Pa * 

The Canada Glazed Papers, makers of glazed papers 
for office and general use, have taken additional man- 
ufacturing space at 944 Yonge street, Toronto, Ont. 

* K a 

Acme Ruler & Advertising Company, Ltd., 337 Leslie 
street, Toronto, Ont., makers of varied office equip- 
ment and rulers, plan a two-story and basement fac- 
tory addition. The new building will enable the com- 
pany to increase its production by seventy per cent. 

* * * 

The Canadian Office and School Furniture Company, 
received a $13,755.70 contract from the National De- 
fense Department for office furniture. The Preston 
Furniture Company, also of Preston, Ont., will supply 
$6,237.65 worth of furniture to the same department. 

ak oe * 

Allen Robertson, of National Stationers, Ltd., To- 
ronto, Ont., who has had complete charge of the com- 
pany since his father’s death a few months ago, has 
been advised to rest, following a month’s sojourn in 
the Toronto General hospital to which he was taken 
following a sudden attack of sickness. 

* * ok 

The Stationers’ Guild of Canada recently launched 
into a new field when it formed a Junior Stationers’ 
Guild. The new Guild will fill the need for a school 
of instruction in which the staffs of senior Guild 
members could study together and improve their 
knowledge of merchandising, business ethics and Guild 
principles as well as the various commodities handled 
by the trade. The new Guild was formulated at a 
meeting of the directors and is the idea of Allan 
Robertson, head of National Stationers of Toronto. It 
is expected that the junior Guild will expand into a 
national organization. 

* * * 

W. V. Dawson, Ltd., wholesale manufacturers of 
blank books, envelopes, etc., Montreal, Que., recently 
held their annual dinner dance in the Windsor hotel, 
with over eighty employes and their wives present. 

* * * 

Buntin, Gillies & Company, wholesale stationers, 
Hamilton, Ont., have enlarged and rearranged their 
offices and stock rooms. 

* * * 

Eagle Pencil Co. of Canada, Ltd., Toronto, Ont., 
recently appointed Roy Shaughnessy, well-known Ca- 
nadian sports authority, as its representative for 
Montreal and the Maritime Provinces.—SJL 

—_——— oe 


STEEL FURNITURE SALES INCREASED IN 1939 

A recent release from the U. S. Department of Com- 
merce reports a large increase in the 1939 sales of steel 
furniture, shelving and lockers over the total for the 
previous year. The report shows that the total for 
1939 was $22,862,899 as against $19,950,567 for 1938. 


ee 


TOUSEY MOVES INTO NEW QUARTERS 
The W. B. Tousey Company, formerly the Abel Tou- 
sey Company, Jacksonville, Fla., dealers in office 
equipment and stationery, last month moved from 
38 to 24 West Duval street. 


WHY is 
CEN-TR-KOTED 


CARBON PAPER 


One-half inch longer 
than Ordinary kinds? 


CEN-TR-KOTED CARBON PAPER is made 8!/-inches 
wide and 13!/>-inches long instead of just 8/, by 131 
The extra half-inch acts as a handy tab, which enables 
the stenographer to put the work into the typewriter 
faster and to take it out faster, tool This unique CEN-TR- 
KOTED feature not only speeds work and saves time, 
but also considerably extends the life of each sheet of 
carbon paper. Test. Compare. Convince yourself about 
CEN-TR-KOTED superiority] 











Send for our helpful booklet “Car- 
bon Paper Facts.” It will be sent 
to you free on request and will 
give you many informative facts 
on Carbon Paper. 














At the same time the 


An Exclusive Agency on Grand 
Prize Carbons and Ribbons in your 
city is a sure step toward greater 
profits. Write for our dealer prop- 
osition booklet. 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 
J. FRANCIS O'CONNOR, PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 








D 
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Desk Pads 


Will Not Warp or Crack 
Perfect Writing Surface 


Blotters Unnecessary 


PANEL STYLE PADS 


GENUINE 
LEATHER 


Black or 
Brown 
Style 3071 


List Prices Each 


$2.50 
3.50 
5.00 





IMITATION 
LEATHER 
Brown or 
Green 
Panel Stvle 3037 
Sizes Width List Prices Each 
19144"x24%4” 2” $1.50 
< . wee 4” 2.50 
241%4"x38%4” 4” 3.50 














CORNER STYLE PADS 


GENUINE 
LEATHER 
Black or 
Brown 
Style 3019 
List Prices Each 
$1.25 

2.50 
3.80 


IMITATION 
LEATHER 
Brown or 
Green 
. Style 3001 
Sizes List Prices Each 
19%4"x244%4” $1.00 
as ean 2.00 
24%4"x38Y%” 3.00 


Desk Pads Money 





Cannot Duplicate Elsewhere 


GEO. E. FOX & CO. monutacturers 


420 Orleans Street, 


Chicago, Ill., U. S. A. 
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company added several new lines including those of 
the Columbia Ribbon & Carbon Manufacturing Com- 


pany, Glen Cove, N. Y.—FEK 
—_—— = 2 —___——_ 


PERFETTO ADDS FOUNTAIN PENS TO LINE 

Joseph L. Perfetto, owner of the New England Type- 
writer Exchange, 24 Center street, New Haven, Conn., 
has recently expanded the store’s activities by add- 
ing a complete fountain pen service and greeting 
card department. The company, which handles the 
Corona calculator among other lines, was started in 


| 1932 by Mr. Perfetto who had previously had eight 


years’ experience in the typewriter field. At the pres- 


| ent time his organization includes typewriter, station- 


ery and printing departments as well as the newly 


organized fountain pen section. 
———o—< > 


| NEWSPAPER OPENS STATIONERY DEPARTMENT 


Expanding its activities to embrace the stationery 
and office equipment field, The Wadena Pioneer Jour- 
nal, Wadena, Minn., has recently opened a large and 
impressively stocked store. 

The company, owned by Congressman Harold Knut- 
son, veteran Minnesota politician, will feature products 


| of the Victor Safe & Equipment Company, Wilson- 
| Jones Company and Remington Rand, Inc. The store 





will be under the management of George Masters. 
CERES cS St 
H. & M. SEATTLE BRANCH MOVES 

The Seattle branch of the H. & M. Ribbon & Carbon 
Company, distributors of Niagara duplicating ma- 
chines and Gold Star ribbons and carbons, has re- 
cently moved into new quarters at 1116 Second avenue. 
The branch staff will be on hand to show visitors 
through the new premises which double the floor 


space available at the former location. 
RE Ee Y, 


RELIABLE ENLARGES QUARTERS 
The Reliable Stationery Company, Inc., 303 West 
Monroe street, Chicago, has recently added an addi- 
tional floor to its present quarters which provides an 
extra 10,000 square feet of space. At the same time 
the business offices of the firm have been rebuilt to 


a modern appearance and efficiency. 
oo 


CHICAGO ROTARY HONORS TALLMAN 
Percy L. Tallman, president of Tallman, Robbins & 
Company, last month was one of four men honored by 
the Rotary Club of Chicago as a twenty-five year 
member of the organization. A meeting, held in the 
Sherman hotel, marked the thirty-fifth anniversary 
of the Chicago club’s founding. 
pce eedibarit = “tea, 
GILL EMPLOYE HURT IN SKI ACCIDENT 
Miss Norma Sies, who has charge of the daily radio 
program of the J. K. Gill Company, Portland, Ore., 
suffered a fractured leg in a skiing accident last 
month. The young lady is reported on the road to 
recovery, but will be confined to a hospital for a 


considerable time—ATW 
————— 


DOPPELT ADDS TO 1940 LINES 
Charles Doppelt & Company, 412 North Orleans 
street, Chicago, reports having added many new items 
to its 1940 line of commercial and school zipper brief 
cases, zipper envelopes, zipper binders, catalogue and 





| sample cases. 


_ —>-¢—__- 
GRAHAM NAMED L. L. BROWN DISTRIBUTOR 


The Graham Paper Company, New Orleans, La., last 
month was appointed distributor in its territory of 


_L. L. Brown Linen Ledger, a 100 per cent new white 


rag permanent record paper manufactured by the L. L. 
Brown Paper Company, Adams, Mass. 
a i 
KILIAN TAKES NEW QUARTERS 
As a means of securing much-needed larger quarters 
the Kilian Manufacturing Corporation has recently 


moved to 1728-1736 Burnet avenue, Syracuse, N. Y. 
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LOVE 





MACFADDEN PUBLICATIONS INC. total their 
year's sales of 188,689,658 magazines 


ON 


fi C Mew 


MACHINES 


-_ x 





. as in the Case of MacFadden....R. C. Allen With Over 68 Models is Daily Fitting the Proper Machine to 
The Job for Similarly Well Known Concerns Throughout the Country. . . . Among Our Thousands of Users Are... 
POSTAL TELEGRAPH & CABLE CO. PACIFIC COAST BORAX CO. GENERAL MOTORS ACCEPTANCE CORP. 
THE NEW YORKER HOTEL NEW YORK DAILY NEWS ELECTROLUX, INCORPORATED 
WARNER BROS. PICTURES INTERBOROUGH RAPID TRANSIT CO. AMERICAN CAN COMPANY 


ALLEN CALCULATORS INC. . 22 EAST FORTIETH ST... NEW YORK CITY 
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TITLE CAUSES MISINTERPRETATION 

OF BAYLESS’ SPEECH 

Due to an error in the published program of the 
National Stationers Association convention in Boston 
last September, the scheduled address of President 
Owen G. Bayless was listed as the “Unfair Trade 
Practices Act” instead of the “Unfair Practices Act 
of Washington.” 

This mistake, plus a slightly garbled account of 
Mr. Bayless’ address which appeared in certain pub- 


ERROR IN 


| 
| 
| 


lications, has led to some confusion and prompts him | 


to issue a statement which reads in part: 

“. . After reading my paper on the Unfair Prac- 
tices Act of Washington, ‘off the record’ I made a few 
remarks relative to the cost of doing business in 
the state of Washington in our industry. Some well- 
meaning, but inaccurate, reporters afterwards relayed 
the information to their publications that I had said 


the cost of doing business of ten firms in the state | 


of Washington was fifty per cent or more. 

“This is not true. I made a statement that the cost 
of doing business in our state in this industry ranged 
from 35.2 per cent to as high as 57 per cent. 


To | 


anyone experienced in this business, it would imme- | 


diately become apparent that this highest figure was 


in error and it would also be quite apparent that 50 | 


per cent average for ten firms was incorrect. The 


average in this state (Washington) is slightly higher | 
than the national average as issued by N. S. A. but | 


it is nowhere near 50 per cent.” 
ee 


POSTAGE METER BRANCH CHANGES ANNOUNCED | 


R. R. Gleason, veteran branch manager of the Post- 
age Meter Company at Cleveland, last month was 
granted an extended leave of absence because of ill- 
ness. At the same time it was announced that T. P. 
Warren, manager of the Providence, R. I. office, will 
replace Mr. Gleason at Cleveland, and the Providence 


branch will be taken over by Willard L. Tibbetts, of | ae : . 
| you will just get the habit of suggesting and 


the Boston office. 





W 8&0 0 1 


KOSUB-MAHULA 

Arthur Kosub, manager of the business machines 
division of Maverick-Clarke Litho. company, San An- 
tonio, Tex., and Miss Lucille Mahula were married at 
the ranch of Miss Mahula’s father on February 3, and 
have made their home in San Antonio. This is the 
second marriage among department heads of this firm 
within the past sixty days, L. A. Saxon, manager of 
the small goods division, having married on Decem- 
ber 24.—BCR 











DOC +1 O Pee 


MASTER T. K. THOMPSON 

Keith Thompson, owner of the Minot Stationery 
Company, Minot, N. D., is still receiving congratula- 
tions on the birth of a son, born to Mrs. Thompson 
on January 19. The young man, who has been named 
Thome Keith Thompson, is said to be already devel- 
oping an unusual interest in the stationery and office 
supply business in general and his father’s store in 
particular. 


a oe - 





_- _—_ 


ROBERT LEE HARDING 





There were several amused smiles and a typewriter | 


suddenly needing concentrated attention when the 


question “Have you any news for ‘OFFICE APPLIANCES’ | 


today?” was asked in the store of Mark Seaman— 
Typewriters, Portland, Oregon. Oh yes, the suddenly 
busy young man was Frank Harding—he and Mrs. 


| Bates Mun Kee Stamp Pads 


Harding are very happy over the arrival of Robert | 


Lee, January 6, 1940—ATW 
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The Machine of 
Ten Thousand Uses 





There is a handsome extra profit in it for you if 


demonstrating a Bates Numbering Machine every 
chance you get. There is hardly an office, store 
or factory that can’t use one or more profitably 
for any quantity of different numbering jobs. 
There are several models of Bates Numbering 
Machines. The one illustrated is the Multiple 
Movement—the featherweight frame cuts the 
weight almost in half and yet it is guaranteed 
for life against breakage. The silent, dependable, 
easy roller bearing action of this machine saves 
the operator fatigue and timeyear in and year out. 
Bates is also headquarters for special made to 
order Numbering Machines. Here’s another 
source of extra profit for you—get behind special 
Numbering Machines and let us show you what 


we can do, 


Bates 


QUALITY PRODUCTS 


THE BATES MFG. CO., Orange, N. J + New York Office: 30 Vesey St. 


Makers of Bates Staplers Bates Indexes Bates Eyeleters 
Bates List Finders Bates Ink, ete. 


Bates File Fasteners Bates Eyelets Bates Perforators 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
814 Highland avenue, Manhattan Beach 


Tus State, with its variety of climate, ruggedness 
of scenery, smoothness of sea, its flora and fauna, its 
almost unlimited mineral and agricultural products, 
its giant trees thousands of years old, its fishing and 
hunting, and many other activities, not forgetting its 
lone active volcano which “semi-occasionally”, as a 
friend remarks, spouts out lava and hands us an 
earthquake of more or less severity for good measure, 
\ is ready at all times to put on a show even without 
tt the movies. Which reminds us that a mild quake 


Pe A 





The Canco line moves fast, increasing 





{ turnover and resulting in real net profits. called on February 11 and shook the dishes on the 
it! | pantry shelves. The writer thought an automobile 
3 Canco wastebaskets are made of durable | had struck the corner of the porch, and rushed out 

. | with forty or fifty others to see what damage had 

metal, attractively lithographed in a va- | been done. A few nights before nearly everyone in 
| our southern suburbs was fooled, for about midnight 

riety of colors and wood finishes. They | when most people are getting that satisfying slumber 
¥ there came a flash, a jar and a report, which nearly 
give service and satisfaction to your cus- lifted people out of their beds. There had been a few 


clouds, and the writer thought it was a lightning 
stroke; other people said “earthquake”, but it was 
soon discovered that a storage warehouse and factory 
filled to the roof with fireworks had somehow been 
touched off. By extreme good fortune nobody was 
killed or fatally injured. The cause of the explosion 
| is undetermined. The reader will observe that there 
is plenty happening in Southern California, and that 
all parts of the state are not without their share of 
excitement. 


tomers and bring repeat orders for you! 





* + * 


| Koh-I-Noor Man Visits Far West.—Gerald M. Favor, 
| secretary of the Koh-I-Noor Pencil Company, and F. 
| H. Griffith, western representative of that company, 
| visited the trade in Los Angeles last month. They 
stopped at several other points and had an enjoyable 
as well as a profitable trip. 
+ ” + 
Wholesale Paper Company Holds Sales Convention. 
—Blake, Moffitt and Towne Company held a sales 
meeting in Los Angeles recently. The convention was 
a three-day affair. San Diego, Phoenix and Tucson 
offices were represented. O. W. Mielke, the company’s 
Ht general manager at San Francisco, was also among 
‘| HOW ABOUT YOU? those present. The meeting was quite largely at- 
| i tended and was conducted by executive officers and 
Get the facts and figures about the Canco line other experts. 
right away. Just write 
> to the address below. 


a 
% 
% 









Years of experience have 
shown that Canco bas- 
kets are sales leaders and 
profit-builders every 


Bg er ee ere ea OO 


season! 





* 4 + 


Office Service Company Suffers Fire Loss.—The Of- 
fice Service Company of Los Angeles at 961 South Main 
street, Francis J. Fisher, proprietor, suffered a severe 
loss by fire recently. It is said that the loss, however, 
Galvanized Ware | is well covered by insurance. Mr. Fisher is rebuilding 
Department his place and will have, very soon, a much more 
complete refinishing plant than heretofore. 


+ + + 


Greeting Card Store Opened.—N. E. Whitman, an ex- 
perienced greeting card man, has opened a greeting 
card store at his South Broadway establishment in 
Los Angeles. Mr. Whitman has many friends who 
wish him well in his newest enterprise. 


” * + 


Wahl Representative in Los Angeles Given Added 
M P A N Y Territory.—E. R. Daniels, for six years Los Angeles rep- 

















resentative of The Wahl Company, has assumed in- 
OHI creased responsibility, having taken the Wahl agency 
for all of Southern California and Arizona. His success 


AMERICAN CAN CO 


PARK AN MAN 4 » t OtLeOO 
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REASON NO. 4: 
POST BINDERS 


The National Post Binder Line is complete. It includes in one line and under 
one guarantee of satisfaction every type of binder which any type of cus- 
tomer is likely to want. It is backed by instant stock service from Holyoke, New 
York and Chicago, reenforced with speedy production on special orders. 


Outstanding National Post Binders have special features of design and con- 
struction that put them above price competition. The Nat-Lock, Bi-Lock and 
Chain-Post binders have selling points better than mere cheapness: unusual 
mechanisms and exclusive finishes such as Stanite and the instantly-popu- 
lar new glazed linen-style buckram. And in popular-price binders for current 
or storage use, there is a complete selection for any customer. 


Quantity discounts and economies in shipment provide an added advantage. 
Your shelf will look neat and uniform. The same well-known trade-mark 
will be back of your entire stock. And that isn’t all: 


PLANNED, COORDINATED PROMOTION 


Back of our Post Binder line -- as of other National Feature lines, is a con- 
sistent program of promotion that helps move goods off your shelves. It in- 
cludes circulars, copy for selling letters of proved pulling-power and other 
sales helps--all yours if you are a National agent. 


NATIONAL BLANK BOOK COMPANY 


HOLYOKE, MASSACHUSETTS 


(oS 
tripe Nau Catalog Covers, Loose Leaf, Bound Soom Visible Records é 


N.Y. City-100 Sixth Ave Chicago-328 S. Jetterson St Boston-¢ 
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WITH A SET OF GOOD CASTERS 
YOU CAN SAVE YOUR FLOOR... 
AND SAVE THE PUSH FOR 

YOUR LAWNMOWER |! 
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ITs = EVERY CUSTOMER who uses office 
chairs is a prospect for good casters 


It you want to develop a good source ot 
extra profits, just ask your salesmen to 
call attention to the great difference really DIAMOND 
good casters make in easy operation .. . ARROW CASTERS 
comfort . . . protection to floors. They'll 
find many opportunities to sell Bassick 
Diamond-Arrow Casters—and at the same 
time get profitable orders for other items 
in Bassick’s complete line of floor pro- 
tection saneuta ‘ — 
CUSHION SLIDES 

When you sell Bassick Diamond-Arrow 
Casters, you can give every customer a 
guarantee of absolute satisfaction. That’s 
what has made them the largest-selling 
quality office chair casters on the market 
today. 

Because the Bassick line is complete, 
dealers who handle it are in an ideal posi- 
tion to get a profitable volume of this 
business. Write for the complete story. 








NOMAR 
DESK CUPS AND SHOES 


NOMAR FURNITURE RESTS 





THE BASSICK COMPANY e BRIDGEPORT, CONNECTICUT 


The world’s largest TE ce of Casters and Floor Protection Equipment 
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in the past justifies the assurance that he will enjoy 
even greater success in the future. 
* * * 

Hampshire Paper Co. Man Suffers Serious Accident. 
—On January 2 Walter Lane, Los Angeles representa- 
tive of the Hampshire Paper Company, was calling on 
his trade in Alhambra, Calif., and vicinity. The day 
was misty with occasional squalls of rain. Mr. Lane’s 
car skidded and went into a spin, landing him in the 
vath of an oncoming car from the opposite direction. 


They collided head-on. Mr. Lane suffered fractures | 


of both knee caps, and his car was almost completely 


demolished. We are told that the accident was un- | 


avoidable. Mr. Lane’s physician says that it will be 
two weeks before X-ravs can be taken. There are no 
internal injuries. and Mr. Lane expects to be back call- 
ing on the trade in a few weeks. 
friends that he mav have to make his calls on crutches, 
but he will nevertheless be doing his part to bring 
in the business. 
* cd * 

Remington Man Parent of Son.—Mr. and Mrs. Jay 
Novin are the proud parents of a handsome boy whom 
they have named Arthur. Mr. Novin is manager of 
the duplicating supplies department of Remington 
Rand, Inc., in Los Angeles. 

Pad and Paper Man Promoted.—R. V. Reid, western 
representative of the American Pad and Paper Com- 
pany, was made a director of that organization at the 
annual stockholders’ meeting in Holyoke, Mass., early 
in December. His election to a directorship is an ap- 
propriate recognition of his ability. 

* * * 

Draper Represents Philadelphia Paper House in L. A. 
—Carl W. Draper now represents the Paper Manufac- 
turers Company, Inc., of Philadelphia in Los Angeles. 
He is located at 843 South Los Angeles street, where 
his stock includes adding machine paper, teletype rolls, 
teletypewriter paper and other essential items. 





CARLOAD OF AUTOMATIC FILES BOUGHT BY RAILROAD. 
—A carload of 12-drawer Automatic card files manufactured 
by the Automatic File & Index Company, Chicago, was re- 
cently purchased by the Chicago & North Western railway 
for use in its Chicago offices. The big shipment, which was 
sold by Tallman, Robbins & Company, exclusive Chicago 
“Automatic” dealer, is shown as it was preparing to leave 
the manufacturer's plant at Green Bay, Wis. 
a ipclatieaiel 
SAUTHOFF FIFTY YEARS WITH MOSELEY 
BOOK COMPANY 


Bert Sauthoff, secretary-treasurer of Moseley Book 
Company, Madison, Wis., and manager as well, was 
surprised to receive a flood of letters, telegrams and 
flowers on the eighteenth of January. This was in 
celebration of his fiftieth anniversary with the com- 
pany. When he started at the age of sixteen in 1890 
the business was known as James E. Moseley. He is 
well known in Madison and among the travelers rep- 
resenting the stationery manufacturers. 





He assures his | 
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T’S a “natural” for office, classroom 
and home use—this new Carter’s 
Cico. New improved formula, smart 

individual oval desk jars with brush 
attached. Smoother, milk-white liquid 
paste that requires no water and will 
not dry in the container like many ordi- 





| nary pastes. And it’s 
| cleaner than ever to 
| use. 


@ Here's the 25¢ oval desk 
jar—equipped with 
brush and wiping 
ledge. Carter's New 

Cico is also available 

in Quarts, Pints, 

8-oz., 6-oz. and 

10¢ desk jars, 

all with screw 

cap and brush. 





The Carter's Ink Company 


BOSTON NEW YORK CHICAGO 


Makers of fine Inks — Adhesives — Carbon Paper — 
Typewriter Ribbons — Cube-Wells 
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INCREASE YOUR SALES 
25% to 50% with 





Cash Drawers for all 
Makes of Adding Machines 


IF YOU are not selling one 
combination cash register for every three add- 
ing machines, you are missing an opportunity. 


An adding machine on a cash drawer is EASY 
TO SELL because 
—it serves the merchant as a cash register 


—it provides him with an adding machine 
—it sells at a price he can afford to pay. 


MAIL THIS COUPON FOR HELPFUL HINTS ON 
SELLING COMBINATION CASH REGISTERS 





Indiana Cash Drawer Company 
Shelbyville, Indiana 


Please send full information, prices, etc., on cash drawers for use 
with an adding machine. 


Check make 
of adding 
machine handled Name........ 


R. C, oe 
Allen Wales 
Barrett Address 
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AMES AGENCY MAKES BIG ADVANCE 


When the John J. Mooney Company was organized 
at 169 West Jefferson street, Detroit, last fall, it had 
to start from scratch as agent for the Ames Supply 
Company, Chicago. Actual operation started October 1. 
“Within four months,” says Hazen Ames, president of 
the Ames Supply Company, ‘the Mooney business was 
built up from nothing to a substantial volume, com- 
paring well with established agencies whose sales have 
also been on the upgrade.” 

Mooney facilities include an “Amesway” machine 
laundry, re-japanning equipment, a selected stock of 
commonly used parts, and two platen grinders. 

Mr. Ames also reports optimistically concerning the 
New York office of his organization. He says that 
in New York the sales for January were the largest 
in the history of the branch. 

M. L. STRAUS ELECTED WAHL 
COMPANY PRESIDENT 

While continuing to serve as chairman of the exec- 
utive committee of The Wahl Company, Chicago, 
Martin L. Straus has taken over the duties of presi- 
dent of the firm. He was elected to the presidency 
last month, succeeding C. W. Priesing. At the same 
time W. C. Otto was elected treasurer, following the 
resignation of L. W. Brigham. 


—_—_—_§9—>—@—_____ 
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AMERICAN WRITING MACHINE COMPANY’S DALLAS 

BRANCH MOVES.—Above is a partial view of the company’s 

new Dallas, Tex., offices over which presides Branch Manager 

A. W. Nelson, shown working at his typewriter and too busy 

to pose for a picture. Beyond the rear partition is the service 

department. The establishment was moved from 1601 Com- 
merce street to 1818 Main street.—JDM 


Oe 
“MARKET GUIDE FOR LATIN AMERICA” 


The revised 1940 edition of The Market Guide for 
Latin America has recently been released by the 
American Foreign Credit Underwriters Corporation, 
84 William street, New York City. It is of timely aid 
to American exporters because of the unique oppor- 
tunity now existing for the sale of American products 
to buyers of Latin America who formerly bought from 
Europe. 

In announcing the new edition the publishers call 
attention to the fact that for the first time both cap- 
ital and credit ratings are given in the listings, en- 
abling exporters to use it as a basis for sales promo- 
tional work as well as for credit checking. Another 
innovation of the publication is a special added trade 
list section which gives names and addresses of lead- 
ing sugar centrales, mining and oil companies, rail- 
roads and newspapers in principal Latin American 
territories. 





ee 9 
ALLIED ADOPTS NEW PACKAGING 


The Allied Carbon & Ribbon Manufacturing Cor- 
poration, 165 Duane street, New York City, has recently 
improved the appearance of its hectograph line by 
attractive, orange and black packages for gelatine 
rolls, hand cleaner liquid, hand cream, gelatine trays, 
gelatine refill composition and spirit fluid. 
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The New Armor Tabulat- 
ing File Offers All These 
Quality Features. 


The New Armor Tabulating 
File. 


No. 687—Without Lock. 
No. 687L—With Lock. 


1—Positive Bottom Channel Com- 


pressor. 
2—Smooth Action Ball Bearing Full 

Extension Suspension. "What this business needs", wrote a dealer, "is a tabulating file 
9. Renandbiel Uesteecne Ghett Gea. that's well built... practical . . . and does not cost a fortune.” 

struction. lt sounded logical so we put the problem up to our engineers. 
4—Six Vertical Reinforcements. The result was this new Armor Tabulating File . . . one of the 


5—Portable Easy Access Trays That best values we have ever offered our dealers. 


Cannot Be Accidentally Removed. 


6—High Tray Sides Assures Full 
Record Protection and Permits 


Featuring clean cut... efficient styling . . . sturdy, use defying 
construction . .. and price down where both large and small users 


Stacking Trays. can afford to buy... it is a sales natural. We sincerely believe 
7—78,000 Card Capacity. it is the biggest tabulating file value on the market today and 
8—Efficient Quick Vision Label invite your critical inspection. 

Holders. 


A letter or wire will bring you complete details by return mail 

9—Optional File Locks That Can 
Bo Caelly lestalied ta the Plebd. ... or better yet... place your order for your floor samples. We 
suggest that you take action at once for now is the time to 


10—Attractive Polished B Hard- % 
cca ea i RES PE a start after this profitable business. 


ware. 


THE CORRY-JAMESTOWN LINE INCLUDES OVER 2000 ITEMS OF STEEL OFFICE EQUIPMENT 


CORRY-JAMESTOWN MFG.CORP. 


Ot 


N U Exe chee ct AN O 


EXPORT ADDRESS (tos Come 5 T ER A 
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MORE FOR LESS. 


you're looking for fast, profitable The comprehensive Imperial line in- 


office furniture sales —investig ate eludes outstanding desk values in every 


price range. Write today for your copy 
of the new 1940 catalog. 


Imperial! 





Here's a line that will give you quicker 
turnover and bigger volume. Because it’s 
styled right — built right — and priced 
right. 

Typical of Imperial’s ability to give 
your customers more for their money is 
this new No. 2300 Series. In it, Imperial 
has achieved a distinctive beauty seldom 
found in moderate-priced office furni- 
ture. 

The tops are handsomely moulded, and 
all corners are well rounded. A smart 
note is obtained on the drawer fronts 
threugh the combination of center- 
matched half-round Walnut with massive 


metal pulls. Beautifully turned legs 





complete the design. 







No. 2361Y% Walnut Desk 
—60" x34" x30". This 
series includes 8 flat top 
desks, 3 typewriter desks, 
phone cabinet, costumer 
and 4 tables. 
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Mt om pene CO. 


Evansville, Indiana 














the HOTCHKISS is "zz 
the only temporary fastening that’s really removable! 


Staple ten or fifteen sheets of paper together with the Hotchkiss temporary 
clinch. It holds —till you want it to let go. You can pull the staple out 
with your thumbnail as easily as removing a pin, or — you can hold the 
sheets and remove them one by one by sliding the bottom sheet to the left. 
NO OTHER “TEMPORARY” FASTENER WILL DO THIS! 





Try it— see how important this exclusive patented feature is to the hun- 
dreds of customers who have constant need for a temporary fastener. You 
can guarantee that the Hotchkiss temporary fastener will let go without 
tearing paper; that it requires no tools to remove, in short that it’s the ideal 





temporary fastener. 


This is another of the many selling points you can give your customers for 














the sensational Hotchkiss Zephyr . . . the world’s finest stapler. 
At the new low list price of $4.50 the Zephyr is taxing our 
Above:—Separating Sheets one by one. production capacity. Are you protected? Better wire your 
Below:—Removing a temporary fastening like a pin. order. 


HOTCHKISS wnorwatx, conn. 


—- Seeeeenee in ALL THAT'S BEST IN STAPLING’ ’.. 
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VISIBLE INDEX TO START DISTRIBUTOR 
CAMPAIGN 


Inauguration of a campaign to establish distributors 
in every section of the country was announced last 
month by the Visible Index Corporation, New York, 
N. Y. 

Engaged in the manufacture of visible systems for 
every type and size of business, the corporation is 
headed by President Herbert Weston and Vice-presi- 
dent and Manager Eric F. Goestl. 

Mr. Weston was formerly a vice-president of the 





HERBERT WESTON - ERIC GOESTL 


American Mercedes Company, Inc., and was associated 
with the Maybach Zeppelin Company and the F. R. 
Luerssen Ship Yards, builders of racing yachts. He is 
well versed in line production engineering and manu- 
facturing, and was the organizer and president of 
Aerial Publicizing, Inc., a national radio station rep- 
resentation concern. Recently he was interested in 
the reorganization of the Horton Pilsener Brewing 
Company and now serves as its chairman of the board. 

Mr. Goestl possesses an impressive record in the 
office equipment field. At one time he was salesman 
and later Oakland district manager for Kardex. Later 
he was sent by that company to Germany as general 
manager of the Kardex organization there. His record 
shows that in two years in that country he built up 
a sales organization of 150 men. Returning to New 
York in 1937 he immediately went to work developing 
Visirecord, a system featured by the Visible Index 
Corporation. 

Assisting in the corporation’s activities are Walter 
Parker, foreign sales manager, who previously spent 
twelve years with Remington Rand, Inc., and has trav- 
eled extensively in South America and Mexico; LeRoi 
E. Hutchings, director of research, and E. C. Norring- 
ton, metropolitan sales manager. 

nines _ 


DAYTON FIRM SUES COUNTY FOR REFUSAL 
TO PAY BILL 

Charging that county commissioners failed to pay 
$1,535.67 owing for goods delivered on the grounds 
that no appropriation had been made to meet the 
alleged sum due, the Dayton Blank Book Company 
last month filed suit against Clermont County, Ohio. 

The suit charged that the commissioners, acting on 
advice of the county prosecuting attorney, refused 
payment for materials furnished “because no appro- 
priation was placed upon the minutes to meet the 
bills at the time the materials and services were 
ordered. 

The plaintiff’s petition alleges that the county com- 
missioners did all things necessary to make the con- 
tract a valid and binding obligation of Clermont 
County, and that if the proceedings of the commis- 
sioners do not include the appropriation they are in 
error and should be corrected “to show approval of 
contract and transfer or appropriation of the funds 
necessary to make payment.” 
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They're ALL NEW! 


and we ship them 


Knocked Down! 


MAIL RACKS 


Efficiency now announces 
a complete line of office 
filing racks and shelves. 
Each one is a means of 
increased profit to you be- 
cause of the ready demand 


for these office necessities. 


There is a size and style 
for every customer or 
prospect. With this new 
K. D. line you can assem- 
ble the units to fit your 


needs. 


INVESTIGATE TODAY!!! 


This is the most unique line of 
handy desk 


made. They all come apart for 


accessories ever 
compact shipment (and lower 
cost). It just takes a moment 
to tighten the end bolts and 
the unit is complete and rigid 
—ready for use. 


Do you have General 
Catalog? A copy is 
the asking, as well as complete 


this 


our 


yours for 


information on amazing 


new K.D. line. 


DEALERS IT'S YOUR LINE 
Don’t forget our famous 


quantity discounts! 


r 


EXECUTIVE DESK TRA 
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SORT-A-FILES 

















: 360 WEST SUPERIOR STREET 


CHICAGO, ILL. 






















Are your customers’ files “Lost 


and Found Department,” Too? 





go through all the motions of a 
lost and found department 
every time they want to locate 
papers. 


loss of papers, of file clerks’ 
and executives’ time. 


Sell this idea! Gain the good 
will of your customers. Enjoy 
the years of repeat business 
that will follow! 





The Acco Catalog will give 


you many interesting sales tips. | 


ACCO propvcrs. nc. 


| 
39th Ave. & 24 St., Long Island City, N. Y. 








DANOUE 


Premium Ink 


FOR FINEST 
RESULTS ON ALL 
STENCIL DUPLICATING 
MACHINES!! 


This ink will help you make satisfied 
users and increase your re ink busi- 
ness. The Quality of P INK is 
maintained by exhaustive laboratory tests 
of all raw materials. 





Whnt you try if on your 
own ea duplicator 7? 


We'll be glad to send a generous sam- 
ple along with complete prices and 
dealer discounts. 


INh SPECIALTIES CO., INC. 


525 S. LAFLIN STREET . . . . CHICAGO 
FRED B. CANODE, PRES. 








es no need for | 


your customers’ office help to | 


With Acco Folders (equip- | 
ped with Acco Fasteners) there | 
is no refiling, no misfiling, no | 
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RAPHAEL OPENS QUINCY STORE 
As the first move in a planned program of expansion, 
| the E. A. Raphael Company, Boston, Mass., last month 
opened a new branch store at 1442 Hancock street, 
| Quincy, Mass. As in the Boston establishment, the 
| new branch will carry a complete stock of standard 
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/RAPHA ELS) 
TYPEWRITERS} 


' CORON As Fens 
UNDERWOOD - 
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EXTERIOR OF THE NEW RAPHAEL STORE AT QUINCY, 
MASS. 


and portables of L. C. Smith & Corona Typewriters 
Inc., Royal Typewriter Company, Remington Rand, 
Inc., and the Underwood Elliott Fisher Company. 

Complete in every detail, the new store has an 
attractive front and display window and a roomy 
interior with plenty of space for exhibiting and dem- 
onstrating the company’‘s entire stock. A model service 
department is under the management of Charles 
Indingaro, who was formerly at the Boston store and 
has had more than twenty years experience in the 
servicing of office machines. The sales department is 
in charge of Miss Agnes Burns, who also possesses a 
thorough understanding of the typewriter business. 

—————-2—__—_—— 
“HOW TO MAKE EVERY LETTER BETTER” 


“How To Make Every Letter Better”—a handbook of 
helpful hints for secretaries and executives, is the title 
and purpose of a new thirty-two page book just intro- 
duced to the business letter writing public by the 
Royal Typewriter Company, Inc. 

Advance indications point to an instant demand on 
the part of businessmen and typists for copies of this 
book. This prediction is based on the opinion of sev- 
eral nationally known authorities on business letter- 
writing and secretarial procedure, who have seen early 
proofs of the material going into it. They say that a 
copy should be in every office where letters are written. 

Advertising Manager W. H. Beckwith has this to say 
about the book. “We set out to make this an indis- 
pensable reference for the secretary and her employer 
and, accordingly, have incorporated in it a wide as- 
sortment of information on the various ways of im- 
proving the contents and appearance of typewritten 
letters. 

“This ranges all the way from a list of commonly 
misspelled words and correct forms for addressing 
prominent people, to a series of typing suggestions by 
Mr. Tangora and a page of shorthand transcriptions 
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| mae ao ga Now COLE presents Transfer Cases in 
12% x 10% x 24 
| $2.49 a heavy gauge steel at record low 
| ce prices. Thousands of firms who form- | 
| 
| LEGAL SIZE erly balked at the high cost of steei 
No. C115 : 
1514 x 10% x 24 files have begun using these popular 
$3.29 priced cases. A new selling field has 


e@ Steel reduces fire hazard 


| thus been created for the dealer. 
| 


Order a few for your floor and get 


@ Steel resists dampness, and bugs 


© Steel is not perishable your share of this new business. | 


COLE STEEL EQUIPMENT CO., Inc. 


DIVISION OF PRONTO FILE CORP. 
349 BROADWAY NEW YORK 
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Autoliner 


s 
BURN 2.50 List 


1A-13 $1 





OFFICE SPECIALTIES 


American Automatic Electric Sales Company 
1033 W. Van Buren St., Chicago 











STREAMLINED 
MODEL*5 


bat _ clan guset—_ accuate__ 


Streamlined in appearance and performance. Turns out 


, 
sconcniica perfect work . . . insures hairline registration . . . patented 


Write for More Details feature prevents smudged, spoiled copies. New design on 
and Dealer Proposition long flowing lines, with chromium trim. 


THE HILCO CORPORATION 





MERCHANODi Gee MARI @ BHICAGO 
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The largest single section of the book 
me- 


by Miss Willins. 
is devoted to correct margin set-ups for short, 
dium and long letters.” 


The book is intended for business executives and | 


secretaries and distribution will be restricted to these 

two groups. It should prove to be of valuable assist- 

ance to every person who writes business letters. 
= > ___— 


HALSEY IN 50TH YEAR WITH ESTERBROOK 


A half-century of service with his company was 


recently celebrated by William I. Halsey, secretary of 
the Esterbrook Pen Company, Camden, N. J. Mr. 
Halsey is well known in the office equipment and sup- 





W. I. HALSEY 


ply industry and upon reaching his fiftieth year with 
the firm was deluged with messages of congratulations 
and hope for “another fifty’ from friends in every 
section of the country. 


Se eee 


LITE-O sal 





. rs 
SALT LAKE CITY MEETS THE FLUORESCENT LIGHT.—The 
Pembroke Company, well-known office equipment and sup- 
ply firm of Salt Lake City, recently introduced the people of 
the Utah city to fluorescent lighting by devoting an entire 
window to products of Van Dyke Industries, 2857 South Hal- 
sted street, Chicago, Ill. Several models of the Van Dyke 
fluorescent lamp were shown, backed and flanked by large 
signs pointing out the lamp’s usefulness under various con- 
ditions. Several small dishes, fronting the display, contained 
samples of the various elements which go to make up a 
lamp, including a fluorescent glass tube, mercury, silica, 
pitchblende, uranium nitrate, cinnabar, argon gas, fluorescent 
salts, tungsten and others. 


ee 
UTILITY SEEKS NEW CATALOGUES 


The Utility Supply Company, 307 West Monroe street, 
Chicago, has recently announced a complete revision 
of its catalogue files and for this reason invites 
manufacturers of commercial stationery to send two 
copies of catalogues and price lists to the above ad- 
dress. This literature should be mailed to the pur- 
chasing department, attention of Mr. Frank. 





— 
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Pat. No. 2133807 
No. 1752—52 x 32 


Also Sizes 60 x 32 
42 x 32—50 x 26—36 x 26 


SECRA-TYPE the modern type- 


writer device, shown with the new optional 
single support. 












It seems unnecessary to comment on the advantages of 
the Secra-Type pedestal. 

That it is as good as it looks is amply proven by its con- 
tinuous purchase by customers everywhere, even to the 
You will find it profitable 
to prove this to your own satisfaction. 


extent of replacing other types. 


Does it seem likely that Secra-Type users will again be 
satisfied with less than it offers: In convenience of station- 
ery and supplies; additional drawer; firm support and re- 
duced floor space? 


WAGEMAKER CO., Grand Rapids, Mich. 














Let RADIO'S 
Progress 


lear eS ele Mme |: 


le “EVERY WHERI 


The Webster Co.. Sec. 
5622 Bloomingdale gg po RS 


WEBOTER- CHICAGO 
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Resolve Now! 


Feature the Mur- 
phy line during 
1940 and enjoy a 
healthy business, 
substantial profits 
and satisfied cus- 


tomers. 





No. 8299 


Murphy business chairs are 
built to endure —to pro- 
mote efficiency and to give 


the utmost comfort. 





See Catalog No. 67. 


No. 8273 


MURPHY CHAIR CO. 


INCORPORATED 
OWENSBORO, KENTUCKY 











Manufacturers of the most 
complete line of marking 
devices in America. 








DEALER WHO BUY STAMPS 
FROM LOUIS MELIND MAKE 





GOOD IMPRESSION 








LOUIS MELIND CO. 


362 W. CHICAGO AVE... . CHICAGO 
39 CORTLANDT ST. . NEW YORK CITY 
594 MARKET ST. . . SAN FRANCISCO 
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NORTHWEST TRAVELERS NOTES 
By A. J. Nordstrom, Correspondent 





John W. Cole, The Carter’s Ink Company represen- 
tative in the Northwest territory, is somewhat of a 
rifle shooting expert, along with Mrs. Cole. Story of 
their exploits appears elsewhere in this publication. 

* * * 

Ruff Rudy, the “Sage of Omaha,” is lining up the 
odds on his favorite eleven “The Cornhuskers of 
Lincoln, Nebraska,” so come one, come all, and sign 
on.the dotted line. 

* * * 

Quite a delegation of Omahans are expected in the 
Twin Cities in the near future, among them will be 
Herb Rumelhart, Don Barber and the aforementioned 
Ruff Rudy, if present plans do not go awry. 

* * *& 


Al Charleville could be seen through the glass win- 
dows of his private office working diligently on some 
very large contracts, which we have been informed 
on good authority were closed by this worthy gentle- 
man. 

*x* * * 

Megeath Stationery Company report a nice in- 
crease in business during the first two months of 
1940 over 1939. 

oe © 

Koch Brothers, Des Moines, plan on having their 
annual business show March 19, 20, and 21 so announ- 
ces B. J. Bristoll, vice-president and general manager 
of that organization. 

* * & 

M. J. (John) Powers died on February 10 after a 
short illness, pneumonia being the cause of his death. 
John had been associated with the retail stationery 
business since 1903. Starting his career with the 


| Powers Mercantile Company, he later was associated 


with the Edwin R. Williams Stationery Company, 
Ouellette Company and the Lounsberry Company of 
Duluth; Midland Stationery Company and the Miller 


| Davis Company of Minneapolis, where he was em- 
| ployed when he passed away. The Northwest Travelers 


Club extends to Mrs. Powers their heartfelt sympathy. 
* * * 

Bill McCarty, for several years an employe of the 
Thomas and Grayston Company in Minneapolis, passed 
away early in February of an infection caused by a 
scratch on his lip. Surviving are his widow, a baby 
daughter, and his parents, Mr. and Mrs. William Mc- 
Carty Sr. 

* * * 

Colonel Art Grayston has announced his com- 
mittees for the coming regional meeting of the 
seventh district to be held in St. Paul at the St. Paul 
hotel April 19 and 20. Colonel Grayston has promised 


| a fine program, some snappy speakers, and a worth- 


while time for those who are fortunate enough to be 
present. Up to this writing the state of Iowa has 
assured the governor through their spokesman, past- 
Governor Willis Mohn, that Iowa will be there in 
full force. North and South Dakota have also agreed 
to send a fine representation from those states. St. 
Paul and Minneapolis will be there, as usual, and 
reservations are coming in from all sections of the 
state for this important meeting. A surprise in the 
way of “oratory” is in store for those in attendance, 
which Art will not announce until a later date. 
“Smilin’ Ed Conlon,” first vice-president of the club, 
is busy assisting Art Grayston, and Merrill Hasty in 


| lining up the committee assignments of the Travelers. 


| 


I 


** * * 


Larry Ackert, Eaton Paper Corporation, who has 
been showing his sample line of typewriter and fine 
papers over the territory, reports business consider- 


| ably ahead of last year. 


* * * 


Dave Bevans, Jack Berry, Karl Kiesel, Dick Ging- 
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Ask for 
Catalog 





No. 5070 
Filing Table 





The Toledo Metal 
Furniture Company 


1690 Hastings Street 
Toledo, Ohio 














UHL STEEL 


Filing Stool Filing Table 


No. 5056 . 5070 





Backache is the curse of the filing 
clerk. 

But, note the ease and comfort as 
she does her work, using UHL Steel 
Filing Stool and Table. 

Both built entirely of a special cold- 
rolled steel. 

They are strong, rigid, durable, with 
a high grade, lasting enamel finish, 
oven-baked. 


Write for more detailed 
information. 









D No. 5056 
Filing Stool 














| 
4 


j 
4 








. 











158 OFFICE APPLIANCES 


AUTOMOBILE CK) 


COMFORT BALANCED ACTION 


IN YOUR 


ace CHAIR 4 ‘set isens 


Unmatched comfort will be found in chairs equipped 
with rubber cushioned irons. These cushions are not 
merely substitutes for springs, but are shock ab- 
sorbers on which the weight of the occupant in any 
position is evenly distributed. The ball bearing 
swivel is a feature of this fixture and together they 
provide the utmost in comfort. A COMPLETE LINE OF OFFICE 


POSTURE AND STOOL IRONS 
EQUIPPED WITH EITHER RUB- 
BER OR STEEL SPRINGS. 


as ae CATALOGUE ON REQUEST 
PATENTED NV: 
Collier-Keyworth Co. 
Gardner, Mass., U. S. A. 


HALF A CENTURY 


Serving the Dealer 


Years devoted to the manufacture of Inked Ribbons and Carbon Papers 
exclusively have developed 


THE COMPLETE LINE 


Inked Ribbons—Carbon Papers—Roll edge of the dealers’ problems and re- 
uirements by a manufacturer who 


C f k device and in 4 
arbons for every known device and in Cor TcITS DEALER BUSINESS ONLY. 
a complete range of price and quality. There js prestige and profit in STORMS 


A dealers’ line made with a wide knowl- _ products. 





































































Write today for our N-1 price scale and our special offer on ribbons or carbons 
under your private labels. 


H. M. STORMS COMPANY 


Manufacturers of “THE COMPLETE LINE” 
561 GRAND AVENUE BROOKLYN, NEW YORK 
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land, and George Smith were some of the Travelers A big SELLER for Overnight Trips 
‘ 


visiting in Omaha during February. 
* * * 
Harry “Perennial Youth” Short made his visit to AIRPLANE TRAVEL 
the annual stationers party as did Charley Ramsey, 
another of the old guard. Both of these youngsters 
belie their ages, and apparently haven’t changed a 
bit since they first started calling on the stationers 
“Way up North.” 
* * * 
Hamilton “Ham” Kendrick, another “Old Timer,” 
looks just as he did a quarter of a century ago, when 
he first flashed his smile on the Twin City buyers. 


CEnTRAB IMO CENT Al § PEWRRBEK 





we 

* TYPEW jun: i . . ° . e : 

' — ‘ ad Increased air travel—overnight business trips will swell your sales on this 

e superb case. You'll have one request after another because of its light 

weight—its astonishing capacitiy. 

Y One side is arranged for clothing or samples, the other side has five 
long gusseted and two short flat pockets for business literature. 

A It is equipped with heavy duty Talon zipper on three sides, with lock 

arrangement and two strong ring handles . . . features that make this case 

the favorite with business and professional men, executives and salesmen. 


412 N. Ole 
oy) i me dcago — SHIEAGO 


vf WME LEATHER GOODS Merchandise Mart 





Makers of % DOPP-KIT, the Travel Utility Case % Commercial 
and School Zipper Brief Cases %& Zipper Envelopes % Zipper 
Binders % Catalog Cases % Sample Cases. Send for Catalog. 











CHICAGO LEARNS ABOUT M. & V. PRODUCTS.—Two large | 
typewriter and office machine stores in the business district of | 
Chicago recently gave Chicagoans an object lesson on the | 
various typewriter ribbon and carbon paper lines of Mittag & | 
Volger, Inc., when they dressed and displayed two extensive | 
windows made up solely of M. & V. products. Top is the win- 

dow of the Central Typewriter Exchange, and (lower) that of 

the Munson Typewriter Shop. Officials of both stores won the 

enthusiastic thanks of W. G. Huston, manager of the Mittag | 
& Volger Chicago branch office at 318 West Washington street, | The copyholder that is a 
who was particularly impressed by the attractive designing and 
symmetry of the window set-ups. natural for regular sales and 


WATSON, JR., GOES AFTER 1940 QUOTA worthwhile profit. Vitally 

Thomas J. Watson, Jr., sales representative in the | needed by every account 
New York office of International Business Machines on: wate. beaks adeak 
Corporation and a son of the president of the com- Y weg 
pany, is the first member of the I.B.M. sales or- neglect this line! Order 
ganization to have filled his 1940 quota and acquire . . | 
membership in the firm’s Hundred Percent Club of now and 3 hf profits P lus! 
sales leaders, it was announced January 16. Mr. 
Watson obtained 109 per cent of his 12 months’ sales a =J rie ; 2, 
quota on the first business day of this year, and at : ‘The Dawn Manufacturing i 
present he is the leading contender for the Watson 3 
World Trophy, awarded annually for the best indi- | 5 HALL-WELTER co, INC. 
vidual sales performance in the firm’s world-wide or- | 181 ST. PAUL ST. ROCHESTER, N. Y 
ganization—AK 
























160 OFFICE APPLIANCES 












rv~wwwwywwvywwwvwvyvveyvverwrereefer+T TTYT’"TVTvTVvTvTvT77" as 
ppp hpphppp pp pp pp _p_ _ phpbb hb hbhhbbbbbbbba eh bh a 


Calendar of Industry 
Activities 


Chronological Arrangement of Major 
Events For Easy Reference 


xe SI 


( ( TYPEWRITER 
RIBBONS 


build a reputation for quality typing 


High rated business men want clean typing, sharp, black 
impressions from start to finish, dependability always, 
with consistent economy. That Codo quality measures up 
is testified to by the steadily growing volume we enjoy 
in the localities in which we are represented. Remember 
every merchant is just as dependable as his merchandise 
and it's profitable to carry a line you can always depend 
upon. 


Codo makes carbon paper for every copying purpose and 
guarantees it against deterioration for five years. Full 
details are yours for the asking. 


THE Cal MANUFACTURING CORP. 


509 S. Franklin St. 270 Lafayette St. 
CHICAGO NEW YORK 
Factory, Coraopolis, Penna. 


March 18 and 19. N.S. A. fourth regional meeting 
Hollywood Beach hotel, Hollywood, Fla. (Governor) 
W. G. Robbins, Carolina Office Equipment Company, 
Rocky Mount, N. C. 





« » 


March 18 to 20. Annual convention of the Wholesale 
Stationers Association, Hotel Claridge, Atlantic City, 
N. J. (Secretary) H. C. Whittemore, 250 Fifth avenue, 
New York, N. Y. 


« » 


March 25 and 26. N.S. A. ninth regional meeting, 
New Orleans, La., with convention headquarters in 
Roosevelt hotel. (Governor) G. T. Buchanan, 
Buchanan Stationery Company, Wichita Falls, Tex. 


« » 


March 25 to 29. National Business Show, Mechanics’ 
Hall, Boston, Mass. (President) Frank E. Tupper, 
50 Church street, New York, N. Y. 


« » 


March 29 and 30. N.S. A. eighth regional meeting, 
Hotel Connor, Joplin, Mo. (Governor) Walter Ruedy, 
S. G. Adams Company, St. Louis, Mo. 


« » 


April 1 and 2. N.S. A. tenth regional meeting, Park 
Lane hotel, Denver, Colo. (Governor) Lawrence 
Gillespie, Sheridan Stationery Company, Sheridan, 
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Wyoming. 
« » 
April 4 and 5. N. S. A. twelfth regional meeting, 
Alexandria Hotel, Los Angeles. (Governor) Carl G. 
he ; Grimes, Grimes-Stassforth Stationery Company, Los 
Ye 0) ~~ Angeles, Calif. 
4 Bey 
7 @ April 8 and 9. N.S. A. twelfth regional meeting, San 
nw. ny 1\ Francisco. (Governor) Carl G. Grimes, Grimes-Stass- 
Saved-- forth Stationery Company, Los Angeles, Calif. 
24% « » 
April 12, 13 and 14. N.S. A. eleventh regional meeting, 
Tu ULAR IN W RAPPERS Seattle, Wash. (Governor) Owen G. Bayless, Lowman 
. Co & Hanford Company, Seattle, Wash. 
Stationers! It's your Line. Exclusively! 
« » 
“Steel-Strong”’ Products are sold : ' 

: April 19 and 20. N.S. A. seventh regional meeting, 
through Stationers and Office : Supply St. Paul, Minn. (Governor) Arthur Grayston, Thomas 
Dealers only. We have no retail sales- & Grayston, Minneapolis, Minn. 
men to pirate your customers and cash 
in on your missionary work. wh ee 

May 6, 7 and 8. N. S. A. sixth regional meeting, 
Write for liberal discounts and sales help on: Hotel Faust, Rockford, Ill. (Governor) Oscar Modene, 
Coin Wrappers Sanit Beaks Marshall-Jackson Company, Chicago, IIl. 
Bill Straps Seal Presses 
rs Rad Ca Sas os 
ers 
Draw String - Currency — May 10 and 11. N.S. A. fifth regional meeting, Hotel 
Metal Clasp Bags ae ng mgm Lincoln, Indianapolis, Ind. (Governor) C. W. Leonard, 
Night De tory Bags Trays B é 
Linen Shipping Tags Coin keane Trays Leonard & Company, Detroit, Mich. 
Downey Change Trays 
« » 
et ee June 14 and 15. N. S. A. third regional meeting, 
THE CL DOWNEY CO. cincinnati o Claridge hotel, Atlantic City, N. J. (Governor) R. L. 
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A STRAIGHT LINE IS THE BEST CURVE 


for demonstrating the efficiency of AMOLA Steel — the 
tough, elastic steel now used exclusively for the com- 
pression springs in the new JOHNSON “PerfecTilT” 
Chair Iron. (The “Curves” are shown in the “PerfecTilT” 
folders just issued.) AMOLA is the new type of steel 
developed by the Chrysler Corporation to withstand the 
millions of road shocks subjected to knee action springs, 
gears, axles and other vital parts of their cars. 


—And You Can’t Beat an Amola Razor Blade Shave 


as an easy, dramatic way of showing your customers 
how fine this steel is —— why it is so important to their 
comfort and safety — and how it has definitely solved 
the problem of proper tilting action control of a revolv- 
ing chair. 


For Larger Chair Sales, Write Us For Full Particulars 
About the New Amola Blade Business Getting Plan 


JOHNSON CHAIR CO. 


World’s Largest Manufacturers of Commercial Chairs—Founded 1868 
4401-4431 WEST NORTH AVENUE CHICAGO, ILLINOIS 











YOU CAN INCREASE YOUR SALES WITH 
YCLCO VISIBLE EQUIPMENT 


The Cesco line of Visible Equipment is extensive—more 
complete than any on the market. Both built-in automatic 
shift and non-shift types of binders. A range of stock 
forms for almost every business purpose—Purchase and 
Inventory Records, Sales & Prospect Records, Customers 
and Purchase Ledgers, Credit Control and a host of others. 
Separate System Booklets featuring numerous installations 
are available. Send for copies of these booklets and our 
new catalog “G” devoted exclusively to the subject of 


Visible Records. 


EXCLUSIVE AGENCIES AVAILABLE 


No matter how well you may be satisfied with your present 
connection, an investigation of the Cesco Line of Visible 
is suggested. Also a full, up-to-date range of all types of 
binders and forms. Write for details of our dealer’s ex- 
clusive agency plan. 





The new Cesco catalog of Visible Record T h e ° E . S H E p P A R D Cc @] ° 


Equipment is now available. Be sure to send 


for your copy. It’s a valuable help to your 4407 (Pesce? LONG ISLAND CITY, 
salesmen. TWENTY-FIRST ST. Cesee.) NEW YORK 


Fur wt®™ 























MOVES IN ANY 
DIRECTION »——__» 











MODEL No. 1275— 
Less Tube 





$1275 


~ 





Shade can be moved 
in any direction. 

No increase in price 
for this exclusive 
feature. 


OFFICE APPLIANCES 


Excluswe ! 
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VAN DYKE (Completely Adjustable) PATENTED 
Feature means a thousand uses for this fluores- 
cent lamp. The shade tilts in any direction so 
that the illumination can be placed where de- 
sired. For use in the office, laboratory, factory, 
store, etc. The shade makes only one complete 
revolution thereby preventing twisting of wires. 
The clamp is positive, easily applied and has a 
felt lining. Height over all 2412”, extension 17”. 


Burns a 15 watt fluo- 
rescent tube, gquaran- 
teed for 2000 hours. 
Adjustable in height. 
Standard finish baked 
Morocco Brown. 
Equipped complete for 
A.C. or D.C. current 
with 10’ of rubber 
cord and spring plug 
and switch. 


Completely Adjustable 


VAN DYKE 





For the most exacting work 
of draughtsmen or artists. 












































This same style lamp can be supplied 
‘ with 24” shade and 18” arm extension, 
_"  )  ., ae eee wae---- 15.00 
Also supplied with 24” shade and 24” arm 
extension, model No. 1277. $16.00 


Write immediately for literature, prices 
and samples on the most complete fluores- 
cent line in America. 


VAN DYKE INDUSTRIES 


2857 S. HALSTED ST. CHICAGO, ILL. in = 
New York Office — 30 Charlton St. DATE Se Sete at 





Gives needed room for use 
of typewriter and office 
machines. 














This is the problem with which we were confronted upon 
our decision to maintain one standard dimension on each 
of our four complete lines of equipment. 


Dealers everywhere are profiting by our decision to in- 
crease quality. Due to lower production costs our dealers 
are outselling their competition by offering the file with 
extra value. 


“WE SELL TO THE DEALER— 
OUR PRODUCTS SELL FOR HIM” 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STREETS, PHILADELPHIA 
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Thomas, Lucas Brothers, Inc., Baltimore, Maryland. 


« » 


June 21 and 22. N. S. A. first regional meeting. 


(Governor) Rhys Llewellyn, R. H. Llewellyn Company, | 


Manchester, N. H. 


« » 


September 23 to 26. National Stationers Association 
annual convention, Palmer House, Chicago. (General 
Manager) Charles P. Garvin, 740 Investment building, 


Washington, D. C. 
———— 


WIS-ILL CLUB NEWS 
Several committees were appointed at the Wis-IIl 


Club meeting held January 26. Charles P. Mueller of | 


Joseph Dixon Crucible Company, president of the 
organization, selected Harry Balch of Quality Park 
Envelope Company as chairman of the membership 
committee, other members being Henry Block of Gen- 


eral Pencil Company and Ralph Maneval of A. W. | 


Faber, Inc. A publicity committee consisting of John 
Gilbert of OrricE APPLIANCES, John Smythe of Geyer’s 
and W. J. Dalton was announced. A third committee to 
which considerable importance was attached was one 
to consider the advisability of incorporating the club 
under the laws of the State of Illinois. This committee 
was composed of Ray Eichenlaub of Service Steel Prod- 
ucts Corporation, G. J. Aigner of G. J. Aigner Company, 
and Mr. Mueller. 

Al McLane of Spencerian Pen Company was a visitor 
at this meeting. 

~ * * 

The next meeting was held at the Brevoort hotel 
on Friday, February 23, and proved to be an inter- 
esting gathering. 

Five new members were admitted to the ranks 
namely; H. B. VanDorn, Charles A. Orth, W. A. Boone, 
and Otis C. Steele, all of Joseph Dixon Crucible Com- 
pany; Harold Reinke, Moore Push Pin Company, and 
Harry Bergquist of Boorum & Pease Company. 

Three dealers were present, Elden Just, Just & Son; 
Ed Shapiro, Horders, Inc., and Governor of the Sixth 
District Oscar Modene, of Marshall-Jackson company. 

Governor Modene gave a short talk and enlisted 
the help of the club in securing new dealer members 
in the National Stationers Association. The Wis-Ill 
Club pledged its help in securing new members from 
the list of sixty prospects mentioned. A committee 
was named to assist Mr. Just, chairman, and Charles 
Mueller in working with the travelers in various parts 
of the states to get quick results from the membership 
campaign. 

* * * 

The House of Friendship in Rockford will be headed 

by Ray Eichenlaub and Tom Gallice. 


* * * 


Everybody present wrote notes to Herb Walsh of 
Southworth Company who is confined in a hospital 
fighting pneumonia. 

* * * 

Word was received of the passing of Harold Hawkins 
of Stationers Loose Leaf Company, while vacationing 
in Florida. 


KRUEGER VISITS WEBSTER TEXAS DEALERS 


John Krueger, manager of the Chicago office of 
F. S. Webster Company, called upon dealers in most 
of the principal cities in Texas in January accom- 
panied by J. B. Peatling, alert salesman covering that 
territory. Among the cities visited were Dallas, Fort 
Worth, Wichita Falls, Waco, Austin and San Antonio. 
A number of sales meetings were held with dealers’ 
Sales organizations. Mr. Krueger found the dealers 
keyed up for a substantial increase in volume in 1940. 
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Announcing the 


NORTHWEST 
MANAGERIAL 


FILE! 


@ “Elevating” top drawer. 


@ Full ball-bearing rollers on 
lower drawer. 


@ Well made, entirely of steel, 
electrically welded. 


@ Desk high. 


@ Easily moved about. 





@ Low priced. 


Here is a new desk side file that will find a 
ready market for you. It is constructed to 
give long service at a minimum of cost. 


INVESTIGATE TODAY!!—complete in- 
formation as well as dealer discounts will 


be sent upon request. 


Northwest Metal Products Co. 


1337 E. Mason St., Green Bay, Wis. 











* 


Facility ” Posture Chairs 
Are Easy To Sell 
and here’s why: 





* They’re built of 
quality mate- 
rials 


%* Have _— of 
“Eye Appeal” 

w Are priced 
right. 


* All adjustments 
quickly and 
easily made 
with handwheel 
controls, 


DEALERS: Send 
for new literature 
just off the press. 
If you are not now 
selling Eff and C 
chairs, it will be 
worth your while to 
investigate our line. 


THE FRITZ-CROSS COMPANY 


ST. PAUL, MINN. 


304 E. 4TH ST. 

















Sores SS 
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EXECUTIVE MODEL No. 532 


DISCRIMINATING BUYERS CHOOSE 


DO/MORE 


SERVICE MINDED DEALERS SELL THEM 
BOTH PARTIES PROFIT 
ce . € 


YOUR TERRITORY MAY BE AVAILABLE 
WRITE FOR INFORMATION 


DOMORE CHAIR COMPANY, INC. 


301 FRANKLIN STREET ELKHART, INDIANA 























Modern business calls for 
mailing speed and accuracy. 
Feature the three Hanson postal scales—the Hanson General 
Utility Postal Scale, the Hanson Heavy Duty Express Scale and 
the Hanson Air Mail Scale to capture the big sales possibilities 
in this market. 

Ask your jobber for bulletin No. 5. 


HANSON SCALE CO. 


525 N. ADA STREET CHICAGO, ILLINOIS 























OFFICE APPLIANCES 


GOVERNMENT REPORTS SHOW 1939 
EXPORTS INCREASE 
American exports of office machines, supplies and 


| equipment during 1939 experienced a slight gain over 
| those for the previous year, according to a statement 
| recently released by H. B. McCoy, chief of the Special- 


Articles guantity Value Quantity Value 


$9,614,493 








»475,022 1,446 
£079,433 2,917 
2,349,178 28,524 
1,753,553 8,354 
2,128, 86( 1,369 1,981,755 
368,434 5,299 418,397 
1,821,385 —- 1,819,522 
a oa 433,( phe) 
727 , 364, --- 697,257 
12,010 2,199,582 
2,116 155,558 
oan 769,439 
6,047,905 100, 352 6,648, 580 
2,374,885 89,090 2,351,012 
aN 599 848,114 
1,115,002 “4,5 pink ema 
oe 13,664 327,442 
1,081,010 --- 1,355,519 
— aan 461,973 
2,062,837 <== 1,484;187 
a ae 8,919,750 --- $29,165,716 
UNITED STATES EXPORTS OF OFFICE SUPPLIES 
1938 - 1939 
1938 1939 
Articles quantity Dollars Quantity Dollars 











Mechanical pencils: 








Of plastic materials, doz. 69,709 $233,246 96,776 $305,038 
Of other materials, doz. 90,055 141,263 86,451 113,809 
0 282,444 467,596 359,460 565,239 
Pencil leads and pencil parts --- 147,105 --- 191,824 
Cr NS cocccccccccccs gross 277,609 169,763 244696 187,936 
Fountain & stylograpnhic pens: 
Of plastic materials, doz. 142,185 1,287,261 220,761 1,407,691 
Of other materials, doz. 29,002 145,153 40,857 134,528 
Parts --- 117,172 --- 117,208 
idetallic pen points, except 
ZOlLdevocccccsecvece gross 123,565 112,757 139,471 125,040 
Other penholders and parts --- 55,813 od 41,450 
Writing ink --- 221,878 --- 312,481 
Other ink --- 103,608 --- 79,446 
Paste and mucilage......1b 647,404 90,920 836,573 109,883 
Carbon papePr.cecrccrecsel b 571,759 406,371 707,333 512,786 
Typewriter ribbons..... doz. 126,161 320,062 157,643 399,062 
Filing folders, etc..... lb 1,130,396 380,690 1,220,598 392,530 
Other office supplies --- 901,267 --- 1,043,045 
Total ---$5, 501,758 —--$6, 038,996 


REPORTS OF OFFICE EQUIPMENT EXPORTS FOR 
1938 AND 1939 


ties Division of the United States Department of 
Commerce. 

With all items listed under the heading of “office 
appliances” the totals of these exports for 1938 and 
1939 respectively were $28,919,750 and $29,165,714. 
These totals for the export of office supplies were 
$5,501,758 and $6,038,996. 

a es 


STAEDTLER ADDS TWO TO SALES STAFF 

J. S. Staedtler, Inc., 53-55 Worth street, New York 
City, last month announced the addition of two well- 
known representatives to its sales force. 

Joseph T. Carew is rejoining the company as its 
representative in the Pacific Northwest. He will main- 
tain headquarters in Seattle, Wash., from which he 
will call upon dealers in Washington, Oregon, Montana 
and Idaho. 

William Elliott becomes the Staedtler representative 
in the Southwest. His headquarters will be in Dallas, 
Tex., and he will cover a wide territory in that part of 
the country where he is well-known to the stationery 
and office supply trade. 
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To hel p YO l) increase your sales of HIGGINS quality Inks and Adhesives 


effective selling messages such as this advertisement appear regularly in Pencil Points, Professional 
Art Magazine, School Arts, Art Instruction, Industrial Arts, Scholastic and The Artist, 
plus specialized advertising in the student engineering papers of 40 leading universities from 
coast to coast. For 60 years architects, artists, engineers and draftsmen have insisted on Higgins. 
Keep up your stocks —order from your wholesaler today or write us for name of nearest distributor. 

















Higgins American Drawing Inks translate your “visions” 
into permanent, clean-cut lines of drawing and bive-print 


Men of vision, whose creative ideas take final shape in 
ink on paper, choose Higgins Inks for their uniformity 
and even flow. For more than 60 years, Higgins Waterproof 
Black Drawing Ink has been the accepted standard through- 
out the world. Perfectly adaptable to either pen, brush or air- 
brush, it will not smudge nor will light, temperature or 
weather fade the permanent brilliance of this jet-black ink. 
In addition to the waterproof and soluble blacks, Higgins American 
Drawing Inks come in 17 lucid waterproof colors, white and neutral tint. 
Specify Higgins on your next order — and ask your dealer for one of the new 
Higgins Color Wheels showing Higgins Inks actually applied on drawing paper. 







The Iconoscope (a registered trade-mark 
of the Radio Corporation of America) 
is the amazing electric eye developed 
by RCA-NBC television to convert light 
values to their electrical equivalents in 
telecasting outside events and studio 
shows to distant viewers. It is reproduced 
here by permission of the Corporation, 





HIGGINS 


a 
“MERICAN mpiA 


HIN IEE = ; 


(4) {144 - + 
CHAS. M. HIGGINS & CO., INC. Hl 
271 NINTH STREET, BROOKLYN, N. Y. 





ALMA ECONOMY SERIES No. 400 


No. 451-F 
50 x 28 
No. 461-F 


60 x 30 


. . . turned post, combina- 
tion walnut, also made in 
single and double pedestal 
drop-head typewriter desks, 
a single pedestal 40” fiat 
top, and two size tables— 
that save money and floor 
space. 


ALMA DESH COMPANY sor carouna 
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ONE OF FIVE = 


No Grades 
Discontinued 





a 














The Gunn Line now contains | 


19 complete grades 
for your selection. The 
line features a grade for 
every purse and pur- | 
pose and foreverycom- | 
petitive condition. 19 | 
opportunities for you to 
profit with the Gunn 








No. R1660 Line. 
One of the new grades is an ultra stream- QUALITY! 
lined corporation grade Ridgewood. New PROTECTION! 
—smart—saleable—profitable for you. SERVICE! 
1 
AY . Straight shooting Gunn hits LOYALTY! 
C 0 N F U C l U sy § » bulls-eye for dealer profits.” Are Assured All Gunn Dealers 


Gunn Furniture Co. Grand Rapids, Mich. | 


The Furniture Capital of America 


“Andy Units of STEEL” 


Every Style and Size of 
STEEL SPECIALTY 


Blue Print Cases 


Made in _ two 
grades. Standard 
Line is of highest 
quality construc- 
tion with hood at 
back of each 
drawer and 
weighted hinged 
flap at front. Utility Line is 
built for service at an economical price. 

Available in many sizes and drawer combinations. 


Typewriter Tables 


























_ tag htgrome All metal stand for many office 
en aay ea ee ee Depth 36 in. uses. Well made throughout. 
aia a po gia va Height 35 in. Top 18” x 14”—2644” high. 
herve eae Finish in olive green. Shipped 
boosters . . . styled for @ Write today for K. D. The stand is priced 
consumer acceptance, be- — right and will sell rapidly at 


cause the selling factors 
are “Built in.” Ehrlich 
Upholstery meets every 
standard for good quality 
and value! 


Ehrlich Upholstery Works 


i 520-528 West 43rd Street, New York, N. Y. 


a good profit. 


Write today for literature on our 
complete line of steel products for 
the office at the right price. 


ANDERSON-HICKEY CO., INC. 
GENEVA, ILLINOIS 
A 
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OFFICE APPLIANCE EXCHANGE HONORS EDISON | 


The Office Appliance Exchange, 21 North Franklin | 
street, Wilkes-Barre, Penna., on February 12 took part | 
in a unique ceremony held by the Wilkes-Barre Exec- | 
utive Sales Council to honor the birthday of Thomas 
A. Edison. At the same time the company, which is a 
representative of Ediphone, devoted its entire show 
window to Ediphone products. 

At the meeting a large armchair was kept vacant at | 
the head of the table. Behind it was a beautiful por- | 
trait of Edison with floral pieces on either side. Repli- | 





CELEBRATING EDISON’S BIRTHDAY.—The Office Appliance 
Exchange, 21 North Franklin street, Wilkes-Barre, Penna., 
recently celebrated the birthday of Thomas A. Edison, Amer- 
ica’s foremost inventor, by presenting to the public a window 
of its store completely decked out in Ediphone products as 
well as a number of older and profoundly interesting items. 
Centered in the rear of the window was an old Edison home 
phonograph with the tin “trumpet” so familiar to phonograph 
addicts of another era. Beside it were two modern pieces of 
Ediphone transcribing equipment with old photographs 
placed near them. On the left side hung a large portrait of 
the famous inventor. Manager A. C. Dampf and his staff did 
a capital job in arranging the window. 


cas of the early phonograph with models of the latest 
Ediphone transcribing machines were on display. An 
address was delivered A. C. Dampf, manager of the 
Office Appliance Exchange, by electrical transcription, 
which was based on two of Edison’s inventions, the 
phonograph and the basic radio tube. At the con- 
clusion of the meeting everyone present dictated their 





names on an Ediphone and the record was ordered 
kept as a permanent memento of the occasion. 

Mr. Dampf’s company recently sold a large con- 
signment of Ediphone equipment to the D. L. & W. 
railroad at Scranton, Penna. 


—_—_o—— 2 — 


NEW DEALER DISPLAY STAND FOR MAGIC 
ROYAL PORTABLES 


The new display stand for the equally new line of 
Magic Royal portables recently introduced by the 
Royal Typewriter Company, Inc., is now ready for 
distribution to every dealer in America. 

Strikingly modern in appearance, the new display 
is streamlined and designed for maximum “eye and 
buy” appeal. Solidly and sturdily constructed, it has 
an arrangement of a series of five shelves to accom- 
modate each of the five different Magic Royal port- 
able models. 

Standing over six feet in height, a pleasing color 
combination of maroon and ivory gives this floor dis- 
play an exciting eye appeal. Racks for literature 
have been conveniently located on both sides of the 
display giving the customer easy access to folders, 
display material, etc. 

Dealers who are interested in 
store display should contact their Royal portable field- 
man for full particulars. 


| over!! 





| 


securing this new | | 


| 640 Front Ave., N. W. 
| Serre een 
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The Legal Profession is Buying 
NUMBERED LEGAL PAPERS 
O,iginated by Eatin 


Since we told you last September: “Here's an exclusive 
new item that you should be prompt to stock”, we hope 


you're one of the dealers cashing in on the tremendous 
immediate success of these new Legal Papers. 











These papers have numbers printed on the 
left and right hand edges of the sheets in 
grey ink. These serve as margins in place 
of the usual ruled lines. The spacing between 
the numbers coincides accurately with the 
double-spacing of any standard typewriter. 
Invaluable for briefs. In three sizes—8'2x 
ll, 84x13, and 8'xl4. 


If you can’t fill the demand for these Legal Papers that’s 
been created through Eaton advertising, ORDER THEM 
AT ONCE! 


WRITE FOR SAMPLES AND PRICES 
EATON'S BERKSHIRE TYPEWRITER PAPERS 


Pittsfield, Massachusetts 





—_ 


S 





| 


| They Will 
| NOT TIP 










|| Here is a proven Quality Type- 
writer or Office Machine Stand 
that has more genuine selling 
features than any other. It will 
prove a means of customer sat- 
isfaction and untold repeat 
profits. 

e Adjustable to every opera- 

| tor’s working height. 
1 e Will NOT tip over. 

1 @ Easily moved about. 
| @ Positively rigid. 

e Always stands square. 


MR. DEALER— 


You can make MORE 
MONEY selling¥ 
KARLO stands be- 
cause they stay sold and users come back 
for more. 










Investigate these possibilities — We'll be glad to send prices, 
discounts and full details. 


Karl Manufacturing Co. 


Grand Rapids, Mich. 
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PARALLEX MOVES GENERAL OFFICES 


The Parallex Corporation, Newark, N. J., manufac- 
turers of Swing-O-Ring binding, has moved the gen- 
eral offices from 11-13 Coes place, Newark, N. J., to 
its plant at 314 Dean street, Brooklyn, N. Y. This move 
was made to consolidate the activities of the Parallex 
Corporation in order to facilitate shipments, give 
better service, etc. The Parallex wire binding is to 
remain at the Newark address and will operate under 
the name of the Parallex Wire Binding Company from 
which office all equipment and supplies will be fur- 
nished on wire binding. Fred S. Broach will remain 
in his present capacity of general manager of the 
Parallex Corporation and Atto N. Hanna will manage 


DURATEX e PERMATEX e KRAFOLTEX the Parallex Wire Binding Company. 


——EEa— SC 
Hitdd TEMPO 


VERTICAL FILE FOLDERS 


Incorporate the snap, tear strength, body, and smooth surfaces FILM S | E \(QUF 


that make for real filing satisfaction. Your customers will be 
interested in these quality folders which are priced in various 
ranges to meet every requirement. They are all attractively 
packaged for real merchandising appeal. 

SEND NOW... . For samples for your 
own test and comparison. . . . Con- 
vince yourself of the unusual qualities 
in these superior file folders. 


C. L.. BARKLEY & CO. | 


ESTABLISHED 192 

































Manufacturers of Filing Supplies 
517 S. JEFFERSON STREET CHICAGO, ILL. 











BETTER — Prints shorper Loop letters 
SAFER — Ends teed roller swelling Red 


Fee 
EXCLUSIVE ADVANTAGES; j0 
FASTER —type con Har" Reduces labor cost 20% t0 20% cor 








FEATURING THE TEMPO STENCIL.—An attractive four-color 
display card featuring the company’s new Tempo film stencil 
is being issued to the trade by the Milo Harding Company, Ltd., 
Los Angeles and Pittsburgh. As shown above, an actual stencil 
is attached to the display so that customers can see the product, 
thus bringing it closer to the point of sale. With due considera- 
tion to size, the display is particularly convenient and practical 
for both window and counter. 


ae 
ATLANTA NEWS NOTES 


Ivan Allen, Jr., secretary and treasurer of the Ivan 
Allen-Marshall Company, has been elected a member 


MADE 
RIGHT 
e 
PRICED 
RIGHT 





e of the board of directors of the Morris Plan Bank of 
Atlanta. 
And Sell } * * * 
on Employes of the stationery department of the Foote 
SIGHT | & Davies Company will share in a plan which has 


The N.B.C. Line of Business Cases }} been put into operation eventually to transfer owner- 
embodies style and design with com- |} ship to employes of the firm. A new firm, Foote and 
pleteness at popular prices. National |} Davies, Inc., has been formed, with eighteen employes 
makes a case for every business need. |) subscribing to its stock, and this firm will take over 
it A Fasinee goods neu—send for || the assets of the old Foote & Davies Company, paying 
catalog and dealer prices and dis- for them out of profits earned. Earl Sanders is presi- 

| dent of the new organization; John M. Cooper, head 
















counts. 
National Brief Case Mfg. Co. | of the stationery department, is vice-president, and 


‘ ia St. hicago, Ill. 
edly FS ung ag York 10 echicago, lll. | John Sosebee is secretary and treasurer. 


New Address in Los Angeles 1709 W. 8th St. .' ae 












| The Georgia Supreme court has declared the Au- 
»| gusta chain store tax, similar to the one recently 
; : - g2| invalidated in Columbus, Ga., to be discriminatory 
, 4 i < '?— | and unconstitutional. The tax, based on the number 
if came 3 : of units in the national chain, ranged from $60 per 
SS — oS Ne store in chains of less than ten stores, to $1200 per 
m ‘ store in chains of more than 150 units. At the same 

| time, the Supreme court overruled a motion for a 
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A SHORT SHORT STORY 


By INDIANA DESK COMPANY 





Illustrated by: 
THE NUMBER 291312 


STYLE AND QUALITY PLUS! 


IN GENUINE AMERICAN BLACK WALNUT 


INDIANA DESK COMPAN 


JASPER 
INDIANA 




















“KEILTAR® 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. S. Patent 1,782,622. Canadian Patent 324,059. Other patents pending. ) 





| All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


| 1728-1736 Burnet Avenue Syracuse, New York 














a er 
P. osture Cis 


with all the latest refine- 
ments and at popular price! 








New Indiana 
No. 408 


Neat in appearance and con- 
structed for durability and 
long service, this chair is de- 
signed for the acceptance of 
those who prefer up to date 
furniture with conventional 
styling at moderate cost. 


Made in quartered oak finished light, dark or school 
brown —and in birch finished imitation walnut or 
imitation mahogany. Seat measures 16 by 1414 inches, 
the edge being protected by a rubber bumper from 
damage by accidental contact with desk. Height of 
back is adjustable from 14 to 16 inches. Hard rubber 
casters 154 inch size and Bassick iron, insure noise- 
less operation. Further details and price list on request. 


New Indiana Chair Co. 


JASPER, INDIANA 
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4) Let the Poughkeepsie Pup roles J A C K S ON 


Ring Up More Sales OFFICE DESKS | 





—_ 1 . 
A raat with 


MULT-O 


the ring book of tomorrow 





The minute your customers see MULT-O and Cushion 
Edge up go your sales! 


Like many other TRUSSELL advancements 
MULT-O and Cushion Edge are both Many business men have marked preference for the charm and 


marked improvements in loose leat culture expressed in period furniture design yet are convinced 
2 that to be suitable for modern service, office desks must have every 


available modern improvement and business convenience. 
A faithful reproduction of the Chippendale motif, Jackson 3000 
Grade provides most up to date and improved office service, It 


Combining the Beauty of Authentic Chippendale 
with Modern Practicability and Convenience 


Multiple rings permit the use of prac- 
tically any kind of paper without 


danger of tearing out the punching. is offered in genuine walnut and genuine mahogany ; walnut desks 

= have quartered striped veneers and mahogany desks have broken 
Zip! one set of levers open — stripe veneer, all carefully matched for grain and figure. The 
the other set closes — finish is standard brown walnut and old world mahogany. The 


grade includes 72, 66 and 60 inch desks and an open back desk 

in the 48 inch size, also tables, telephone stand and cabinet, waste 

- basket and costumer. 

If you haven't seen MULT-O, write for Be ca : ; , 
See our Jackson 409 catalog or write us for further details. 


your sample today. i 


TRUSSELL MANUFACTURING Co. || | Jasper Uifice Furniture Co. | 


POUGHKEEPSIE DEPT. D NEW YORK JASPER, INDIANA | 


the rings lock when closed. 















































JASPER | 
SEATING 
COMPANY 


presents 





The Yew 


ULRICH : 
Dal, Sorter a 


Made in four sizes to take care of prac- of Upholstered 
tically every sorting need. Write the Office 
factory for information on these new Chitin 
sorters, as well as literature on fillers 


for letter and cap size drawers for filing IN IMITATION 


P LEATHER 
letters, tariffs, catalogs, etc. 
AGENTS WANTED 
The ULRICH name is well known in the 
i j j j ® is i i f t desi abl th ffi 
office equipment field. The flexible sort File Jnterastinn ‘Seow, <1 smart asians conten See siiee 
er is new and has already proven to be appearance distinction of upholstered office chairs in good 
an attractive new business builder. wea. mone 
ULRICH PLANFILING EQUIPMENT CO. Jasper Seat ing Company 
JAMESTOWN, N. Y. : REPRESENTATIVES | Phone: Webster 3217 








CHICAGO: L. H. Farber, 529 So. 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 























MARCH, 1940 


rehearing in both the Columbus and Augusta chain 
store tax cases. 
* * a 

The Lee County Board of Commissioners has levied 
a tax upon all “rolling stores” operated in that county. 
The tax is $25 annually on vehicles of less than one 
ton; $50 on vehicles of one ton and $100 on vehicles 
of two tons and over.—JHR 
SPECIAL INSTALLATION OF HUGE BOOK NETS 

FIRM LARGE ORDER 


When a customer recently inquired of the Office 
Equipment Company, 500 St. Paul place, Baltimore, 
Md., whether they could build a book of unusual pro- 
portions, Homer D. Mayers, head of the firm, agreed 
to do it “or else.” 

So it was that he got the job and in due time 
delivered it to McCormick & Company, tea house, for 


| 


installation in that company’s museum in Baltimore. | 


Beautifully finished, 





GIANT BOOK MADE BY THE OFFICE EQUIPMENT COM- 
PANY. BALTIMORE.—The book, which contains “Ye Story 
of Tea”, measures 6 feet 6 inches by 4 feet 6 inches. 


scenes and people of the Far East from whence comes 
the tea McCormick grows. Entitled “Ye Story of Tea,” 
the book is six feet, six inches high, by four feet six 
inches wide, and contains twelve giant pages. On 
these (under glass) are a number of pictures, photo- 
graphs, maps, etc. The book is handsomely bound in 
genuine leather. 

So impressed by the job were executives of the Mc- 
Cormick organization that shortly after the book was 
installed in the museum in the McCormick building, 
Mr. Mayer was given the job of furnishing the firm’s 
directors’ room with sixteen leather chairs and a table 
which is said to be one of the largest pieces of furni- 
ture of its kind in Baltimore. 

a me 


BRANHAM TO HEAD OKLAHOMA CITY STATIONERS 


Don L. Branham, head of Branham’s Inc., 316 North 
Robinson avenue, is newly elected president of the 
Oklahoma City Stationers Club. Mr. Branham, who 
has served as the group’s secretary for the past nine 
months, succeeds Charles M. Wigger, of Wigger’s Inc., 
403 West Main street, who held the post for five con- 
secutive years. 

J. L. Wren, Jr., owner of The House of Wren (office 
supplies and equipment), corner of First street and 
Broadway, was re-elected secretary, a post he held for 
four years prior to his resignation last March.—EVH 


the book contains pictures of | 
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HERE’S WHY 
md S 


COSTUMER’S CAN’T TIP OVER! 










Sanymetal "Streamlined" Costum- 
ers will positively NOT TIP OVER. 
That's because they have a scien- 
tifically designed base which em- 
bodies unique "“crossed-locked" 
principle of construction. Unlike 
less rigidly built costumers, this 
base enables them to maintain their 
equilibrium—even when the weight 
is concentrated all on one side! 
Sanymetal "Streamlined" Costum- 
ers are guaranteed not to loosen 
or warp... have no rough edges 
to snag costly clothing. And with 
their solid bronze hooks (mounted 
with the screws tapped into the 
post and reinforced inside) they 
are always in good taste. 
Sanymetal "Streamlined" Costum- 
ers may be had in a variety of 
attractive finishes, including natural 
wood grains. Write today for Dis- 
count Schedule and complete de- 


tails. 
List Prices f.0.b. Cleveland, Ohio 


Green or Gray $10.00 
Mahogany or Gray 11.00 
White Enamel 13.50 


































The Sanymetal Products Company, Inc. 


1681 Urbana Rd., Cleveland, Ohio 








DO YOU KNOW THAT 


A. P. Little. Ine. 
MADE 


First Light weight carbon—COBWEB— 

First Jet Black Writing Ribbon—SATIN FINISH— 

First Photographic Ribbon—SATIN FINISH PHOTO. 
GRAPHIC—for typing masters for all photographic 
reproduction. 

First Cotton Ribbon to write sharper and wear longer 
than silk—SATIN FINISH EXECUTIVE—sharpest writ- 
ing practical ribbon. 


NOW 


Multiserve Aligner, the ANSWER to all typing difficul- 
ties on carbon copies. 

FIFTEEN FEATURES. Secretaries and stenographers 
by using MULTISERVE ALIGNER can for the first time 
ensure registration which affords accurate, efficient and 
legible carbon copies. 


DEALERS 


“Multiserve” and LITTLE Quality Line of Carbons and 
Ribbons assure you the cream of the trade in your ter- 
ritory. 

Investigate LITTLE Line and Protection Policy. 


wl eHITTLE. 
IN 


Ce 
Factory, Rochester, New York 


Manufacturers to the Trade 
52 Years. 


1888 1940 























TRINER 


Hair-line 




















"Air Mail Accuracy” 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 lb. capacity by % 
eunces (other numbers up to 4 lbs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


SCALE & MFG. CO. 
2714 W. 2ist Street 
CHICAGO ILLINOIS 



































No. 560 Chair 
Width 32” 
Between Arms 19” 
Depth 33” 
Depth Seat 2112” 
Height 34” 





INTRODUCING! 


LEATHER FURNITURE 
MADE THE RALEIGH WAY 


Featuring leather styles in new Frenct 
pastel shades in top grain leather—Ac- 
centuating the inherent beauty of leathers 
with the exquisite tailoring and detailing 
only experienced craftsmen can produce 
—in smart modern and traditional period 


styling. 


RALEIGH UPHOLSTERY CO. INC., 


Our 1940 catalog 132 W. 14th St.. New York, N. Y. 
mailed on request. 
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ADAMS OPENS PEORIA TYPEWRITER STORE 

Carrying a full line of Hilco and Wolber duplicators 
and featured by an up-to-date service department, a 
new typewriter and office machine store has been 
opened in Peoria, Ill., by John Q. Adams. 

Located at 405 South Adams street, the new organi- 
zation will operate under the name of the Adams 








J. QO. ADAMS 





Typewriter Company. In addition to its other activi- 
ties, the firm will be the exclusive distributors in its 
territory of Woodstock typewriters, and will also main- 
tain a complete rental department. The company’s 
slogan, which graces the official stationery, is “Service 
as Close as Your Phone.” 

Mr. Adams is experienced in the office machine and 
typewriter business and is thoroughly familiar with 
the lines of duplicator stencils, inks and supplies which 
he carries as part of the new business. 

























PRESENTING POSTINDEX.—Pictured is the front cover of a 
recently issued catalogue of Postindex Company visible records 
equipment. Copies are available to dealers on request. 


Oe EO 


ZELLERBACH OFFICES FURNISHED BY KILHAM 

The offices of the Zellerbach Paper Company, at 
their new home, 234 Northwest Fifth avenue, Portland, 
Ore., have been furnished by the Kilham Stationery 
and Printing Company. 

Yawman and Erbe desks—Number 4900 executive 
and Number 6900 Style-Master steel desks and tables, 
with DoMore and Harter chairs to match—were se- 
lected in Number 640 gray finish. The offices, which 
occupy a large portion of the ground floor, are finished 
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Put a Speed-O-Print PUL- 
PIT in your store. It will 
increase your duplicator 
supply sales and profits — 
quickly, just as it has for 
so many other dealers. 
Write at once for details on 
how you can get one — 
without one cent of extra 
cost. 













= Speed-O-Print products are 
now the finest packaged 
line of duplicating supplies 
on the market. Each item 
is individually contained 
in its own colorful carton 
—giving complete descrip- 
tion, stock number, and 
price. That’s why any one 
can sell them. 








The PULPIT is a combination 
merchandise display and 
stock cabinet that was origi- 
nated by Speed - O - Print to 
produce increased sales... 
and .. . extra profits for 
Speed-O-Print dealers every- 
where. 


























It has an eye-appealing, bril- 
liantly illuminated glass en- 
closed front panel that dis- 
plays Speed-O-Print products, 
invites purchase, and stimu- 
| lates buying. And the conven- 
| ient and roomy shelved cab- 
' inet in the back facilitates i enrre 9 eae 
instant selling of any item in oPEED-O- PRINT Coap 





the line. 


Because the Speed-O-Print 
PULPIT does a remarkable 
job of point-of-sale advertis- 
ing and point-of-sale selling 
it has increased dealer sales 
and profits in a most surpris-: 
ing manner. 





Caring 
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in Philippine mahogany, with the clerical department, | 
separated from the general offices and sales room by | 
a soundproof wall. The whole atmosphere is gracious 
and pleasing from the electric eye door which opens 
for your entrance as a welcome, the beautifully fur- 
nished rooms to the “come again” gesture of the door 
opening for your departure—ATW 
——_—=-o—___—— 
SMITH WINS ANOTHER CONTEST PRIZE 

C. M. Smith, who operates the C. M. Smith Type- 
writer Exchange, 304 East Keith avenue, Norman, 
Okla., is one who believes in making his typewriters 
pay in more ways than one. Besides selling, renting, 
servicing and rebuilding these indispensable prerequi- 
sites of office workers and others, Mr. Smith, in his 
spare time, has used his own typewriter to perfect a | 
prize winning letter-writing technique which has put 
many an extra dollar in the exchequer. 

At one time, a year or so ago, Mr. Smith had on his 
driveway, at the same time, two brand new contest- | 
won automobiles. He has won dozens of other awards | 
in cash and merchandise in various contests he has 
entered. 

His most recent side money is a $5 cash award from 
the Oklahoma Publishing Company for the best let- 
ter of 200 words or less submitted during the week 
ending February 3, on a subject of current-public in- 
terest, for publication in the Sunday Oklahoman’s 
weekly letter column.—EVH 

Oo 
METALSTAND COMPANY IN NEW HOME 

Featured by modern fixtures and the installation 
of new machinery, new quarters have recently been 
taken at 1615-25 Melon street, Philadelphia, Pa., by 
the Metalstand Company. 

The new home is a modern, all concrete and steel 
building with glass walls. Various departments have 
been laid out to provide the best and most efficient 
working arrangements and company officials estimate 
that manufacture and output will be considerably 
stepped up. 

At the same time it was announced that the firm 
has recently appointed R. J. Hersh to the sales staff. 
Mr. Hersh, who is well known to the trade and has 
spent many years in the industry, will travel the entire 
country to become acquainted with the Metalstand 
dealers everywhere. 

—_—— oe 


CANADIAN UEF PRODUCES NEW MOVIE 
Something new in industrial motion pictures has 
been produced by Underwood Elliott Fisher Limited, 
Toronto, in “The Typing Battle of the Century,” a new 
16 mm. one-reel film telling the entertaining story of 
the Canadian National Exhibition’s recent interna- 
tional typewriting marathon at Toronto. 

The picture was photographed originally by Para- 
mount News, Universal News Reel and News of the 
Day. It foreshortens into fifteen minutes of rapid-fire 
newsreel action the event where 100,000 spectators 
saw two typing teams representing Canada and the 
United States, each team racing one typewriter in a 
non-stop all-day-and-night relay, transcribe in two 
weeks 3,289,962 words of Shakespeare’s plays, poems 
and sonnets. 

Because two of its machines endured without com- 
plaint the record gruelling the marathon teams gave 
their writing equipment, Underwood Elliott Fisher 
Limited agreed to produce the picture in silent form 
for the benefit of commercial schools, service clubs and 
other groups to 225 of which it has already been shown 
free of charge. One of the film’s novel features is its 
total freedom from advertising. 

It tells in swiftly-moving sequences the whole story 
of selection of the“marathoners,” one each from twelve 
cities in each country; of their organization into the 
Canadian and United States national typing teams; 
the preparation of 20,000 sheets of their copy paper; 
the six-weeks’ counting of the 945,843 words in Shake- 
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WE CATER TO THE LADIES 


TO HELP YOUR SALES! 

















When we designed and patented Tri-Ply—Weldon 
Roberts Eraser No. 399—our aim was to please the ladies. 
your 


For typist customers are among 
the most important you 
have—and keeping their 
business depends on giving 
them the things they’ll like. 
So we made Tri-Ply good 
looking, handy, perfect for 
correcting typing errors, 
carbon smudges, pencil, ink 
or finger marks. Today No. 
399 Tri-Ply and No. 3900 
Whisk (Tri-Ply with brush 
attached) are favorites 
everywhere, building sales 
and satisfaction. 


Send for a trial order or write 
for our complete catalog NOW. 


WELDON ROBERTS 
RUBBER CO. 
Newark, N. J. U.S.A. 


we knew that 
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Correct Mistakes 
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Top Rating! 


Again and again the No. 24 St. Johns 
office table has taken a top place in the 
fast selling line of St. Johns office tables. 
Of excellent design, durable construction 
and rich golden finish, it more than meets 
the demands of an efficient well organized 


office. It has all the qualities that have 
made the St. Johns office tables so 
superior. 


Write for the new St. Johns catalog showing this and 
many other distinctive tables in the St. Johns line. 


Made of specially selected plain 


oak; office golden finish. Also 
school brown finish. Top is 74” 
thick. Legs, 2'/4,” square. Reg- 
ularly equipped with one draw- 
er only in all sizes. 


SIZES 


24 x 36 inches 27 x 54 inches 
27 x 42 inches 27 x 60 inches 
27 x 48 inches 


ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 
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A NEW LOW-PRICED HAND-OPERATED 


MULTIPOST ENVELOPE SEALER 


Model SS — Price $55.00 


An automatic feed sealer, backed by our 28 years’ experience. Positive 
separation, perfect moistening—at a speed of 75 envelopes per minute. 
An ideal envelope sealer for the small or medium sized office. 

We also make a geared, hand-operated Model SH Sealer at $90. 
Seals 150 envelopes per minute. Also a motor driven Model SM at 
— This model is the finest machine of its kind. Seals 350 envelopes 
@ minute. 


We also manufacture: 

4 Models LETTER OPENERS, 
2 Hand-operated, $50 and $90 
2 Motor driven, $110 and $150. 

4 Models MULTIPOST STAMP AFFIXERS, prices from 
$20 to $35. 

THE MULTIPLE MULTIPOST, an automatic stamp dis- 
penser, for handling various denominations of stamps. 

ALL machines shipped on approval—no obligation. 


DEALERS—Write for booklet and get dealer proposition. 
MULTIPOST CO., 100 Centre Pk., ROCHESTER, N. Y. 














Greater Stencil Profits 
with TEMPO FILM’S 
Exclusive Dealer Plan 


A plan that is exclusive in every sense 
of the word. Do you realize there isn't 
another stencil like Tempo Film? The 
only product of its kind . . . in great 
demand . . . and fully protected by 
patents. Such an exclusive product 
supported by national advertising plus 
exclusive protection in the territory 
makes the Tempo Franchise doubly 
exclusive. That is why Tempo dealers 
esteem it and guard it so closely. 
They value its present as well as po- 
tential returns. And, you, too, can 
share in these substantial profits, if you 
investigate today. Mail the coupon 
for details or a trial order. No obli- 
gation with our Trial Order Plan. 


MILO HARDING CO. LTD. 


Eastern Division: 617 Commonwealth Annex, Pittsburgh, Pa. 
General Office-Factory: 432 W. Pico Bivd., Los Angeles, Cal. 


MAIL TODAY FOR AN EARLY START 


bl Send details of Tempo's Exclusive Dealer Plan 


O 
Send........Quires, Tempo Film on Trial Order Plan [) 
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| speare’s complete works; the unceasing day-and-night 
| pounding of each typewriter during the marathon by 
an endlessly changing relay of operators; the varying 
standings in the two-week race; the mounting wordage 
as each team rewrote Shakespeare completely and 
started copying his works a second time, and the 
eventual triumph of the Americans by the slender 
margin of less than two words per minute. 
—_——— Pe 

COHEN CELEBRATES 21 YEARS IN BUSINESS 

Hundreds of messages of congratulation and wishes 
for continued success last month poured in on Louis 
Cohen, whose Office Supply House, at Fort Smith, 
Ark., celebrated its twenty-first anniversary. 

The business was started in 1919 for the principal 
purpose of serving the business houses of Fort Smith. 
Within a short time, however, the firm, under the 
able management of Mr. Cohen, had branched out 
to include a large territory and today it serves all of 
western Arkansas and eastern Oklahoma. 

————7. = Oo ——___— 
REMINGTON S. F. BRANCH TO MOVE SOON 

The six-story and basement fireproof building on 
First street, between Mission and Market, San Fran- 
cisco, is being remodeled and redecorated prior to 
occupancy by the Remington Rand, Inc., local branch 
office. The-company will also use several floors of an 
adjoining building, giving them a floor space of ap- 
proximately 80,000 square feet. The plant is to be 
used as headquarters for the Pacific Coast and will 
combine under one roof the offices, warehouse and 
sales rooms.—SS 

ee 
BURTON JOINS REX-0-GRAPH 

J. Hall Burton, for the past twenty-two years asso- 
ciated with the export business, last month was ap- 
pointed director of exports for Rex-O-Graph, Inc., 
Milwaukee, Wis., manufacturers of a complete line of 
duplicating equipment. Mr. Burton will confine his 
efforts principally to furthering the company’s new 
plans for expanding their business abroad. He will 
maintain headquarters at the general offices in Mil- 
waukee. 

Eno 
FINZER COMPANY IN NEW HOME 

W. E. Finzer & Company, Portland, Ore., moved into 
a downstairs location from a street level store in Feb- 
ruary. More room and facilities for better service to 
customers are reasons for the move. The new quarters, 
at 330 Southwest Stark street, are light and roomy, 
making it possible for stock to be attractively dis- 
played without crowding. Store and stock room, to- 
gether, comprise about 3000 square feet of space—ATW 

———-o= 2 —__— 


WOODSTOCK N. Y. OFFICE MOVES 

Space in the R.C.A. building, Rockefeller Center, 
New York City, has been leased to the Woodstock 
Typewriter Company for its main executive and sales 
offices, according to recent announcement. For ten 
years the company’s New York offices have been main- 
tained at 377 Broadway. The firm was organized 
twenty years ago by the late R. W. Sears, of Sears, 
Roebuck & Company. R. W. Sears II, son of the 
founder, is president of the company.—NJNS 

Oo 
AMERICAN WRITING MACHINES MOVES 

| N. Y. STORE 
| Because of a need for additional space the American 
| Writing Machine Company, Inc., New York City, has 
| recently moved its downtown store from 368 Broad- 
way to 349 Broadway, where an entire floor has been 
leased. This site will include the office of Mr. Hamm, 
the New York manager, as well as the service depart- 
ment. The company has also leased quarters for a 
sales office at 301 Broadway, just off Duane street. 
This will replace the sales office formerly maintained 
at 368 Broadway, and will serve the downtown area. 
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-» The 
Now Mawel 


\ All-Purpose 
" Office Stand 


Dealers everywhere are cashing in on the big de- 
mand for this low priced stand. Prove this to your 
own satisfaction---Order a sample---It will not 
stay on display over night. 

The NEW MARVEL is sturdy--- will hold over 
300 pounds. Each feature (and there are many) 
adds to its sales-power which means increased 
profits for you. 













20”x14”x26” 


Write for descriptive circular and astonishing 
wholesale prices. 


] ) 
dondardann Products Co. 


a 


330 S. WELLS ST., CHICAGO, ILL. 
10550 EASTBORNE AVE., LOS ANGELES, CALIF. 








‘t 


We gwe you. 
Sf RVICE. 
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NO OTHER CHAIR 


Gives You ALL These 
GAYLO Advantages 


No wonder buyers prefer Gaylo 
Correct Posture seating. No 
other metal folding chair com- 
bines this array of structural 
features in all price brackets. 


Scientific construction for Cor- 
rect Posture. Wide, comfort- 
able seats properly pitched. 
Widely spaced legs for perfect 
balance. Supported 
front edge of seat pre- 
vents tipping. Weight- 
tested up to 1000 Ibs. 
Fold flat with no pro- 
jections, stack easily. 
Rubber-tipped front 
legs. Upholstered 
backs and convenient 
hand grip. Baked syn- 
thetic enamel finish— 
dipped, not sprayed. 
Smart styling and 
attractive colors. 


Write for literature, 
prices and discounts. 


GAYLO 
MFG. CO., INC. 
823 N. MICHIGAN AVE., CHICAGO, ILL. 


















30 5. fofferson St, Chicage, NOL 


American SPEED SET Model 43 on Special 
Platform for Bank Numbers. 


Write for special SPEED SET 
folder describing all models. 


AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN, N.Y 
BRANCH—105 WEST MADISON STREET, CHICAGO, ILL 
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RAVEN 


AND 


NATIONAL 


Lines of 
Carbon Papers 











Lines of TicTAToR SiLk 
Typewriter AND 
Ribbons SUPREME 


Use the “Bueki”?’ Route to 
increased carbon and ribbon sales 


Write for Complete Details 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 
1458-68 East 55th St., Cleveland, Ohio 

















WARSHAW | 
iweoLan GARDS | 


e Your customers will never get more | 


ROLL LABELS for their money than they get when 
them WARSHAW 


you sell Index | 
one Cards. They are made the way buyers | 
INDEX CARDS and users like them—all four sides 
REINFORCED rotary cut with no fuzzy edges. Made 
FOLDERS 


on fully automatic machinery, margins | 


PROTEX STICKONS are always perfect. 
MENDING TAPE 


GUMMED INDEX 


TASS Index Cards are always as fresh as the 


day you bought them. Buy in large 
e quantities at the long discount. 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN, N. Y. 


Wrapped in Cellophane, WARSHAW | 








IT STANDS ON ITS OWN FEET! 











A 
SURE HIT 
—-—- TO REPLACE 
‘ag OLD 
Us EQUIPMENT 







THE PORTABLE 
SILVER COMET 


as 


t | ‘ 
SILVER 
comet 


ee 


The BOSTON Portable Silver Comet feature gives you 
something distinctly different to offer your trade. Stand 
beautifully chrome plated to bear out the name “SILVER 
COMET.” Point Adjuster permits 3 types of points to be made. 
Self Feeding eliminates waste. Include this model when order- 
ing your BOSTON Pencil Sharpeners. Order BOSTON Pencil 


Sharpeners today in their brilliant new packages. 
Manufactured by 


THE C. HOWARD HUNT PEN CO., CAMDEN, N. J. 
SEND FOR OUR LATEST CATALOG 


OR MO} \| 


PENCIL SHARPENERS 











No. 2004 Desk—74x42” 


The Superlative Elegance 
of the Georgian Period 


in Genuine American Walnut. 


. combining the rare beauty 
of American Butt Walnut, Ameri- 
can Burl Walnut and Artistic Carv- 


ings. 


].K. Rishel 


Furmture Company 


WILLIAMSPORT, PA. 
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Camden, Ark.—Wallace D. Hurley has established himself as the Hurley 
Printing & Stationery Company. 





Lodi, Calif.Lazarre Friedberger has opened a stationery store at 20% 
North School street. ‘‘Friedberger the Stationer’’ is the business title. He 
carries a stock of stationery, office equipment, adding machine, typewriters, 
bookkeeping forms, and minor lines.—SS 


San Francisco, Calif.—The Charles R. Barry Company, manufacturers’ 
representatives, has assigned Mahlon W. Johnson to cover the Pacific 
Northwest. Mr. Johnson will make his home in Seattle, and be able to 
give their customers better service and more frequent visits. Mr, Johnson 
has been covering the San Francisco Bay area.—SS 


San Francisco, Calif.—W. F. Block, president of the Victor Safe & Equip- 
ment Company, Inc., North Tonawanda, N. Y., recently spent several weeks 
in California, visiting different sections of the state in company with 
Charles R, Barry, of Charles R. Barry Company, their distributors.—SS 


Michigan City, Ind.—A strictly commercial stationery store which is the 
official distributor of products of the American Sales Book Company, was 
opened here late last month by Dave Cook, owner of a business featuring 
social stationery, gifts, games, etc. Prior to opening the new busines, Mr. 
Cook disposed of his large stock of social stationery, diaries, albums and 
leather goods by selling it at cost. Mr. Cook said that none of these items 
will be carried under the new store's policy. 


Lawrence, Mass.—The D. J. Casey Paper Company has opened a retail 
store at 153 Essex street, where a large stock of stationery items, office 
furniture and machines and filing supplies will be carried. The store will 
be managed by Miss Lottie Oliver, according to Daniel J. Casey, owner 
of the business. 


New Brunswick, N. J.—When the Daily Home News recently celebrated 
its sixtieth anniversary many of the city’s merchants used the special 
anniversary edition to cite their own records of achievements during the 
years in which they have been engaged in business, Chief among these 
advertisers was Reed’s, this city’s oldest stationery house, whose adver- 
tisement covered a full page. It was replete with interesting bits of 
history and pictured both the old and the new stores of the firm.— 
LOLNB 


New York, N. Y¥.—Joseph Redegeld & Company, Ince., for the past forty 
years located on Park Row, last month leased a large store and basement 
at 139 Fifth avenue. The pioneer concern handles stationery and toys.— 
NJNS 


Columbus, Ohio.—The Columbus Stationery Company last month moved 
into new and larger quarters at 3115 West Broad street where much addi- 
tional space is now available for the rapidly expanding business. Previously 
located at 3098 West Broad street, the company is a partnership composed 
of William F. and Fred W. Deubner, brothers, and Carl Kruckberg. 


Columbus, 0.—Fred M. Ellis has been re-elected president of the 
Columbus Blank Book Manufacturing Company, 317 South High street. 
Others elected are N. M. Peterson, vice-president and assistant treasurer 
and H. B. Perkins, secretary-treasurer and general manager. Mr. Perkins 
reported operations of the company were satisfactory during the past 
year.—AK 


Tiffen, Ohio.—The business room at 117 South Washington street has 
been remodeled and taken over for occupancy by the Sanford Office Equip- 
ment store, owned and operated by F. L. Sanford. The new store will offer 
a complete line of office supplies and equipment as well as a servicing of 
typewriters, adding, calculating, billing and duplicating machines. Mr. 
Sanford, who has been in the office supply business here for the past seven 
years, was formerly located at the Beall jewelry store, 90 South Wash- 
ington street. 


Elk City, Okla.—The City News Stand, 109 South Main street, has been 
reopened by Mrs. Alvin Moore, who recently purchased the stock from 
the Farmers National bank. Mrs. Moore, who will be assisted in running 
the business by Miss Phyllis Noel, intends to add office and school supplies 
to the present gifts, magazines and books already in stock.—EVH 

(Continued on page 180) 

















COVER OF THE NEW MITTAG & VOLGER CATALOGUE 
WHICH IS DESCRIBED ELSEWHERE IN THIS ISSUE. 
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BRIGHT Styling 
has real eye appeal 


BRIGHT makes leather upholstered furniture to 
appeal to your customers—makes them want to buy. 
Styled to suit individual tastes—trich, distinctive and 
durable, all BRIGHT numbers have that eye appeal 
that separates your customers from their cash. 


You will make some real money if you concentrate 
on BRIGHT furniture. Get our catalog now! 


BRIGHT CHAIR CO., INC. 


127-133 Bleecker St., New York, N. Y. 
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@Smooth 
drawer opera- 
tion on four 
rollers. 


@eWwWeight 
flaps end bend 
protectors in 
every drawer. 


@ Nine stand- 
dard sizes. 


@ Choice of 
drawer com- 
binations and 
compartments. 


@ Special sizes 
and combina- 
tions to meet 
any require- 
ment. 


DEALERS: On your regular calls, notice the opportunities 
you have to sell Blue Print Cabinets. The BENTSON 1800 
LINE offers a size and combination of drawers for every 
one of your customers and prospects. 


See the BENTSON catalog and price 
list or write for complete details. 


THE BENTSON MFG. COMPANY 


AURORA, ILLINOIS 




















O REASONS WHY 
“US. russons 







1. Sharpness of outline 
2. Superior stamina 

3. Color permanence 
4. Non-smearing ink 

5. Erasability 


These, Mr. Dealer, are the outstanding reasons why thousands of 
typists are using ''U. S."' ribbons . . . and why they will continue to 
do so... for satisfied customers stay sold. 

Invest a minute in writing for details on the "U. S."' line of ribbons 
and carbons . . . it's a money-maker 





Fr oe 


UJ. S. Typewriter yi Ribbon Mfg. Co. 


Filbert at Tenth St. - TU ' Philadelphia, Pa. 
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SALES-MARER 


Here is a _ Posture 
Chair that will give 





yourcustomersa 
NEW conception of 
energy-saving 


COMFORT 


Build profitable volume with this new addition 
to our posture chair line. Built to provide easier 
action, easier adjustments and positive simpli- 
fied control of correct seating posture. Write 


for full descriptive information and prices. 


HIGH POINT BENDING & 
CHAIR COMPANY 
SILER CITY, NORTH CAROLINA 


No. 7614 

















OFFICE APPLIANCES 


Oklahoma City, Okia.—George Shaw, secretary of the Western Bank and 
Office Supply Company, 205-9 West First street, who is in charge of the 
firm’s country sales, was one of three men representing the Oklahoma 
Chamber of Commerce at the recent annual dinner of the Mangum 
(Okla.) Chamber of Commerce.—EVH 


Corpus Christi, Texas.—The Edwin Flato Company has recently been 
organized and placed in operation here for the purpose of engaging 
in the commercial stationery and lithographic business in this trade 
area. The firm, for which Jack Uhse is office manager, expects to 
operate extensively in the South Texas territory and, in addition to 
printing and stationery, will carry a stock of office furniture and sup- 
plies. The new firm’s address is 401 Lawrence street. 
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Oakland, Calif.—A. L. Swan, formerly of the Seattle branch of Underwood 
Elliott Fisher Company, has been placed in charge of the accounting 
machine division in Oakland.—SS 





San Francisco, Calif.—Miss Grace Phelan, champion typist, has been 
visiting San Francisco, giving demonstrations before the schools of the 
Bay area. Miss Phelan holds a record of 133 words per minute for thirty 
minutes, which was made at the World’s Fair in New York. While in 
the Bay area, Miss Phelan made two or three national broadcast hookups, 
which received much attention and publicity from the daily press.—SS 


San Francisco, Calif.—Frank Hall, for a number of years in the service 
department of the typewriter division of Underwood Elliott Fisher Com- 
pany has recently been covering the city territory as salesman for the 
Underwood noiseless and standard typewriters. His record there has been 
so outstanding that he has been placed in charge of the wholesale portable 
division for Northern California and Western Nevada.—SS 


San Francisco, Calif.—Herbert Taylor, the all-star accounting machine 
salesman in San Francisco of the Underwood Elliott Fisher Company, has 
been promoted to assistant branch manager. He succeeds George Longue- 
ville, who has been promoted to the New York office.—S 


San Francisco, Calif.—W. G. Fletcher, formerly in charge of the Sacra- 
mento office of Underwood Elliott Fisher Company, has been placed in 
charge of typewriter sales for the city territory of San Francisco.—SS 


New Haven, Conn.—The local branch of the Royal Typewriter Company 
has recently moved from 16 Grove street to 1170 Chapel street where 
much additional space is available for expanding the stock and mainte- 
nance departments. The new address is in the neighborhood of Yale 
University and provides the progressive branch with ample parking 
space for its customers, Under the managership of R. W. Smith, the 
branch includes Serviceman Thomas J. Murphy and Salesmen William 
Kelly and Clifford Spargo.—ATW 


Bluffton, Ind.—Kenneth Julian, for the past ten years in the typewriter 
and office machine business, expects to move his office supply store now 
located on West Market street, to the room on North Main street which 
was recently vacated by the Bob Niblick barber shop. The new location 
is larger and will permit Mr. Julian to carry bigger stock of office 
furniture, supplies and typewriters. 


New York, N. Y.—The Ralph C. Coxhead Corporation last month leased 
three floors in a building at 333 Sixth avenue. The firm has been occupying 
smaller quarters in the building and with the acquisition of the additional 
space will house its factory, offices and showrooms under one roof.—NJNS 


Hickory, N. C.—A new brick building to house the Deal Typewriter 
Company is soon to be erected on Eleventh avenue, adjoining the bowling 
alley on the west side of the Moretz building. Scheduled to be 25 feet 
wide and 85 feet deep and provide space for two stores, the building is 
expected to be completed by May 1. 


Columbus, O.—General Office Equipment Company, 81 South Fourth 
street, has been named central and southern Ohio representative for 
Auto-Typist, made by the American Automatic Typewriter Company 
of Chicago. The machines are available for sale or rental.—AK 


Columbus, 0.—Albert Tangora, speed typist, demonstrated his skill 
in Columbus high schools, business colleges, and the local agency here 
under sponsorship of the Royal Typewriter Company during the first 


week of February.—AK 


Portiand, Ore.—M. M, Israel, for the past eight years connected with 
the typewriter industry, last month opened a new store at 412 S. W. 
Stark street, under the name of the Typewriter Shop. Mr. Israel is 
widely-known to the trade through his founding some time ago of an 
office training school in connection with his business. He is a member 
of the Chamber of Commerce and has frequently been prominently identi- 
fied with Community Chest activities in his community. 








ADDING MACHINES 


Fort Smith, Ark.—Wiley D. May, a graduate of the University of 
Arkansas, last month took over the local branch of the Burroughs 
Adding Machine Company at 8 Court street, succeeding Arnold Ledbetter 
who was recently transferred to the company’s Minneapolis branch. Mr. 
May, who majored in accounting at the college of business administra- 
tion, comes to Fort Smith from Little Rock and is well-known in the 


field. 
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San Francisco, Calif.—The Addressograph-Multigraph Sales Agency has 
leased the ground floor of the Wentworth-Smith building at 29 Second 
street, for a period of ten years.—SS 
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When you come to BOSTON 


for the 
National Business Show 


your most convenient 
hotel will be 


HOTEL 
LENOX 


EXETER AND BOYLSTON STREETS 
Just around the corner from the Hail 








Spacious, Comfortable Rooms 
Single from $2.75 Double $3.50 up 
Suites of Parlor, Bedroom, and Bath from $6 


Coffee Shop 
Blue Train Cocktail Lounge 


Grille Room 
Bar 


We suggest reservations now if you plan to attend the show. 


Walter E. Seaver 
MANAGING DIRECTOR 








The Finest VARAT Catalog 
iii Ever P. OE OO 
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Soon 
Off The Press! 


SEND FOR YOUR COPY! 


Presenting the finest line of Personality Cases. Fast Seilers 
and Leaders in New, Popular Designs and Latest Modern 
Conveniences. VARAT Cases appeal to dealers and pur- 
chasers alike for their unusual values, fine leathers and 
craftsmanship. A most complete line in a wide variety of 
leathers and styles. 


A POSTCARD WILL BRING IT 


Murray VARAT Company 


The Leather Goods trade prefer VARAT MADE 
27 S. MARKET ST. CHICAGO, ILL. 
SAN FRANCISCO OFFICE—833 MARKET ST. 








300 New rTEMs 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 
items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


20 North Wacker Drive Chicago, U.S. A. 











a MARKWELL fastener means 
efficiency and dependability 
assured profits in permanent 
staple repeat business / 


CAttractive colorful displays, 
leaflets, mats and electros, FREE 
to authorized MARKWELL dealers. 


Onguirics solicited from select dealers 


HIARKWELL MEG.CO. i= 


MEW YY 


To 





200 HUDSON STREET 
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1901 DE-BUNKING 


JHE LATEST AWNERTION 
THE 
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saw RECORD 
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| ALWAYS AS YOU Line iT JUST RIGHT, 



















We believe the above cut 
illustrated the first cross 
cut wood block stamp pad 
made in America! The 
United States Patent Office 
thought so too, for they 
granted us a patent March 
18, 1901. 


Today, after 39 
years of continuous 
manufacture, the 
last word in this 
type of stamp pad 
is illustrated here- 
with. 


SPECIALTY CO. 
ELIZABETH, N. J. 


Sales Office: 200 Fifth Avenue, New York City 








A NEW Ss PRODUCT 


FOR LETTERING WITH PEN AND INK 


MAKE YOUR OWN posters 


PRICE TACS 






BULLETING \ 
NOTICES \ 
LETTERING | 





MONTE TITLES 










J 
STOREKEEPERS 
\ COLLECTORS 
| ORAFISMEN 
PHOTOGRAPHERS 
5 | artists 

V\ payout MEN 


LITHOGRAPHERS 
*| scHOOLS 
2) cHuRcnes 























The Master Printer Kit, illustrated above, consists of an 
adjustable drawing board, self-locking T-square, large 
bottle of Master Printer Black Drawing Ink, Lettering 
Guide and Pen. 


It’s an item of many uses, and having a selection of 
more than 60 different lettering guides, suitable styles 
can be selected to fit the various needs for making price 
tags, show cards, announcements, lettering names on 
diplomas, certificates, lettering stamp pages, making 
titles on negatives, lettering blue prints, making layouts, 
movie film titles, lettering master copies for the multi- 
graph duplicator, etc. 


A supply of circulars and your dealer’s discount sheet 
will be mailed upon request. 


THE TECHNYGRAPH 


TECHNY, ILL. 








DESK NAME PLATES 


MR_H.ARMITAGE i 


Office Signs: Building Plates: 
Special Signs. 











Formed with raised letters from 10 gauge Alumilited 
Aluminum plate. Write for literature & discounts. 


SUPERSINE COMPANY ... 


America 
200 MURRAY STREET FORT WAYNE, INDIANA 
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INVENTORY SPECIALS 


on our complete stock of 10,000 Used 
Business Machines 


Here’s your chance to buy from one of the choicest stocks 
in the country—at prices you may never see again. 
We have what you need. See J. S. Morse first. 


Write for our special inventory 
bulletins Nos. 40-1T and 40-1AM 


| Co 
aiid “Wholesale and. Export. 











CAOLE aOORESS.*TYPEm 


296 BROADWAY 








‘Sorting the Trade Ohbr 25 tpears! nua nage an. 
: 9 . posture 
om ortaire CHAIRS 


“ORTHOFORM” BACK SUPPORT 
. . » Body Conforming . . . Auto- 
matic Reclining Action. 


“AIRFOAM” CUSHION 212” 
THICK with Rolled Edges Flanged 
to Form Bumper all around SEAT. 


RUBBER BUMPERS... A great 
protection to SHOES and DESKS. 


Exclusive Sales Rights to Alert Dealers 


SHEPHERD CHAIR COMPANY 


3100 CARROLL AVE. CHICAGO, ILL. 
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RIBBONS AND CARBONS. 





the 
614 
and 
200 
Pen- 


been filed with 
Company, Inc., 
to manufacture 
corporation has 
tobert M. 


Ind.—Articles of incorporation have 
Indiana secretary of state by the Indiana Carbon 
Majestic building. The company has been formed 
sell typewriter ribbons and carbon papers. The 
shares of no par value stock and the incorporators are 
nington, Charles L. Sawin and H. F. Reinka.—EB 
Logan, Ohio.—James A. Green, of the Safetee Ribbon & Carbon Com- 
pany here, last month opened a branch office of his organization at 
Room 6, the Cline building, Athens. From that point Mr. Green expects 
to completely cover the local territory with his lines of carbon papers 


Indianapolis, 


and ribbons for every type of office machine. Well-known in the field 
as a progressive business man. 
Chicago, t!l.—On March 1 Mittag & Volger, Inc., moved into larger | 


quarters at 82 West Washington street where the branch can better serve 
its customers in the territory with the “Thousand and Five’’ products 
emanating from the factory at Park Ridge, N. J. With the increased 
facilities all dealers will be served from the local branch. Gene Mayhall 


is covering the city territory and Oscar Wilson is traveling Wisconsin 
with headquarters established in Madison. W. G. Huston, Pacific Coast 
manager, is temporarily in charge of the reorganization of Mittag & 


Volger’s Chicago interests, 
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Berkeley, Calif.—T. W. Moore of 897 Arlington Drive, representing 
Pitzer Brothers of 857 South San Pedro street, Los Angeles, has started 


Desk pads, 


on his spring trip through the Northwest to Denver and back. 
SS 


seat pads, typewriter pads, and related numbers constitute his line. 

Atlanta, Ga.—W. A. Horne, Jr., treasurer of the Horne Desk & Fixture 
Company, recently returned to the firm after spending three months at 
Fort Sill, Okla., where he underwent ninety days of training in connection 
with his position of first lieutenant of the 179th Field Artillery, Georgia 
National Guard.—FEK 

Indianapolis, Ind.—Several contracts for office equipment have been let 
by the board of trustees of the Indiana University to equip the new 
school of business. Among organizations in the office supply and equip- 
ment industry winning the contracts were the Office Equipment Company, 
Louisville, Ky.; Kiger & Company, Indianapolis; Dictaphone Corporation, 
Indianapolis; Remington Rand, Inc., Buffalo, N. Y.; Underwood Elliott 
Fisher Company, New York, N. Y., and the Indianapolis Office Furniture 
Company, Indianapolis.—EB 

Indianapolis, Ind.—R. Norman Baxter, head of the Baxter Steel Equip- 
ment Company, and Mrs. Baxter left recently for a lengthy stay at Palm 
Beach, Fla.—EB 


New York, N. Y.—A store, mezzanine and basement comprising 20,000 
square feet of space, have been leased as a unit by the Regan Office 
Furniture Company at 270 Madison avenue. The new quarters furnish 


about 5000 square feet more space than the present offices at 16-18 East 
Fortieth street. 

New York, N. Y.—The A. Blank Company, office furniture and equipment. 
has leased the six story building at 74 Broad street for a long term of 
years. Louis Blank, head of the company, stated that his organization 
was established in 1899, and for the first thirty years were located at 73 
3road street, moving only when the I. T. & T. building was erected. 


New York, N. Y.—The Brause Desk Company, Inc., has moved into new 
quarters at 83 Duane street where considerably more space is available 
for stock and offices. 

Toledo, Ohio.—Toledo Board of Education has awarded contracts 
for equipment in the new Girls’ Vocational High school, conditional on 
approval of the Public Works Administration, as follows: Newell B. 


Franklin 
American Mat 


desks, S528; 
S852: 


and 
typewriter desks, 
$157; National Cash Register Company, 
Toledo, cash register, $185; A. Kimball Company, Chicago, printing 
machine, $40; International Business Machines Corporation, Toledo, 
electric typewriters, $225; Multigraph Sales agency, Toledo, duplicators, 
$1,591.—Ak 

Youngstown, 0.—The board of education has awarded contracts total- 
ing $76,681 for equipment for new buildings and additions constructed 


Newton Company, Toledo, cabinets 
and Engraving Company, Toledo, 
Corporation, Toledo, floor mats, 


under the PWA school program, subject to approval by PWA author- 
ities. Bids on 13 items, including commercial equipment, were rejected 
as too high and will be re-advertised. The awards made included: 
American Seating Company of Grand Rapids, $37,175; James & Weaver, 
Youngstown, $5,282, for auditorium chairs and class room equipment; 
Hamilton Manufacturing Company, Two Rivers, Wis., $1,558; Kewaunee 
Manufacturing Company, Kewaunee, Wis., $411, for sewing, mechanical 


drawing, art and commercial furniture; Berger Manufacturing Division 
of Republic Steel Corporation, Canton, O., $16,725 for steel lockers, ward- 
robes, and benches; and Heywood Wakefield Company, Chicago, $230 for 
furniture and miscellaneous equipment.—AK 





San Francisco, Calif.—Bruce Barclay of the Craft Sales Company, 143 
Second street, is representing the Reliance Pencil Corporation of Mt. 
Vernon, New York.—SS 

Columbus, 0.—The W. A. Sheaffer Pen Company, Fort Madison, Ia., 
has announced the appointment of R. H. Neff as central Ohio territory 


manager, with headquarters here. Mr. Neff is a graduate of Ohio State 
University, where he was prominent in undergraduate activities —AK 
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MARKING OE WV i 
Grand Rapids, Mich.—Leaving a building it has occupied for the past 


twelve years, the Forbes Stamp Company, manufacturers of rubber stamps 
and kindred items, last month moved into a new home at 232-234 Ottawa 











avenue, N. W. The organization was formerly located at 145 Ionia avenue, 
N. W 








CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 


and carbon proposition you 





can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. M 
11-13-15 Vandewater St., 
New York, N. Y. 

































GIVE YOUR SALESMEN 
THESE 


Will not rust or discolor 

Non-chip, non-fade enamels 

Twelve different colors 

Easily attached—won’t “skid” 

Can’t catch other sheets 

Add practically no bulk 

“Window” types have high visibility 
Signals for all modern filing needs 


SALESMEN’S SAMPLE CARDS FREE 


How many? 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 
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ENVELOPES, 
STAMPS, 
LABELS 


Sensational new sci- 
entific brush-moist- 
ener makes gummed 
surfaces stick tight, 
Speeds up 
mailing! Neater! 
Cleaner! Sanitary! 
Streamlined, nickel 
plated, enamaled. 
Sells on sight, at 
low 


fast! 


unheard of 
price. 


Only $9.25 


A product of Better Packages, Inc. Shelton, Conn. 
Sole Distributor A. Ww. 5 ERS 4 SALES CO. Waltham, Sass. 





Dealers Wanted 


(One in a territory) 


For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 


Write for our interesting 


Speed Key Mfg. Co. 2, Saat 








322 Columbus Place 
BROOKLYN, N. Y. 




















CLIP 


Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN & DENISON MFG. CO., 241 W. 23rd St., N. Y. 
CADO CARD HOLDER e@ NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS e KONTROL BOARD CLIPS 














Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 















Stanley R. Bristow 
24 Central Ave_West Orange.N. 5 











A Respirator 
Cushion is not 
just another seat 
cushion but can 
——= truthfully be called 

a scientific seating 
device, and as such has 
been adopted by numer- 
ous large organizations on 
the recommendation of 
their efficiency and per- 
sonnel experts. 


Respirator Cushions are the only seat cushions on the market 
which can truthfully be called ventilated as ventilation is effected 
by a mechanical process covered by U. S. Patent No. 2,025,712. 


L. M. BICKETT COMPANY 
WATERTOWN, WIS., U. S. A. 


















A nationally used adhesive 
for every pasting and 
mounting need. Clean — 
speedy — will not curl — 
shrink or wrinkle paper. 
Sold in sizes from tubes to five 
















gallon drums, 
Stocked by leading Jobbers every- 
— Write for Dealers’ List No. 






REGUS RUBBER PAT. OFF 


PAPER CEMENT 
AND ACCESSORIES 


UTSTe aglls)s) 40 E ASBESTOS 0) 


TRENTON N 
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Have You 


a Friend_., business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 





the name, address and business and : 
we will send a sample copy with our 
compliments. 


THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 








Carbon 
Paper 


Typewriter 
Ribbons 


£ 2D 
F a 


Have been earning profits 
for dealers for nearly 


forty years. 
Why not let them help you too? 


CHOWN RIBBON & CARBON MF6. CO. 


782 St. Paul St. Rochester, N. Y. 
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The Most Gracefully and Correctly 
Designed Steel Desk in America is 
the “MODERN AMERICAN” 


With Round Corner Drawer Fronts and Well 
Proportioned Pontoon Base. Write for Catalog. 














Browne-Morse Company Muskegon, Michigan 











DR. SCAT 


for the typewriter 





Sold nation-wide to dealers selling sta- 
tionery. office supplies and typewriters. 


FEATURES 
IN ONE BOTTLE 


e cleans type 

@ refinishes platens 

@ stops paper slipping 

@ polishes enamel and nickel. 














Manufactured By 


DR. SCAT CHEMICAL CO. 


178 North Franklin St., 


““REFINISHER” 
Reg. U.S. Pat. Off. 


Chicago, Illinois 


















MARKILO 
AIM MAES 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 



















The ELLIOTT ENVELOPE SEALER 
is the fastest office appliance in the 
world and easily automatically 
feeds, seals and delivers 400 
envelopes per minute with an 
average thickness of 
contents. It was greatly 
changed and im- 
| seewed in 1937 
| and is a desirable 
| item for station- 
ery stores. 


THE ELLIOTT ADDRESSING MACHINE CO. <2 









144 Albany St. 
mbridge, Mass. 

















When customers keep coming 
back for more—you have 
something! 


a s exactly what hagpens when they get the habit 
of ordering business cards from you, done on Wiggins 








a 


Book Form Card Stock—which fits perfectly in a Com- 

New York City pact Binder. They zip out with perfect edges, and there 
Richard C. Loesch Co, is no waste from pocket wear. 

Pittsburgh You will be business ahead if you insist on your 

Chatfield & Woods Co printer or engraver using Wiggins Book Form Card Stock 

r on your business ecard orders. Ask any of these paper 

Cincinnati merchants for samples of these cards or cases, or write 





to us direct. 


The John B. 


The Chatfield Paper Co. 


Detroit 
Seaman-Patrick Paper Co. 


Grand Rapids 
Carpenter Paper Co. WIGGINS 
Houston Company 
L. 8. Bosworth Co., Ine. 
St. Louis 1162 Fullerton Avenue, Chicago 


Book Form Cards Compact Binders 


Tobey Fine Papers, Inc. 











adding + billing + 
bookkeeping + 
calculating machines 


TYPEWRITERS CHECKWRITERS 


MIMEOGRAPHS DICTAPHONES 
AND OTHER OFFICE DEVICES 
Rough and Rebuilt. Write for Latest Price List. 


Reliable TYPEWRITER & ADDING MACHINE CORP. 


303 W. MONROE ST. CHICAGO, ILL. 











HERE AT 
LAST! 


Automatic and 
Semi-Automa- 
tic Post-Card 
Duplicators of 
Every Descrip- 
tion and for 


Every Need. 


The POSTAL- 
GRAPH AUTO- 
MATIC, the only 1. 
one of its kind on 
the market and Prices range from $22.50 to $19.50 
feeds MECHANICALLY FROM BOTTOM of STACK of CARDS now comes 
in THREE SIZES, 4x6—3!/,x5'/.-—3x5 M. resp. 
DISTRIBUTORS—DEALERS—SALESMEN SOLICITED 


ORTHOGRAPH CO. 





canis i Ema a alae S 


406 S. MAIN ST. 
LOS ANGELES, CALIF. 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the wy | al- 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat- 
ing and most er ey om ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 
sheets to lie flat when open at any 
point. The enlarged joint, nicely 
rounded and smoothed, keeps ring 
right side up in position to be in- 
stantly unlocked. 
Order through your 


PATENTED 
FEB.17,1920 JAN.11. 1828 
MOV. 6, 1923 
Eight Sizes 
inside Diameters: 


Ne. 00, % In. 
Ne. 0, 7% in. 
Ne. 01,1 in. No. 4, 2% In. 
Ne. 1, 1% in. Ne. 6,3 in. 


Come alse boxed assorted 
In seven sizes. 


Neo. 2, 1% in. 
Ne. 3,2 In. 


wholesaler. We also 
manufacture inexpensive loose leaf metals. 


8561 Se. Chieage Ave., 
a iMinois 


ey T. Adams vanes ate Ce. 
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CARD INDEX AND FILING SUPPLIES 


created to meet dealer needs 
and satisfy customer demands 


A wide range of stock forms for record keeping in banks, insurance 
companies and commercial institutions. A complete line at attractive 
prices. 
Send for samples and prices on your SPECIALS. 
Write for our NEW CATALOG. 


THE DACO CARD AND INDEX CO. 


No. 9 Federal Court Boston, Mass. 





ESTABLISHED 1919 


+ SR RS LAN 
QUALITY WITH 


A GOOD PROFIT 


More than 4500 dealers will tell 
you that Clarotype is a profitable 

















type cleaner. First, because it 
creates repeat sales by giving the 
customer quick-cleaning action 
and economical service. Second, 
because our discounts make 


Clarotype worth while ‘‘pushing”’ 
in your store. Order today from 
your jobber or direct from The 
Clarotype Co., Inc., 16-C Hudson 


St., New York City. 


CLAR- oF D 4d - 





THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 





TRU-RITE 


ALL THAT THE NAME IMPLIES 
INKED RIBBONS 
CARBON PAPERS 

TRIED, TESTED AND APPROVED 


Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 
Manufacturers 
2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 






















Adding and Bookkeeping Machine 
Replacement Parts 


NEW CATALOG WITH PICTURES 
OF OVER 400 PARTS 


CLOYES GEAR WORKS 
Cleveland, Ohio 






17214 Roseland Rd. 





Write for Your Catalog Today | 





OFFICE APPLIANCES 










; Chui 
Cheadle 


PAT. PENDING 





e TRANSPARENT « FLEXIBLE 
* REINFORCED EYELETS 
* WATER PROOF 


CElL-U-DEXx coRP BROOKLYN 








SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised| Write 
for details nowl 


Simply tip 
the card 
and copy 


Meilicke Systems, Inc. 





3468 N. Clark St. 
Chicago, Ill. 











e New Design — New Copymaking Speed and 
Economy Sells this new 
REX-O-Graph “’F. H.” 

Fluid Type—Hand Feed Duplicator 





© Fast, a penton 
ple to operate 

® Accurate, Economical, Pre- ¢« *.*" 
cision Printing ecr * : ee 


FROM MASTER copy. 

® 100% Roller gaa atm 
No Pump—No Wic 

@ Paper Sizes, 3 x s to 9 x 


15, can be printed from 
ONE Master without ad- 
justment. 


@ Prints up to 4 colors in 
one operation. 

€@ A GREAT VALUE—Only 
$75.00 F.0.B. Milwaukee. 







NEW 
REX-O-Graph 

EXPERIENCED P''?L'CATOR MEN! Model F. Hi. 
Write for details, terms and exclusive territories on this 
LEADER—and on the popular REX-O-Graph AUTOMATIC 
Fluid indus Machine and Gelatin Duplicators and SUP- 
PLIES. » Offering ready Sale and Steady Repeat 


Only $75.00 


Profits! F. O. B. Milwaukee 





3727 N. PALMER STREET 
MILWAUKEE, WISCONSIN 
All Codes 


REX-O-Graph, Inc. e © 


Cable Address: REXO—Milwaukee, 
veew 








REBUILTS MEAN 


QUICK, EASY SALES 
AT GOOD PROFITS 


When your customer cannot af- 
ford a new unit, remember that 
our 16,000 square feet of floor 
space houses a tremendous stock 
of rebuilt, refinished and guar- 





REBUILT, REFINISHED 


= VISIBLE RECORD . rage gy 
EQUIPMENT and on seg ag tenn 


icke and other vis- 
ible systems in cabi- 
nets, panels and book 


OFFICE MACHINES 








UNIVERSAL OFFICE outs, 
Calculators 
EQUIPMENT CO., INC Comptometers 
= . Addressographs 
“The House That Confidence Built” Multigraphs 
561 Broadway New York City Dictating Machines 
Cable—*Uniquip’’—New York Mimeographs 
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BEG YOUR PARDON 


Response to our first public announcement of PRES- 
TOVAC Cushion Keys to retail for $1.00 proved two 
things: 
1 We were right in predicting that 4,000,000 
" stenographers—and the men who buy office 
equipment—were waiting for just such an 
article, and 
2 We were wrong in thinking the immediate 
"demand could be handled promptly with our 
present facilities—even on a 24-hour schedule. 
If you have ordered and not yet received your PRES- 
TOVAC Keys, please have patience. Your shipment 
may be on the way direct or through one of our jobbers. 


Thank you. 
PRESTOVAC CORPORATION 
OAK PARK ILLINOIS 












OFFICE MACHINES 


points your way to TOP PROFITS on 
Addressographs, Mimeographs, Multi- 
graphs, etc. 


Write Pruitt, 4] Pruitt Bldg., Chicago 











TWIRLIT 


Paper Drill 






200 series 
$750 
list 
For all office punching jobs. Drills 150 
sheets of paper (a half inch) at One opera- 
tion, cuts holes through magazines for 
library and clubroom binders, drills straw- ° H 
beard or fibre board, leather, ete. Four hole Mitchell Binder Co. 
sizes, from % to 13/32 inch, one, two and 
three drill heads in unit at $2.50, $7.50 and 106 Bower Ave. 
$12.50. Full details on request. Put in 


Hagerstown, Maryland 


TWIRLIT demonstration now! 














THOUSANDS 


of users say the 


TO RIT 


MOISTENER 


is the FINEST DEVICE made for 
sealing envelopes, moistening stamps, 





labels, etc. 


It has a vitreous enameled, POS- 
ITIVELY RUST-PROOF, fountain, 
a stainless steel top and a long- 
life brush. 


A LOW-PRICED, EASILY-CARRIED, 
EASILY-DEMONSTRATED and FAST- 
SELLING SPECIALTY. 


TORIT MFG. CO. 


305 Walnut St. St. Paul, Minn. 


ASK FOR FULL INFORMATION 
AND DEALER PRICES 


with Easy-to-Sell 


VUL-CO 


WASTE 
BASKETS 


* Durable, smartly styled 

* Hand-made of hard vulcanized fibre 

* Guaranteed 5 years 

* Wrapped in sparkling “Cellophane” 
Write today for literature ana discounts 





NATIONAL VULCANIZED FIBRE CO. 


WILMINGTON, DELAWARE 





The First Traveling Salesman 


undoubtedly looked like this—checked 
suit, high hat and all! He was a pi- 
oneer in the field of distribution. 

















The little book in his hand is one of 
BEACH’S i 
“Common Sense” Ki 
TRAVELERS’ EXPENSE BOOKS j 7 


—also a pioneer—in the field of com- 
plete, easy and efficient record keeping. 

It is the original and best Travelers’ 
Expense Book, and the one your cus- 
tomers will ask for. 


BEACH PUBLISHING CO. 
7338 Woodward Ave., Detroit, Mich. 








DAISY WIRE LETTER TRAYS 








Rubber Feet. 
Packed 1 dozen or more in 


Made of No. 16 wire. 

Top rim of No. 12 wire. 
Finished in green lacquer. 
Size 10 x 14 x 3 inches. poun 


Manufactured by 


The Massillon Wire Basket Co. 


MASSILLON, OHIO 











BANK PASSBOOKS 


AND POCKET CHECK COVERS 
NEW METHODS OF MANUFACTURING MAKE 
LOW PRICES AND EASY SALES. 


BIG OPPORTUNITY 
FOR BANK SUPPLY AND STATIONERY 
SALESMEN 
Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 
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HAND ENGRAVED RUBBER 





NO WOODCUT REQUIRED! 


s_walare STAMP 





RETAILS FOR 1 COMPLETE 


your sales features:— 
@ One day service 
@ No extras 
e@ Hand engraved 
e@ Guaranteed quality 


@...2 wey @ Nationally advertised 


Write today for discounts and full details. 


WACKER 


THE AUTOGRAPH ENGRAVERS ‘°c 31, cao 






OFFICE APPLIANCES 








Have PROBLEM ier 
STENCIL PAPER 
CARBON PAPER? 


An all-including service and consultaton on 
Processes, Improvements, Development, Re- 
search, is available. 


JOHN G. BILLINGS 


8368 Romaine Street Hollywood, Calif. 











_ ROLLING UP PROFITS FOR YOU 


A fy No. 2479 Double Ball Bearing Caster is in 
‘f use in most of the country’s leading indus- 
trial and professional offices and institutions. 
It is a leader to sales of other Faultless floor 
~ be protection equipment shown. Write for Cata- 
»# Wj log and facts about this profit-earning line. 
2” FAULTLESS CASTER CORPORATION 
Evansville, Indiana — 






















pony Faultless Unbreakable 
nd Ruberex Cups. Round or 
(eft Faultless quiet Cushion 
ides ave mounted in live rubber. 








With 
Ribbons 
and 
Carbon 
Papers 





It’s so easy to acquire the habit of keeping the same old 
line in “stock.” 


You can “‘sell’’ Allied prod- 
ucts with the greatest of ease 
—and make bigger profits, 
too. 


For information and Quick 

: CARBON & RIBBON MFG. CORR 
Action Telegraph NOW at "165 DUANE STREET STREET 
our expense. NEW YORK, N. Y. 














IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN FRANCE 





First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ee Ge 
Include “METHODES” in your ad- 


vertising appropriation: It pays. 
Send for free copy today. 





‘“METHODES” 
SUBSCRIPTION RATES 


To France, Colonies, Belgium and Luxem- 
REG eve cdseews vt ccdiecveteved eee 50 Francs 


Countries adhering to the Stockholm Con- 
MNS ia chassis s Sak eenas ieee. s 55 Francs 


Countries not adhering to the Stockholm 
Convention (including the U.S.)....... 60 Francs 











METHODES 


27 rue des Petites Ecuries 
Paris X° France 
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Are You 


interested in 
trade doings in 


GREAT 
BRITAIN 


9 


SE 


If so, there is only one way of keeping 
abreast of the times and that is by the 
regular monthly receipt and perusal 
of the 


BRITISH 
OTATIUNER 


—a monthly journal for the Stationery 





and Allied Trade whose editorial pages 
are unique for news, instruction, -orig- 


inality and general interest. 


=a—=—=== SEND US THIS COUPON -=======; 


To the Proprietors THE BRITISH STATIONER, 
Grand Bldg., Trafalgar Square, 
LONDON, ENG. 


Send to the address below FREE SPECIMEN COPY of “The 
British Stationer’’ for examination. 


RE TET S Seer eee ee oe So a EON ce ed 











Date 
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ack- 
ers. 


co. 
SsH-PIN 
mooRE ba st., PHILA, PR 


b 
912 assorted P 
a Pushbless 





that never wrinkles paper 


—not even the thinnest tissue. Scrapbooks never bulge, tracing 
papers never pucker; extended charts and forms can be typed or 
penned on immediately, smoothly . . . Write for Free Tube and 
Profit Story to Harriman-Welts Products Co., 200 Summer St., Boston 



















Speed — Mo 
FOUNTAIN BRUSH and CLEANER 


The clean way to 
clean typewriters and 
office machines. Fin- 
ger tip control gov- 
erns amount of fluid 
used. No loose brush- 
es; no daubers. Is 
also “tops” for re- 


moving spots from 





clothing, gloves, etc. 
Write us for details. 


RIVET-O MFG. CO. 84 Jason St. ORANGE, MASS. 











P Biss your vallietive in GRAMER 


SCIENCE! 
FIRST TO USE as standard equipment: 
. Finger-Tip Adjustments 
- Removable Covers 
. Foamed Latex Cushion 
. 2” Ball Bearing Casters 
“Roll-Tilt” Reclining Mechanism 
. All Parts Interchangeable 
. Rubber Bumper on Seat 
. Adjustable foot rest on center post of High Models 


OTHER FIRSTS COMING! 
Established—1886 
Exclusive Dealers Wanted—Limited 


C g A M t 3 Territories Available 
POSTURE CHAIR COMPANY 
1210-18 CAMPBELL ST. KANSAS CITY, MO. 


SPANIAVS One 
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*Trade-mark, Reg. U. S. Pat. Off. 











ill 
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CONFUCIUS 
SAY: 


‘a A$ FAS 
whk Ht 3% 
LM BAR AZ 








t “Dealer who give customer more for his money get more customers with money.” 








| 


hea) 


QUALITY PAYS—first, last, and all the time! Wit- 
ness the success of the New MAGIC Margin Royal, 
leader of the line that during 1939, set a new, 
all-time Royal Portable, sales high for dealers. 


Reports show more satisfied customers, more 


new customers saying, ‘“That’s the portable I want 
. .. the one with MAGIC Margin.” Feature Royal 
... THE FRONT LINE ... for prestige and profit. 


me N=™ MAGIC’ Margin 
ROYAL Portable 


Copyright, 1940, Royal Typewriter Company, Inc., New York City, 














Theewe 5 Mw 
Cont Be Beal) a 


HECK these five new Lettergraphs on any point—Price . . . Value. . Utility .. . Perform- 
ance... . Appearance—and we believe you can't help but agree that they are the 
outstanding duplicator values in the field today. Just think of being able to get full legal size, 
inside-inked rotary stencil duplicators at these amazing low prices! Among these five new 
models you are sure to find one that is tailor-made for any installation or price requirement. 
Through careful forethought, most of the parts of these new models are interchangeable. 
Thus it is possible for a customer to later add an automatic feed to the hand feed models, an 
automatically inked cylinder to the hand inked models, etc., etc. They feature quality 


construction such as cast aluminum side frames, heavy gauge steel parts, attractive finishes 
and an abundance of gleaming plated parts. All are sold complete with initial supplies! 
















HAND-FED LETTERGRAPHS ~ 
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-GJed LETTERGRAPHS 
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y 
QUALITY FEATURES. { 


e Automat Fd mo FEED ARM 4 


ri sien ahead eo 


@ HOOK-ON RECEIVING TRAY 


@ POSITIVE CYLINDER tre or 


Newly d 
Men 


eo spa aicoin ae BAR 
Newly designed either slot or but- 
tonhole stencils. Adjustable, 

cil may tilted if copy isn't poo 
vee cane he 

inder; in nS Counter; 

Feed for 


© INTERCHANGEABLE CYLINDERS _ 
Cylinders. removed anged by — 


—_ 





















KING 


THE HEYER CORPORATION « CHICAGO, ILL., ESTABLISHED 1903 
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-LUSIVE TYPING STAND 


UNDERWOOD 
TYPEMASTERS 


The New Underwood built-in Typing Stand is an 
ingenious folding tripod steel stand perfected after 
many years of research. Built right into the Underwood 
TYPEMASTER Portable carrying case. Supplied 
exclusively on Underwood Typemaster Portables. 


IT’S GOOD BUSINESS 
TO SELL THE MACHINE 
THE WORLD IS BUYING 


Underwood, dedicated to its 
policy of “Dealer First’, has 
consistently tried to give the 
Dealer the most salable machine 
it could produce and then 
backed it to the fullest possible 
extent with sound advertising 
and merchandising policies. 





If you are not now selling the 
complete Underwood Portable 
line, write for full information. 


ee @ ® 
aS < é Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER 
DEALERS FIRST pecans 
Typewriters... Accounting Machines. .. Adding 
In the Underwood Portable sales Machines... Carbon Paper. . Ribbons and 
policy the Dealer a/ways comes other Supplies. . . One Park Ave., New York. 
first. Underwood Portables are Sales and Service Everywhere 
sold “over the counter” through Underwood Elliott Fisher 


Speeds the World's Business 


authorized Underwocd Portable 
Copyright 1940, Underwood Elliott Fisher Company 


Dealers. 


NAT ee LL a 








